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CLYDE  L.  KING.  10245 

ONE  HUNDEED  AND  THIRTY-FIFTH  DAY. 

Piedmont  Hotel, 
Atlanta,  Georgia. 

Monday,  January  5,  1914. 

Before  Special  Examiner  John  Arthur  Brown. 

Present  on  behalf  of  the  United  States,  Mr.  Colton. 
Present  on  behalf  of  the  Defendants,  Me.  Eeed. 


CLYDE  L.  KING 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Mr.  Reed: 

Q.  Your  home  is  in  Atlanta  ? 

A.  Yes. 

Q.  What  is  your  occupation? 

A.  President  of  the  Atlanta  Agricultural  Works. 

Q.  How  long  have  you  been  president  of  that  company? 

A.  Since  its  organization,  about  twelve  years. 

Q.  Do  you  have  charge  of  the  buying  of  steel  products  for 
that  company? 

A.  Yes. 

Q.  And  have  you  had  throughout  that  period  of  twelve 
years  ? 

A.  Yes. 

Q.  Are  you  in  a  position  to  observe  whether  or  not  there 
is  competition  for  your  business? 

A.  Yes. 

Q.  What  kind  of  steel  products  do  you  buy? 

A.  Principally  bars,  soft  and  hard,  and  slabs. 

Q.  And  by  "slabs"  exactly  what  do  you  mean? 

A.  Well,  it  is  the  same  thing  as  a  tank  plate,  with  an 
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additional  quantity  of  carbon  put  in.  We  use  it  in  making 
plow  shapes,  as  they  are  known  in  our  business. 

Q.  And  by  the  word  "slab"  you  mean  a  tank  plate  with  a 
high  carbon  analysis? 

A.  That  is  correct,  yes. 

Q.  What  are  the  variations  of  carbon  that  you  specify  ia 
those  plates'? 

A.  They  vary  from  .20  to  .80  per  cent. 

Q.  .20  to  .80  carbon? 

A.  .20  to  .80  carbon,  yes. 

Q.  About  what  tonnage  of  steel  bars  do  you  buy  annually, 
Mr.  King? 

A.  Bars? 

Q.  Yes. 

A.  Both  soft  and  hard? 

Q.  Yes. 

A.  I  should  say  from  1,500  to  2,000  tons. 

Q.  And  do  you  buy  any  iron  bars  ? 

A.  A  few,  yes. 

Q.  In  any  large  quantity? 

A.  Not  over  150  to  200  tons. 

Q.  It  is  a  relatively  small  quantity,  compared  with  your 
steel  bar  purchases? 

A.  Yes. 

Q.  Do  you  buy  bars  on  a  competitive  basis,  Mr.  King?  That 
is,  do  you  ask  quotations  from  different  concerns? 

A.  Oh,  yes. 

Q.  What  factors  determine  the  bidder  to  whom  you  will 
give  the  order? 

A.  Well,  the  price  has  more  to  do  with  it  usually  than  any- 
thing else.  Then  of  course  the  other  considerations  are,  our 
knowledge  of  the  seller's  ability  to  deliver  the  goods  as  wanted, 
and  the  quality,  and  to  take  care  of  the  shipments  and  give  us 
the  service,  and  so  on. 

Q.  Delivery  and  quality  enter  into  it? 

A.  Yes. 

Q.  But  price  mostly? 

A.  Yes. 
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Q.  From  what  companies  have  you  been  in  the  custom  of 
receiving  quotations  on  steel  bars  ? 

A.  Well,  do  you  want  me  to  name  them  1 

Q.  If  you  please. 

A.  Cambria,  of  Johnstown,  Pennsylvania;  Crucible  >Steel 
Company  of  America,  Pittsburgh;  Jones  &  Laughlin  Steel 
Company  of  Pittsburgh ;  the  Tennessee  Coal,  Iron  &  Railroad 
Company,  and  the  Atlanta  Steel  Company. 

Q.  That  is  located  here  in  Atlanta? 

A.  Yes;  and  the  Republic  Iron  &  Steel  Compaay.  They 
are  the  principal  ones. 

Q.  Do  you  get  quotations  too  from  the  Inland  Steel  Com- 
pany? 

A.  Yes. 

Q.  And  the  Youngstown  Sheet  &  Tube? 

A.  Yes,  on  certain  products.  We  do  not  get  quotations 
from  the  Youngstown  people  on  the  bars  and  slabs. 

Q.  I  am  asking  only  about  bars.  Do  you  get  quotations 
on  bars  from  Youngstown? 

A.  Yes. 

Q.  And  do  you  get  quotations  on  bars  too  from  the  La 
Belle  Steel  Company  of  Wheeling? 

A.  We  formerly  did,  but  we  haven't  done  any  business 
with  them,  though ;  I  do  not  think  we  have  had  any  prices  from 
them  for  two  or  three  years. 

Q.  You  have  not  been  asking  quotations  from  them  re- 
cently? 

A.  No,  sir. 

Q.  Now,  during  the  last  three  or  four  years  what  per- 
centage of  your  steel  bars  have  you  been  getting  from  the 
Tennessee  Coal,  Iron  &  Railroad  Company? 

A.  During  the  past  three  or  four  years  ? 

Q.  Yes. 

A.  What  percentage  of  bars  ? 

Q.  Yes. 

A.  Only? 

Q.  Bars  only. 

A.  I  should  say  from  60  to  70  per  cent. 

Q.  And  prior  to  that  period;  that  is,  up  until  three  or 
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four  years  ago,  what  proportion  of  your  bar  purchases  were 
from  the  Tennessee  Coal,  Iron  &  Eailroad  Company? 

A.  Probably  20  to  25  per  cent. 

Q.  You  increased  your  buying  from  them  very  much  three 
or  four  years  ago  I 

A.  Yes. 

Q.  In  regard  to  the  quotations  that  you  have  been  receiv- 
ing on  bars,  Mr.  King,  do  you  find  that  they  vary,  or  that  they 
are  all  alike! 

A.  They  usually  vary. 

Q.  How  long  has  that  been  so,  Mr.  King? 

A.  Ever  since  we  have  been  buying. 

Q.  At  this  time  do  you  remember  any  instance  where 
every  bid  that  you  got  on  steel  bars  was  the  same  ? 

A.  No,  sir. 

Q.  Is  the  competition  for  your  business  in  bars  active  or 
otherwise? 

A.  It  is  pretty  keen. 

Q.  How  about  your  own  business,  Mr.  King:  What  does 
your  company  make  1 

A.  We  make  plows  and  agricultural  implements. 

Q.  Have  you  any  competition  in  that  business? 

A.  Decidedly  so;  yes,  sir. 

Q.  Is  it  pretty  keen  competition? 

A.  Yes,  sir. 

Q.  In  view  of  that  fact,  does  the  price  that  you  pay  for 
your  raw  material  assume  a  great  importance  to  you? 

A.  It  does. 

Q.  I  suppose  your  ability  to  compete  depends  on  your  get- 
ting your  raw  material  as  cheaply  as  possible? 

A.  It  has  a  great  deal  to  do  with  it ;  yes,  sir. 

Q.  And  for  that  reason,  I  suppose,  it  is  important  to  you 
to  see  that  you  do  get  competition  for  your  purchases  ? 

A.  Yes,  sir. 

Q.  And  have  you  had  competition  for  your  purchases  of 
barsi  throughout  the  twelve-year  period? 

Mr.  Colton  :  Just  a  moment.  I  object  on  the  ground  that 
the  witness  cannot  know  as  to  the  arrangement  in  regard  to 
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mininnim.  prices  among  the  different  manufaoturers,  and  can- 
not, therefore,  pass  an  opinion  on  wlietlier  lie  has  had  com- 
petition or  not. 

By  Me.  Eeed  : 

Q.  Will  yon  answer  the  question? 

A.  I  would  like  to  have  it  repeated. 

(The  stenographer  repeated  the  pending  question.) 

The  Witness:  Yes,  sir. 

By  Mr.  Eeed  : 

Q.  I  notice,  Mr.  King,  that  your  purchases  from  the  Ten- 
nessee Company  very  largely  increased  three  or  four  years 
ago.  Prior  to  that  time  how  did  you  find  the  service  of  the 
Tennessee  Company? 

A.  Not  satisfactory. 

Q.  Do  you  remember  the  panic  of  1907  ? 

A.  I  do. 

Q.  Prior  to  that  panic,  which  was  the  time  when  the  Steel 
Corporation  bought  the  Tennessee  Company,  how  did  you 
find  the  quality  of  the  Tennessee  product? 

A.  Prior  to  the  time  the  Tennessee  Company  was  bought 
in  by  the  U.  S.  Steel  Corporation? 

Q.  Yes,  sir. 

A.  We  found  the  quality  of  their  product  was  not  such 
that  we  could  advantageously  use  much  of  their  product. 

Q.  In  what  respect  was  the  quality  of  their  product  un- 
satisfactory? 

A.  First,  the  sizes  were  irregular;  the  size,  both  as  to 
thickness  and  width. 

Q.  We  are  speaking  now  of  bars  ? 

A.  Of  bars,  yes.  They  did  not  seem  to  have  proper  equip- 
ment or  knowledge  of  how  the  material  should  be  finished  to 
give  it  to  us  in  a  satisfactory  shape.  The  carbon  was  irregu- 
lar. At  times  we  would  find  a  variation  of  as  much  as  one- 
sixteenth  and  sometimes  more  than  that  in  the  thickness  of 
one  bar  on  one  end,  as  against  the  same  bar  on  the  other  end. 

Q.  In  other  words,  it  would  have  gained  or  lost  in  thick- 
ness in  the  course  of  the  rolling  of  one  bar? 
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A.  In  the  course  of  the  rolling,  yes;  and  it  was  impossible 
for  us  to  use  such  material  for  the  majority  of  our  needs. 

Q.  I  suppose  that  a  variation  of  one-sixteenth  of  an  inch 
would  be  extremely  importaiit,  would  it? 

A.  Yes,  sir. 

Q.  For  most  purposes? 

A.  Yes,  sir. 

Q.  Since  the  Steel  Corporation  bought  the  Tennessee  Com- 
pany has  there  been  any  change? 

A.  Yes,  sir. 

Q.  For  the  better  or  the  worse? 

A.  Considerably  improved. 

Q.  Taking  the  matter  of  quality  first:  how  has  their  roll- 
ing practice  improved,  if  at  all? 

A.  They  are  now  able  to  give  us  just  about  as  good  steel, 
both  as  to  the  quality  and  the  size,  as  any  of  the  mills  in  the 
north  from  whom  we  have  been  heretofore  buying. 

Q.  Is  their  rolling  accurate? 

A.  Yes,  sir;  as  much  so  as  we  would  get  it  from  other 
people. 

Q.  H^ow  about  the  carbon  content  of  the  steel? 

A.  That  is  all  right. 

Q.  You  have  no  more  trouble  with  that? 

A.  No  more  trouble  on  that  line. 

Q.  How  about  their  promises  of  delivery,  Mr.  King? 

A.  We  find  that,  within  the  past  three  or  four  years,  they 
have  steadily  made  improvement  along  that  line ;  and  for  the 
past  year  or  two  particularly  they  have  come  more  nearly 
making  us  specific  promises  of  delivery  when  our  specifica- 
tions were  received  by  them,  and  have,  generally  speaking, 
lived  up  to  their  promises. 

Q.  As  compared  with  the  performance  of  the  old  adminis- 
tration of  the  Tennessee  Company,  that  is,  prior  to  the  panic 
of  1907,  has  there  been  an  improvement  in  this  matter  of 
deliveries  ? 

A.  Oh,  yes ;  yes,  sir. 

Q.  In  those  days,  when  you  found  the  rolling  widths  and 
thicknesses  irregular,  the  carbon  analyses  fluctuating  and  the 
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deliveries  imreliable,  did  you  give  your  business  to  tke  T.  C. 
&  I.  on  an  even  basis  in  most  cases,  or  would  you  prefer  a 
northern  mill  at  the  same  price? 

A.  We  would  prefer  the  northern  mill. 

Q.  Now,  Mr.  King,  I  want  to  take  up  for  a  moment  your 
plate  purchases. 

Me.  Colton:  That  is  what  he  called  plow  slabs*? 
The  Witness:  Plow  slabs. 

By  Mr.  Eeed  : 

Q.  These  high  carbon  plates  that  you  spoke  of,  running 
as  high  as  .81  of  one  per  cent,  in  carbon;  how  many  tons  of 
such  plates  do  you  buy  annually? 

A.  From  2,000  to  2,500  tons. 

Q.  And  do  you  ask  for  competitive  quotations  on  them? 

A.  Yes. 

Q.  From  what  companies? 

A.  The  Crucible,  the  Cambria,  Jones  &  Laughlin  and  the 
Carnegie. 

Q.  And  the  Tennessee  Coal,  Iron  &  Railroad  Company? 

A.  The  Tennessee  Coal,  Iron  &  Railroad  Company. 

Q.  Do  you  ever  ask  quotations  from  the  Portsmouth  Steel 
Company? 

A.  Yes. 

Q.  Do  you  find  the  quotations  vary  there  also? 

A.  Yes,  there  is  always  some  difference  in  them. 

Q.  And  how  long  has  that  been  the  case,  Mr.  King? 

A.  So  far  as  I  know  there  has  always  been  some  differ- 
ence. 

Q.  And  you  buy  there  on  a  competitive  basis  too,  do  you? 

A.  Yes. 

Q.  From  your  standpoint  as  a  consumer  of  steel  products 
do  you  find  that  the  purchase  of  the  Tennessee  Company  by 
the  United  States  Steel  Corporation  was  an  advantage  or  a 
disadvantage  ? 

A.  It  has  resulted  in  an  advantage  to  us. 

Q.  Has  it  in  any  way  that  you  know  of  resulted  m  a  dis- 
advantage to  the  southern  consumers? 

A.  No,  sir. 
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Mk.  Colton  :  I  object  to  all  this  testimony,  if  it  is  intended 
to  relate  to  anything  other  than  Mr.  King's  own  purchases; 
he  has  not  been  shown  to  have  any  familiarity  with  the  way 
it  affects  other  people. 

Mk.  Eeed:  You  may  cross  examine. 

CROSS  EXAMINATION 

By  Mk.  Colton  : 

Q.  Through  the  acquisition  of  the  Tennessee  Company  the 
Corporation  has  been  enabled  to  secure  from  60  to  70  per 
cent,  of  your  business,  has  it  not,  Mr.  King? 

A.  It  has. 

Q.  Now,  prior  to  the  acquisition  of  the  Tennessee  Coal, 
Iron  &  Railroad  Company,  what  percentage  of  your  business 
went  to  the  subsidiaries  of  the  United  States  Steel  Corpora- 
tion? 

A.  Other  than  the  Tennessee  Company?  I  do  not  know 
whether  I  am  prepared  to  answer  that  or  not. 

Q.  Can  you  give  the  percentage  that  went  to  the  Carnegie 
Company  prior  to  the  acquisition  of  the  Tennessee  Company 
by  the  United  States  Steel  Corporation? 

A.  Not  definitely,  no,  without  reference  to  records. 

Q.  Is  it  not  a  fact  that  the  United  States  Steel  Corpora- 
tion has  greatly  increased  the  percentage  of  your  purchases 
from  them  since  it  acquired  the  Tennessee  Coal,  Iron  &  Rail- 
road Company? 

A.  Yes. 

Q.  And  has  not  the  percentage  of  your  business  that  it 
secures  in  tonnage  been  very  much  larger  since  it  acquired 
the  Tennessee  Coal,  Iron  &  Railroad  Company  than  before? 

A.  Yes. 

Q.  And  you  are  not  prepared  to  state  just  how  much  it 
has  increased? 

A.  Not  with  any  degree  of  accuracy. 

Q.  Did  you,  prior  to  the  acquisition  of  the  Tennessee  Coal, 
Iron  &  Railroad  Company  at  times  buy  bars  from  the  Car- 
negie Company? 

A.  Prior  to  the  time  of  the  acquisition? 
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Q.  Yes. 

A.  I  don't  think  so;  not  bars. 

Q.  Did  you  buy  plow  plates? 

A.  Slabs,  yes. 

Q.  Did  you  buy  bars  of  any  one  of  the  Corporation's  sub- 
sidiaries prior  to  the  acquisition  of  the  Tennessee  Coal,  Iron 
&  Eailroad  Company? 

A.  I  don't  know. 

Q.  Do  you  buy  bars  from  jobbers? 

A.  No,  sir. 

Q.  You  buy  from  manufacturers? 

A.  Always  from  mills. 

Q.  And  you  are  not  able  now  to  state  whether  you  pur- 
chased from  the  United  States  Steel  Corporation  or  not — 
bars? 

A.  For  the  reason  that  I  do  not  know  which  of  the  com- 
panies are  subsidiaries,  or  were  subsidiaries  to  the  United 
States  Steel  Corporation.  Of  course  I  know  from  whom  we 
bought  bars,  but  whether  or  not  they  are  subsidiaries,  I  do 
not  know. 

Q.  Just  name  them. 

Me.  Eeed  :  There  are  only  two  that  make  bars,  the  Illinois 
and  the  Carnegie. 

The  Witness:  "We  bought  some  bars  from  the  Illinois 
Steel  Company  prior  to  the  time  the  United  States  Steel  Cor- 
poration purchased  the  Tennessee  Coal,  Iron  &  Eailroad 
Company,  yes. 

By  Mb.  Colton  : 

Q.  The  Tennessee  Company  and  the  Illinois  Company 
were  in  competition  for  your  business  in  bars  ? 

A.  Yes. 

Q.  That  is,  prior  to  the  acquisition? 

A.  Yes,  prior  to  the  purchase  of  the  Tennessee  Company. 

Q.  Have  you'  purchased  any  bars  from  the  Illinois  Steel 
Company  since  the  acquisition  of  the  Tennessee  Company? 

A.  A  few,  yes. 

Q.  What  percentage  of  your  bars  do  you  purchase  from 
the  Atlanta  Steel  Company? 
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A.  What  do  we  purchase  now? 

Q.  Yes. 

A.  Probably  10  to  15  per  cent. 

Q.  What  sizes  of  bars  do  you  get  from  the  Atlanta  Com- 
pany? 

A.  Anything  under  two  inches  wide  and  a  half  an  inch 
thick. 

Q.  They  are  only  small  bars? 

A.  That  is  their  limit;  yes. 

Q.  From  the  Tennessee  Company  what  different  sizes  do 
you  get? 

A.  All  the  way  up  to  six  inches  wide;  from  three-six- 
teenths to  one  inch  thick. 

Q.  Are  you  prepared  to  state  the  percentage  you  pur- 
chased from  the  Tennessee  Company  before  it  was  acquired 
by  the  United  States  Steel  Corporation? 

A.  Not  definitely.    I  could  say  approximately. 

Q.  You  did  get  a  substantial  portion  of  your  bars  from 
the  Tennessee  Company  before  its  acquisition  by  the  Steel 
Corporation? 

Mk.  Eeed  :  He  has  already  stated  that. 
The  Witness  :  No,  sir.    We  did  not  get  what  I  would  term 
a  substantial  quantity. 

By  Mk.  Colton  : 

Q.  Did  you  get  20  per  cent.  ? 

A.  Yes. 

Q.  Do  you  now  get  what  you  would  term  a  substantial 
quantity  of  bars  from  any  other  company  than  the  United 
States  Steel  Corporation?    If  so,  state  what  company  that  is. 

A.  We  do  not. 

Q.  Do  you  get  what  you  would  term  a  substantial  portion 
of  your  plow  slabs  or  plates  from  any  other  company  than 
the  United  States  Steel  Corporation?  If  so,  state  what  com- 
pany that  is. 

A.  The  Cambria  Steel  Company,  Johnstown,  Pennsyl- 
vania. 

Q.  What  percentage  of  plow  slabs  do  you  get  from  them? 

A.  At  the  present  time? 
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Q.  Yes. 

A.  I  should  say  25  or  30  per  cent. 

Q.  Any  other  company? 

A.  No,  sir.  Well,  we  get  some  special  steel  that  is  used 
in  the  manufacture  of  implements  from  the  Crucible  Steel 
Company;  but  the  slab  we  do  not  get  from  anyone  else  ex- 
cept the  Cambria  and  the  Tennessee  Company  at  the  present 
time. 

Q.  Before  the  Tennessee  Company  was  acquired  by  the 
United  States  Steel  Corporation  you  secured  a  considerable 
portion  of  your  plow  slabs  or  plates  from  the  Carnegie  Steel 
Company,  did  you  not? 

A.  We  secured  some  more  or  less,  depending  altogether 
on  the  price  and  the  condition  of  their  promises  as  to  de- 
liveries and  so  on. 

Q.  Then  there  was  competition  between  the  Carnegie  Steel 
Company  and  the  Tennessee  Coal,  Iron  &  Eailroad  Company 
for  your  business  in  plow  slabs  or  plates,  was  there  not? 

A.  Yes,  sir. 

Q.  Prior  to  its  acquisition  by  the  Steel  Corporation? 

A.  Yes,  sir;  and  there  is  yet. 

Q.  You  say  there  is  still  competition  between  the  Carnegie 
Steel  Company 

A.  Well,  Carnegie,  Jones  &  Laughlin,  the  Cambria  Steel 
Company,  the  Tennessee  Coal,  Iron  &  Eailroad  Company,  all 
compete  for  our  business  every  year. 

Q.  Since  the  acquisition  of  the  Tennessee  Coal,  Iron  & 
Eailroad  Company,  the  Corporation  has  made  Birmingham 
a  basing  point  for  certain  products,  has  it  not? 

A.  I  thiak  so. 

Q.  And  as  regards  the  Corporation's  mills  that  will  make 
the  Corporation's  price  lower  for  the  Tennessee  Company 
than  it  is  for  the  Carnegie  Company,  will  it  not  ? 

A.  In  certain  territories  I  imagine  that  it  vnll,  yes. 

Q.  It  does  to  you,  does  it  not? 

A.  It  does  to  us. 

Q.  Since  the  acquisition  of  the  Tennessee  Company  by  the 
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Corporation,  have  you  purchased  any  of  your  plow  slabs  from 
the  Carnegie  Steel  Company? 

A.  Since  the  acquisition  of  the  Tennessee  Company  by 
the  U.  S.  Steel  Corporation  we  have  not  purchased  any  slabs 
from  the  Carnegie  Company. 

Q.  Have  not  the  Carnegie  quotations,  ever  since  this 
change  in  basing  point,  been  uniformly  higher  than  the  Ten- 
nessee Company's  quotations'? 

A.  Generally  speaking,  they  have. 

Q.  Do  you  know  a  single  instance  in  which  they  have  not 
been  higher? 

A.  Yes,  sir. 

Q.  What  year  was  it? 

A.  The  year  before  last. 

Q.  On  what  product? 

A.  Slabs. 

Q.  What  was  the  price  quoted  to  you  on  slabs  by  the  Car- 
negie Steel  Company? 

A.  I  could  not  answer  that  figure  exactly  without  refer- 
ring to  my  records. 

Q.  Did  you  give  them  any  of  your  business  ? 

A.  We  gave  some  of  our  business  to  the  Cambria,  and  I 
think  some  to  Carnegie,  too,  at  that  time.  The  price  declined, 
and  we  were  able  to  buy  in  the  open  market  from  the  mills  in 
the  Pittsburgh  district  at  a  lesser  price  than  our  contract 
price  with  the  Tennessee  Company.  That  condition,  however, 
did  not  last  for  a  great  length  of  time,  until  the  Tennessee 
Company  protected  us  in  the  decline,  and  gave  us  the  benefit 
of  the  reduction  in  the  price. 

Q.  That  came  in  1911,  did  it  not? 

A.  Yes. 

Me.  Eeed:  1911  or  1912? 

The  Witness  :  1912,  I  guess  it  was. 

Me.  Eeed  :  He  said  the  year  before  last. 

Mr.  Colton  :  Yes,  I  know  he  did,  but  I  was  thinking  of  the 
time  of  the  well-known  break,  and  that  is  the  reason  I  asked 
the  question. 

The  Witness  :  It  was  in  1912. 
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By  Me.  Colton  : 

Q.  What  month.? 

A.  It  was  in  the  fall.  I  would  not  like  to  state  positively ; 
sometime  between  September  and  December. 

Q.  Was  not  that  in  the  fall  of  1911? 

A.  I  am  pretty  sure  it  was  in  1912. 

Q.  You  think  that  was  two  years  ago — in  1912? 

A.  Yes ;  there  was  a  considerable  break  in  the  market  at 
that  time. 

Q.  There  was  a  general  break  in  the  market  at  'that  time, 
was  there  not? 

A.  I  think  so,  yes,  sir. 

Q.  And  did  not  the  general  break  in  the  market  occur  in 
the  fall  of  1911,  instead  of  the  fall  of  1912? 

A.  There  might  have  been  a  break  in  both  years,  but  I  am 
satisfied  that  we  found  ourselves  able  to  buy  steel  in  the  fall 
of  1912  at  a  lesser  price  in  the  Pittsburgh  district  than  we 
were  able  to  secure  it  on  our  contracts  with  the  Tennessee 
Coal,  Iron  &  Eailroad  Company,  which  was  in  existence  at 
that  time. 

Q.  Did  you  get  quotations  from  the  Tennessee  Company 
before  you  bought  in  the  Pittsburgh  district? 

A.  I  don't  know  whether  we  got  quotations.  We  did  not 
need  quotations.  We  had  their  contract,  which  was  signed, 
and  specified  a  certain  monthly  quota  of  takings;  and  when 
we  found  that  we  were  offered  steel  by  the  Pittsburgh  com- 
panies at  a  lesser  figure  than  that  contained  in  our  contract 
with  the  Tennessee  Company,  we  took  advantage  of  that  and 
bought  some  of  it. 

Q.  Then  you  cannot  give  any  instance  in  which  the  Car- 
negie Company  did  not  quote  a  higher  price  than  the  Ten- 
nessee Company  quoted  at  the  same  time?  The  instance  you 
have  given — I  wish  to  call  your  attention  to  the  fact — com- 
pares the  Carnegie  quotations  with  the  Tennessee  Company's 
contract  price,  not  with  any  quotation  made  by  the  Tennessee 
Company  at  that  time. 

Mb.  Reed  :  Is  not  that  rather  argumentative,  Mr.  Colton  ? 
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Mr.  Colton:  I  think  it  is  proper  enough  in  cross  exam- 
ination. 

Mr.  Eeed  :  The  facts  speak  for  themselves.  Mr.  King  has 
given  the  facts. 

(By  request  the  stenographer  repeated  the  pending  ques- 
tion.) 

The  Witness:  I  do  not  know  that  I  could  answer  that 
without  going  back  to  my  records  to  find  out. 

By  Mr.  Colton: 

Q.  Do  you  now  recaU  any  instance  in  which  the  Carnegie 
Company  and  the  Tennessee  Company  were  quoting  you  at 
the  same  time  and  in  which  the  Carnegie's  quotation  was  not 
higher  than  the  Tennessee  Company's  quotation,  since  this 
change  in  basing  point  for  Birmingham? 

A.  I  do  not  recall  any  specific  instance,  no,  sir,  where  the 
Carnegie 's  price  was  not  higher. 

Q.  From  the  Crucible  Company  your  purchases  have  been 
of  a  special  class  of  plow  slabs  and  plates,  have  they  not? 

A.  No,  sir;  we  have  bought  from  the  Crucible  Company 
the  same  things  that  we  have  bought  from  the  Tennessee  Com- 
pany and  the  Cambria  Company  and  the  Carnegie  Company 
and  Jones  &  Laughlin — what  are  known  as  bars,  with  specified 
carbon  content. 

Q.  What  tonnage  did  you  buy  from  the  Crucible  Company 
in  1906? 

A.  It  would  be  impossible  for  me  to  answer  that  without 
going  back  to  our  records. 

Q.  Do  you  know  that  the  Crucible  Steel  Company  was 
manufacturing  bars  in  1906? 

A.  I  surely  do. 

Q.  Do  you  know  what  the  lowest  percentage  of  carbon  was 
that  they  put  in  any  of  the  bars  ? 

A.  No,  sir. 

Q.  You  cannot  give  any  information  as  to  the  character 
of  bars  they  were  manufacturing  at  that  time,  stated  in  per- 
centage of  carbon,  can  you? 

A.  Yes,  we  bought  from  them  for  some  time ;  almost  every 
year  we  had  a  contract  with  them,  up  to  three  or  four  years 
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ago ;  that  ranged  anywhere  from  300  to  600  tons.  Some  of  it 
we  took  in  what  are  known  as  ordinary  soft  bars,  which  have 
.15  to  .25  carbon,  and  the  other  we  took  in  the  hard  bars,  which 
have  from  .35  to  .40  carbon. 

Q.  Did  you  buy  any  soft  bars  from  them  in  1906? 

A.  I  would  not  be  able  to  say  as  to  that  particular  year 
without  going  back  to  my  books  to  find  out. 

Q.  1907? 

A.  I  would  not  be  able  to  tell  that. 

Q.  1908? 

A.  I  wouldn't  be  able  to  tell  that. 

Q.  1909? 

A.  I  would  not  be  able  to  say  for  that  year. 

Q.  1910? 

A.  I  won't  say  for  that  without  reference  to  the  books. 

Q.  1911? 

A.  The  same  answer. 

Q.  1912? 

A.  The  same  answer. 

Q.  1913? 

A.  We  have  bought  nothing  from  them  in  1913;  I  can 
answer  that  positively,  in  the  way  of  bars. 

Q.  Now,  have  you  bought  any  low  carbon  plow  slabs  in 
1906? 

A.  Low  carbon  plow  slabs  in  1906? 

Q.  Yes. 

A.  Oh,  yes,  we  did. 

Q.  What  tonnage? 

A.  I  would  not  be  able  to  say  as  to  that. 

Q.  Have  you  ever  bought  any  plow  slabs  from  the  Illinois 
Steel  Company? 

A.  Plow  slabs,  no,  sir ;  no  slabs. 

EEDIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  This  action  of  the  Steel  Corporation  in  making  Birm- 
ingham a  basing  point  resulted  ia  a  lower  average  of  prices 
for  the  southern  market  in  the  Tennessee  Coal,  Iron  &  Eail- 
road  Company's  product,  did  it  not? 
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A.  Yes. 

Q.  I  wanted  to  ask  you  about  these  things  which  you  call 
plow  slabs.  I  think  the  record  is  clear  on  that  point,  but  so 
that  there  may  be  no  doubt,  I  will  ask  you :  You  do  not  mean 
by  the  term  "slab"  the  large  semi-finished  flat  bloom  from 
which  plates  are  rolled  in  the  rolling  mill,  do  you? 

A.  We  know  them  as  slabs  for  the  reason  that  they  come 
to  us  in  varied  widths  and  thicknesses. 

Q.  Will  you  tell  us  the  maximum  thickness  in  which  they 
do  come  to  you? 

A.  In  which  we  get  the  slabs? 

Q.  Yes. 

A.  The  maximum?    Half  an  inch  thick. 

Q.  You  do  not  get  any  slabs  of  the  kind  that  range  from 
four  to  six  inches  ia  thickness,  do  you? 

A.  No,  sir. 

Q.  And  the  product  which  you  get  is  a  finished  rolled 
product? 

A.  A  finished  rolled  product. 

EECEOSS   EXAMINATION 
By  Mb.  Colton: 

Q.  Just  one  other  question:  The  Carnegie  Company  and 
the  Illinois  Company  and  the  Tennessee  Coal,  Iron  &  Eail- 
road  Company  were  all  quoting  you  on  bars  prior  to  the  ac- 
quisition of  the  Tennessee  Company  by  the  United  States 
Steel  Corporation,  were  they  not? 

A.  Yes. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIEECT  EXAMINATION 
By  Me.  Eeed: 

Q.  Where  do  you  live? 
A.  Savannah,  Georgia. 
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Qi.  What  is  your  occupation? 

A.  I  am  vice-president  and  general  manager  of  tlie 
Georgia  Supply  Company. 

Q.  How  long  have  you  been  vice-president  and  general 
manager  of  that  company? 

A.  Thirteen  years. 

Q.  Are  you  familiar  with  the  buying  of  steel  products 
which  your  company  gets? 

A.  Yes. 

Q.  Have  you  had  charge  of  it  yourself? 

A.  Yes. 

Q.  For  how  long? 

A.  Thirteen  years. 

Q.  Do  you  buy  on  a  competitive  basis,  Mr.  Denny? 

A.  Yes. 

Q.  What  kinds  of  steel  do  you  buy?  Or,  let  me  ask  you  as 
to  particular  varieties :  do  you  buy  pipe? 

A.  Yes. 

Q.  Do  you  buy  sheets? 

A.  Yes. 

Q.  Do  you  buy  wire  nails  and  plain  wire? 

A.  Yes. 

Q.  Do  you  buy  bars  ?    Steel  bars,  I  mean. 

A.  Yes. 

Q.  And  about  what  tonnage  of  pipe  of  all  kinds  do  you 
buy  annually? 

A.  It  varies,  sir. 

Q.  What  is  the  range  of  variation? 

A.  In  pipe  ? 

Q.  Yes,  of  all  kinds ;  tubular  goods. 

A.  I  would  say  1,000  to  1,500  tons  the  last  two  years. 

Q.  How  long  have  you  been  buying  that,  this  whole 
period? 

A.  Hardly. 

Q.  I  do  not  mean  this  whole  tonnage,  but  you  have  been 
buying  some  pipe? 

A.  Yes. 

Q.  In  each  of  the  thirteen  years  ? 
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A.  Yes. 

Q.  Going  back  to  tlie  begmning  of  your  buying,  wbich,  I 
take  it,  was  about  1901 — ^was  it? 

A.  February,  1901,  yes. 

Q.  Going  back  to  tbat  earliest  period,  say  in  tbe  years 
1901  and  1902,  what  percentage  of  your  pipe  was  bought  from 
the  National  Tube  Company? 

A.  In  1901  and  1902?    I  do  not  think  any  of  it. 

Q.  Where  did  you  get  most  of  your  pipe  in  those  years  ? 

A.  Spang-Chalfant  and  the  Beading  Iron  Company. 

Q.  Since  1902  have  you  bought  some  pipe  from  the  Na- 
tional Tube  Company? 

A.  Yes. 

Q.  Has  the  percentage  been  constant  or  has  it  varied? 

A.  It  varied,  on  the  demand. 

Q.  Speaking  generally,  has  the  percentage  that  you  have 
bought  from  the  National  Tube  Company  tended  to  increase 
or  decrease? 

A.  Increase,  I  think,  sir. 

Q.  You  are  buying  more  from  them  now  than  you  were  ten 
years  ago? 

A.  Yes.  We  bought  less  from  them  in  1913  than  we  did  in 
1912,  because  we  sold  less. 

Q.  But  I  am  speaking  of  your  percentage.  That  has  had 
a  tendency  to  increase,  has  it? 

A.  Yes. 

Q.  Now,  as  to  sheets :  about  what  tonnage  of  sheets  do  you 
buy  annually,  and  when  I  say  "sheets,"  Mr.  Denny,  I  mean 
to  include  both  plain  and  corrugated  and  black  and  galvan- 
ized. 

A.  I  would  say  from  600  to  700  tons  a  year. 

Q.  And  have  you  been  buying  sheets  since  you  started  in 
February,  1901? 

A.  Yes. 

Q.  Where  did  you  get  your  sheets  at  first,  if  you  remem- 
ber? 

A.  That  is  a  long  ways  back ;  I  could  not  say,  sir,  right  at 
the  beginning. 
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Q.  Do  you  remember  whetlier  you  bought  any  sheets  in 
1901  or  1902  from  tbe  American  Sheet  Steel  Company? 

A.  I  could  not  say  positively,  that  early. 

Q.  What  is  your  recollection  as  to  whether  you  did  or  did 
not? 

A.  My  recollection  is  that  we  began  buying  from  them 
within  two  or  three  years  from  the  time  we  started. 

Q.  Previous  to  that  you  had  bought  from  other  sheet  mills  ? 

A.  Yes,  positively  so ;  we  must  have,  we  bought  sheets. 

Q.  The  American  Sheet  Steel  Company  has  become  the 
American  Sheet  &  Tin  Plate  Company,  I  believe  that  is  what 
it  is  called  now? 

A.  Yes. 

Q.  Have  you  been  buying  from  them  much  recently? 

A.  Well,  in  a  period  of  ten  years,  yes,  we  have  bought 
from  them  off  and  on. 

Q.  About  what  percentage  of  your  requirements  during 
the  last  ten  years  have  you  bought  from  them? 

A.  I  would  say  about  one-third. 

Q.  Well,  take  the  last  year,  1913. 

A.  We  didn't  buy  any  from  them. 

Q.  You  didn't  buy  any  at  all  from  them? 

A.  No. 

Q.  How  about  the  year  before,  1912? 

A.  I  do  not  think  we  did  buy  any  in  1912  from  them. 

Q.  What  different  sheet  mills  bave  you  been  buying  from 
outside  of  this  American  Sheet  &  Tin  Plate  Company? 

A.  The  Youngstown  Sheet  &  Tube  Company;  the  Brier 
Hill  Steel  Company ;  the  La  Belle  Iron  Works,  and  formerly 
the  old  Thomas  Steel  Company,  which  was  afterwards  the 
Brier  Hill,  and  the  Wheeling  Corrugating  Company. 

Q.  I  neglected  to  ask  you  the  names  of  the  competitors 
in  pipe,  Mr.  Denny.  I  think  you  did  name  Spang,  Chalfant  & 
Company  and  the  Beading  Iron  Company.  Were  there  any 
others,  outside  of  the  National  Tube  Company,  from  which 
you  bought? 

A.  Yes,  sir ;  we  bought  from  Youngstown  and  Byers. 

Q.  From  the  Mark  Manufacturing  Company? 

A.  From  the  Mark  Manufacturing  Company;  yes,  sir. 
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Q.  From  La  Belle? 

A.  Some  from  La  BeUe ;  yes,  sir. 

Q.  During  these  last  two  years,  when  you  say  you  have 
bought  practically  nothing  in  sheets  from  the  American  Sheet 
&  Tin  Plate  Company,  have  they  been  after  your  business? 

A.  Yes,  sir. 

Q.  They  have  sent  salesmen  to  you  regularly? 

A.  Yes,  sir. 

Q.  Coming  to  wire  nails  and  plain  wire — those,  I  believe, 
are  the  kinds  of  wire  products  you  buy? 

A.  Yes,  sir. 

Q.  About  what  tonnage  in  wire  products  do  you  buy  an- 
nually? 

A.  From  three  to  four  hundred  tons,  I  would  say. 

Q.  Tell  us  the  names  of  some  of  the  competitors  for  your 
business  in  those  products? 

A.  The  Pittsburgh  Steel  Company  is  the  only  concern  we 
have  bought  nails  or  wire  from  except  the  American  Steel  & 
Wire  Company. 

Q.  Has  the  American  Steel  &  Wire  Company  a  warehouse 
in  your  town? 

A.  Yes,  sir. 

Q.  Does  that  help  them  any  in  competition? 

A.  Yes,  sir. 

Q.  Is  it  a  help  to  you? 

A.  Yes,  sir;  decidedly. 

Q.  What  percentage  of  your  wire  products  have  you  been 
getting  from  the  American  Steel  &  Wire  Company? 

A.  I  would  say  sixty  to  seventy-five  per  cent. 

Q.  What,  in  your  opinion,  has  been  the  most  important 
factor  that  has  aided  the  Steel  &  Wire  Company  to  get  so 
large  a  part  of  your  business  ? 

Me.  Colton  :  I  object,  on  the  ground  that  the  witness  has 
not  been  shown  to  be  familiar  with  the  tremendous  capacity 
of  the  American  Steel  &  Wire  Company,  and  that  any  opinion 
on  his  part  would  be  misleading. 

The  Witness:  Their  having  a  distributing  warehouse  in 
this  section,  in  our  town  of  Savannah. 
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By  Me.  Reed  : 

Q.  Have  there  been  other  manufacturers  of  wire  nails  and 
plain  wire  that  have  solicited  your  business  ? 

A.  Yes,  sir. 

Q.  Name  some  of  them,  Mr.  Denny? 

A.  The  Pittsburgh  Steel  Company  and  the  Atlanta  Steel 
Company. 

Q.  Did  the  Atlanta  Steel  Company  offer  quotations  to  you  ? 

A.  Yes,  sir. 

Q.  Does  it  continue  to  solicit  your  business? 

A.  Yes,  sir. 

Q.  You  told  us  that  you  bought  some  bars;  about  what 
tonnage  would  you  buy  annually  in  bars  ? 

A.  Iron  or  steel  bars  ? 

Q.  Steel  bars. 

A.  On  steel  bars  it  is  not  very  heavy.  We  throw  them  in 
with  the  iron  bars.  I  don't  know  how  to  divide  them.  I 
would  say  not  over  150  tons  of  steel  bars. 

Q.  About  how  many  tons  of  all  kinds  of  bars  ? 

A.  We  would  use  a  thousand  tons  of  steel  and  iron  to- 
gether. 

Q.  Are  the  two  used  sometimes  for  the  same  purposes  ? 

A.  Yes,  sir. 

Q.  The  low  carbon  steel  is  in  competition  with  the  iron 
bar,  is  it? 

A.  Yes,  sir. 

Q.  What  companies  quote  you  on  steel  bars? 

A.  The  Republic  Iron  &  Steel  Company,  Jones  &  Laughlin 
and  the  Tennessee  Coal,  Iron  &  Railroad  Company. 

Q.  Does  the  American  Iron  &  Steel  Company  ever  quote  to 
you? 

A.  Not  on  steel  bars.    You  mean  the  Lebanon  concern? 
.     Q.  Yes. 

A.  They  quote  on  iron  bars. 

Q.  What  percentage  of  your  bars  have  you  been  getting 
from  the  United  States  Steel  Corporation  or  its  subsidiaries  ? 

A.  I  have  not  bought  any  from  them. 

Q.  Where  have  you  bought  most  of  your  bars  ? 

A.  From  Jones  &  Laughlin  and  the  Republic. 
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Q.  Has  the  Steel  Corporation  been  soliciting  your  "bus- 
iness? 

A.  Yes,  sir;  that  is,  the  Tennessee  Coal,  Iron  &  Kailroad 
Company  has;  I  suppose  that  means  the  Steel  Corporation? 

Q.  Yes.    I  mean  any  subsidiary  of  the  Steel  Corporation. 

A.  Yes. 

Q.  Throughout  this  period  that  you  have  been  buying,  has 
there  been  competition  for  your  business  in  these  different 
products  ? 

Mr.  Colton  :  Just  a  moment.  I  object  on  the  ground  that 
the  question  calls  for  a  conclusion  upon  a  state  of  facts  that 
may  be  in  the  witness'  own  mind,  but  is  not  disclosed  to  the 
court. 

The  Witness:  Yes. 

By  Mr.  Eeed: 

Q.  And  has  that  competition  been  active  or  otherwise  ? 

A.  Very  active,  yes,  sir. 

Q.  Take  the  quotations  that  are  made  to  you  by  the  differ- 
ent manufacturers  of  these  products :  Do  they  vary  or  are 
they  all  alike? 

A.  They  vary. 

Q.  How  long  has  that  been  so  ? 

A.  Ever  sinc&  I  have  been  in  the  business. 

CROSS  EXAMINATION 

By  Me.  Colton  : 

Q.  What  kind  of  pipe  were  you  buying  in  1901  and  1902? 
A.  Eegular  wrought  pipe. 

Mr.  Reed:   As  distinguished  from  cast  pipe? 
The  Witness  :  Yes. 

By  Me.  Colton: 

Q.  ^Tiat  tonnage  did  you  buy  in  1901  and  1902  ? 

A.  I  could  not  say,  sir. 

Q.  What  percentage  of  it  was  iron? 

A.  None.    It  was  all  steel. 

Q.  You  did  not  buy  any  iron? 
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A.  In  1901  and  1902  we  did  not  buy  any  wrouglit  iron  pipe, 
no,  sir. 

Q.  How  many  tons  of  steel  pipe  did  you  get  from  the 
Reading  Iron  Company  in  1901,  and  1902! 

A.  I  could  not  say,  sir. 

Q.  Have  you  any  idea? 

A.  No,  sir.    My  busines's  was  very  small  in  those  years. 

Q.  It  did  not  amount  to  much,  then? 

A.  No,  sir.    The  Reading  Iron  Company  makes  steel  pipe, 
however,  as  well  as  iron. 

Q.  Do  you  know  what  the  first  year  was  that  they  made 
any  steel  pipe,  to  your  own  personal  knowledge? 

A.  I  have  always  understood  they  made  both. 

Q.  What  percentage  of  pipe  did  you  get  from  the  National 
Tube  Company  in  1903? 

A.  I  could  not  say,  without  looking  at  the  records. 

Q.  In  1904? 

A.  I  could  not  say. 

Q.  What  tonnage  did  you  buy  in  1903  ? 

A.  I  could  not  say. 

Q.  In  1904? 

A.  I  could  not  say. 

Q.  Approximately? 

A.  I  could  not  go  back  that  far  even  approximately.    I 
would  have  to  look  it  up. 

Q.  Your  memory  about  those  years  is  very  indistinct,  is  it 
not? 

A.  Yes,  sir. 

Q.  In  1905,  approximately  what  percentage  did  you  get 
from  the  National  Tube  Company? 

A.  I  could  not  say,  sir,  from  memory. 

Q.  In  1906  approximately  what  percentage  did  you  get 
from  the  National  Tube  Company? 

A.  I  could  not  say. 

Q.  In  1907? 

A.  I  could  not  say,  sir. 

Q.  In  1908? 

A.  I  could  not  say. 
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Q.  In  1909? 

A.  I  could  not  say,  sir. 

Q.  In  1910? 

A.  That  is  getting  a  little  closer.  I  could  not  give  the  di- 
vision as  to  what  was  bought  from  them,  however. 

Q.  Approximately.  I  do  not  expect  you  to  do  it  exactly. 
Can  you  not  give  approximately  what  you  got  from  the 
National  Tube  Company? 

A.  And  what  from  outside  ? 

Q.  What  you  got  from  them  would  be  enough,  for  the 
present. 

A.  In  1910? 

Q.  Yes. 

A.  No;  I  could  not,  from  memory. 

Q.  In  1911  what  percentage  did  you  get  from  the  National 
Tube  Company? 

A.  I  could  not  say. 

Q.  Approximately? 

A.  I  would  say  75  per  cent. 

Q.  In  1912  what  percentage  did  you  get  from  the  National 
Tube  Company? 

A.  Probably  about  the  same. 

Q.  In  1913,  what  percentage  did  you  get? 

A.  About  the  same. 

Q.  For  the  last  two  years  the  United  States  Steel  Cor- 
poration, so  far  as  your  pipe  purchases  are  concerned,  have 
been  getting  about  75  per  cent,  of  your  business  ? 

A.  I  think  so,  yes. 

Q.  What  tonnage  have  you  purchased  during  the  last  two 
years  ? 

A.  About  1,000  to  1,500  tons  in  the  last  three  years,  say. 

Q.  What  are  your  total  steel  purchases  in  all  materials? 

A.  I  don't  know,  sir. 

(By  request  of  Mr.  Colton  the  stenographer  repeated  the 
next  preceding  question  and  answer  as  follows:) 

"Q.  What  tonnage  have  you  purchased  during  the  last 
two  years? 

"A.  About  1,000  to  1,500  tons  in  the  last  three  years, 
say. ' ' 
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By  Me.  Colton  : 

Q.  Does  that  mean  annually? 
A.  Per  year ;  yes,  sir. 

Mr.  Ebed  :  I  would  suggest  that  he  has  given  the  items.  It 
is  easy  enough  to  add  them  up. 

By  Me.  Colton  : 

Q.  What  percentage  of  your  wire  products  did  you  pur- 
chase from  the  American  Steel  &  Wire  Company  for  the  year 
1913? 

A.  I  would  say  about  three-quarters  of  it;  75  per  cent. 

Q.  Over  half  of  all  your  steel  purchases  are  from  the  sub- 
sidiaries of  the  United  States  Steel  Corporation,  are  they 
not? 

A.  What  do  you  mean  by  steel  purchases? 

Q.  I  mean  your  purchases  in  the  different  products  that 
you  have  testified  about  here ;  that  is,  in  point  of  tonnage, — 
wire  nails,  pipe,  sheets,  plain  wire  and  steel  bars. 

A.  Yes;  I  would  say  about  half  of  it  was  purchased  from 
the  subsidiaries  of  the  United  States  Steel  Corporation. 

Q.  We  could  figure  it  out  from  the  percentages  that  you 
have  given  in  the  different  products? 

A.  Yes,  it  would  be  safe  to  say  that. 

Q.  Those  percentages  are  all  approximate? 

A.  All  approximate. 

Q.  Not  exact? 

A.  And  from  memory;  not  from  any  records. 

Q.  Now,  taking  wire  nails :  from  what  different  companies 
did  you  get  quotations  on  wire  nails  in  1901? 

A.  I  don't  recall,  sir. 

Q.  Can  you  recall  any  of  the  companies  from  which  you 
got  quotations  on  wire  nails  in  1901? 

A.  No,  sir. 

Q.  Didn't  you  get  quotations  from  the  American  Steel  & 
Wire  Company  in  1901? 

A.  I  couldn't  say,  sir. 

Q.  Did  you  purchase  any  wire  nails  in  1901? 

A.  We  must  have,  yes. 
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Q.  Don't  you  recall  that  you  purcliased  wire  nails  from 
the  American  Steel  &  Wire  Company  in  1901? 

A.  I  do  not,  sir. 

Q.  From  what  different  companies  did  you  get  quotations 
in  1902? 

A.  I  can  not  recall,  sir. 

Q.  Can  you  name  any  of  the  companies  from  which  you 
got  quotations  in  1902  ? 

A.  Not  back  that  far. 

Q.  In  1903  can  you  name  any  companies  from  which  you 
got  quotations  on  wire  nails? 

A.  I  can  not. 

Q.  In  1904? 

A.  No. 

Q.  In  1905? 

A.  No. 

Q.  1906? 

A.  No. 

Q.  1907? 

A.  Yes,  I  remember  that. 

Q.  What    different    companies    did    you    get    quotations 
from? 

A.  The  Pittsburgh  Steel  Company. 

Q.  Amd  what  other? 

A.  The  American  Steel  &  Wire  Company. 

Q.  And  the  first  year  that  you  remember  getting  quota- 
tions from  the  American  Steel  &  Wire  Company  is  1907,  is  it? 

A.  Positively,  yes,  sir;  the  first  that  I  can  positively  re- 
member.   There  is  a  reason  that  I  remember  that. 

Q.  What  different  companies  did  you  get  quotations  from 
in  1908? 

A.  The  Pittsburgh  Steel  Company  and  the  American  Steel 
&  Wire  Company. 

Q.  In  1909  from  what  different  companies  did  you  get 
quotations  ? 

A.  The  same  two. 

Q.  In  1910? 

A.  I  think  at  that  time  those  two,  and  the  addition  of  the 
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Atlanta  Steel  Company;  I  think  they  came  in  about  that  time, 
but  I  would  not  be  positive. 

Q.  Prior  to  1910  the  only  two  companies  which  you  can 
recall  receiving  quotations  from  on  wire  nails  are  the  Amer- 
ican Steel  &  Wire  Company  and  the  Pittsburgh  Steel  Com- 
pany; is  that  correct? 

A.  Those  are  the  only  two  that  I  can  recall,  yes. 

Q.  In  1911  from  wh.at  different  companies  did  you  receive 
quotations  ? 

A.  Those  two  and  the  Atlanta  Steel  Company ;  I  feel  quite 
sure  they  were  in  busiuess  then. 

Q.  For  1912  would  your  answer  be  the  same  1 

A.  Yes. 

Q.  And  1913? 

A.  I  don't  remember  1913,  because  it  was  about  1910  or 
1911  that  the  Pittsburgh  Steel  Company  moved  their  stock 
away  from  Savannah,  and  they  could  not  serve  us  as  prompt- 
ly, and  I  do  not  recall  whether  we  received  quotations  from 
them  in  1911  or  1912  or  not ;  I  am  inclined  to  think,  however, 
that  we  did. 

Q.  You  do  not  recall  the  companies  that  quoted  you  in 
1901? 

A.  No. 

Q.  Do  you  recall  any  quotations  that  were  made  to  you  m 
1901? 

A.  No. 

Q.  You  have  no  recollection  about  quotations  in  1901,  have 
you? 

A.  Not  on  nails  and  wire ;  no,  sir. 

Q.  Is  your  answer  the  same  for  1902? 

A.  Yes. 

Q.  Is  your  answer  the  same  for  1903  ? 

A.  Yes. 

Q.  Is  your  answer  the  same  for  1904? 

A.  Yes. 

Q;  And  the  same  for  1905? 

A.  Yes. 

Q.  And  for  1906? 
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A.  Yes. 

Q.  And  for  1907? 

A.  In  1907  I  remember  the  wire  nail  purchases,  because 
I  happened  to  buy  largely  that  year. 

Q.  What  tonnage  did  you  buy  in  1907  ? 

A.  I  think  it  ran  larger;  I  think  it  ran  40  to  50  cars.  Say 
40  cars,  at  40,000  pounds  to  the  car;  that  would  be  800  tons. 

Q.  And  that  is  the  first  year  you  remember  anything  about 
quotations  ? 

A.  On  nails,  yes. 

Q.  Wire  naUsI 

A.  Yes. 

Q.  What  is  the  first  year  that  you  remember  anything 
about  quotations  on  plain  wire? 

A.  I  have  a  very  vague  recollection  on  wire,  because  we 
do  not  handle  wire  largely;  it  is  mostly  nails. 

Q.  The  tonnage  is  so  slight  on  wire  that  you  have  not 
much  recollection  about  that  one  way  or  the  other? 

A.  That  is  correct. 

Q.  From  what  different  companies  did  you  get  quotations 
on  sheets  in  1901? 

A.  I  don't  remember,  sir. 

Q.  What  is  the  first  year  that  you  remember  anything 
about  quotations  on  sheets? 

A.  I  could  not  say  exactly  the  year.  As  our  business  grew 
larger,  we  commenced  getting  quotations  from  aU  the  manu- 
facturers that  we  knew  of. 

Q.  In  1901  what  was  your  tonnage  in  sheets  ? 

A.  I  don't  recall. 

Q.  In  1902? 

A.  I  don't  recall. 

Q.  In  1903? 

A.  I  don't  recall. 

Q.  In  1904? 

A.  I  don't  recall. 

Q.  In  1905? 

A.  I  don't  recall  any  year,  the  tonnage  in  sheets. 
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Q.  You  do  not  even  recollect  it  approximately  for  any  of 
those  years? 

A.  No,  sir.  I  based  my  answer  a  while  ago  on  what  has 
been  done  for  the  last  two  years. 

Q.  The  last  two  years  you  have  some  approximate  idea 
of  what  your  sheet  purchases  were  ? 

A.  Yes. 

Q.  What,  approximately,  were  your  sheet  purchases  for 
the  year  1913? 

A.  I  would  say  500  tons  and  upwards. 

Q.  In  1912? 

A.  Probably  about  the  same. 

Q.  Now,  you  say  "upwards."    Up  to  what? 

A.  500  to  600  tons,  probably. 

Q.  What  sort  of  sheets  have  you  purchased? 

A.  Galvanized  plain  sheets,  galvanized  corrugated  sheets, 
plain  black  sheets  and  corrugated  black  sheets,  or  painted, 
rather. 

Q.  Take  the  plain  black  sheets :  what  is  the  first  year  that 
you  recall  having  received  quotations  from  any  other  com- 
pany than  the  American  Sheet  Steel  Company  or  the  Amer- 
ican Sheet  &  Tin  Plate  Company? 

A.  I  cannot  recall  what  year,  but  it  is  several  years  back ; 
I  could  not  give  the  specific  year. 

Q.  Take  it  as  an  average,  then;  during  the  years  1903, 
1904  and  1905,  can  you  name  what  different  companies  at  any 
time  during  the  years  1903, 1904  and  1905  quoted  you  on  plain 
black  sheets  other  than  the  American  Sheet  &  Tin  Plate  Com- 
pany? 

A.  I  couldn't  say. 

Q.  Take  the  year  1906:  could  you  give  that? 

A.  I  could  not  state  with  positiveness ;  no,  sir. 

Q.  Do  you  recall  what  percentage  you  purchased  from  the 
American  Sheet  &  Tin  Plate  Company  that  year? 

A.  No,  sir. 

Q.  In  1907  do  you  recall  what  percentage  you  purchased 
from  the  American  Sheet  &  Tin  Plate  Company  that  year? 

A.  No,  sir ;  I  could  not  say. 
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Q.  Can  you  name  any  company  from  which  you  purchased 
plain  black  sheets  in  1901  ? 

A.  No,  I  could  not. 

Q.  Can  you  name  any  company  from  which  you  purchased 
any  kind  of  sheets  in  1901? 

A.  No. 

Q.  Can  you  do  it  for  any  one  of  the  years  from  1901  to 
1907  inclusive? 

A.  Not  with  positiveness,  no. 

Q.  Don't  you  know  that  you  did  purchase  sheets  from 
the  American  Sheet  &  Tin  Plate  Company  during  the  year 
1906? 

A.  I  am  not  positive ;  I  think  probably  we  did. 

Q.  Tour  recollection  is  very  indistinct  in  regard  to  pur- 
chases ? 

A.  Back  that  number  of  years,  yes. 

Q.  What  is  the  year  that  you  begin  to  have  some  recollec- 
tion in  regard  to  your  purchases? 

A.  I  would  say  in  1907. 

Q.  In  1907? 

A.  Yes;  I  can  remember  that  we  purchased  from  the 
American  Sheet  &  Tin  Plate  Company. 

Q.  And  what  other  companies? 

A.  The  Wheeling  Company,  I  think. 

Q.  Any  others? 

A.  I  cannot  recall  any  others. 

Q.  Do  you  recall  what  percentage  the  American  Sheet  & 
Tin  Plate  Company  got  that  year? 

A.  No,  sir. 

Q.  Do  you  recall  what  percentage  the  Wheeling  Company 
got  that  year? 

A.  No,  sir. 

Q.  Do  you  recall  any  other  companies  from  which  you  re- 
ceived any  quotations  in  1907  other  than  those  two? 

A.  I  don't  recall  that  particular  year;  no,  sir. 

Q.  Take  the  year  1908 :  name  the  companies  from  which 
you  received  quotations. 

A.  I  presume  that  we  received  quotations  from  the  Wheel- 
ing Company. 
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Q.  Just  a  moment ;  I  want  your  recollection,  not  presump- 
tion. 

A.  I  could  not  positively  state.  I  know  that  during  the 
period  of  the  last  six  years  all  these  people  have  solicited 
our  business  and  quoted  us  prices,  but  to  pick  out  a  particular 
year  that  the  particular  companies  quoted  us,  I  could  not. 

Q.  You  say  for  the  last  six  years,  all  of  what  companies  1 

A.  The  American  Sheet  &  Tin  Plate  Company,  the  Wheel- 
ing Corrugating  Company,  the  Toungstown  Sheet  &  Tube 
Company;  it  used  to  be  the  Youngstown  Iron  &  Steel  Com- 
pany, but  it  is  now  the  Youngstown  Sheet  &  Tube  Company ; 
the  La  Belle  Iron  Works ;  and  within  the  past  six  years,  some 
time  within  the  past  six  years,  the  Thomas  Steel  Company 
came  into  the  market  and  we  got  quotations  and  bought  from 
them,  but  just  what  year  they  started  I  do  not  know. 

Q.  In  1907  you  have  given  the  different  companies  from 
which  you  now  recall  having  received  quotations  ? 

A.  Yes. 

Q.  In  1908,  state  all  the  companies  that  you  now,  as  a 
matter  of  recollection,  recall  that  solicited  your  business  in 
that  year. 

A.  1907  and  1908? 

Q.  No,  1908 ;  name  those. 

A.  The  Youngstown  Sheet  &  Tube  Company,  the  Wheel- 
ing Corrugating  Company,  the  La  Belle  Iron  Works,  the 
American  Sheet  &  Tin  Plate  Company — and  as  I  say,  when 
the  Thomas  Steel  Company  came  in;  I  do  not  remember  just 
what  year  that  was. 

Q.  What  percentage  of  your  business  went  to  the  Ameri- 
can Sheet  &  Tin  Plate  Company  in  1908? 

A.  I  don't  remember. 

Q.  From  what  different  companies  did  you  purchase  in 
1908? 

A.  I  don't  recall  that. 

Q.  Do  you  recall  that  you  did  purchase  from  the  Ameri- 
can Sheet  &  Tin  Plate  Company  in  1908? 

A.  Not  positively. 

Q.  In  1909  from  what  different  companies  did  you  pur- 
chase ? 
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A.  I  could  not  state  positively. 

Q.  Can  you  name  any  company  from  which,  you  pur- 
chased in  that  year? 

A.  I  bought  some  steel  sheets  those  years  from  one  of 
those  four  or  five  companies,  and  possibly  from  two  or  three 
of  them. 

Q.  You  can  not  now  recall  whether  you  purchased  from 
the  American  Sheet  &  Tin  Plate  Company  or  not  in  1909  ? 

A.  That  particular  year  I  could  not. 

Q.  In  1910  did  you  purchase  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  I  think  possibly  so,  but  I  could  not  say  positively. 

Q.  In  1911  did  you  purchase  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  I  couldn't  say. 

Q.  In  1912  did  you  purchase  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  I  did  not. 

Q.  In  1913  did  you  purchase  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  I  did  not. 

Q.  Have  you  made  any  contracts  for  the  succeeding  year? 

A.  On  sheets?  I  think  I  have  a  contract  now  with  the 
Brier  Hill  people,  who  are  the  successors  of  the  Thomas  Steel 
Company. 

Q.  Are  your  contracts  for  sheets  made  annually  or  from 
time  to  time? 

A.  Every  60  days ;  generally  60  to  90  days. 

Q.  Your  purchases  of  bars  are  insignificant  compared  with 
your  purchases  in  pipe? 

A.  Yes. 

Q.  That  is  the  steel  bars  ? 

A.  Steel  bars. 

Q.  Prior  to  the  acquisition  of  the  Tennessee  Coal,  Iron  & 
Eailroad  Company  did  you  get  quotations  from  the  Carnegie 
Steel  Company  on  bars  as  well  as  from  the  Tennessee  Coal, 
Iron  &  Railroad  Company? 

A.  Infrequent  quotations,  yes. 
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Q.  Your  purchases  of  bars — they  are  iron,  are  they, 
mostly? 

A.  More  largely  of  iron ;  yes,  sir. 

Q.  What  percentage  of  your  bars  do  you  get  from  the 
Eepublic  Iron  &  Steel  Company? 

A.  Steel  bars? 

Q.  No,  of  all  kinds  of  bars. 

A.  Well,  we  get  no  iron  bars  from  the  Eepublic  Iron  & 
Steel  Company;  only  steel  bars. 

Q.  What  percentage  is  that? 

A.  That  business  is  divided  between  Jones  &  Laughlin  and 
the  Eepublic  Iron  &  Steel  Company;  almost  exclusively  be- 
tween the  two  of  them. 

Q.  How  long  has  that  been  the  ease? 

A.  Four  or  five  years,  I  think. 

Q.  And  before  that  from  what  different  companies  were 
you  purchasing  your  steel  bars? 

A.  I  did  not  buy  enough  to  make  it  a  factor.  I  did  not  buy 
from  the  manufacturers  at  all. 

Q.  From  what  companies  did  you  get  quotations  on  steel 
bars  in  the  year  1907? 

A.  From  the  Cambria  and  Jones  &  Laughlin,  I  think,  sir. 

Q.  Are  those  the  only  two  companies  that  you  recall? 

A.  Those  are  the  only  two  companies  that  I  recall. 

Q.  In  1908  from  what  different  companies  did  you  get  quo- 
tations on  steel  bars? 

A.  The  same  two,  I  think. 

Q.  In  1909? 

A.  I  think  about  that  time  we  commenced  getting  quota- 
tions from  the  Eepublic,  and  doing  business  with  them,  in 
1909  or  about  along  there. 

Mr.  Eebd  :  That  is  all. 
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JOHN  C.  VANCE 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  You  live  in  Chattanooga,  do  you  not,  Mr.  Vance? 

A.  Yes,  I  do. 

Q.  How  long  have  you  lived  there? 

A.  Since  1870. 

Q.  What  is  your  business  at  the  present  time,  Mr.  Vance! 

A.  I  am  in  the  iron  and  steel  business. 

Q.  Are  you  a  dealer  in  iron  and  steel  products  ? 

A.  Yes,  sir. 

Q.  Do  you  buy  from  mills  or  from  jobbers? 

A.  From  the  mills. 

Q.  Do  you  sell  to  jobbers  or  to  consumers? 

A.  We  sell  to  jobbers  exclusively. 

Q.  You  are  a  sort  of  a  jobber  for  jobbers,  if  I  understana 
your  business  rightly? 

A.  Yes,  sir;  I  carry  a  stock,  which  they  draw  from. 

Q.  You  carry  a  large  supply  of  the  materials  that  you  deal 
in,  do  you? 

A.  Yes,  sir. 

Q.  Which  is  used  as  a  sort  of  a  warehouse  for  these  job- 
bers? 

A.  Yes,  sir. 

Q.  When  did  you  start  in  that  business,  Mr.  Vance? 

A.  Iq  1897  or  1898;  in  1897  I  think  it  was. 

Q.  And  in  what  steel  products  did  you  start? 

A.  Just  the  bars.  I  was  the  agent  for  the  Crucible  Steel 
Company  of  America  for  a  year,  and  I  carried  their  stock 
and  was  their  agent;  and  then  we  had  bars  besides.  They  did 
not  handle  iron  bars,  and  we  had  a  stock  of  iron  bars  of  our 
own. 

Q.  Then  you  were  dealing  in  the  Crucible  Company's  bars 
exclusively  among  the  steel  bars;  is  that  it? 

A.  That  is  right. 
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Q.  And  in  some  iron  bars  which  you  bought  from  outside 
sources  ? 

A.  That  is  right. 

Q.  When  did  you  first  commence  to  deal  generally  in  steel 
bars? 

A.  I  don't  remember  the  exact  time  I  gave  up  the  Crucible 
agency,  but  I  put  in  steel  bars  at  that  time,  after  I  had  given 
up  their  agency,  eight  or  ten  years  ago.  I  think  it  has  been 
longer  than  that.    I  guess  it  has  been  about  eight  years  ago. 

Q.  That  is,  about  eight  years  ago  you  gave  up  this  exclu- 
sive agency  for  the  Crucible  Steel  Company? 

A.  Yes,  sir. 

Q.  And  began  to  deal  in  steel  bars  generally? 

A.  Yes,  sir. 

Q.  Do  you  also  deal  in  wire  products  ? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  dealing  in  them? 

A.  About  seven  or  eight  years. 

Q.  And  during  your  seven  or  eight  years  have  you  been 
tied  up  exclusively  to  any  certain  manufacturer? 

A.  No,  sir. 

Q.  You  have  bought  generally,  have  you? 

A.  Yes,  sir. 

Q.  Do  you  deal  in  pipe  ? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  dealing  in  pipe? 

A.  About  two  years. 

Q.  Do  you  deal  in  structural  material? 

A.  Yes,  sir. 

Q.  And  have  been  for  how  long? 

A.  Just  about  a  year. 

Q.  How  about  horseshoes? 

A.  In  horseshoes  about  eight  years. 

Q.  Your  experience  goes  back  into  the  pool  days,  then, 
does  it? 

A,  Yes,  sir. 

Q.  Did  you  buy  generally  from  the  different  horseshoe 
makers  ? 
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A.  At  that  time,  no,  sir,  I  did  not.  I  represented  the 
Tredegar  Company,  of  Eichmond,  Virginia. 

Q.  How  long  did  you  continue  to  be  the  agent  for  the 
Tredegar  Company  exclusively? 

A.  Until  about  two  years  ago. 

Q.  So  that  you  did  not  buy  in  competition  among  the  dif- 
ferent mills  imtil  two  years  ago  in  horseshoes  f 

A.  No,  sir. 

Q.  Now,  Mr.  Vance,  about  how  many  tons  of  wire  pro- 
ducts do  you  handle  ia  the  course  of  a  year? 

A.  From  50  to  60  thousand  kegs  of  nails,  about;  and  I 
guess  from  25  to  35  thousand  spools  and  coUs  of  wire,  weigh- 
ing about  100  pounds  to  the  coil. 

Q.  I  asked  for  tons,  and  you  set  me  a  problem  in  arith- 
metic, Mr.  Vance.    Did  you  ever  figure  it  out  yourself! 

A.  No,  sir. 

Me.  Colton:  You  might  as  well  make  him  do  it  now,  be- 
cause I  want  it  in  tons. 

The  Witness  :  You  have  a  pencil  there.  Just  figure  it  out. 
Me.  Colton  :  What  do  you  take  for  the  weight  of  the  kegs  f 
The  Witness:  100  pounds. 

By  Mb.  Reed  : 

Q.  Mr.  Vance,  I  have  figured  it  out  to  be  about  4,000  tons 
of  wire  products  that  you  buy  annually.    Is  that  about  right? 

A.  That  is  about  right,  sir.  Of  course  it  will  fluctuate. 
Some  years  it  will  not  go  that  much  and  other  years  it  will 
go  a  little  over. 

Q.  That  is  a  fair  average,  is  it? 

A.  Yes,  sir. 

Q.  Do  you  buy  wire  products  on  a  competitive  basis! 

A.  Yes,  sir. 

Q.  Do  you  ask  quotations  from  different  manufacturers 
before  you  buy! 

A.  Yes. 

Q.  WUl  you  tell  us  the  names  of  some  of  the  manufactur- 
ers from  whom  you  are  accustomed  to  ask  quotations  on 
wire  products! 
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A.  The  Atlanta  Steel  Company  and  the  Southern  Steel 
Company. 

Q.  That  is  now  called  the  Gulf  State  Steel  Company,  is  it? 

A.  Yes,  sir. 

Q.  That  is  in  Birmingham,  I  believe? 

A.  Yes. 

Q.  Any  others'? 

A.  The  Kelly  Iron  &  Steel  Company,  of  Ironton,  Ohio. 

Q.  All  right.    Any  others'? 

A.  Norton. 

Q.  That  is  the  Norton  Iron  Company,  is  it  not? 

A.  The  Norton  Iron  Company. 

Q.  The  Youngstown  Sheet  &  Tube  Company? 

A.  I  never  bought  any  nails  from  them. 

Q.  I  did  not  ask  you  whether  you  had  bought  from  them, 
but  whether  you  had  had  quotations  from  them? 

A.  Yes ;  I  have  had  quotations  from  them. 

Q.  From  Jones  &  Laughlin? 

A.  Yes,  sir. 

Q.  From  Cambria? 

A.  Not  from  Cambria. 

Q.  No  quotations  from  Cambria? 

A.  No  quotations  on  wire. 

Q'.  On  nails? 

A.  Yes. 

Q.  The  Pittsburgh  Steel  Company? 

A.  Yes. 

Q.  The  American  Steel  &  Wire  Company? 

A.  Yes. 

Q.  During  the  eight  years  that  you  have  been  buying  wire 
nails  and  plain  wire,  about  what  percentage  of  your  tonnage 
have  you  obtained  from  the  American  Steel  &  Wire  Com- 
pany? 

A.  Very,  very  small.  I  don't  think  I  have  bought  but  one 
lot  from  them  in  my  life. 

Q.  Would  that  be  as  much  as  one  per  cent,  of  your  busi- 
ness? 

A.  I  think  it  was  4,000  kegs  I  bought  from  them  in  one  lot. 
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Q.  Wlien  was  that? 

A.  I  don't  know,  sir.    I  could  not  tell  you  the  year. 

Q.  Was  it  several  years  ago  ? 

A.  Yes,  sir. 

Q.  How  is  the  competition  in  wire  products;  pretty  keen? 

A.  Very  keen  indeed. 

Q.  Why  have  you  not  bought  more  from  the  American 
Steel  &  Wire  Company  than  one  per  cent.  ? 

A.  I  have  always  been  able  to  buy  for  a  little  less  money. 

Q.  Do  the  quotations  that  you  get  from  these  different 
makers  vary  or  are  they  uniform? 

A.  They  vary. 

Q.  How  long  has  that  been  so? 

A.  With  me,  right  along. 

Q.  And  at  this  time  do  you  remember  any  time  when  all 
the  quotations  that  you  got  from  the  makers,  of  wire  nails 
and  plain  wire  were  alike? 

A.  You  mean  all  the  quotations  were  the  same  price? 

Qi.  Yes;  that  is  what  I  mean? 

A.  No,  sir ;  I  could  not  recall  one  single  instance. 

Q.  Coming  to  your  steel  bar  purchases :  I  think  you  testi- 
fied that  you  had  been  buying  steel  bars  since  about  1905. 
About  how  many  tons  of  steel  bars  do  you  buy  in  a  year,  Mr. 
Vance? 

A.  That  varies.  I  can  give  you  the  steel  and  iron  to- 
gether. 

Q.  All  right,  give  them  to  us  together,  then. 

A.  From  about  5,000  to  6,000  tons. 

Q.  Eoughly  speaking,  what  percentage  of  that  5,000  or 
6,000  tons  is  wrought  iron  and  what  percentage  steel? 

A.  I  could  not  tell  you.  I  expect,  though,  about  50  per 
cent. — about  half  and  half. 

Q.  From  what  companies  do  you  get  quotations  on  steel 
bars? 

A.  From  Jones  &  Laughlin,  Cambria,  the  T.  C.  &  I.,  the 
Illinois  Steel — no ;  we  never  got  bars  from  the  Illinois  Steel. 

Me.  Colton  :  One  moment.  You  asked  for  the  quotations, 
did  you  not? 
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Me.  Eeed  :  Yes.  From  what  companies  did  you  get  quota- 
tions.   Did  you  get  any  quotations  from  the  Carnegie? 

The  "Witness:  On  steel  bars?  I  don't  recall  any  from 
Carnegie  at  all. 

By  Me.  Eeed: 

Q.  From  the  Gulf  States  Company? 

A.  Yes. 

Q.  From  the  Atlanta  Steel  Company? 

A.  Yes. 

Q.  From  the  Youngstown  Sheet  &  Tube  Company? 

A.  No,  sir. 

Q.  From  the  Eepublic  Iron  &  Steel  Company? 

A.  Yes,  sir. 

Q.  From  the  Lackawanna  Steel  Company? 

A.  Yes. 

Q.  From  the  Pennsylvania  Steel  Company? 

A.  I  don't  think  so. 

Q.  Do  you  get  any  quotations  from  the  Inland  Steel  Com- 
pany on  bars  ? 

A.  No,  sir;  not  on  bars.    We  never  asked  them. 

Q.  Did  you  ever  get  any  quotations  from  that  Highland 
Steel  Company  at  Chicago  Heights? 

A.  Yes,  sir. 

Q.  Have  you  found  the  same  variation  in  quotations  on 
steel  bars? 

A.  They  vary,  yes. 

Q.  Has  that  been  so  right  along  since  you  started  to  buy 
in  1905? 

A.  Yes. 

Mr.  Colton:  I  would  like  to  enter  an  objection  here.  I 
object  to  referring  to  the  same  variation  for  wire  and  bars 
and  grouping  the  thing,  calling  on  the  witness  to  draw  a  con- 
clusion on  a  complicated  state  of  facts,  not  disclosed  to  the 
court. 

By  Mb.  Eeed: 

Q.  In  the  last  eight  years,  during  this  entire  period  that 
you  have  been  buying  steel  bars,  what  percentage  of  your  pur- 
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chases  has  been  made  from  the  Tennessee  Coal,  Iron  &  Rail- 
road Company  and  the  other  subsidiaries  of  the  United  States 
Steel  Corporation? 

A.  About  twenty  per  cent. 

Q.  Coming  to  your  pipe  buying:  about  how  many  tons  of 
pipe  do  you  get  each  year? 

A.  I  don't  remember.  I  should  think  it  would  average 
about  eight  ears  a  month,  say  40  tons  to  a  car  or  30  tons  to  a 
car. 

Q.  About  3,000  tons  a  year? 

A.  I  should  think  it  would  figure  out  about  that. 

Q.  Do  you  buy  that  pipe  on  a  competitive  basis  ? 

A.  Yes,  sir. 

Q.  What  companies  quote  to  you  on  pipe? 

A.  I  have  had  quotations  from  the  Youngstown  Sheet  & 
Tube  Company,  the  American 

Mr.  Colton  :  The  American  what? 

The  Witness:   The  National.    I  beg  your  pardon. 

By  Me.  Eeed: 

Q.  The  National  Tube? 

A.  The  National  Tube,  Yes. 

Q.  Any  others? 

A.  The  Eepublic  Iron  &  Steel,  the  Central  Tube— I  think 
it  is  the  Central  Tube ;  the  La  Belle  Iron  Works. 

Q.  Any  others  that  you  think  of? 

A.  I  don't  recall  any. 

Q.  The  Mark  Manufacturing  Company? 

A.  I  have  asked  quotations  from  the  Mark  Manufactur- 
ing Company. 

Q.  That  is  just  what  I  asked.  The  Spang,  Chalfant  Com- 
pany? 

A.  No,  sir. 

Q.  Have  they  not  quoted  you  ? 

A.  I  don't  remember  receiving  any  quotations  from  them. 

Q.  The  Reading  Iron  Company? 

A.  Yes,  sir. 

Q.  About  what  percentage  of  your  pipe  purchases,  during 
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these  two  years  that  you  have  been  buying  pipe,  has  been 
made  from  the  National  Tube  Company? 

A.  I  think  either  one  or  two  ears. 

Q.  About  one  per  cent.,  in  other  words? 

A.  I  don't  think  it  would  be  one  per  cent. 

Q.  Less  than  one  per  cent? 

A.  Yes. 

Q.  Is  there  keen  competition  in  pipe? 

A.  I  have  found  it  so,  for  my  business. 

Q.  Quotations  there  are  usually  made  by  discounts,  are 
they? 

A.  Yes. 

Q.  From  a  uniform  price  list? 

A.  Yes. 

Q.  Just  how,  roughly  speaking,  do  the  discounts  range? 

A.  I  couldn't  tell  you. 

Q.  Did  you  ever  know  a  smaller  discount  to  be  quoted,  say, 
than  50  per  cent,  off  the  list? 

A.  You  mean  whether  it  was  quoted  40  per  cent,  or  60  per 
cent.  ? 

Q.  Did  you  ever  know  a  higher  price  to  be  quoted  than  50 
per  cent,  off  the  list? 

A.  I  don't  remember;  I  think  pipe  now  is  right  around — 
oh,  I  don't  know;  70  or  80  per  cent.    I  do  not  know  what  it  is. 

Q.  Around  70  to  80  per  cent,  off  the  list? 

A.  Yes. 

Q.  Do  the  discounts  which  have  been  quoted  to  you  during 
the  past  two  years  vary? 

A.  Yes. 

Q.  Or  are  they  all  alike? 

A.  No,  they  vary. 

Q.  Coming  to  structural  steel,  structural  shapes,  I  think 
you  said  you  had  just  been  buying  them  for  one  year,  Mr. 
Vance? 

A.  Yes. 

Q.  How  many  tons  did  you  buy  in  1913  ? 

A.  Eight  around  1,200  tons. 

Q.  What  percentage  of  that  came  from  the  United  States 
Steel  Corporation? 
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A.  None  at  all. 

Q.  Do  you  get  their  quotations? 

A.  We  got  quotations  from  the  Inland  Steel  Company. 

Q.  Did  you  get  quotations  from  the  Carnegie? 

A.  Never  did;  no,  sir. 

Q.  From  the  Tennessee  Coal  &  Iron  Company  on  any  struc- 
tural shapes? 

A.  No,  sir. 

Q.  From  the  Illinois  Steel  Company? 

A.  The  lUiaois  Steel,  yes. 

Q.  Did  you  buy  any  from  the  Illinois  Steel  Company? 

A.  Never  did;  no,  sir. 

Q.  What  other  mills  quoted  you  on  structural  shapes? 

A.  The  Lackawanna. 

Q.  And  Jones  &  Laughlin? 

A.  Jones  &  Laughlin. 

Q.  And  the  Cambria? 

A.  Not  the  Cambria;  no,  sir. 

Q.  Do  you  seU  horseshoes? 

A.  Yes. 

Q.  In  what  district? 

A.  Chattanooga. 

Q.  Do  you  sell  to  jobbers  only? 

A.  That  is  all. 

Q.  Does  the  United  States  Steel  Corporation  sell  or  try 
to  seU  to  the  same  jobbers? 

A.  Yes. 

Q.  How  long  have  you  been  competiug  with  the  United 
States  Steel  Corporation  in  horseshoes  in  the  Chattanooga 
district? 

A.  About  eight  years. 

Q.  Has  that  competition  between  you  and  the  Steel  Cor- 
poration been  active? 

A.  Very. 

Q.  Has  it  been  constant,  continued  right  along? 

A.  Yes. 

Q.  How  have  you  got  along  in  that  business  ? 

A.  When  we  first  went  into  that  business  the  American 
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Steel  &  Wire  Company  had  almost  the  entire  trade  in  Chai^ 
tanooga.     I  got  the  agency  for  the  Tredegar  people. 

Q.  For  the  Tredegar  people  of  Eichmond? 

A.  Yes;  and  I  don't  think  there  is  a  keg  of  Juniata  in 
Chattanooga. 

Q.  You  say  you  do  not  think  there  is  a  keg  of  Juniata  in 
Chattanooga  to-day? 

A.  No,  sir. 

Q.  Who  makes  the  Juniata? 

A.  The  American  Steel  &  Wire  Company. 

Q.  In  other  words,  you  have  driven  them  out  of  that  dis- 
trict? 

A.  Yes. 

Me.  Colton:  I  object  to  that;  the  witness  does  not  know 
what  arrangements  were  made  between  the  American  Steel  & 
Wire  Company  and  the  Tredegar  people  in  regard  to  that. 

Me.  Eeed  :  This  is  what  business  he  has  done  himself. 

Mr.  Colton  :  Well,  he  does  not  know  how  they  drove  them 
out. 

By  Me.  Eeed: 

Q.  How  do  you  find  the  competition  of  the  American  Steel 
&  Wire  Company  in  horseshoes,  Mr.  Vance? 

A.  It  is  very  keen ;  they  try  to  get  these  jobbers. 

Q'.  Were  they  fair  competitors? 

A.  Very  fair  indeed. 

Q.  Did  they  resort  to  underhand  practices? 

A.  Not  a  thing.  They  could  have  put  me  out  of  business  if 
they  had. 

Q.  They  could  have  put  you  out  of  business  ? 

A.  Yes. 

Q.  But  they  did  not  do  it? 

A.  No,  sir. 

Q.  Could  any  other  large  concern  have  put  you  out  of 
business  in  the  same  way? 

A.  Yes. 

Q.  Did  you  ever  know  the  Steel  Corporation  to  try  to 
undersell  you,  at  prices  lower  than  they  were  charging  in 
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other  districts,  for  the  purpose  of  putting  you  out  of  busi- 
ness? 

A.  No,  sir. 

Q.  Did  they  ever  threaten  such  a  course  to  you? 

A.  No,  sir. 

IMe.  Eeed  :  You  may  cross  examine. 

CEOSS   EXAMINATION 

By  Mb.  Oolton: 

Q.  You  did  not  attend  the  pool  meetings  at  which  the 
superior  officers  of  the  American  Steel  &  Wire  Company  and 
the  superior  officers  of  the  Tredegar  Company  were  present, 
did  you? 

A.  I  did  not. 

Q.  You  know  nothing  about  the  pooling  arrangements  be- 
tween those  two  companies? 

A.  No,  sir. 

Me.  Eeed:  I  object  to  that  question  for  the  reason  that 
there  is  no  evidence  of  any  pooling  arrangements  between 
those  two  companies. 

Me.  Colton:  Between  them  and  the  others.  I  am  referr- 
ing to  the  Jackson  pool. 

Me.  Eeed:  Then  I  suggest  that  you  ask  Mr.  Vance  if  he 
knows  anything  about  those  pools. 

By  ]VIe.  Colton: 

Q.  Did  you  attend  any  meetings  of  the  Jackson  pools! 

A.  I  never  did ;  no,  sir. 

Q.  And  the  arrangements  between  them  in  respect  to  the 
Jackson  pool,  of  course  you  know  nothing  whatever  about 
that,  whatever  their  arrangements  may  have  been? 

Me.  Eeed  :  I  object  to  that  because  there  is  no  evidence  in 
this  case  that  the  Tredegar  people  were  in  the  Jackson  horse- 
shoe pool. 

]\Ie.  Colton:  I  think  you  are  very  much  mistaken;  there 
is  evidence  in  the  case. 

Me.  Eeed  :  You  do  not  plead  that  they  were,  and  I  have  not 
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all  your  testimony  here.  Is  it  your  recollection  that  they 
were  proved  to  be  in? 

Mb.  Colton  :  Yes. 

The  Witness  :  They  were  not  members  of  the  pool  when  it 
was  dissolved. 

By  Mr.  Colton: 

Q.  You  do  not  know  when  they  got  out,  do  you,  of  your 
own  knowledge? 

A.  I  don't  know  the  exact  date,  but  I  know  it  was  two  or 
three  years  before  they  were  dissolved. 

Q.  Are  you  acquainted  with  the  correspondence  in  which 
the  head  of  the  Tredegar  Company  informed  Jackson  that  he 
would  no  longer  have  anything  to  do  with  the  pool  that  was 
being  carried  on  between  the  American  Steel  &  Wire  Com- 
pany and  the  others? 

A.  No,  I  do  not.  All  I  know  is  that  Mr.  Anderson,  the 
president,  said  if  they  were  violating  the  laws  of  the  United 
States  he  would  withdraw,  which  he  did ;  I  know  that  much. 

Q.  And  he  did  it  some  two  or  three  years  before  the  pool 
was  dissolved?  . 

A.  Yes. 

Q.  Now,  when  you  first  went  into  the  wire  business  from 
what  companies  did  you  get  your  wire  products,  the  first 
year? 

A.  The  first  year,  as  well  as  I  remember,  it  was  the  Kelly 
Iron  &  Nail  Company. 

Q.  Did  you  make  all  your  purchases  from  the  Kelly  Iron 
&  Nail  Company  the  first  year? 

A.  I  couldn't  say  as  to  that;  no,  sir. 

Q.  That  is  the  only  one  you  recall,  the  first  year? 

A.  Yes. 

Q.  And  the  second  year,  do  you  recall  from  what  com- 
panies you  purchased? 

A.  No,  sir. 

Q.  Do  you  recall  any  of  the  companies  from  which  you 
secured  your  purchases  the  second  year? 

A.  Well,  the  Atlanta  Steel  Company;  I  have  been  selling 
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their  product  for  quite  a  while;  I  don't  rememher  exaxstly 
how  many  years. 

Q.  You  do  not  mean  to  say  that  you  were  selling  their  wire 
seven  years  ago? 

A.  I  say  I  do  not  remember  how  far  back  that  goes,  but 
Kelly  was  the  first  man. 

Q.  Now,  the  second  year:  you  cannot  name  a  single  com- 
pany from  which  you  purchased? 

A.  I  don't  remember. 

Q.  The  third  year:  can  you  name  a  single  company  from 
which  you  purchased? 

A.  I  do  not  know  how  long  it  has  been.  I  have  sold  Atlanta 
nails  for  a  great  many  years,  ever  since  they  have  been  in 
existence,  off  and  on. 

Q.  You  do  not  know  when  they  went  into  the  nail  business, 
do  you? 

A.  No,  I  don't  recall  the  exact  year. 

Q.  You  do  not  recall  when  they  went  into  the  wire  bus- 
iness ? 

A.  The  same  time  they  went  into  the  nail  business. 

Q.  You  have  been  a  sort  of  agent  for  them  ever  since  they 
have  been  in  business;  is  that  correct? 

A.  Yes. 

Q.  And  as  an  agent  for  them  you  have  handled  their  pro- 
duct in  your  district? 

A.  When  their  prices  were  lower  than  I  could  buy  else- 
where. 

Q.  They  do  not  maiatain  any  warehouse  in  your  district, 
do  they? 

A.  No,  sir;  nobody  does. 

Q.  Do  they  have  any  warehouse  anywhere  nearer  than  two 
or  three  hundred  miles,  that  you  know  of? 

A.  Not  that  I  know  of,  except  Atlanta;  that  is  150  miles. 

Q.  What  is  the  distance? 

A.  I  think  138  miles  to  Chattanooga. 

Q.  The  fourth  year  from  what  different  companies  did  you 
get  your  wire  products  ? 

A.  Well,  just  back  and  forth  between  the  Southern  and  the 
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Atlanta  Steel  Company,  and  the  Kelly  Iron  &  Nail  Company, 
and  sometimes  Norton. 

Q.  And  you  just  dealt  between  those  four  companies? 

A.  Yes,  three  or  four  on  nails  and  wire. 

Q.  But  for  the  second,  third  and  fourth  years  you  can  not 
state  definitely  any  company  from  which  you  secured  your 
goods  ? 

A.  No,  sir. 

Q.  Coming  to  the  fifth  year,  can  you  name  any  company? 

A.  Why,  no ;  if  I  had  that  kind  of  a  memory  I  wouldn't  be 
here ;  I  would  be  away  up  in  Gr. 

Q.  For  the  sixth  year  can  you  name  any? 

A.  I  cannot  specify  any  year. 

Q.  I  am  asking  it  that  way  because  you  cannot  tell  me  what 
year  you  went  into  business.  If  you  can  tell  me  what  year 
you  went  into  business? 

A.  What  year  I  went  in  business? 

Q.  What  year  you  began  purchasing  nails. 

A.  I  began  purchasing  naUs  about  eight  years  ago. 

Q.  What  year  was  that? 

A.  Well,  that  was  about  1906. 

Q.  About  1906.     Did  you  begin  in  January,  1906? 

A.  I  couldn't  tell  you;  I  don't  remember. 

Q.  Did  you  begin  in  July? 

A.  I  don't  know,  or  I  would  tell  you. 

Q.  Can  you  tell  me  any  nearer  than  that  it  was  some  time 
in  1906? 

A.  That  is  right ;  I  do  not  remember  what  time  it  was. 

Q.  You  are  sure  that  you  began  before  1907? 

A.  I  might  have  been,  but  I  am  not  sure;  no,  I  just  say  it 
is  about  that. 

Q.  About  1906  or  1907  you  began? 

A.  Somewhere  along  there,  yes. 

Q.  In  1907,  assuming  you  were  then  in  business,  what  dif- 
ferent companies  did  you  purchase  wire  products  from? 

A.  First  one  and  then  the  other  of  those  four  companies. 

Q.  You  mean  in  rotation? 

A.  No;  whoever  was  the  lowest  man  would  get  the  bus- 
iness. 
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Q.  It  was  just  among  those  four  companies? 

A.  Yes. 

Q.  You  never  purchased  outside  of  those  four  companies? 

A.  Yes,  I  told  you  I  bought  4,000  kegs  of  naUs  from  the 
American  Steel  &  Wire  Company. 

Q.  Is  that  the  only  purchase  you  ever  made  outside  of 
those  four  companies? 

A.  The  only  purchase  in  that  Une,  yes. 

Q.  Now,  coming  down  to  1913  can  you  tell  me  from  what 
different  companies  you  purchased  in  1913? 

A.  From  the  Atlanta  and  the  Gulf  States. 

'Q.  The  Gulf  States  is  the  company  that  is  always  chang- 
ing its  name? 

A.  Yes. 

Q.  And  in  the  hands  of  a  receiver  most  of  the  time? 

Me.  Eeed  :  That  is  not  fair  to  them,  Mr.  Colton. 

^Ib.  Colton  :  Well,  he  said  yes. 

The  Witness:   I  could  not  tell  you;  I  don't  know. 

By  Mb.  Colton: 

Q.  What  percentage  did  you  get  from  the  Atlanta  Steel 
Company  this  last  year? 

A.  Oh,  I  expect  about  60  per  cent. 

Q.  I  believe  you  stated  the  distance  of  the  Atlanta  Steel 
Company  from  your  district? 

A.  I  think  the  railroad  mileage  is  138  miles. 

Q.  What  is  the  distance  of  the  Gulf  States  Company  from 
your  works  ? 

A.  Their  mill  or  their  ofl&ce? 

Q.  Their  mill. 

A.  The  mUl  I  think  is  80  mUes. 

Q.  And  you  got  about  40  per  cent,  from  them? 

A.  Yes. 

Q.  Can  you  give  what  different  companies  you  got  from 
in  1912? 

A.  No,  sir ;  I  could  not. 

Q.  In  1913? 

A.  I  just  gave  you  1913. 

Q.  I  beg  your  pardon.    In  1911  ? 
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A.  No,  sir. 

Q.  Back  of  1913  you  cannot  give  definitely  any  of  tlie  com- 
panies from  wMoh.  you  purchased,  can  you? 

A.  No,  sir. 

Q.  How  long  have  you  been  purchasing'?  You  stated  a 
moment  ago  that  you  had  sold  more  or  less  of  the  Atlanta 
since  they  have  been  ia  business;  is  the  same  thing  true  of 
the  Gulf  States  and  Southern  Companies,  since  they  have 
been  in  business? 

A.  I  generally  ask  quotations,  and  if  their  quotation  ia 
the  lowest,  I  give  it  to  them.  When  I  run  short  I  ask  for  quo- 
tations again.  These  parties,  both  of  them,  come  right  into 
my  territory. 

Q.  Do  you  make  out  your  contemplated  requirements  for 
a  certain  period  of  time? 

A.  No.  For  instance,  if  I  want  to  buy  5,000  kegs  I  will 
ask  for  quotations. 

Q.  What  year  did  you  go  into  the  steel  bar  business  ? 

A.  About  eight  years  ago. 

Q.  Would  that  be  about  1906  or  would  it  be  1907? 

A.  It  would  be  about  1906. 

Q.  From  what  different  companies  did  you  get  quotations 
on  steel  bars  in  1906  ? 

A.  That  would  be  pretty  hard  to  say. 

Q.  Can  you  recall  any  company  from  which  you  got  quo- 
tations on  steel  bars  in  1907  ? 

A.  No,  sir.  Why,  no,  I  could  not  remember  that  far  back. 
I  don't  remember  how  many  pairs  of  shoes  I  bought  last 
year. 

Q.  In  1907  can  you  name  any  company  from  which  you 
secured  quotations,  in  1907,  on  steel  bars  ? 

A.  No  particular  one;  I  don't  know. 

Q.  1908? 

A.  I  couldn't  tell  you;  I  don't  remember. 

Q.  1909? 

A.  I  couldn't  tell  you. 

Q.  1910? 

A.  No ;  I  do  not  know  any  specified  mills.     I  would  ask 
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for  quotations  from  all  of  the  mills  when  I  was  ready  to  buy. 

Q.  And  in  1911! 

A.  The  same. 

Q.  And  in  1912! 

A.  No,  sir. 

Q.  In  1913! 

A.  Well,  I  would  say,  as  I  said  before :  I  would  ask  all  of 
those  mills,  but  I  do  not  recall  any  specific  mills. 

Q.  You  do  not  recall  any  siugle  mill  from  which  you  got 
quotations  in  1907? 

A.  Yes. 

Q.  Name  them.    That  is  what  I  have  been  asking  you. 

A.  I  could  not  exactly  tell  you  what  mill  it  was,  but  I  got 
quotations  from  all  those  different  mills  that  I  gave  to  you; 
but  to  say  the  date,  I  could  not  tell  you. 

Q.  Can  you  name  the  mills  from  which  you  recaU  receiving 
quotations  in  1913  ?  That  is  what  I  have  been  asking  you  to 
do  right  along. 

A.  Well,  the  Atlanta — ^you  have  got  to  1913  now — and  the 
Gxdf  States ;  the  Inland,  the  T.  C.  &  I.,  the  Cambria  and  Jones 
&  Laughlin. 

Q.  Have  you  given  to  any  one  company  the  larger  per- 
centage of  your  business  f 

A.  Not  in  steel  bars ;  no,  sir. 

Q.  You  divided  your  business  in  steel  bars  ! 

A.  Yes. 

Q.  You  have  not  given  any  of  it  to  the  United  States  Steel 
Corporation! 

A.  The  T.  C.  &  I. 

Q.  What  percentage! 

A.  About  20  per  cent. 

Q.  When  did  you  make  a  purchase  of  them! 

A.  When  did  I! 

Q.  Yes. 

A.  Well,  all  during  the  year,  off  and  on. 

Q.  All  during  this  last  year! 

A.  Yes. 

Q.  What  is  the  latest  purchase  you  made  from  the  T  C 
&  L! 
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A.  Why,  yesterday. 

Q.  What  price  did  they  let  you  have  it  for  yesterday  ? 
A.  $1.45  f.  0.  b.  Birmingham.    That  is  the  base  price. 
Q.  That  is  the  base  price,  $1.45  f .  o.  b.  Birmingham  ? 
A.  Yes. 

Q.  Did  you  make  any  other  purchase  yesterday  in  steel 
bars? 

A,  No,  sir. 

Mr.  Reed:  By  "yesterday"  of  course  you  mean  Saturday? 
The  Witness:  Saturday,  yes;  yesterday  was  Sunday. 

By  Mr.  Colton: 

Q.  What  tonnage  did  you  buy  from  them  Saturday? 

A.  Just  a  few  bars;  I  don't  recall  the  exact  tonnage.  In 
fact,  it  has  not  come  in  yet. 

Q.  Your  knowledge  of  the  pipe  business  of  course  is  lim- 
ited to  these  last  two  years  ? 

A.  Yes. 

Q.  From  what  company  have  you  bought  your  largest  pur- 
chases of  pipe? 

A.  The  La  Belle. 

Q.  What  percentage  have  you  purchased  from  them? 

A.  Practically  all  of  it. 

Q.  Have  you  purchased  from  any  other  company? 

A.  The  National  Tube  Company. 

Q.  Well,  you  say  you  only  got  a  couple  of  cars  ? 

A.  That  is  all. 

Q.  That  was  just  a  pick-up  purchase,  wasn't  it? 

A.  Well,  their  man  was  in  there  and  I  got  a  price,  and  I 
bought  it. 

Q.  When  did  you  make  that  purchase? 

A.  I  don't  know  how  many  years  ago  it  was. 

Q.  Did  you  purchase  from  the  Tennessee  Company  before 
it  was  acquired  by  the  United  States  Steel  Corporation,  bars  ? 

A.  Yes. 

Q.  Did  you  get  quotations  from  the  Carnegie  and  the  Illi- 
nois Steel  Company  before  the  acquisition  of  the  Tennessee 
Coal  &  Iron  Company? 

A.  Yes. 

Q.  The  Tennessee  Coal,  Iron  &  Railroad  Company  and  the 
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Carnegie  Company  and  the  Illiaois  Steel  Company  were  in 
competition  with  one  another  for  your  business  in.  bars,  were 
they  not? 

A.  Yes. 

Q.  That  is,  prior  to  the  acquisition  of  the  Tennessee  Com- 
pany by  the  United  States  Steel  Corporation? 

A.  Yes. 

Q.  In  respect  to  your  business,  there  has  to  be  a  profit  for 
yx)u  in  the  nature,  more  or  less,  of  a  commission,  and  then 
another  profit  for  a  jobber? 

A.  Yes. 

Q.  Before  it  reaches  the  consumers? 

A.  Yes. 

Q.  And  you  are  aware  that  the  United  States  Steel  Cor- 
poration maintains  warehouses  in  various  portions  of  the 
United  States? 

A.  Yes. 

Q.  And  distributes  its  products  directly  to  the  consumer 
in  many  cases  ? 

A.  Yes. 

Q.  You  are  familiar  with  that  policy  in  that  respect? 

A.  Yes. 

Q.  And  to  that  extent  they  have  ceased  to  use  the  general 
jobbers  as  distributers  of  their  products — to  a  certain  extent 
that  is  true,  is  it  not? 

Mb.  Reed:  You  are  asking  for  his  own  knowledge? 
Mb.  Colton  :  I  will  strike  that  out.    I  do  not  think  he  would 
know  that. 

By  Me.  Colton  : 

Q.  Prom  what  company  have  you  purchased  your  struc- 
tural shapes? 

A.  The  Eastern  Steel  Company. 

Q.  Entirely? 

A.  Entirely;  yes,  sir. 

Q.  You  have  acted  practically  as  their  agent,  have  you 
not? 

A.  I  buy  the  stuff,  yes. 

Mb.  Colton:  That  is  all. 
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J.  C.  FULFOED 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIKECT  EXAMINATION 

By  Mr.  Eebd: 

Q.  Where  do  you  live,  Mr.  Fulford? 

A.  Albany,  Georgia. 

Q.  What  is  your  occupation? 

A.  I  am.  secretary,  treasurer  and  manager  of  the  Albany 
Mill  Supply  Company. 

Q.  How  long  have  you  been  secretary  and  treasurer  of 
that  company? 

A.  Seven  years. 

Q.  During  that  time  have  you  had  charge  of  the  purchase 
of  the  steel  supplies  that  that  company  has  made  ? 

A.  Yes,  sir. 

Q.  You  buy  sheets,  I  believe? 

A.  Yes,  sir. 

Q.  Sheet  steel? 

A.  Sheet  steel;  yes,  sir. 

Q.  And  you  buy  pipe  ? 

A.  And  pipe. 

Q.  About  what  tonnage  of  sheet  steel  do  you  buy  annually? 

A.  It  varies  a  little  according  to  business  conditions.  I 
imagine,  however,  that  it  averages  250  to  300  tons  a  year. 

Q.  And  during  the  seven  years  that  you  have  been  buying, 
what  percentage  of  your  sheet  steel  have  you  bought  from  the 
American  Sheet  &  Tin  Plate  Company  ? 

A.  Not  any. 

Q.  Not  any  at  all? 

A.  No,  sir. 

Q.  Do  you  buy  on  a  competitive  basis? 

A.  Yes,  sir. 

Q.  Do  you  ask  quotations  from  different  mills  before  you 
buy? 

A.  Yes,  sir. 
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Q.  Do  yon  ask  quotations  of  all  the  manufacturers,  or  only 
from  some  of  them? 

A.  I  don't  know  about  all ;  from  about  six  or  eight  of  them. 
We  ask  from  enough  to  be  satisfied  that  we  are  getting  the 
right  price. 

Q.  Tell  us  the  names  of  some  of  those  to  whom  you  apply 
for  quotations. 

A.  The  Youugstown  Sheet  &  Tube  Company,  of  Youngs- 
town,  Ohio;  the  Deforest  Sheet  &  Tin  Plate  Company  of 
Niles,  Ohio;  the  Wheeling  Corrugating  Company  of  Wheel- 
iag,  West  Virginia. 

Q.  And  Berger? 

A.  The  Berger  Manufacturing  Company  of  Canton,  Ohio. 

Q.  Are  there  auy  others  from  whom  you  have  been  getting 
quotations  ? 

A.  Yes,  sir;  I  think  there  are  a  few  more  of  them,  but  I 
cannot  remember  their  names  at  the  moment. 

Q.  How  about  a  concern  at  Ashland? 

A.  Yes;  that  is  the  Jobe  Iron  &  Steel  Company;  and  then 
the  Apollo  Steel  Company,  too. 

Q.  This  Jobe  Company  is  at  Ashland,  Kentucky,  is  it! 

A.  Yes. 

Q.  And  the  Apollo  Company  is  near  Pittsburgh? 

A.  Yes. 

Q.  That  is  a  new  concern,  is  it  not? 

A.  That  is  a  new  concern,  yes. 

Q.  How  about  the  quotations  that  you  have  been  getting 
on  sheets  from  these  six  or  seven  concerns  that  you  have 
named:   Do  they  vary  or  are  they  all  alike? 

A.  They  vary  to  some  extent.  There  is  not  a  big  margin 
of  difference. 

Q.  About  what  range  of  variation  would  you  get ^how 

many  dollars  per  ton? 

A.  I  would  say  in  the  corrugated  galvanized  roofing— that 
is  what  we  buy  principally  from  those  manufacturers,  it  varies 
anywhere  from  five  to  twenty  cents  a  square. 

Q.  That  is  100  pounds,  is  it? 

A.  No,  sir ;  that  is  a  square.    It  sells  by  the  square— not 
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so  much  a  ton.  A  square  of  it  weighs  about  77  pounds  in  the 
29  gauge  that  we  buy.  The  other  sheets,  the  flat  sheets  that 
stacks  are  made  of,  and  tanks,  and  that  class  of  work,  are 
bought  by  the  pound.  We  use  a  very  small  portion  of  them 
in  comparison  with  the  roofing  sheets. 

Q.  Your  principal  sheet  purchases  are  of  corrugated? 

A.  Corrugated  roofing. 

Mb.  Colton  :  Will  you  ask  him  about  the  gauges,  Mr.  Eeed  ? 

By  Mr.  Eeed  : 

Q.  What  gauges  do  you  buy? 

A.  28  and  29  gauge. 

Q.  Has  that  variation  of  quotations  been  the  rule  right 
along  since  you  started  to  buy? 

A.  Yes,  sir. 

Q.  When  did  you  get  your  last  quotations  on  sheet  roof- 
ing? 

A.  About  two  weeks  ago. 

Q.  How  many  bidders  were  there  ? 

A.  I  cannot  say  definitely.  I  think  five  or  sis  different 
mills. 

Q.  Were  any  two  of  the  prices  alike? 

A.  No,  sir ;  I  don't  remember  that  there  were.  I  think  they 
were  all  different. 

Q.  At  this  time,  Mr.  Fulford,  can  you  remember  any  in- 
stances where  all  of  the  quotations  that  you  got  from  these 
competing  mills  were  alike  ? 

A.  No,  sir. 

Q.  Coming  to  pipe,  now :  about  how  many  tons  of  pipe  do 
you  buy  in  a  year  ? 

A.  That  also  varies  according  to  the  business  conditions. 
I  would  say  for  the  last  three  years  we  have  bought  500  to 
1,000  tons  a  year. 

Q.  And  from  what  companies  have  you  been  getting  quo- 
tations on  pipe? 

A.  We  have  been  getting  them  from  the  National  Tube 
Company,  the  ]\f ark  Manufacturing  Company,  the  Youngstown 
Sheet  &  Tube  Company,  the  Harrisburg  Pipe  and  Pipe  Bend- 
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ing  Company,  the  Central  Tube  Company  and  the  Eepnblie 
Iron  &  Steel  Company. 

Q.  Did  you  get  any  from  the  La  Belle  Steel  Company? 

A.  Yes,  sir ;  we  have  had  quotations  from  them. 

Q.  In  1913,  what  percentage  of  your  pipe  purchases  were 
from  the  National  Tube  Company? 

A.  I  would  say  from  25  to  40  per  cent.  I  could  not  say 
exactly.     Somewhere  along  there. 

Q.  Prior  to  1913  what  percentage  of  your  pipe  did  you  buy 
from  the  National  Tube  Company? 

A.  In  1912  possibly  ten  per  cent,  of  them.  Before  that 
none  that  I  remember  of. 

Q.  You  had  not  bought  any  from  them  until  1912? 

A.  Not  that  I  remember. 

Q.  Have  you  found  competition  in  pipe? 

A.  Yes,  sir. 

Q.  Is  it  keen  or  otherwise? 

A.  Yes,  sir;  it  is  keen. 

Q.  Do  the  quotations  that  you  get  on  pipe  vary? 

A.  Yes,  sir;  we  have  had  better  prices  from  some  than  we 
have  gotten  from  others. 

Q.  How  long  has  it  been  so,  that  prices  have  varied  in 
that  way? 

A.  It  has  been  so  ever  since  we  have  been  buying. 

Q.  Do  salesmen  in  both  sheets  and  pipe  visit  you? 

A.  Yes,  sir. 

Q.  Trying  to  get  your  orders? 

A.  Yes,  sir. 

Q.  Has  that  been  so  throughout  this  time? 

A.  Yes,  sir. 

Q.  Throughout  the  seven  years? 

A.  No,  sir;  not  throughout  the  seven  years.  If  you  are 
speaking  of  pipe,  we  have  not  been  buying  pipe  from  the  manu- 
facturers for  more  than  three  years ;  about  three  years. 

Q.  You  bought  from  jobbers  before  that? 

A.  From  the  Crane  Company  before  that,  principally. 
Our  business  was  small,  and  did  not  justify  buying-  by  car- 
loads or  in  quantities. 
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Q.  It  is  just  the  last  three  years  that  in  pipe  your  business 
has  heeome  big,  is  it? 

A.  Yes. 

Q.  But  as  to  sheets  that  has  been  the  case? 

A.  No,  sir;  that  has  been  about  three  years,  too. 

Q.  You  bought  sheets  from  the  jobbers  prior  to  three  years 
ago? 

A.  Yes ;  to  some  extent,  not  very  largely. 

CROSS  EXAMINATION. 

By  Me.  Colton: 

Q.  Do  you  know  to  what  extent  the  Crane  Company  han- 
dles the  pipe  of  the  National  Tube  Company? 

A.  No,  sir ;  I  do  not.  I  know  that  they  handle  some  of  it, 
but  I  don't  know  how  much. 

Q.  You  are  not  aware  that  the  Crane  company  very  largely 
dealt  in  the  goods  of  the  Corporation,  then? 

A.  I  know  they  buy  them,  but  I  don 't  know  to  what  extent 
they  get  them. 

Q.  Then,  when  you  were  estimating  the  amount  of  goods 
you  got  from  the  National  Tube  Company,  you  were  not  count- 
ing the  Crane  Company  as  the  National  Tube  Company  be- 
cause you  did  not  know  what  percentage  of  the  goods  you  got 
from  the  Crane  Company  came  from  the  National  Tube  Com- 
pany indirectly,  did  you? 

A.  No,  sir.  Up  to  this  time,  though,  we  had  not  bought 
any  pipe  from  the  National,  while  we  were  buying  from  Crane. 

Q.  Not  direct  from  the  National  Tube  Company? 

A.  No,  sir;  through  the  Crane  Company  for  four  years. 
The  last  three  years  we  bought  directly  from  the  mill. 

Q.  Have  your  purchases  of  sheets  always  been  so  insignifi- 
cant as  about  250  tons? 

A.  Yes;  that  is  about  as  large  as  they  have  ever  got. 

Q.  What  year  did  you  go  into  the  sheet  business? 

A.  We  have  always  sold  them  in  a  way;  that  is  for  seven 
years  that  I  have  been  there. 

Q.  I  did  not  catch  the  business  that  you  are  in.  Are  you 
a  jobber? 
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A.  A  jobber  of  mill  supplies,  yes. 

Q.  And  the  gauges  in  which  you  deal  ia  sheets  have  been 
corrugated  sheets  28  and  29  gauge? 

A.  Yes;  and  also  flat  sheets.  They  run  10,  12,  14  and  16 
gauge. 

Q.  The  flat  sheets  you  buy  are  in  very  small  amounts,  I 
understand? 

A.  Yes. 

Q.  Compared  with  your  purchases  in  the  other  sheets? 

A.  Yes,  sir. 

Q.  What  was  the  first  year  you  purchased  corrugated 
sheets  of  the  gauges  28  and  29? 

A.  I  think  in  1910  was  the  first  time  we  bought  from  the 
manufacturer  direct. 

Q.  What  company  had  you  been  purchasing  from  prior  to 
that? 

A.  From  some  jobber— Conkling  Tin  Plate  &  Metal  Com- 
pany and  some  of  those  people. 

Q.  Had  you  been  purchasing  any  from  the  Crane  Company 
prior  to  that? 

A.  No,  sir. 

Q.  Then,  so  far  as  your  dealing  with  the  mills  is  concerned, 
both  in  respect  to  pipe  and  sheets,  it  only  goes  back  to  about 
1910.    Is  that  correct? 

A.  Yes,  sir;  that  is  right. 

Q.  In  respect  to  sheets  does  it  go  back  to  the  beginning  of 
1910? 

A.  Yes ;  I  think  that  is  about  when  we  started,  1910,  buy- 
ing carloads  of  sheets. 

Q.  What  different  companies  did  you  get  quotations  from 
in  1910? 

A.  On  sheets? 

Q.  Yes ;  on  corrugated  sheets  ? 

A.  The  ones  I  have  just  mentioned  there. 

Q.  Let  us  have  those  you  now  recollect  having  gotten  quo- 
tations from  in  1910,  if  you  do  recollect  any? 

A.  The  DeForest  Sheet  &  Tin  Plate  Company  at  Niles, 
Ohio ;  the  Wheeling  Corrugating  Company  at  Wheeling,  West 
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Virginia;  the  Berger  Manufacturing  Company,  at  Canton, 
Ohio.    I  do  not  know  of  any  others  right  at  this  time. 

Q.  That  is  all  you  can  recollect  for  the  year  1910? 

A.  Yes. 

Q.  Take  the  year  1911,  and  give  the  different  companies 
from  whom  you  got  quotations  1 

A.  About  the  same. 

Q.  And  that  is  all  that  you  can  recollect  for  1911 1 

A.  Yes. 

Q.  For  1912  give  the  different  companies. 

A.  We  bought  principally  in  1912  from  the  DeForest  Sheet 
&  Tin  Plate  Company. 

Q.  I  was  asking  as  to  those  from  whom  you  got  quotations, 
to  the  best  of  your  recollection. 

A.  We  got  quotations  from  all  of  those  companies  that  I 
mentioned. 

Q.  Suppose,  so  that  you  will  not  make  any  mistake  about 
it,  you  mention  now  as  many  as  you  can  from  whom  you  re- 
ceived quotations  in  the  year  1912 1 

A.  I  have  just  named  them. 

Q.  That  is  all  you  can  recollect? 

A.  The  Jobe  Iron  &  Steel  Company;  we  got  quotations 
from  them ;  and  the  Youngstown  Sheet  &  Tube  Company. 

Q.  In  1912? 

A.  Yes. 

Q.  From  what  company  did  you  make  your  purchases  in 
1912? 

A.  Principally  from  the  DeForest  Sheet  &  Tin  Plate  Com- 
pany; some  from  the  Berger  Manufacturing  Company. 

Q.  Is  that  true  also  of  1911? 

A.  Yes,  sir ;  and  some  from  the  AVheeling  Corrugating. 

Q.  Is  that  true  also  of  1911? 

A.  Yes,  sir;  and  some  from  the  Wheeling  Corrugating 
Company  in  1911. 

Q.  Is  that  true  also  of  1910,  that  the  bulk  of  your  pur- 
chases came  from  the  DeForest  Company? 

A.  No,  sir ;  I  think  from  the  Wheeling  in  1910.  We  bought 
more  from  them. 
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Q.  In  1913  from  what  company  has  the  bulk  of  your  pur- 
chases come? 

A.  From  the  DeForest  Sheet  &  Tin  Plate  Company. 

Q.  Have  you  made  any  purchases  from  the  American 
Sheet  and  Tin  Plate  Company! 

A.  No,  sir. 

Q.  At  any  time? 

A.  No,  sir. 

Q.  Did  you  solicit  quotations  from  them  in  1913? 

A.  No,  sir. 

Q.  Did  you  get  quotations  from  them  in  1913  ? 

A.  No,  sir. 

Q.  Did  you  solicit  quotations  from  them  in  1912  ? 

A.  We  never  had  any  quotations  from  them. 

Q.  You  have  never  had  any  quotations  from  the  American 
Sheet  &  Tin  Plate  Company? 

A.  No,  sir. 

Q.  Do  you  buy  any  iron  pipe,  or  were  you  speaking  of 
steel  pipe  when  you  spoke  of  your  tonnage  ? 

A.  Steel  pipe. 

Q.  Entirely  steel  pipe? 

A.  Yes,  sir. 

Q.  Take  the  year  1910 :  What  manufacturers  did  you  get 
quotations  from  in  1910,  in  pipe? 

A.  The  ]\fark  Manufacturing  Company  and,  I  suppose,  the 
National  Tube  Company,  although  I  do  not  remember  defi- 
nitely. 

Q.  Just  give  us  what  you  remember. 

A.  The  YoungstowTi  Sheet  &  Tube  Company ;  I  know  that 
we  had  quotations  from  them ;  the  Harrisburg  Pipe  and  Pipe 
Bending'  Company. 

Q.  Do  you  recall  that  definitely? 

A.  Yes,  sir ;  those  three  I  do. 

Q.  Those  are  the  only  three  you  do  recall  definitely? 

A.  Yes;  those  are  the  only  three  that  I  remember  of  in 
1910. 

Q.  To  which  one  of  those  three  did  you  give  your  business? 

A.  It  was  divided  up  between  the  Harrisburg  Pipe  &  Pipe 
Bending  Company  and  the  JNIark  Manufacturing  Company. 
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Q.  About  equally? 

A.  I  cannot  say  definitely.  We  bought  everything  up  to 
four  inches  from  the  Harrisburg  Pipe  &  Pipe  Bending  Com- 
pany. That  is  as  large  as  they  make.  I  suppose  they  got  the 
bulk  of  it.    I  imagine  so. 

Q.  Of  that  class  of  goods  they  got  your  entire  business, 
then,  up  to  four  inches  ? 

A.  Up  to  four  inches  principally  so,  yes. 

Q.  What  class  of  goods  did  you  get  from  the  Mark  Manu- 
facturing Company? 

A.  Pipe. 

Q.  I  know;  but  what  size? 

A.  The  other  sizes ;  some  small  pipe. 

Q.  Other  sizes  up  to  what  size?  From  what  size  to  what 
size? 

A.  From  four  and  a  half  to  eight  inches. 

Q.  You  do  not  deal  in  the  sizes  from  12  to  24  inches  ? 

A.  No,  sir. 

Q.  What  is  the  largest  size  you  deal  in? 

A.  Eight  inches.    We  have  bought  ten  inch,  at  times. 

Q.  But  generally  speaking 

A.  Eight  inches  is  the  largest  we  carry. 

Q.  You  deal  in  the  small  size  pipe? 

A.  Yes ;  principally. 

Q.  In  1911  from  what  different  companies  did  you  get 
quotations  on  pipe? 

A.  From  the  National  Tube  Company,  the  Mark  Manufac- 
turing Company,  the  Eepublic  Iron  &  Steel  Company,  the 
Harrisburg  Pipe  and  Pipe  Bending  Company,  the  Central 
Tube  Company.    I  believe  that  is  all. 

Q.  From  what  company  did  you  make  the  bulk  of  your 
purchases  in  1911  ? 

A.  From  the  Mark  Manufacturing  Company. 

Q.  What  percentage  did  you  get  from  the  Mark  Manufac- 
turing Company  in  1911? 

A.  Ninety  per  cent.,  I  would  say;  about  that,  approxi- 
mately. 

Q.  And  in  the  preceding  year  I  neglected  to  ask  you  the 
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percentage  you  got  from  the  Mark  Manufacturing  Company. 

A.  That  was  divided  up  in  such  a  way  that  I  could  hardly 
tell,  because  we  were  buying  from  them  and  the  Harrisburg 
Pipe  &  Pipe  Bending  people  together.  I  would  say  50-50, 
or  something  like  that.    That  is  as  near  as  I  can  come  at  it. 

Q.  How  many  quotations  did  you  get  from  the  National 
Tube  Company  in  1911? 

A.  I  could  not  say.  We  got  them  regularly  whenever  they 
were  gotten  out. 

Q.  Every  time  they  were  gotten  out? 

A.  Every  time  there  was  a  change  in  price.  That  is  the 
only  time  we  got  them. 

Q.  You  mean  every  time  they  changed  their  price  they 
would  send  you  quotations? 

A.  Yes ;  they  would  send  in  revised  prices  when  the  market 
changed. 

Q.  AVhen  the  market  changed  they  would  send  revised 
prices  to  you? 

A.  Yes. 

Q.  And  would  not  the  others  send  revised  prices  about  the 
same  time? 

A.  Oh,  yes;  yes,  sir. 

Q.  You  do  not  recall  how  often  the  market  price  changed 
during  the  year  1911? 

A.  No,  sir;  it  changed  several  times,  but  I  don't  remember 
distinctly  how  many. 

Q.  In  1910  do  you  recall  how  many  times  the  market  price 
changed? 

A.  No,  sir;  I  could  not  say.  I  thiuk  there  were  very  few 
changes,  according  to  my  memory,  in  1910. 

Q.  In  1910  the  price  was  very  much  more  steady  than  in 
1911? 

A.  That  is  my  recollection  of  it,  yes. 

Q.  And  it  was  very  much  more  steady  in  the  year  1912 
than  it  was  in  1911? 

A.  I  could  not  say  positively.  I  do  not  think  it  was.  I 
think  there  were  a  good  many  changes  in  1912. 
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Q.  And  before  1910  you  did  not  get  these  quotations  direct 
from  the  manufacturers  ? 

A.  No,  sir. 

Q.  In  1913  from  what  diiferent  companies  have  you  gotten 
quotations  ? 

A.  From  all  of  the  ones  I  just  mentioned  as  to  1911.  Do 
you  want  them  over  again? 

Q.  No,  not  if  they  are  the  same  ones. 

A.  The  same  people. 

Q.  From  what  companies  have  you  purchased  the  bulk  of 
your  supplies  in  1913? 

A.  From  the  Mark  Manufacturing  Company. 

Q.  I  neglected  to  ask  you  that  same  question  for  1912. 

A.  1912,  I  said  90  per  cent.,  as  well  as  I  remember. 

Q.  In  1911  you  said  90  per  cent. ;  would  it  be  90  per  cent, 
for  1912  too? 

A,  Well,  let  me  see ;  in  1911  it  was  not  90  per  cent. ;  it  was 
about  50-50  in  1911. 

Q.  You  said  50-50  in  1910? 

A.  Yes,  as  I  say,  it  was;  I  got  mixed  up  a  little  bit.  In 
1912  it  was  about  90  per  cent. 

Q.  In  1912  it  was  about  90  per  cent,  from  the  Mark  people? 

A.  Yes. 

Q.  And  in  1913  it  is  90  per  cent,  from  the  Mark  Company? 

A.  No,  sir ;  it  was  about  60  to  75  per  cent.,  I  guess ;  some- 
where along  there,  for  1913. 

Q.  Well,  for  the  whole  period  you  have  bought  the  bulk 
of  your  pipe  from  the  Mark  Manufacturing  Company? 

A,  From  the  Mark  Manufacturing  Company  principally. 

Q.  You  have  established  close  relations  with  that  company 
in  respect  to  your  purchases,  have  you  not? 

A.  Yes. 

Q.  Now,  in  1911  what  did  you  get  from  the  National  Tube 
Company? 

A.  In  1911  we  bought  some  pipe;  I  don't  remember  how 
much.    I  think  we  did. 

Q.  Can  you  give  the  percentage? 

A.  No. 
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Q.  Can  you  give  the  percentage  for  1912  from  tlie  National 
Tube  Company? 

A.  I  do  not  think  it  was  over  ten  per  cent,  in  1912.  The 
other  90  per  cent.,  I  think,  we  gave  to  the  Mark  Manufactur- 
ing Company. 

Q.  To  the  best  of  your  recollection  it  was  divided  between 
the  National  Tube  Company  and  the  Mark  Company  in  1912? 

A.  Yes. 

Q.  Now,  did  you  buy  from  the  National  Tube  Company 
a  larger  size  pipe  than  you  bought  from  the  Mark  Company? 
Don't  you  buy  your  ten-inch  pipe  from  the  National  Tube 
Company,  or  do  you  recollect? 

A.  No,  sir.  The  Mark  Company  makes  the  same  range 
of  sizes,  so  far  as  I  know.  I  know  they  do  up  as  large  as  we 
buy. 

Q.  Up  as  large  as  ten-inch? 

A.  Yes. 

Q.  You  do  not  buy  any  beyond  ten,  do  you? 

A.  I  think  they  make  up  to  24;  I  do  not  know  about  that. 
It  is  large  pipe. 

Q.  You  have  not  any  reason  to  get  knowledge  of  that? 

A.  No,  sir. 

Q.  I  do  not  know  that  you  answered  my  question  as  to 
whether  you  divided  your  tonnage  between  the  National  Tube 
Company  and  the  Mark  Company  in  1912. 

A.  Yes ;  as  I  say,  in  1912  we  bought  90  per  cent,  from  the 
Mark  people  and  about  10  per  cent,  from  the  National  Tube 
Company — didn't  I? 

Q.  Yes.  And  in  1913  what  different  companies  have  you 
purchased  from? 

A.  The  Mark  and  the  National  Tube  Company. 

Q.  Those  two  only? 

A.  Yes. 

Q.  Now,  in  1910  what  was  your  tonnage? 

A.  I  could  not  say.  I  think  maybe  300  to  500  tons  in  1910 ; 
not  over  500,  I  am  sure. 

Q.  In  1911  what  was  your  tonnage? 

A.  Maybe  500  to  600  tons. 
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Q.  And  in  1912  what  was  your  tonnage? 
A.  In  1912  it  was  about  between  900  and  1,000  tons. 
Q.  And  in  1913? 

A.  I  think  it  has  been  over  500  tons  in  1913. 
Q.  Well,  on  a  general  average,  it  would  not  average  much 
over  500  to  600  tons,  would  it? 
A.  No,  sir. 

(Whereupon  a  redess  was  taken  until  two  o'clock  p.  m.) 


AFTEE  RECESS. 

SAMUEL  C.  DINKINS 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Mr.  Reed: 

Q.  Where  do  you  live? 

A.  I  live  in  Atlanta. 

Q.  What  is  your  occupation? 

A.  Wholesale  hardware  business. 

Q.  What  is  the  name  of  your  company? 

A.  The  Diokins-Davidson  Hardware  Company. 

Q.  How  long  have  you  been  connected  with  that  company? 

A.  Fourteen  years. 

Q.  What  is  your  present  office  in  it? 

A.  President. 

Q.  How  long  have  you  been  president? 

A.  Seven  years,  I  believe.  It  has  been  incorporated  seven 
years ;  it  was  a  partnership  before  that. 

Q.  And  you  have  been  engaged  in  the  same  business? 

A.  Yes. 

Q.  As  either  partner  or  president  of  the  corporation  for  14 
years  ? 

A.  Yes. 
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Q.  Have  you  been  familiar  with  the  buying  of  steel  pro- 
ducts during  the  whole  of  that  14  years? 

A.  Yes. 

Q.  You  buy  wire,  I  believe? 

A.  Yes. 

Q.  Wire  products  like  nails  and  fencing? 

A.  Yes. 

Q.  About  how  many  tons  per  year  do  you  buy? 

A.  1,200  to  1,500  tons. 

Q.  And  in  corrugated  sheets  I  believe  you  buy  some  ton- 
nage? 

A.  Yes. 

Q.  How  many  sheets  would  you  buy  in  a  year  ? 

A.  About  150  tons. 

Q.  And  in  bars  and  hoops  and  bands  what  tonnage  would 
you  buy? 

A.  150  tons;  something  like  that. 

Q.  About  150  tons  a  year? 

A.  Yes. 

Q.  Now,  taking  up  first  the  wire  products  which  you  use, 
do  you  buy  those  on  a  competitive  basis  ? 

A.  Yes. 

Q.  And  from  what  companies  do  you  get  quotations? 

A.  We  get  quotations  from  the  Atlanta  Steel  Company 
and  a  concern  over  in  Birmingham;  they  have  changed  their 
name  so  much  that  I  don't  remember  what  it  is.  It  was  the 
Southern  Steel  Company. 

Q.  It  is  now  the  Gulf  States,  is  it  not? 

A.  Yes. 

Q.  And  what  others? 

A.  The  American  Steel  &  Wire  Company  and  the  Pitts- 
burgh Steel  and  the  Youngstown. 

Q.  The  Youngstown  Sheet  &  Tube  Company? 

A.  Yes. 

Q.  The  Cambria  Steel  Company? 

A.  Cambria,  yes. 

Q.  From  which  of  those  companies  that  you  have  named 
do  you  obtain  the  largest  part  of  your  wire  products  ? 

A.  The  Atlanta  Steel  Company,  I  should  think. 
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Q.  That  is  located  here  in  this  city,  is  it? 

A.  Yes. 

Q.  About  what  percentage  of  your  purchases  of  wire  pro- 
duets  comes  from  the  American  Steel  &  Wire  Company? 

A.  Well,  it  will  vary.  Some  years  it  will  amount  to  more 
than  in  others. 

Q.  Between  what  percentages  would  it  range? 

A.  That  includes  all  kinds  of  wire  products;  is  that  it? 

Q.  Yes. 

A.  Oh,  I  imagine  something  like  40  per  cent. 

Q.  About  40  per  cent,  would  be  an  average? 

A.  Yes. 

Q.  About  what  percentage  do  you  get  from  the  Atlanta 
Steel  Company? 

A.  Well,  about  40  per  cent.  The  Atlanta  Steel  Company 
does  not  make  as  big  a  variety  of  wire  products  as  the  Amer- 
ican Steel  &  Wire  Company. 

Q.  Then  the  balance  of  your  purchases  are  scattered  among 
the  other  four  of  them,  are  they? 

A.  Scattered  among  the  other  four,  yes. 

Q.  From  what  competing  companies  do  you  get  quotations 
on  sheets,  corrugated  sheets? 

A.  Corrugated  sheets? 

Q.  Yes. 

A.  Well,  we  get  from  so  many — the  Portsmouth  Steel  Com- 
pany and  the  Brier  Hill — there  are  so  many  I  cannot  recall 
them  all  now. 

Q.  Let  me  suggest  a  few  of  them :  the  Ashland  Steel  Com- 
pany? 

A.  Yes. 

Q.  The  Youngstown  Sheet  &  Tube  Company? 

A.  Yes. 

Q.  The  American  Eolling  Mills? 

A.  Yes. 

Q.  And  the  La  Belle  Steel  Company  ? 

A.  Yes. 

Q.  And  Fannin  &  McCuUough? 

A.  Yes,  we  have  had  quotations  from  them. 

Q.  And  a  number  of  others,  I  suppose? 


10312  SAMUEL   C.   DINKINS. 

A.  Yes. 

Q.  Do  you  get  quotations  from  the  American  Sheet  &  Tin 
Plate  Company? 

A.  Yes. 

Q.  Now,  on  bars,  hoops  and  bands,  what  companies  quote 
to  you  on  those? 

A.  You  mean  steel  bars,  now? 

Q.  Yes,  I  am  speaking  only  of  steel  products  now. 

A.  Yes;  the  Cambria,  the  Atlanta  Steel  Company — ^they 
make  those  things — and  a  concern  over  in  Birmingham;  I 
cannot  recall  the  name  now. 

Q.  It  is  not  the  Gulf  States? 
.      A.  No. 

Q.  Another  concern? 

A.  Another  concern. 

Q.  Is  that  the  Southern  EoUiug  Mill  Company,  or  some- 
thing like  that? 

A.  Something  like  that.    And  the  Carnegie  Company. 

Q.  Do  the  Knoxville  Iron  Works  ever  quote  to  you? 

A.  Yes,  they  quote,  but  they  are  manufacturers  of  bar  iron 
instead  of  steel.    That  is  the  reason  I  asked  the  question. 

Q.  Do  they  make  steel  too  ? 

A,  I  think  they  make  steel  now ;  but  that  is  a  recent  thing, 
that  they  have  been  making  steel. 

Q.  And  the  Tennessee  Coal,  Iron  &  Eailroad  Company? 

A.  The  Tennessee  Coal,  Iron  &  Eailroad  Company,  yes, 
we  have  had  quotations  from  them. 

Q.  Now,  on  these  different  products  which  you  have  men- 
tioned do  you  find  the  quotations  vary  or  are  they  all  alike? 

A.  They  vary. 

Q.  How  long  has  that  been  so  ? 

A.  It  has  always  been  so  since  I  have  been  buying  that 
stuff. 

Q.  Do  you  get  the  benefit  of  genuine  active  competition  in 
each  of  those  products  ? 

Mb.  Colton  :  Just  a  moment.  I  object  on  the  ground  that 
the  witness  is  not  shown  to  know  what  the  relation  may  be 
between  the  different  companies,  between  the  United  States 
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Steel  Corporation  and  its  alleged  competitors,  and  that  he  is 
not  competent  to  express  an  opinion  on  that  subject. 

By  Mr.  Ebbd  : 

Q.  Now,  will  you  answer  the  question,  my  question? 

A.  May  I  have  the  question  again? 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness  :  Yes. 

By  Mr.  Reed  : 

Q.  Do  the  salesmen  come  to  see  you? 

A.  Yes. 

Q.  And  solicit  your  business  ? 

A.  Yes. 

Q.  How  often? 

A.  Oh,  some  of  them  come  oftener  than  others,  from  30  to 
60  to  90  days. 

Q.  Is  there  ever  a  week  that  passes  without  a  salesman 
of  one  of  those  companies  coming  to  see  you? 

A.  No,  I  don't  think  so. 

Q.  Do  you  buy  other  products  than  steel? 

A.  Do  I  buy  what? 

Q.  Are  your  purchases  confined  to  steel  and  iron  exclusive- 
ly, or  do  you  buy  other  kinds  of  material  for  your  business? 

A.  I  buy  some  other  stuff,  yes. 

Q.  How  has  the  trend  of  prices  in  steel  during  the  12  or  13 
years  that  you  have  been  buying,  compared  with  the  trend  of 
prices  in  other  materials  and  other  commodities? 

Mb.  Colton:  Just  a  moment;  I  object  on  the  ground  that 
that  calls  for  a  conclusion  upon  a  state  of  facts  not  disclosed 
to  the  court,  and  on  the  further  ground  that  the  witness  is  not 
shown  to  be  competent  to  answer  such  a  general  question. 

(The  question  was  repeated  by  the  stenographer.) 

Mr.  Colton  :  I  object  further  to  the  question  on  the  ground 
that  it  speaks  generally  of  steel,  when  the  witness  is  shown  to 
only  be  familiar  with  a  very  few  of  the  various  steel  products. 

The  Witness:  The  prices  have  not  varied  as  much  as 
other  commodities. 
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By  Mr.  Reed  : 

Q.  Has  the  trend  been  upward  or  downward  on  steel? 

A.  I  would  say  it  has  been  downward. 

Q.  How  has  it  been  in  other  commodities? 

A.  Sometimes  they  were  up  and  sometimes  down,  varying. 

Q.  There  has  been  very  much  more  irregularity  on  the 
others,  has  there  ? 

A.  Yes. 

Q.  What  has  the  general  trend  been,  in  the  prices  of  other 
commodities?  Take  other  metals,  or  almost  anything  else 
that  you  buy ;  do  they  cost  more  than  they  did  twelve  years 
ago  or  less? 

A.  They  cost  more. 

Q.  Is  that  so  with  steel? 

A.  No,  I  think  not. 

Mk.  Reed  :  I  think  that  is  all.    Cross  examine. 

CROSS   EXAMINATION 

By  Mb.  Colton: 

Q.  "What  is  your  opinion  as  to  the  American  Steel  &  Wire 
Company  holding  the  umbrella  for  its  various  so-called  com- 
petitors ? 

A.  Well,  I  think  the  American  Steel  &  Wire  Company  has 
been  very  conservative,  and  in  hard  times  instead  of  cutting 
the  life  out  of  prices  they  have  held  them ;  in  other  words,  they 
will  shut  down  mills  and  let  the  independent  fellows  run. 

Q.  They  shut  down  mills  and  maintained  prices  to  a  con- 
siderable extent? 

A.  To  an  extent.  In  hard  times  their  prices  usually  de- 
clined, but  not  as  much  as  in  other  commodities. 

Me.  Reed  :  Not  as  much  as  they  would  if  they  kept  all  the 
mills  running? 

The  Witness  :  No. 

Me.  Colton:  I  object  to  your  interrupting  the  cross  ex- 
amination, Mr.  Reed. 

By  Me.  Colton: 

Q.  Of  what  year  were  you  speaking  when  you  said  twelve 
years  ago? 
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A.  I  said  fourteen  years  ago,  did  I  not? 

Q.  Just  a  moment  ago,  in  answer  to  Mr.  Eeed,  you  spoke 
of  twelve  years  ago.  Did  you  have  any  particular  year  in 
mind? 

A.  Twelve  years  ago  would  be  1902. 

Q.  Was  that  the  year  you  had  in  mind  when  you  answered 
that  question? 

A.  When  I  said  prices  were  higher  then  than  they  are  to- 


Q.  Yes. 

A.  That  is  the  year  I  had  in  mind,  yes. 

Q.  Take  the  year  1900,  after  Gates  made  his  famous  cut 
ofl  $20  a  ton.  Do  you  know  what  price  bars  were  at  that 
time? 

A.  No,  sir;  I  don't  know  what  the  price  of  bars  was. 

Q.  Don 't  you  know  the  price  of  bars  was  then  higher  than 
it  was  in  1910? 

A.  Bars? 

Q.  Yes. 

A.  I  don't  know. 

Q.  You  don't  know  the  price  one  way  or  the  other,  do 
you?    You  do  not  know  what  the  price  was  in  the  fall  of  1900? 

A.  No,  sir.  I  could  not  say  exactly;  but  I  do  know  the 
price  of  nails  and  wire  was  higher. 

Q.  ]|  am  asking  about  bars.  We  will  come  to  the  other 
later. 

Me.  Eeed  :  You  are  asking  about  bars  ? 
Me.  Colton  :  Yes ;  at  the  present  time. 

By  Me.  Colton  : 

Q.  In  regard  to  nails,  do  you  know  what  you  were  paying 
the  Consolidated  Steel  &  Wire  Company  for  nails  before  the 
American  Steel  &  Wire  Company  was  formed? 

A.  I  could  not  tell  you  positively. 

Q.  Did  you  not  pay  them  about  $1.25? 

A.  Something  like  that. 

Q.  Have  you  ever  purchased  from  the  American  Steel  & 
Wire  Company  as  cheaply  as  that  since  that? 

A.  No,  sir. 
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Q.  Have  you  ever  purchased  from  any  competitor  of  the 
American  Steel  &  Wire  Company  as  cheaply  as  you  did  then? 

A.  No. 

Q.  Take  the  question  of  sheets:  Were  you  purchasing 
any  sheets  before  the  American  Sheet  Steel  Company  was 
formed? 

A.  No.    We  are  new  dealers  in  the  sheet  market. 

Q.  How  long  have  you  been  purchasing  sheets? 

A.  A  couple  of  years. 

Q.  Two  years? 

A.  Yes. 

Q.  What  was  the  first  year  you  purchased? 

A.  I  think  it  was  two  years  ago. 

Q.  That  is,  for  the  year  1912? 

A.  Yes. 

Q.  From  what  different  companies  did  you  purchase 
sheets  in  1912? 

A.  I  could  not  tell  you  positively. 

Q.  From  what  different  companies  that  you  now  recoHeet, 
as  a  matter  of  recollection,  did  you  get  quotations  in  1912  ? 

A.  From  the  Brier  Hill — I  keep  a  record  of  those  things 
on  my  desk,  but  I  could  not  tell  you  them  offhand. 

Q.  That  is  all  you  remember  offhand? 

A.  I  remember]  the  Brier  Hill,  yes,  and  the  Portsmouth 
Steel  Company. 

Q.  Do  you  remember  which  of  those  you  purchased  from? 

A.  The  Brier  Hill,  I  think,  in  1912. 

Q.  Did  you  get  all  your  sheets  from  them? 

A.  I  would  not  say  positively. 

Q.  Your  sheets  are  comparatively  small  in  comparison 
with  your  wire  products  ? 

A.  Yes. 

Q.  And  nothing  that  you  have  said  in  regard  to  compe- 
tition is  intended  to  apply  to  anything  in  regard  to  sheets 
prior  to  the  year  1912,  when  you  began  to  purchase? 

A.  That  is  right. 

Q.  Coming  back  to  bars :  from  what  different  companies 
did  you  get  quotations  on  steel  bars  in  1901? 

A.  Well,  I  could  not  tell  you  that  positively. 
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Q.  Did  you  get  quotations  from  the  Illinois  Steel  Com- 
pany in  1901 1 

A.  I  have  no  doubt  that  we  did,  but  I  could  not  tell  you 
positively. 

Q.  Take  the  year  1900 :  Did  you  get  quotations  from  the 
Illinois  Steel  Company  in  1900? 

A.  I  suppose  so.  We  got  them  from  everybody  that 
makes  steel,  pretty  nearly  every  week. 

Q.  I  want  to  get  your  recollection  on  that,  the  best  you 
can  g^ve. 

A.  Yes. 

Q.  Do  you  have  any  distinct  recollection  as  to  whether 
you  secured  any  quotations  from  the  Illinois  Steel  Company 
in  1900  on  bars? 

A.  No,  sir;  I  have  not. 

Q.  Do  you  have  any  distinct  recollection  as  to  securing 
quotations  from  any  company  on  bars  in  1900? 

A.  No,  sir;  no  particular  company  except  the  Knoxville 
Iron  Works.    I  remember  that. 

Q.  That  was  in  iron  bars? 

A.  Iron  bars,  yes. 

Q.  Were  you  purchasing  steel  bars  in  1900  ? 

A.  Oh,  yes.    We  purchased  steel  bars. 

Q.  Did  you  get  quotations  at  times  from  the  Illinois  Steel 
Company  between  1898  and  1901, — ^whenever  you  went  in 
business — I  don't  want  to  go  back  of  the  period  about  which 
you  have  testified. 

A.  How  is  that? 

Q.  Between  the  time  that  you  began  business,  which  was 
in  what  year? 

A.  I  suppose  you  are  referring  to  business  in  Atlanta. 
I  was  in  the  hardware  business  before  I  came  to  Atlanta,  but 
I  am  testifying  about  Atlanta. 

Q.  Fourteen  years  ago? 

A.  Yes.    Now  will  you  put  your  question  again? 

Q.  What  year  was  that  that  you  went  in  business,  as 
nearly  as  you  can  recollect? 

A.  In  November,  1899. 

Q.  During  the  years  1899  and  1900  did  you,  from  time  to 
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time,  get  quotations  from  the  Carnegie  Steel  Company,  the 
Illinois  Steel  Company  and  the  National  Steel  Company? 

A.  I  could  not  say  positively  as  to  the  Illinois  and  the 
National,  but  we  got  quotations  from  Carnegie  and  the  Cam- 
bria. 

Q.  You  remember  those  distinctly? 

A.  Yes.    We  bought  steel  from  them  during  those  years. 

Q.  AVhen  did  you  first  get  quotations  from  the  Tennessee 
Coal,  Iron  &  Eailroad  Company  on  bars? 

A.  I  could  not  say  positively.  I  think  it  was  probably 
three  or  four  years  ago. 

Q.  Do  you  know  whether  you  got  quotations  from  them 
before  they  went  into  the  United  States  Steel  Corporation? 

A.  I  thiak  not.  I  don 't  think  we  ever  had  quotations  from 
them  until  they  went  into  the  United  States  Steel  Corporation. 

Q.  You  stated  the  tonnage  you  purchased,  I  believe,  in 
steel  bars,  but  I  have  forgotten  it.    Will  you  state  it  again? 

A.  Steel  bars? 

Q.  Yes. 

A.  About  150  tons. 

Q.  That  is  also  comparatively  small,  is  it  not? 

A.  That  is  small  compared  to  the  wire  and  nail  product, 
yes. 

Q.  Could  you  give  the  tonnage  you  bought  ia  1901  ia  steel 
bars? 

A.  No,  sir;  I  could  not. 

Q.  Could  you  approximate  it? 

A.  No. 

Q.  It  was  very  small,  was  it  not? 

A.  I  imagine  so;  yes,  sir. 

Q.  How  about  1902?    Would  your  answer  be  the  same? 

A.  Yes. 

Q.  1903? 

A.  I  cannot  tell  you. 

Q.  1904? 

A.  I  don't  remember  so  far  back. 

Q.  1905? 

A.  I  could  not  tell  you. 
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Q.  1906? 

A.  No,  sir;  that  is  too  far  back. 

Q.  1907? 

A.  No.    I  could  not  tell  you. 

Q.  1908? 

A.  I  could  not  say  how  much  it  was. 

Q.  1909? 

A.  We  got  two  or  three  cars  of  that  stuff  a  month  all 
through  the  year.  It  is  hard  to  tell  how  much  tonnage  it 
was.    I  could  not  tell  you. 

Q.  I  just  want  to  get  it  approximately.  I  do  not  expect 
to  be  unreasonable  about  it. 

A.  Yes. 

Q.  1910? 

A.  In  1910 — ^that  compared,  about,  with  1912. 

Q.  Beginning  with  1910,  you  think  you  bought  about  150 
tons  a  year? 

A.  Yes ;  we  have  been  buying  about  150  tons  of  steel  for 
years. 

Q.  But  you  cannot  say  how  many  years? 

A.  No,  sir;  I  won't  say  positively. 

Q.  You  are  pretty  sure  of  it  for  the  last  three  years? 

A.  Yes.    Further  back  than  that. 

Q.  How  far  back,  then,  did  you  get  150  tons? 

A.  Say  for  the  last  six  or  seven  years. 

Q.  Do  you  remember  any  of  the  quotations  you  received 
on  bars  in  the  years  1906  and  1907? 

A.  I  could  not  remember  positively.  If  I  had  known  that 
you  were  going  to  ask  those  questions  I  would  have  brought 
the  invoices  with  me. 

Q.  Do  you  remembe-r  what  companies  you  got  quotations 
from  on  bars  in  1906  and  1907? 

A.  No,  sir;  I  could  not  say  positively. 

Q.  Could  you  name  any  companies  from  memory  that  you 
got  quotations  from  in  those  years? 

A.  No,  sir;  it  would  be  guesswork. 

Q.  In  1913  from  what  different  companies  have  you  pur- 
chased your  steel  bars  ? 
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A.  The  Atlanta  Steel  Company  and  the  Cambria,  most  of 
them. 

Q.  Did  you  purchase  from  anybody  else? 

A.  Yes;  we  got  some  from  a  concern  ia  Lebanon,  Penn- 
sylvania. 

Mr.  Eeed:  The  American  Iron  &  Steel  Company? 

The  Witness  :  No ;  they  make  iron.  This  is  another  con- 
cern, but  I  don't  recall  the  name  of  it.  There  was  only  one 
car  from  them.  The  balance  of  it  was  from  the  Atlanta  Steel 
Company  and  the  Cambria. 

By  Mk.  Colton: 

Q.  What  percentage  did  you  get  from  the  Atlanta  Steel 
Company? 

A.  I  imagine  it  was  about-  25  per  cent,  from  the  Atlanta 
Steel  Company. 

Q.  In  1912  from  what  different  companies  did  you  get 
your  steel  bars? 

A.  We  got  steel  bars  from  the  Atlanta  Steel  Company  in 
that  year. 

Q.  Anybody  else? 

A.  I  think  we  did.  I  could  not  tell  you  positively,  how- 
ever.   No  doubt  we  did. 

Q.  But  you  have  no  recollection  as  to  anybody  else? 

A.  I  have  a  faint  recollection,  but  I  would  not  state  posi- 
tively. I  am  on  the  witness  stand  and  I  have  to  be  exact.  I 
would  not  state  unless  I  know  what  I  am  talking  about. 

Q.  In  1911,  from  whom  did  you  get  your  steel  bars  f 

A.  I  imagine  from  the  same  people. 

Q.  The  same  people  being  the  Atlanta  Steel  Company 

A.  The  Atlanta  Steel  Company  and  the  Cambria  Steel 
Company.  We  have  bought  most  of  our  steel  bars  from  the 
Atlanta  Steel  Company  and  the  Cambria. 

Q.  The  Atlanta  Steel  Company  only  manufactures  bars  up 
to  what  size  ? 

A.  They  manufacture  bars  up  to  1%  by  1/2,  flats,  and  I14 
rounds,  I  believe  it  is. 

Q.  What  widths! 
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A.  I  said  1%  flats,  by  %,  I  think  it  is. 

Q.  In  1911,  did  you  have  sufficient  familiarity  ;with  the 
market  to  notice  the  very  sharp  break  that  occurred  in  that 
year  in  the  bar  market! 

A.  It  was  not  much  of  a  break,  if  I  remember  correctly. 

Q.  What  is  that? 

A.  I  don't  remember  much  of  a  break. 

Q.  Do  you  remember  anything  about  the  way  the  market 
price  of  bars  moved  in  1911  ? 

A.  In  1911? 

Q.  Yes. 

A.  No. 

Q.  Do  you  recollect  anything  about  the  way  the  market 
price  of  bars  moved  in  1910? 

A.  No. 

Q.  In  1909? 

A.  No ;  except  that  I  know  they  were  higher  than  they  are 
to-day. 

Q.  You  mean  that  the  price  of  bars  was  higher  in  1911 
than  it  is  to-day? 

A.  If  I  remember  correctly,  yes.  The  price  of  bars  is  very 
low  to-day. 

Q.  Have  you  purchased  below  $1.05  to-day,  in  bars  ? 

Me.  Ebed  :  He  has  not  said  that  he  purchased  any  then  at 
$1.05. 

Me.  Colton  :  I  know. 

By  Mb.  Colton  : 

Q.  Have  you  purchased  below  $1.12? 

A.  There  is  a  quotation  out  of  $1.05  plus  the  commission  of 
$2  a  ton,  I  believe. 

Q.  That  would  make  it  $1.15,  would  it? 

A.  No,  sir ;  I  said  plus ;  I  mean  with  the  commission — be- 
yond that. 

Q.  With  commission? 

A.  Yes. 

Q.  What  do  you  mean  by  that,  "with  commission"? 

A.  They  give  a  commission  for  buying  the  stuff. 
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Q.  They  give  you  a  commission?  You  do  not  have  to  pay 
the  commission? 

A.  No. 

Q.  There  is  a  price  out  now  of  $1.05?  From  whom  did 
you  get  that? 

A.  That  was  made  by  a  purchasing  agent. 

Q.  From  whom? 

A.  The  Biddle  Purchasing  Company. 

Q.  Did  that  price  come  to  you — $1.05  ? 

A.  Yes. 

Q.  What  tonnage? 

A.  I  don't  remember  the  tonnage.  I  think  it  was  for  speci- 
fied carload. 

Q.  Just  one  carload? 

A.  Yes. 

Q.  And  it  was  not  from  any  manufacturer  ? 

A.  No. 

Q.  What  is  the  lowest  quotation  that  you  received  from 
any  manufacturer?    That  is,  steel  bars,  first. 

A.  That  was  steel  bars,  yes. 

Q.  What  is  the  lowest  quotation  that  you  received  from 
any  steel  manufacturer  ? 

A.  Well,  we  bought  that  stuff — we  have  purchasing  agents, 
and  we  usually  get  our  prices  through  those  people. 

Q.  What  people? 

A.  They  purchase ;  they  are  hired  for  us  at  a  salary  to  buy 
for  us. 

Q.  And  they  get  the  quotations  ? 

A.  They  get  the  quotations. 

Q.  And  you  do  not  get  the  separate  quotations? 

A.  I  get  the  quotations  from  them. 

Q.  You  mean  you  get  the  quotations  of  the  different  mills 
from  them?  / 

A.  No,  I  do  not  know  what  mill  made  those  quotations  to 
them. 

Q.  They  get  quotations,  and  you  only  have  their  quotation, 
which  is  the  lowest  quotation  they  get,  whatever  that  may  be? 
A.  That  is  right. 
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Q.  And  you  do  not  know  what  other  quotations  they  got  on 
bars? 

A.  I  don't  understand  you. 

Q.  You  do  not  know  of  the  different  quotations  that  they 
received  in  respect  to  steel  bars,  do  you? 

A.  No,  I  don't. 

Q.  Andj  you  of  course  do  not  know  what  relation  those 
quotations  bear  to  one  another,  as  they  are  not  received  by 
you  personally,  on  steel  bars  ? 

A.  Those  quotations  are  received  by  me  through  my  pur- 
chasing agent. 

Q.  Yes,  but  as  I  understood  you,  you  stated  that  they  did 
not  come  to  you  personally,  that  you  did  not  receive  the  sepa- 
rate quotations,  but  that  you  got  just  one  quotation  from  this 
concern,  whatever  it  may  be  ? 

A.  Yes. 

Q.  Is  that  correct? 

A.  I  get  the  quotation  from  this  purchasing  agent ;  yes,  sir. 

Q.  That  is  the  way  you  have  been  quoted  on  bars ;  is  that 
correct  ? 

A.  Not  in  every  case,  no,  no ;  I  am  talking  about  this  par- 
ticular case. 

Q.  You  are  talking  about  this  particular  case? 

A.  Yes. 

Q.  What  is  the  lowest  quotation  that  you  have  at  any  time 
received  from  a  manufacturer  of  steel  bars  ? 

A.  I  have  not  had  a  quotation  recently. 

Q|.  When  did  you  last  have  a  quotation  from  any  manu- 
facturer of  steel  bars? 

A.  rt  has  been  a  month  ago,  I  guess. 

Q.  About  a  month  ago? 

A.  Yes, 

Q.,  What  was  the  quotation  then? 

A.  $1.20. 

Q.  The  lowest  quotation  that  has  come  to  you  from  a 
manufacturer  has  been  $1.20? 

A.  No,  I  will  not  say  that.  That  is  their  quotation  given 
to  me  from  my  purchasing  agent,  from  the  manufacturer. 
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Q.  And  you  do  not  know  what  manufacturer? 

A.  No,  I  do  not.    I  could  very  easily  find  out  by  writing. 

Q.  I  do  not  mean  to  question  that  at  all;  but  the  lowest 
one  that  has  come  to  you  direct  from  the  manufacturer, 
puttrag  it  that  way,  is  $1.20? 

A.  Yes,  and  I  have  not  made  an  effort  to  get  that.  I 
think  the  printed  quotation  to-day  is  $1.10. 

Q.  By  "printed  quotation"  you  mean  the  quotation  in  the 
trade  paper? 

A.  The  Iron  Age,  yes;  I  would  not  say  positively  about 
that,  but  I  think  it  is. 

Q.  Do  you  know  what  was  the  lowest  printed  quotation  ia 
1911? 

A.  No,  I  don't. 

Q.  Do  you  know  what  the  lowest  printed  quotation  was  in 
1909,  the  date  of  the  other  break  in  bars? 

A.  No. 

Q.  Do  you  remember  the  break  in  bars  in  1909,  one  way 
or  the  other? 

A.  No ;  I  would  have  to  have  a  good  memory  to  remember 
all  those  things. 

Q.  And  you  would  have  to  deal  pretty  extensively  in  bars? 

A.  Yes. 

Q.  And  you  have  not  dealt  extensively  in  bars,  I  think  you 
said? 

A.  About  150  tons,  as  I  said. 

Q.  Now,  taking  your  purchases  of  wire  products,  what  is 
your  tonnage  for  1910,  approximately?  I  do  not  expect  you 
to  be  exact. 

A.  About  1,500  tons. 

Q.  And  in  1911? 

A.  About  the  same  thing.  For  the  last  four  or  five  years 
it  would  run  practically  the  same  thing. 

Q.  Now,  of  your  other  steel  purchases  you  say  you  have 
gotten  about  40  per  cent,  from  the  Atlanta  Company  and 
about  40  per  cent,  from  the  American  Steel  &  Wire  Company, 
on  an  average? 

A.  That  is  wire  products? 
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Q.  Yes ;  for  the  last  three  or  four  years. 

A.  Yes,  wire  products.  Take  nails  and  wire ;  I  have  got  a 
bigger  percentage  from  the  Atlanta,  but  he  asked  me  a  ques- 
tion there  in  regard  to  wire  products. 

Q.  That  is  what  I  am  talking  about  too.  Now,  taking  the 
companies  that  are  outside  of  the  State  of  Georgia;  that  is, 
other  than  the  Atlanta  Company,  you  have  gotten  about  what? 

A.  I  would  say  about  60  per  cent. 

Q.  It  would  be  in  a  ratio  of  40  per  cent,  to  20  per  cent.? 
That  would  be  about  the  proportion  that  you  have  gotten 
from  the  American  Steel  &  Wire  Company? 

A.  No. 

Q.  Oh,  you  mean  60  per  cent,  from  outside  the  State  of 
Georgia? 

A.  Yes. 

Q.  And  of  that,  you  have  gotten  about  two-thirds,  outside 
of  the  State  of  Georgia,  from  the  American  Steel  &  Wire 
Company! 

A.  I  think  so,  yes. 

Q.  What  was  the  first  year  that  you  bought  from  the 
Atlanta  Steel  Company,  wire  products? 

A.  I  could  not  tell  you  positively;  the  first  year  they  built 
the  plant.    I  do  not  remember  when  that  was. 

Q.  You  do  not  remember  when  you  began  purchasing  from 
them? 

A.  No. 

Q.  And  you  have  been  purchasing  the  last  three  or  four 
years  from  them;  is  that  correct? 

A.  Yes. 

Q.  And  during  the  time  you  have  been  engaged  in  busi- 
ness, by  far  the  largest  proportion  of  your  business  has  been 
in  wire  products,  so  far  as  steel  products  are  concerned; 
isn't  that  true? 

A.  Yes. 

Q.  Will  you  give  the  different  companies  that  you  now 
recall  having  received  quotations  from  in  1902  on  wire  nails  ? 

A.  In  1902? 

Q.  Yes. 
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A.  I  am  positive  I  received  quotations  from  all  of  these 
companies  that  I  have  named;  I  am  sure  of  it,  but  I  am  not 
positive  of  it. 

Q.  Just  name  those  from  whom  you  did  receive  quotations 
in  1902,  that  you  recall. 

A.  1902? 

Q.  Yes. 

A.  I  received  quotations  from  the  Atlanta  Steel  Company 
and  the  American  Steel  &  Wire  Company. 

Q.  Was  the  Atlanta  Steel  Company  making  nails  in  1902? 

A.  Did  you  say  1902? 

Q.  I  did,  yes. 

A.  Well,  I  will  go  back.  I  understood  you  to  say  1912. 
Didn't  you  say  1912? 

Q.  Well,  I  meant  1902,  anyway. 

A.  I  don't  remember  that  far  back;  I  can't  remember. 

Q.  You  can  not  recall? 

A.  No,  not  whom  I  bought  from. 

Q.  In  1903  from  what  companies  did  you  receive  quota- 
tions? 

A.  Well,  as  I  say,  I  could  not  say  exactly  without  refer- 
ence to  the  books. 

Q.  Would  your  answers  be  the  same  for  each  of  the 
different  wire  products  that  you  purchase? 

A.  Yes. 

Q.  In  1904? 

A.  Yes. 

Q.  In  1905? 

A.  Oh,  I  don't  remember.  Of  course  I  remember  that 
there  has  not  been  a  year  since  I  have  been  in  business  that 
we  have  not  bought  some  of  that  stuff  from  the  American 
Steel  &  Wire  Company,  but  we  are  buying  from  outsiders  all 
the  time ;  I  do  not  remember  those  people,  they  are  changing 
about. 

Q.  And  in  1905  could  you  tell  what  proportion  you  bought 
from  the  American  Steel  &  Wire  Company? 

A.  No,  I  could  not. 

Q.  That  is  the  only  company  that  you  do  positively  re- 
collect that  you  bought  from  in  1905? 


SAMUEL   C.   DINKINS.  10327 

A.  What  company?    Do  you  mean  the  American? 

Q.  Yes ;  the  American  Steel  &  Wire  Company. 

A.  Yes. 

Q.  Would  your  answer  be  the  same  for  1906 1 

A.  Well,  I  don't  know.  That  is  a  hard  question.  I  would 
like  for  you  to  put  me  off  until  to-morrow  and  let  me  come 
back  with  the  exact  facts.    Will  you  do  that? 

Q.  I  am  willing  to  take  your  memory.    In  1907? 

A.  It  seems  to  me  that  is  a  foolish  question.  I  can  not 
remember  these  things. 

Q.  You  do  not  recall  anything  in  1907? 

A.  What's  that! 

Q.  You  don't  recall  any  companies  in  1907  that  you  pur- 
chased from,  other  than  the  American  Steel  &  Wire  Com- 
pany? Is  that  what  you  mean  by  saying  it  is  a  foolish  ques- 
tion? 

A.  You  are  asking  me  things  that  I  don't  think  it  is  right 
to  ask  a  man,  to  draw  on  his  memory  that  far  back,  as  to  who, 
exactly,  he  bought  from. 

Q.  I  am  asking  for  your  best  recollection,  as  to  whom  you 
bought  from  in  1907. 

A.  A  man  can  remember  a  price  for  a  considerable  length 
of  time,  but  he  can  not  remember  who  made  the  price. 

Q.  All  right ;  suppose  you  give  me  the  price  in  1907. 

A.  I  could  not  give  you  the  exact  price,  but  I  will  tell  you 
this,  that  nails  are  cheaper  now  than  they  were  in  1907. 

Q.  But  you  don't  remember  what  the  price  was  in  1907? 

A.  Not  exactly,  no. 

Q.  And  you  can  not  give  any  prices  in  1907? 

A.  No,  I  can  not  give  you  the  exact  price. 

Q.  In  1908  do  you  recall  any  manufacturer,  other  than 
the  American  Steel  &  Wire  Company,  from  whom  you  pur- 
chased? 

A.  No. 

Q.  Do  you  recall  any  of  the  prices  for  1908? 

A.  No. 

Q.  In  1909,  would  your  answer  be  the  same  ? 

A.  The  same  thing. 

Q.  In  1910? 
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A.  Well,  the  same  thing,  I  guess. 

Q.  And  in  1911? 

A.  Oh,  yes,  the  same  thing. 

Q.  And  in  1912? 

A.  I  won't  attempt  to  answer  a  question  of  that  kind. 

Q.  In  1913? 

A.  I  have  answered  these  questions  once,  sir. 

Q.  You  refuse  to  answer  from  what  different  companies 
you  purchased  in  1913? 

A.  No,  I  don't  refuse.  If  you  will  allow  me  to  go  to  my 
books  and  find  out  exactly  who  they  were,  I  will  tell  you. 

Q.  I  only  want  your  best  recollection  now;  I  don't  want 
anything  else. 

A.  I  do  not  propose  to  guess  at  it  in  that  way. 

Q.  And  you  do  not  know  of  your  own  knowledge? 

A.  Who  I  bought  from? 

Q.  Yes. 

A.  I  probably  know  some  of  them,  but  I  would  not  say 
positively.  Here  is  the  point  right  here,  sir.  I  know  I  am 
buying  nails  and  wire  from  this  company  and  this  company, 
in  different  years,  but  I  can  not  tell  exactly  what  year  it  was 
that  I  bought  them. 

Q.  Can  not  you  recall  any  company  from  whom  you  pur- 
chased wire  nails  in  1913  ? 

A.  Oh,  yes. 

Q.  Well,  give  those  that  you  recollect;  that  is  all  I  am 
asking. 

A.  Well,  the  Atlanta  Steel  Company,  the  Cambria  Steel 
Company  and  the  American  Steel  &  Wire  Company.  Those 
are  three  that  I  am  positive  I  bought  nails  from  in  1913. 

Q.  That  is  wire  nails.    Suppose  you  take  wire. 

A.  Wire  too. 

Q.  Wire  from  each  of  those  also? 

A.  Yes. 

Q.  From  the  Atlanta  you  do  not  get  high  grade  wire,  do 
you? 

A.  I  don't  understand  what  you  mean  by  "high  grade 
wire. ' ' 
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Q.  Are  you  not  familiar  with  the  expression  "high  grade 
wire"? 

A.  Do  you  mean  bed  spring  wire? 

Q.  Not  necessarily ;  I  mean  high  grade  wire,  whatever  it  is ; 
do  you  know  it  ? 

A.  The  only  wire  product  we  buy  is  barbed  wire  and  fence. 

Q.  You  buy  what  are  known  as  the  coarser  products,  any- 
way? 

A.  Yes,  I  guess  you  might  call  them  that,  too. 

Q.  Do  you  get  fencing  from  the  Atlanta  Company? 

A.  No. 

Q.  Nails  are  the  only  thing  you  get  from  the  Atlanta  Com- 
pany? 

A.  Nails  and  barbed  wire. 

Q.  Barbed  wire  ? 

A.  Yes ;  nails  and  barbed  wire  fence. 

Q.  You  do  not  get  nails  from  the  Atlanta  Company,  do 
you? 

A.  Yes. 

Q.  When  did  you  first  get  barbed  wire  from  the  Atlanta 
Company? 

A.  We  got  barbed  wire  from  the  Atlanta  Company  about 
as  early  as  we  did  nails ;  they  have  been  making  barbed  wire 
all  the  time. 

Q.  I  believe  you  stated  you  did  not  know  what  year  they 
began? 

A.  No,  I  don't  know  positively. 

Q.  What  is  the  first  year  that  you  got  any  quotations  from 
the  Cambria  Steel  Company? 

A.  On  this  class  of  goods  ? 

Q.  Yes,  wire  products. 

A.  I  would  not  say  positively.  They  have  only  been  mak- 
ing this  class  of  goods  for  a  few  years ;  wire  products.  It  was 
the  first  year  that  they  began  to  make  it,  if  you  know  when 
that  was,  that  we  got  quotations. 

Q.  A  couple  of  years  ago? 

A.  I  don't  know.    Is  that  when  they  started? 

Q.  What? 
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A.  When  they  started  to  make  this  class  of  goods  I  got 
quotations. 

Q.  I  believe  you  stated  you  had  only  been  buying  sheets 
for  how  many  years  ? 

A.  About  two  years. 

Q.  Now,  hoops  and  bands :  from  what  companies  have  you 
gotten  hoops  and  bands  ? 

A.  Well,  I  do  not  sell  hoops.  We  get  bands  from  the  Cam- 
bria and  the  Atlanta  Steel  Company. 

Q.  And  that  is  included  within  a  tonnage  of  1,500  tons  ? 

A.  Yes,  that  is  included. 

Mb.  Colton  :  That  is  all. 

EEDIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  I  want  to  ask  you  just  a  word  about  this  price  on  bars 
at  the  present  time.  You  said  the  price  was  $1.05  with  a  $2.00 
commission? 

A.  I  would  not  say  positively  it  is  a  $2.00  commission. 
There  is  a  commission  beyond.  You  understand  the  way  these 
purchasing  agents  do ;  we  pay  them  a  salary ;  they  get  a  com- 
mission for  making  the  sale,  and  we  get  the  commission.  That 
is  what  I  meant  by  a  commission. 

Q.  So  that  the  commission  that  is  paid  to  them  by  the 
maker  of  the  steel  really  comes  to  you  and  amounts  to  so  much 
off  the  price? 

A.  Yes. 

Me.  Colton:  Is  that  so  much  off  of  $1.05? 
Me.  Eeed  :  That  is  what  I  am  going  to  ask  him. 

By  Me.  Eeed: 

Q.  If  your  recollection  is  right  as  to  the  commission  in 
this  case  being  $2.00,  that  would  make  the  net  price  to  you 
95  cents  per  hundred  pounds,  would  it  not? 

A.  No;  $1.05  would  make  the  price — yes,  you  are  right, 
sir.  Well,  I  would  not  say  positively  it  is  $2.00 ;  it  might  be 
a  dollar  a  ton.  There  is  a  commission  beyond.  I  told  you 
there  was  a  commission  beyond. 
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Q.  If  it  is  $1.00  commission,  the  price  is  $1.00  per  hundred? 
A.  Yes. 

Q.  And  if  it  is  $2.00,  it  is  95  cents  a  hundred? 
A.  Yes. 

Q.  And  that  is  a  fairly  low  price  for  bars  ? 
A.  That  is  as  low  as  I  have  known. 

Q.  And  to  your  mind  does  that  indicate  that  there  is  a 
monopoly  on  bars  which  keeps  the  price  up  to  famine  heights  ? 
Mr.  Colton  :  I  object  to  that  as  argumentative. 
The  Witness:   No. 

EECROSS  EXAMINATION 

By  Mb.  Colton  : 

Q.  Now,  this  price  you  got  of  95  cents,  you  did  not  make 
any  purchase  at  that  price,  did  you? 

A   No. 

Q.  What  is  the  lowest  price  at  which  you  have  purchased? 

A.  $1.20. 

Q.  So  you  have  not  reaped  any  benefit  from  any  price  of 
95  cents,  have  you? 

A.  No,  but  I  will  on  my  next  purchase,  though. 

Q.  That  is,  if  it  is  stUl  at  95  cents? 

A.  Well,  the  indications  are  that  it  will  stay  at  that  price, 
anyway. 

Q.  And  that  is  the  lowest  price  you  have  known  since  1900, 
is  it  not? 

A.  I  think  it  is. 
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was  called  as  a  Avitness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Me.  Heed  : 

Q.  Where  do  you  live,  Mr.  Camp  ? 
A.  Here  in  Atlanta. 
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Q.  What  is  your  occupation! 

A.  Manager  of  the  Murray  Company. 

Q.  In  what  business  is  the  Murray  Company  engaged  ? 

A.  They  are  manufacturers  of  cotton  gin  and  cotton-seed 
oil  milling  machinery. 

Q.  How  long  have  you  been  manager  of  that  company? 

A.  About  two  years. 

Q.  Has  the  Murray  Company  plants  in  other  places  than 
Atlanta? 

A.  Yes,  sir. 

Q.  Where  are  its  plants  located? 

A.  Dallas,  Texas  and  Atlanta,  Georgia. 

Q.  Prior  to  your  becoming  manager  of  the  Atlanta  plant 
of  that  company,  what  was  your  occupation? 

A.  I  was  general  superintendent  for  the  Van  Winkle  Gin 
and  Machine  Company. 

Q.  For  how  long? 

A.  I  was  general  superintendent  for  about  seven  or  eight 
years. 

Q.  Was  that  Van  Winkle  Company  absorbed  by  the  Mur- 
ray Company? 

A.  Yes,  sir. 

Q.  And  you  were  manager  of  the  Atlanta  plant  of  the  Van 
Winkle  Company? 

A.  No,  sir ;  I  was  general  superintendent. 

Q.  You  were  general  superintendent  of  their  Atlanta 
plant? 

A.  Yes,  sir. 

Q.  So  that  you  have  been  in  charge  of  the  Atlanta  plant, 
first  of  the  Van  Winkle  Company  and  then,  after  the  absorp- 
tion, of  the  same  plant  of  the  Murray  Company? 

A.  That  is  right. 

Q.  That  is,  your  experience  with  that  plant  covers  a  period 
of  ten  years  ? 

A.  Probably  longer  than  that,  my  total  experience;  but 
as  general  superintendent  and  manager  about  ten  years. 

Q.  That  is,  your  executive  experience  dates  back  ten 
years  ? 
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A.  Yes. 

Q.  During  that  ten-year  period  who  has  been  in  charge  of 
the  purchases  of  steel  that  have  been  used  at  the  Atlanta 
plant? 

A.  Properly  speaking,  our  purchasing  clerk  handles  the 
details  of  it. 

Q.  Where  is  he  located? 

A.  He  is  located  here ;  and  we  have  one  at  Dallas. 

Qi.  Is  the  purchasing  clerk  here  a  subordinate  of  yours? 

A.  Yes,  sir. 

Q.  Does  he  do  his  work  under  your  instructions? 

A.  Yes,  sir. 

Q.  Does  he  submit  to  you  the  bids  that  he  receives  on  steel 
purchases  of  any  consequence? 

A.  Yes,  sir. 

Q.  And  how  long  have  you  been  familiar  in  that  way  with 
the  purchasing  of  steel  at  this  plant? 

A.  Well,  since  I  have  been  manager  here,  all  the  proposi- 
tions that  come  up  for  final  closing  are  submitted  to  me  for 
direction,  but  prior  to  that  time  I  handled  sometimes  the  de- 
tails myself,  and  sometimes  our  secretary  handled  the  details, 
but  I  was  more  or  less  familiar  with  the  deals  transpiring  in 
that  line. 

Q.  Your  familiarity  goes  back  at  least  ten  years,  then? 

A.  About  ten  years,  yes. 

Q.  What  kind  of  steel  material  do  you  buy  for  this  At- 
lanta plant? 

A.  We  buy  tin  plates,  black  sheets,  heavy  plates ;  we  buy 
bars,  shapes. 

Q.  Shafting? 

A.  Shafting,  pig  iron. 

Q.  Do  you  or  do  you  not  find  that  there  is  competition  for 
your  purchases  of  these  materials  that  you  have  named? 

A.  Well,  we  think  so.  We  write  all  the  folks  that  we  know 
in  the  business  when  we  go  to  buy  anything,  or  make  con- 
tracts for  it. 

Q.  How  long  have  you  thought  so?  How  long  has  there 
been  competition  for  your  business  ? 
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A.  Well,  there  has  been  competition  ever  since  I  have 
known  the  business.  Sometimes  the  competition,  as  we  ex- 
press it,  is  fiercer  than  it  is  at  other  times;  sometimes  it  is 
pretty  close  together,  and  sometimes  there  is  a  pretty  wide 
range. 

Q.  Is  that  determined  or  affected  at  all  by  the  general  con- 
dition of  business  in  the  country? 

A.  I  think  so. 

Q.  In  periods  of  depression,  when  business  is  scarce,  is 
the  competition  fiercer  than  it  is  otherwise,  or  less  fierce? 

Mr.  Colton  :  That  is  objected  to  as  leading. 

The  Witness:  Our  line  of  business  is  such  that  I  would 
not  be  able  to  give  you  an  answer  just  along  that  line,  but  I 
will  say  this,  that  our  business  has  been  in  a  progressive  age 
ever  since  I  have  been  connected  with  it,  and  our  purchases 
have  increased  from  year  to  year,  in  the  respective  proposi- 
tions that  we  have  handled.  In  some  years  we  do  better  by 
buying  the  stuff  than  we  do  in  others. 

By  Mk.  Reed  : 

Q.  Do  you  ask  quotations  from  the  different  makers  of 
these  products? 

A.  Yes,  sir;  that  is  to  say,  we  sometimes  get  a  liking  for 
a  certain  line  of  material,  and  we  just  go  ahead  and  trade 
with  the  folks,  if  they  will  renew  the  old  contract,  or  make 
them  a  proposition  to  do  it,  and  in  cases  of  that  kind  we  do 
not;  but  that  is  just  in  those  particular  materials  that  are 
adaptable  and  suitable,  and  we  like,  and  we  do  not  want  to 
change  to  something  else. 

Q.  Is  most  of  your  purchasing  done  on  a  competitive  basis 
or  otherwise? 

A.  I  should  say  the  most  of  it  was. 

Q.  ^¥here  it  is  done  on  a  competitive  basis,  do  you  find 
that  the  quotations  that  are  made  to  you  by  the  different 
makers  of  steel  products  vary,  or  are  they  all  alike? 

A.  They  usually  vary. 

Q.  How  long  has  that  been  so  ? 

A.  Ever  since  my  connection  with  the  business;  but  the 
variations  have  been  more  or  less  at  different  times. 
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CEOSS   EXAMINATION 

By  Mr.  Colton: 

Q.  As  to  tin  plate,  taking  tlie  year  1903,  which  I  under- 
stand is  the  year  you  begin  to  testify  about:  what  tonnage 
did  you  purchase  in  tin  plates  ? 

A.  Very  little. 

Q.  Could  you  give  me  any  idea  what  it  was  ? 

A.  What  little  tin  plate  we  bought  that  year  was  all  from 
local  people.    In  1904 

Q.  Your  tin  plate 


Mr.  Eeed  :  One  moment,  Mr.  Golton.    Let  him  finish. 

Mr.  CoLiTON :  I  thought  he  had  finished.  (To  the  witness :) 
Do  you  want  to  say  anything  else  ? 

Mr.  Eeed:  He  said:  "In  1904 " 

Mr.  Colton  :  I  only  asked  him  about  1903,  and  I  would  ob- 
ject to  his  answering  anything  about  1904  until  he  is  asked 
about  it. 

By  ]\Ir.  Colton  : 

Q.  Do  you  want  to  go  on? 

A.  It  does  not  make  any  difference  to  me. 

Q.  In  1903  your  purchases  in  tin  plate  were  comparatively 
insignificant? 

A.  Very  insignificant;  yes,  sir. 

Q.  Is  that  true  generally  of  all  your  purchases  of  tin 
plate? 

A.  Of  tin  plate  it  was,  up  until  my  connection  with  the 
Murray  Company. 

Q.  In  what  year  did  you  first  purchase  any  considerable 
quantity  of  tin  plate? 

A.  My  company  purchased  every  year  for  the  period  of 
my  connection  with  this  plant  about  one  car  of  tin  plate  a 
year. 

Q.  About  a  car  a  year? 

A.  That  is,  galvanized  sheets,  thin  stuff;  and  since  my 
connection  with  the  Murray  Company,  on  account  of  our  line 
being  of  steel  gin  manufacturing  material,  we  use  a  very 
large  quantity  of  both  galvanized  and  black  sheets. 
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Q.  Coming  back  to  tin  plate:  Wliat  did  tMs  carload  of 
tin  plate  that  you  purchased  include?  Wliat  kind  of  ma- 
terial? 

A.  What  I  understand  you  to  mean  is  galvanized  plates. 

Q.  Are  galvanized  plates  tin  plates? 

A.  We  do  not  buy  any  tin  plates.  My  reference  to  tin 
plate  is  galvanized  plate. 

Q.  Ton  have  not  bought  any  tin  plate  at  aU,  have  you? 

A.  We  don't  use  any  tin  plate  in  our  goods  at  all.  I  un- 
derstood you  to  mean  galvanized  and  black  sheets. 

Q.  And  when  you  mentioned  tin  plate  as  one  of  the  differ- 
ent products  you  purchase,  what  you  had  in  mind  was  black 
sheets  and  galvanized  sheets? 

A.  That  is  correct. 

Q.  That  is  what  I  was  trying  to  get  straight. 

A.  Yes,  sir. 

Q.  Coming  to  black  sheets ;  up  to  the  time  that  you  became 
connected  with  the  Murray  Company,  your  purchase  of  black 
sheets  and  galvanized  sheets  only  amounted  to  about  a  car- 
load a  year  ?    Is  that  correct  ? 

A.  No,  sir;  galvanized  sheets. 

Q.  The  galvanized  sheets  only  amounted  to  about  a  carload 
a  year? 

A.  Yes,  sir. 

Q.  What  year  was  that  that  you  became  connected  with  the 
^Murray  Company? 

A.  In  the  early  part  of  1912 ;  about  the  first  of  the  year. 

Q.  Up  to  1912,  so  far  as  you  had  anything  to  do  with  the 
purchases  of  galvanized  sheets,  you  did  not  buy  more  than 
about  a  carload  a  year? 

A.  About  a  carload  a  year,  yes,  sir. 

Q.  How  many  tons  are  there  in  a  car? 

A.  There  are  usually  about  20  to  30  tons. 

Q.  About  20  to  30  tons  a  year  up  to  that  time,  of  galvanized 
sheets? 

A.  Yes. 

Q.  How  many  black  sheets  did  you  buy  ? 

A.  That  varies  very  considerably  every  year.    That  is  to 
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say,  there  were  several  years  that  we  used  two  or  three  times 
what  we  did  others. 

Q.  Take  the  year  1903:  About  what  would  it  be? 

A.  I  don't  remember  the  particular  years,  except  that  I 
know  1903,  1902  and  1904  were  &.11  pretty  big  years  in  our 
business. 

Q.  EecoUecting  that  they  were  pretty  good  years  in  your 
business,  can  you  give  me  an  approximate  idea  of  about  what 
they  would  average? 

A.  No;  except  the  business  corresponded,  about,  in  those 
years,  and  it  probably  ran  as  much  as  100  tons  of  black  sheets 
those  three  years. 

Q.  Under  the  class  of  sheets  you  include  everything  below 
13  gauge,  or  everything  above  13  gauge? 

A.  When  I  say  sheets,  I  mean  stuff  that  figures  from  10 
gauge  and  thinner.  When  I  say  plates  I  mean  stuff  heavier 
than  No.  10. 

Q.  Suppose  you  give  me  that  same  thing  for  your  tonnage 
in  1913  in  sheets,  13  gauge  and  thinner.  Could  you  do  that, 
or  would  you  not  be  able  to  do  it? 

A.  Well,  iu  1912  we  used  a  total  of  about,  I  should  say,  six 
or  seven  hundred  tons  of  galvanized  and  black  sheets. 

Q.  All  together;  both  kinds? 

A.  Yes ;  but  in  1913  we  used  pretty  close  to  a  thousand  tons 
of  galvanized  and  black  sheets. 

Q.  Do  you  know  what  portion  of  that  was  of  the  gauges  10, 
11  and  12? 

A.  No,  sir;  I  do  not,  except  that  the  No.  10  gauge  which  we 
used  would  probably  run — I  would  say  it  would  run  about  one- 
fifth  of  the  thousand  tons  or  600  tons. 

Q.  And  the  11  gauge :  Could  you  give  me  any  idea  of  what 
that  was  ? 

A.  We  used  some  11  gauge,  but  just  as  a  substitute  for  the 
No.  10. 

Q.  The  12  gauge?    How  about  that? 

A.  Nothing  except  little  odds. 

Q.  As  a  matter  of  fact,  then,  from  gauge  13  and  thinner  you 
had  about  800  tons  in  1913?    Is  that  correct? 

A.  Yes,  sir;  somewhere  along  there.    That  is,  of  plates  in 
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191.3,  figuring  one-fifth  for  the  No.  10  plates  we  use,  that  is 
probably  800  tons  of  galvanized  and  black  sheets  under  No.  10 
gauge. 

Q.  So  that  if  we  class  10,  11  and  12  as  plates,  it  would  add 
200  tons  to  your  plates  and  take  200  tons  away  from  your 
sheets? 

A.  Yes;  somewhere  in  that  neighborhood. 

Q.  And  for  the  year  1912  it  would  make 

A.  It  would  add  to  the  plates  one-fifth  of  600  tons. 

Q.  It  would  add  to  plates  120  tons  and  take  away  from 
sheets  120  tons? 

A.  Yes;  of  course,  that  is  figuring  down  to  exact  tons, 
and  I  do  not  pretend  to  do  that. 

Q.  I  understand  that  your  figures  are  approximate. 

A.  Yes;  just  giving  a  general  idea  of  the  business. 

Q.  What  different  companies  did  you  purchase  your  heavy 
plates  from  in  1913? 

A.  Well,  we  bought  some  from  the  Illinois  Steel  Com- 
pany; we  bought  some  from  the  Jones  &  Laughlin  people, 
and  I  believe  we  bought  a  few  from  the  Tennessee  Coal,  Iron 
&  Eailroad  Company,  and  some  locally. 

Q.  Did  the  Tennessee  Coal,  Iron  &  Eailroad  Company 
and  the  Illinois  Company  and  the  Carnegie  Company  quote 
you  on  plates  prior  to  the  acquisition  of  the  Tennessee  Coal, 
Iron  &  Eailroad  Company  by  the  United  States  Steel  Corpo- 
ration? 

A.  We  used  to  buy  most  of  our  plates  from  the  Carnegie 
people ;  that  is,  before  my  understanding  of  the  Steel  Corpo- 
ration's time;  that  is,  in  the  early  days  of  my  connection  with 
the  business ;  and  we  bought  them  also  from  Jones  &  Laugh- 
lin ;  and  as  to  Carnegie  furnishing  any  plates  after  the  Ten- 
nessee Coal,  Iron  &  Eailroad  Company  was  absorbed  by  the 
Steel  Corporation,  I  will  say  this :  that  they  have  furnished 
us  some  special  plates  that  they  had  the  rolls  for. 

Q.  That  is,  that  the  Carnegie  had? 

A.  Yes,  sir. 

Q.  I  want  you  to  hear  that  question  again.  I  do  not  think 
you  understood  it. 
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(The  stenographer  repeated  the  question  as  follows:) 
"Q.  Did  the  Tennessee  Coal,  Iron  &  Eailroad  Company 
and  the  Illinois  Company  and  the  Carnegie  Company  quote 
you  on  plates  prior  to  the  acquisition  of  the  Tennessee  Coal, 
Iron  &  Railroad  Company  by  the  United  States  Steel  Corpo- 
ration?" 

The  Witness  :  Well,  I  can  state  that  the  Carnegie  people 
did,  and  everybody  else  in  the  plate  business  that  I  can  re- 
member. For  instance,  Jones  &  Laughlin,  the  rolling  mill  at 
Youngstown,  Ohio;  I  believe  the  Norfolk  people  have  a  mill 
there,  and  several  of  the  other  mills.  I  don't  remember  just 
their  familiar  names ;  but  Jones  &  Laughlin 

By  Mb,.  Colton  : 

Q'.  I  waat  you  to  hear  that  question  again.  I  object  to  the 
answer  as  not  responsive. 

(The  stenographer  again  repeated  the  pending  question.) 

The  Witness:  I  stated  the  Carnegie  Company  did. 

By  Mr.  Colton: 

Q.  You  do  not  now  recall  whether  the  Tennessee  Company 
did  or  did  not  quote  you  on  plates? 

A.  Before  the  Steel  Corporation  bought  them? 

Q.  Yes. 

A.  They  did  after  they  put  up  the  mill  there;  I  don't  re- 
member just  when  that  was.  Whenever  that  was,  whenever 
that  got  ready  to  furnish  plates,  they  did  furnish  them. 

Q.  Do  you  recall  the  so-called  panic  of  1907? 

A.  Somewhat,  yes. 

Q.  The  latter  part  of  1907? 

A.  Yes,  sir. 

Q.  Do  you  recall  now  whether  you  had  quotations  from 
the  Tennessee  Coal,  Iron  &  Eailroad  Company  prior  to  that 
time  on  plates? 

A.  I  don't  recall  whether  we  got  quotations  from  them 
before  that  time,  but  I  know  that  we  got  quotations  from 
them  when  they  got  their  new  plate  mill  up  over  there.  I 
don 't  know  just  what  year  that  was,  nor  when  it  was. 
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Q.  And  you  cannot  give  me  any  idea  wlien  tliey  put  up  the 
plate  mill? 

A.  No.  It  was  some  five  or  six  years  ago.  That  is  my 
recollection  of  it. 

Mb.  Reed  :  It  is  already  in  evidence,  Mr.  Colton,  that  they 
made  16,000  tons  of  plates  in  the  year  1907.  Is  not  that  suffi- 
ciently definite? 

Mb.  Colton  :  I  was  just  getting  at  whether  they  competed 
for  his  business  at  that  time. 

By  Me.  Colton: 

Q.  You  say  whenever  they  had  put  up  the  plate  mill  they 
made  quotations  to  you? 

A.  We  got  them  to  give  us  quotations  on  bars  and  plates. 

Q.  What  is  the  first  year  you  recollect  that  they  gave  you 
quotations  on  bars  ? 

A.  I  don't  remember  that,  either.  I  know  that  when  I 
first  was  identified  with  the  machine  business,  before  my  con- 
nection with  the  Van  Winkle  Company,  I  used  to  buy  pig  iron 
from  the  Tennessee  Coal,  Iron  &  Eailroad  Company,  but  I 
was  connected  with  the  Van  Winkle  Company  when  they 
started  rolling  bars.  That  is  my  recollection  about  it.  I  don't 
remember  whether  the  Van  Winkle  Company  ever  purchased 
any  bars  from  them  or  not.  I  know  the  Murray  Company 
have  not,  unless  it  was  some  odd  stocks,  or  something  that 
they  had. 

Q.  Do  you  remember  for  how  many  years  you  continued 
to  purchase  most  of  your  plate  from  the  Carnegie  Steel  Com- 
pany? 

A.  From  my  first  connection  with  the  executive  depart- 
ment of  the  Van  Winkle  Company  we  purchased  all  plates 
from  Carnegie  and  Jones  &  Laughlin,  first  one  year  and  then 
another,  from  1901  until  I  went  with  the  Murray  Company, 
until  the  Murray  Company  absorbed  the  Van  Winkle  Com- 
pany. 

Q.  That  was  in  1912? 

A.  That  was  in  1912. 
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Q.  What  percentage  did  yon  buy  from  the  Carnegie  Com- 
pany in  the  year  1911,  in  plates  ? 

A.  I  believe  all  we  bought  from  the  Carnegie  Company  in 
1911  was  50  tons  of  special  plates,  and  maybe  50  tons  of  di- 
mension plates. 

Q.  Did  you  buy  any  of  the  Tennessee  Company  in  1911? 

A.  We  possibly  may  have,  but  if  we  did,  not  many. 

Q.  Did  you  buy  from  the  Illinois  Company  in  1911  ? 

A.  No,  sir,  not  that  I  recollect. 

Q.  Take  the  year  1912 :  from  what  different  companies  did 
you  purchase  plates? 

A.  We  bought  most  of  them  that  we  used ;  that  is,  heavier 
than  No.  10  gauge — we  bought  most  of  them  from  Jones  & 
Laughlin. 

Q.  I  suppose  you  included  in  that,  10  gauge  and  heavier? 

A.  The  trouble  about  that  is,  we  buy  10  gauge,  most  of  it, 
from  one  concern. 

Q.  Go  ahead  and  use  your  own  practice. 

A.  We  buy  plates  heavier  than  10  gauge  from  Jones  & 
Laughlin ;  we  bought  plates  heavier  than  that  in  1912. 

Q.  And  in  1913? 

A.  In  1913  we  bought  a  few  from  Jones  &  Laughlin,  and 
we  bought  a  few  from  the  Illinois  Company. 

Q.  Where  did  you  get  the  rest  of  it? 

A.  Well,  you  mean  the  heavy  plates  ? 

Q.  Yes. 

A.  Well,  I  should  not  have  used  the  expression  "a  few" 
in  1913  from  the  Illinois  Steel  Company,  because  we  did  buy 
three  or  four  hundred  tons  of  plates  from  them. 

Q.  Where  did  you  get  the  rest  of  your  heavy  plates? 

A.  We  got  them  from  Jones  &  Laughlin. 

Q.  How  many  tons  did  you  get  from  Jones  &  Laughlin  in 
1913? 

A.  About  50  tons.    In  1913? 

Q.  In  1913? 

A.  About  50  tons. 

Q.  About  50  tons? 

A.  About  50  tons  all  told. 
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Q.  Then  you  bought  the  majority  of  your  plates  from  the 
Illinois  Steel  Company? 

A.  Yes,  we  did,  in  1913. 

Q.  What  percentage  did  you  get  from  the  Illinois  in  1913 ! 

A.  WeU,  that  gives  you  the  percentage;  300  to  400.  My 
recollection  is  that  it  was  340  tons  from  the  Illinois  Steel 
Company  and  about  50  tons  from  Jones  &  Laughlin  in  1913. 

Q.  That  gives  the  proportion  in  heavy  plates? 

A.  Yes. 

Q.  Take  the  year  1910  in  heavy  plates;  what  percentage 
did  you  get  from  the  Carnegie  Company  and  what  percentage 
from  Jones  &  Laughlin? 

A.  In  1910  my  recollection  is  that  we  did  not  buy  any 
plates  from  Carnegie,  but  we  got  all  we  bought  that  year  from 
Jones  &  Laughlin. 

Q.  How  many  tons? 

A.  I  suppose  in  1910  it  didn't  amount  to  more  than  30 
tons ;  it  was  a  dull  year. 

Q.  You  did  not  buy  more  than  30  tons  altogether? 

A.  Didn't  buy  more  than  30  tons  altogether,  in  plates. 

Q.  You  are  a  very  light  purchaser  of  plates  generally? 

A.  It  was  a  very  light  year  in  my  business. 

Q.  While  it  was  a  very  prosperous  year  in  the  steel  busi- 
ness generally? 

A.  Yes,  our  particular  line  was  very  dull  that  year. 

Q.  In  1911  what  was  your  total  percentage  in  heavy 
plates? 

A.  Well,  I  just  stated  that  we  purchased  about  50  tons 
from  Jones  &  Laughlin. 

Q.  I  thought  you  stated  that  for  1910. 

A.  I  said  1910  was  a  very  duU  year.  I  said  1910.  In  1911 
we  probably  used  50  tons  of  plates  from  Jones  &  Laughlin, 
and  my  recollection  is  that  we  bought  50  tons  of  special  plates 
and  bars  from  the  Carnegie  Company  that  year. 

Q.  So  you  bought  half  and  half  from  those  two  companies 
that  year? 

A.  Just  about.  You  see,  we  buy  a  special  plate  that  the 
Carnegie  people  had  to  roll  for  us ;  I  think  they  made  that  in 
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1897  and  when  we  bought  those  shapes  we  generally  added  a 
few  plates  or  a  few  bars  with  it  so  as  to  make  up — if  we  had 
an  odd  lot  of  plates  that  we  did  not  have  a  carload  of,  we  just 
gave  that  to  them,  because  they  would  go  into  the  car  with 
the  special  plates. 

Q.  What  is  the  largest  tonnage  you  ever  purchased  of 
plates  in  any  year? 

A.  19^3. 

Q.  And  that  was  350  tons  1 

A.  Yes. 

Q.  And  did  you  ever  exceed  a  purchase  of  100  tons  any 
year  prior  to  that? 

A.  Not  in  plates,  except  possibly  in  1903  or  1904,  but  I  do 
not  remember  well  enough  about  those  years  to  state  posi- 
tively, but  it  would  probably  run  up  to  about  150  tons  in  1902, 
1903  and  1904. 

Q.  And  about  half  of  that  would  be  these  special  plates, 
what  you  call  special  plates? 

A.  Yes,  about  half  of  it  would  be,  about — well,  50  tons  of 
it  each  year  would  be  about  the  range  of  the  special  plates. 

Q.  Now,  have  your  purchases  of  sheets  been  as  insignifi- 
cant as  your  purchases  of  plates  have  been? 

A.  The  sheets  are  more  insignificant  up  to  1912. 

Q.  Oh,  yes,  I  recall  that;  I  had  forgotten.  Now,  in  1912 
what  tonnage  did  you  purchase  in  sheets  ? 

A.  Well,  I  just  testified  that  we  purchased  galvanized  and 
black  sheets,  a  total  of  about  600  tons  in  1912. 

Q.  Did  you  get  any  of  that  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  We  got  all  of  it  from  them;  that  is,  practically  all  of 
it.  We  bought  some  odd  lots,  special  dimensions  and  sizes, 
locally  and  from  different  warehouses. 

Q.  In  1913  what  proportion  of  your  sheets  did  you-  get 
from  the  American  Sheet  &  Tin  Plate  Company? 

A.  Well,  in  1913  we  bought  all  of  our  sheets  from  the 
American  Sheet  &  Tin  Plate  Company. 

Q.  Taking  sheets  and  plates  for  the  year  1913,  you  pur- 
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chased  about  95  per  cent,  from  the  United  States  Steel  Cor- 
poration? 

A.  Well,  I  don't  know  the  Steel  Corporation  except  in  this 
way;  I  just  know  it  by  hearsay  that  the  Illinois  Steel  Com- 
pany is  the  United  States  Steel  Corporation. 

Q.  And  the  American  Sheet  &  Tin  Plate  Company? 

A.  I  just  know  that  they  are,  by  hearsay;  I  do  not  know 
that  for  a  fact. 

Q.  You  may  assume  that  to  be  a  fact,  that  both  of  those 
companies  belong  to  the  United  States  Steel  Corporation. 

A.  I  just  stated  the  companies,  and  the  purchases,  and 
you  know  who  they  belong  to. 

Q.  Taking  those  two  companies  as  belonging  to  the  United 
States  Steel  Corporation,  you  bought  about  95  per  cent,  of 
your  sheets  and  plates  in  1913  from  the  United  States  Steel 
Corporation? 

A.  We  bought  it  from  the  company  I  testified  to,  but  I 
don't  know  whether  it  belongs  to  the  Steel  Corporation  or 
who  it  belongs  to. 

Q.  You  stated  you  also  purchased  bars  in  addition  to  the 
other  things? 

A.  Yesj  we  purchase  bars. 

Q.  From  what  companies  did  you  purchase  bars  in  1913  ? 

A.  Well,  we  purchased  about  300  tons  of  bars,  I  would  say, 
from  Carnegie  and  Jones  &  Laughlin,  and  locally. 

Q.  300  tons  of  bars  altogether? 

A.  Yes ;  Jones  &  Laughlin  and  Carnegie. 

Q.  How  much  of  that  did  you  get  from  Carnegie,  of  those 
bars? 

A.  Let  me  see ;  we  got  about  five  carloads ;  that  would  be 
about  75  to  100  tons. 

Q.  75  to  100  tons  from  Carnegie ;  and  did  you  buy  any  from 
jobbers  ? 

A.  Yes,  we  bought,  I  guess,  100  tons  all  told. 

Q.  But  you  do  not  know  what  manufacturers  that  came 
from? 

A.  No,  except  that  some  of  it  I  knew  where  it  came  from ; 
some  of  it  came  from  the  Atlanta  Steel  Company  when  we 
bought  it  locally. 
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Q.  But  confining  yourself  now  to  the  purchases  from  manu- 
facturers  

A.  The  principal  bars  we  bought  were  from  Carnegie,  and 
second  to  that  was  Jones  &  Laughlin. 

Q.  And  would  Jones  &  Laughlin  run  about  75  to  100  tons 
also? 

A.  They  possibly  would  not  run  as  much  as  I  stated.  My 
recollection  was  that  we  bought  about  100  tons  from  them, 
but  they  did  not  make  all  the  deliveries  in  1912 ;  we  got  some 
of  them  in  1913,  and  the  consequences  were  that  we  got  about 
60  tons.  It  was  somewhere  between  50  and  75  tons  that  we  got 
from  Jones  &  Laughlin  in  1912,  but  we  had  a  contract  with 
them  that  made  us  entitled  to  about  100  tons. 

Q.  I  think  I  was  speaking  about  the  year  1913 ;  what  ton- 
nage did  you  get  from  Jones  &  Laughlin  in  1913? 

A.  None  except  what  was  due  us  on  the  year  before. 

Q.  And  that  amounted  to  about  50  tons? 

A.  It  amounted  to  about  40  or  50  tons ;  somewhere  in  that 
neighborhood. 

Q.  I  would  like  to  have  this  down  straight.  I  have  it  down 
this  way :  you  got  300  tons  of  plates  from  the  Illinois  Com- 
pany and  50  tons  outside  ? 

A.  About  50  tons  outside  and  about  340  tons  from  the 
Illinois  Steel  Company. 

Me.  Eeed  :  He  has  said  that  about  half  a  dozen  times,  that 
he  got  about  50  tons  outside  and  about  340  tons  from  the  Il- 
linois Steel  Company. 

By  Me.  Colton: 

Q.  And  from  the  American  Sheet  &  Tin  Plate  Company 
you  got  how  many  tons  ? 

A.  We  did  not  get  any  plates  except  No.  10  plates. 

Q.  And  sheets:  how  many  tons? 

A.  The  galvanized  and  black  sheets  amounted  to  about 
600  tons  in  1912,  and  about. in  the  neighborhood  of  1,000  tons 
in  1913.    I  think  I  stated  that  once  or  twice  before. 

Me.  Ebbd:   Practically  all  your  sheets  were  bought  from 
that  company  in  both  of  those  years;  is  that  correct? 
The  Witness  :  Yes. 
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Mr.  Reed  :  That  is,  from  the  American  Sheet  &  Tin  Plate 
Company? 

The  Witness:  Yes. 

By  Mr.  Colton  : 

Q.  And  from  the  Carnegie  Company  you  got  from  75  to 
100  tons  of  bars,  and  outside  you  got  about  225  tons ;  is  that 
correct? 

A.  What  year  are  you  talking  about  ? 

Q.  1913? 

A.  No ;  in  1913  I  think  we  bought,  as  I  think  I  have  testi- 
fied, we  bought  in  the  neighborhood  of  200  tons  of  bars  from 
the  Carnegie,  and  the  other  part  from  Jones  &  Laughlin  and 
locally,  making  about  100  tons. 

Q.  Now,  what  other  steel  products  do  you  buy? 

A.  Steel  shafting. 

Q.  Is  shafting  the  only  other  product? 

A.  We  use  a  good  large  quantity  of  shafting. 

Q.  I  say,  is  that  the  only  other  product? 

A.  You  mean  in  steel? 

Q.  Yes. 

Mr.  Eeed  :  He  means  of  any  consequence. 
The  Witness:  I  guess  the  next  to  that  is  pipe,  but  that  is 
not  near  as  large  in  consequence  as  shafting. 

By  Mr.  Colton: 

Q.  You  do  not  buy  any  appreciable  amount  of  pipe? 

A.  Only  about  two  cars  in  a  season;  sometimes  not  that 
much.    We  did  not  buy  that  much  this  year,  I  am  sorry  to  say. 

Q.  Now,  you  spoke  of  buying  some  structural  steel. 

A.  Yes ;  that  is  not  a  great  quantity  either. 

Q.  That  is  an  inappreciable  amount  also? 

A.  Yes. 

Q.  From  what  company  did  you  get  that  this  year? 

A.  We  bought  last  year  I  guess  half  a  car  of  a  carload  that 
came  mixed  with  some  bars  from  Carnegie,  and  we  bought 
another  carload  from  Jones  &  Laughlin. 

Q.  That  is,  for  the  year  1913  you  only  purchased  about 
two  carloads? 
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A.  We  probably  purchased  a  total  of  three  cars;  one  car 
came  from  some  warehouse. 

Q.  And  your  purchases  of  structural  steel,  so-called,  have 
been  insignificant? 

A.  Insignificant,  and  have  been  more  so  than  the  last  two 
years ;  it  never  did  amount  to  a  carload  any  year  before  that. 

Q.  I  would  like  the  tonnage  for  this  last  year  in  struc- 
tural. 

A.  I  suppose  it  amounted  to  75  or  80  tons. 

Q.  And  half  of  that  you  have  gotten  from  the  Carnegie 
Company? 

A.  No,  we  got  part  of  a  car  from  the  Carnegie,  that  came 
in  a  car  with  some  bars. 

Q.  How  much  did  you  get  besides  that? 

A.  Probably  a  carload  from  Jones  &  Laughlin;  a  little 
more  from  Jones  &  Laughlin,  about  30  tons. 

Q.  And  from  the  Carnegie  how  many  tons? 

A.  I  suppose  anywhere  from  10  to  15  or  18  tons. 

Q.  Of  your  other  purchases  of  plates  and  structural  and 
bars  for  the  year  1913,  leaving  out  shafting,  you  purchased 
from  the  Illinois  Company,  the  American  Sheet  &  Tin  Plate 
Company  and  the  Carnegie  Company  95  per  cent,  of  them  or 
over? 

A.  Well,  I  don't  know  what  the  per  cent,  is;  you  have  got 
all  the  figures. 

Q.  It  would  figure  out  from  those  figures,  whatever  they 
are? 

A.  I  gave  it  to  you  just  like  it  was. 

Mr.  Reed  :  You  did  not  ask  him  about  shafting. 

Mr.  Colton  :  I  know. 

By  Mr.  Colton  : 

Q.  What  company  have  you  bought  shafting  from? 

A.  In  1912  we  bought  it  both  from  Jones  &  Laughlin  and 
the  Cumberland  Steel  Company. 

Q.  Is  your  shafting  all  steel? 

A.  Yes. 

Q.  Is  it  cold  rolled? 

A.  It  is  steel. 
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Q:.  Is  it  cold  rolled? 

A.  Jones  &  Laughlin  shafting  is  cold  rolled,  and  we  use 
ground-finished  shafting  that  is  made  by  the  Cumberland 
people  also. 

Q.  What  sort  of  shafting? 

A.  Ground-finished  shafting  made  by  the  Cumberland 
people. 

Q.  Is  that  hot  rolled? 

A.  It  is  supposed  to  be  hot  rolled  and  ground.  It  may 
be  cold  rolled;  I  do  not  know;  it  is  supposed  to  be  hot  rolled, 
and  it  is  pretty  nice  stuff. 

EEDIEECT   EXAMINATION 

By  Mb.  Reed  : 

Q.  How  much  shafting  did  you  buy  in  1912? 

A.  About  1,000  tons.    No— in  1913 

Q.  (Interposing)  Let  us  get  it  straight;  how  many  tons 
did  you  buy  in  1912? 

A.  About  500  tons. 

Q.  How  many  tons  in  1913? 

A.  About  1,000. 

Q.  Is  there  any  other  item  of  your  steel  purchases  that  is 
so  large  in  tonnage  as  shaftiug? 

A.  Our  galvanized  sheets  and  thin  sheets,  they  are  just 
about  the  same  tonnage. 

Q.  What  percentage  of  your  shafting  did  you  buy  from 
either  the  American  Steel  &  Wire  Company  or  the  lUiaois 
Steel  Company  or  the  Carnegie  or  the  Tennessee  Coal,  Iron 
&  Railroad  Company?    . 

A.  Did  not  buy  any  of  it. 

Q.  You  did  not  get  any  of  that  1,000  tons  ? 

A.  No,  sir. 

Q.  How  about  1912;  did  you  get  any  from  any  of  those 
four  companies  then? 

A.  No,  sir;  I  did  not. 

(Whereupon  an  adjournment  was  taken  until  10:30  o'clock 
a.  m.,  to-morrow,  Tuesday,  January  6,  1914.) 
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ONE  HUNDEED  AND  THIETY-SIXTH  DAY. 

Piedmont  Hotel, 
Atlanta,  Georgia, 

Tuesday,  Jamiary  6,  1914. 

Before  Special  Examiner  John  Aethub  Brown. 

Present  on  behalf  of  the  United  States,  Mk.  Colton. 
Present  on  behalf  of  the  Defendants,  Mb.  Eeed. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIEECT  EXAMINATION 

By  Mb.  Eeed: 

Q.  Where  do  you  live? 

A.  In  Atlanta. 

Q.  What  is  your  occupation? 

A.  I  am  the  president  of  the  Gholstein-Cunningham 
Spring  Bed  Company. 

Q.  That  company  makes  spring  beds,  I  presume  ? 

A.  Yes. 

Q.  How  long  have  you  been  president  of  it? 

A.  Ever  since  it  started,  about  thirteen  years;  twelve  or 
thirteen  years. 

Q.  Is  that  company  located  in  Atlanta? 

A.  Yes. 

Q.  Had  you  been  in  the  same  business  prior  to  the  incor- 
poration of  that  company? 

A.  Yes. 

Q.  For  how  long? 

A.  Possibly  twelve  years  altogether;  it  was  first  Louis 
Gholstein  &  Company,  and  afterwards  I  was  president  of  the 
Southern  Spring  Bed  Company  for  six  years. 
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Q.  How  long  have  you  been  in  the  spring  bed  busmess 
altogether? 

A.  Since  1888. 

Q.  You  must  be  one  of  the  pioneers  in  the  manufacture 
of  spring  beds  in  the  United  States  f 

Ms.  CoLTON :  I  object  to  that  as  leading. 
The  Witness  :  In  the  South,  at  any  rate. 

By  Me.  Eebd: 

Q.  In  the  South? 

A.  Yes. 

Q.  What  part  of  the  bed  do  you  manufacture? 

A.  Spring  beds. 

Q.  Do  you  make  every  detail  of  the  spring  beds  ? 

A.  Well,  of  course  I  do  not  make  the  pipe  nor  the  wire,  but 
I  coil  it  and  assemble  it  all  together;  buy  the  pipes  and  the 
angles,  and  put  them  together,  and  the  fabric  on  top  of  them. 

Q.  You  buy  pipe,  you  say? 

A.  Yes. 

Q.  About  how  many  tons  of  pipe  do  you  buy  in  a  year? 

A.  Possibly  100  tons ;  I  could  not  say  positively. 

Q.  Do  you  buy  that  on  a  competitive  basis  ? 

A.  Yes. 

Q.  Is  there  competition  for  your  purchases? 

A.  Yes. 

Q.  Tell  us  the  names  of  some  of  the  competitors. 

A.  Well,  as  I  buy  only  from  one  concern,  I  do  not  remem- 
ber, unless  you  allow  me  to  look  at  some  memorandum  I  have. 

Q.  Well,  if  you  have  any  memorandum  that  you  made 
yourself. 

A.  Yes. 

Mb.  Colton  :  I  would  like  to  question  him  about  that  memo- 
randum before  he  examines  it. 
Mb.  Eeed:  All  right;  go  ahead. 

By  Mb.  Colton: 

Q.  When  did  you  make  this  memoranda? 
A.  Yesterday. 
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Q.  Did  you  make  it  personally? 

A.  I  was  standing  by  there,  and  my  bookkeeper  wrote  it 
down  as  I  gave  bim  the  names  from  a  purchasing  book  in 
which  I  have  the  names  of  all  manufacturers,  or  nearly  all, 
with  whom  I  corresponded  about  prices  and  who  gave  me 
prices.    He  took  it  down. 

Me.  Reed:  You  dictated  it? 
The  Witness:  I  dictated  it. 

By  Me.  Colton: 

Q.  You  dictated  the  entire  memorandum? 
A.  Yes ;  it  was  only  very  small. 

Mk,  Colton:  I  will  cross  examitie  further  after  he  pro- 
duces the  memorandum. 

By  Me.  Eeed  : 

Q.  All  right.  You  may  use  that  memorandum,  and  give 
us  the  names  of  the  manufacturers  of  pipe  who  have  com- 
peted for  your  business. 

Mb.  Colton  :  I  object  to  that  as  leading. 
The  Witness  :  There  are  only  three  of  them.    I  buy  from 
the  Interstate  Iron  &  Steel  Company. 

By  Me.  Eeed: 

Q.  Where  are  they? 

A.  In  Chicago.  Prices  were  given  me  by  H.  A.  Drewry, 
of  New  York,  and  the  National  Tube  Company. 

Q.  They  represented  the  National  Tube  Company,  did 
they? 

A.  I  do  not  know  whether  they  did  or  not;  they  gave  me 
prices  direct,  but  did  not  state  where  the  pipe  came  from. 

Q.  And  has  the  National  Tube  Company  been  trying  to 
get  your  business  ? 

A.  Yes. 

Q.  Have  they  succeeded? 

A.  No,  sir. 

Q.  Have  you  bought  any  pipe  from  them? 

A.  None. 
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Q.  Now,  you  buy  wire  rods,  I  presume,  and  wire  springs? 

A.  Wire  rods?  I  don't  know  exactly  what  a  wire  rod  is, 
except  what  I  call  a  wire  rod  is  about  an  eighth  or  a  quarter 
of  an  inch,  which  is  a  wire  of  a  heavier  weight,  which  goes 
around  the  edge  of  a  spring  bed. 

Q.  Well,  you  buy  wire  products,  do  you  ? 

A.  Wire  products,  yes. 

Q.  Do  you  buy  tinned  wire  too  ? 

A.  I  buy  tinned  wire. 

Q.  Do  you  buy  helical  springs  ? 

A.  Yes. 

Q.  And  all  the  wire  articles  that  enter  into  a  spring  bed? 

A.  Yes;  tube  and  angle  irons. 

Q.  I  am  just  asking  about  the  wire.  How  many  tons  of 
wire  products  of  all  kinds  would  you  buy  in  the  course  of  a 
year? 

A.  I  shoidd  say  something  in  the  neighborhood  of  500  or 
600  tons,  about. 

Q.  Is  there  competition  for  your  business  in  wire? 

A.  Yes. 

Q.  Is  that  competition  keen  or  otherwise? 

A.  It  is  pretty  keen. 

Q.  Is  it  satisfactorily  keen,  Mr.  Gholstein? 

Mb.  Colton  :  I  object  to  that  as  calling  for  a  mere  conclu- 
sion, and  as  indefinite. 
The  Witness  :  Yes. 

By  Mb.  Reed: 

Q.  Tell  us  the  names  of  some  of  the  bidders  for  your  busi- 
ness in  wire  products. 

A.  The  Belmer  Company  of  Cincinnati,  Ohio ;  the  Morgan 
Spring  Company,  in  Worcester;  and  the  Atlanta  Wire  Com- 
pany. 

Q.  The  Atlanta  Steel  Company,  is  that? 

A.  The  Atlanta  Steel  Company;  the  Alabama  Wire  Com- 
pany, of  Ensley,  Alabama;  John  A.  Roebling's  Sons  Com- 
pany, of  Trenton,  New  Jersey;  the  Southern  Iron  &  Steel 
Company,  of  Birmingham. 


LOUIS  GHOLSTEIN. 


10353 


Q.  Now,  do  you  get  quotations  from  Miller  &  Van  "Winkle! 

A.  On  helical  springs,  yes;  also  on  helical  springs  from 
the  Morgan  Spring  Company  and  the  American  Steel  &  Wire 
Company. 

Q.  Does  the  Pittsburgh  Steel  Company  quote  to  you  on 
wire? 

A.  Not  recently. 

Q.  Have  Jones  &  Laughlin  quoted  to  you  at  any  time? 

A.  Very  often. 

Q.  And  the  Cambria  Steel  Company? 

A.  Yes. 

Q.  About  what  percentage  of  all  your  wire  products  do 
you  get  from  the  American  Steel  &  Wire  Company? 

A.  Well,  they  are  making  a  certain  wire  which  is  not  made 
by  any  other  concern. 

■Q.  What  kind  of  wire  is  that? 

A.  That  is  tinned  wire. 

Q.  Tinned  wire? 

A.  Yes,  weaving  wire,  which  is  a  very  fine  wire  which  I  do 
not  think  any  other  concern  makes. 

Q.  Where  do  they  make  that;  do  you  know? 

A.  They  make  that  in  Worcester  and  in  Cleveland,  Ohio. 

Q.  They  have  two  plants  at  which  they  make  that? 

A.  Yes. 

Q.  That  is  a  recent  development? 

Me.  Colton:  I  objeict  to  that  as  leading  and  as  incompe- 
tent. 

Mb.  Ebed  :  What  answer  would  you  suggest  I  was  leading 
out  of  him,  yes  or  no  ? 

The  Witness  :  It  is  not  a  recent  development  with  them. 

By  Mk.  Eeed  : 

Q.  Now,  do  you  buy  angles  and  bars,  bands  and  hoops  ? 

A.  Yes. 

Q.  About  how  many  tons  of  such  products  do  you  buy  in 
a  year? 

A.  Well,  I  can  not  tell  you  exactly;  something  like — 
angles,  possibly — I  believe  I  stated  angles. 

Q.  No,  you  did  not. 
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A.  About  100  tons. 

Q.  How  about  angles,  bars,  bands  and  hoops? 

A.  About  150  tons. 

Q.  About  150  tons  of  all  those  products  that  I  have  men- 
tioned last;  that  is,  angles  and  bars? 

A.  Yes. 

Q.  150  tons  altogether? 

A.  About  150  to  200  tons. 

Q.  What  companies  quoted  to  you  on  such  articles  as  that? 

A.  On  angles,  the  Carnegie  Steel  Company;  the  Buffalo 
Steel  Company;  the  Elyria  Iron  &  Steel  Company;  the  Calu- 
met Steel  Company,  of  Chicago;  and  several  brokers  or 
agents;  Davis,  Kelley  &  Company,  of  LouisviUe;  Warren  Gr. 
Hill,  of  Boston,  and  John  C.  Vance,  of  Chattanooga. 

Q.  Do  you  get  any  quotations  on  angles  or  bars  from  the 
Atlanta  Steel  Company? 

A.  The  Atlanta  Steel  Company  also. 

Q.  From  what  company  do  you  get  your  angles  and  your 
bars  and  bands? 

A.  The  angles  I  buy  from  the  Elyria  Iron  &  Steel  Com- 
pany of  Elyria,  Ohio. 

Q.  Where  do  you  get  your  bars  and  bands  ? 

A.  From  the  Atlanta  Steel  Company. 

Q.  Does  the  Tennessee  Coal,  Iron  &  Railroad  Company 
bid  for  your  business  in  bars? 

A.  Not  within  the  last  twelve  months.  They  did  before 
that. 

Q.  Were  they  ever  successful  in  getting  any  of  it? 

A.  No,  sir ;  they  were  always  too  high  in  price. 

Q.  Have  you  had  any  bids  from  Cambria  on  bars  f 

A.  Not  within  the  last  two  years. 

Q.  From  the  Pittsburgh  Steel  Company? 

A.  Yes,  sir. 

Q.  From  the  Eepublic  Iron  &  Steel  Company* 

A.  Yes. 

Q.  Now,  Mr.  aholstem,  take  the  quotations  that  are  sub- 
mitted to  you  by  these  competing  companies  on  these  differ- 
ent products:  Do  those  quotations  vary  or  are  they  all 
alike  ? 
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A.  They  vary. 

Q.  How  long  has  that  been  so,  Mr.  Gholstein? 

A.  For  several  years,  for  a  few  years. 

Q.  Can  you  give  us  any  closer  estimate  than  that? 

A'.  I  don't  think  I  can;  say  four  or  five  years  at  least,  that 
1  could  remember. 

Q.  Do  you  remember  any  time  when  that  was  not  so? 

A.  I  cannot. 

Q.  At  this  time  can  you  remember  any  instance  where  all 
of  the  bids  rendered  you  at  one  time  were  alike  ? 

A.  No,  sir;  I  don't  remember. 

Q.  How  long  has  there  been  active  competition  for  your 
business  ? 

Mr.  Colton:  I  object, to  that  as  calling  for  a  conclusion 
upon  a  state  of  facts  not  disclosed  to  the  Court. 

The  Witness  :  Well,  I  cannot  tell  you  just  the  number  of 
years,  but  I  remember  that  it  has  been  nearly  all  the  time. 
However,  if  I  may  supplement  it,  it  has  been  keener  within 
the  last  four  or  five  years  than  ever  before. 

By  Mr.  Eeed  : 

Q.  Keener  than  ever  before  ? 

A.  Yes,  sir. 

Q.  You  know  competition  when  you  see  it,  don't  you,  Mr. 
Gholstein? 

A.  Well,  I  have  been  48  years  in  business  and  I  have  had  it 
ever  since  I  have  been  in  business,  and  I  ought  to  know  some- 
thing about  competition. 

Q.  Is  there  real  competition  in  the  steel  business,  Mr. 
Gholstein? 

A.  There  certainly  is. 

Q.  You  buy  a  lot  of  other  materials  besides  steel  materials, 
do  you  not? 

A.  Yes. 

Q.  What  are  some  of  the  other  materials  that  you  buy  in 
large  quantities? 

A.  That  does  not  come  in  here — ticking 

Q.  Never  mind  whether  it  comes  in  here  or  not ;  just  tell 
me  what  it  is,  Mr.  Gholstein. 
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A.  Paint,  turpentine,  twine,  binding  or  bed-lace,  cotton, 
cotton  linters,  nails,  bolts,  screws. 

Q.  You  employ  a  good  deal  of  labor? 

A.  Yes,  sir. 

Q.  Do  you  rent  oflSces  ? 

A.  Yes,  sir. 

Q.  Do  you  rent  a  factory? 

A.  Yes,  sir ;  I  rent  a  factory  in  wbich  my  office  is. 

Q.  In  all  these  items  except  steel  has  the  cost  tended  to 
increase  or  to  decrease  during  the  past  twelve  years  ? 

Mr.  Colton  :  Just  a  moment.  I  object  to  that  as  calling  for 
a  conclusion  upon  a  state  of  facts  not  disclosed  to  the  court, 
and  I  object  to  the  witness  as  incompetent,  as  he  is  not  shown 
to  have  any  knowledge  in  respect  to  the  cost  of  the  various 
products. 

The  Witness  :  It  has  been  increasing.  The  prices  of  tick- 
ing, cotton,  and  all  these  other  materials,  have  been  increasing. 

By  Mb.  Eeed: 

Q.  How  about  the  cost  of  labor? 

A.  Very  much  increased. 

Q.  How  about  rent? 

A.  It  has  also  increased. 

Q.  How  about  steel  products  ? 

Me.  Colton  :  I  object  to  the  question  and  the  witness  gen- 
erally concerning  steel  products,  as  his  products  are  confined 
to  one  small,  little  line  of  products.  The  question  is  altogether 
too  broad. 

The  Witness  :  Well,  they  have  varied,  but  are  declining. 

By  Mb.  Eeed: 

Q.  "V^Tiat  has  been  the  general  tendency — ^up  or  down? 
A.  In  the  last  few  years  it  has  been  down. 

CROSS  EXAMINATION 
By  Mb.  Colton: 

Q.  What  products  were  you  purchasing  before  the  Amer- 
ican Steel  &  Wire  Company  was  formed? 

A.  Wire,  angles,  tubes,  helical  springs,  flat  iron  bands— 
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steel  hoop  they  call  it,  I  think — and  of  course  nails,  screws  and 
bolts. 

Q.  What  sort  of  nails  were  you  purchasing  before  the 
American  Steel  &  Wire  Company  was  formed? 

A.  Just  common  nails. 

Q.  From  what  companies  were  you  purchasing  nails  before 
the  American  Steel  &  Wire  Company  was  formed! 

A.  I  bought  them  right  here  from  the  jobbers ;  right  here 
in  Atlanta. 

Q.  You  do  not  know  what  company  they  came  from? 

A.  I  do  not. 

Q.  Don't  you  know  that  the  price  of  nails  was  about  $1.25 
before  the  American  Steel  &  Wire  Company  was  formed  and 
it  has  never  since  been  as  low  as  that? 

A.  I  don't  remember. 

Q.  You  do  not  know  what  the  price  was  before  the  forma- 
tion of  the  American  Steel  &  Wire  Company,  do  you? 

A.  No ;  I  did  not  buy  so  very  largely.  I  did  not  buy  more, 
possibly,  than  ten  kegs  a  month,  and  I  don't  know  what  it  was. 

Q.  Then  you  don't  undertake  to  say,  do  you,  that  the  price 
of  nails  was  not  lower  before  the  formation  of  the  American 
Steel  &  Wire  Company  than  it  has  ever  been  since? 

A.  No ;  I  cannot  say. 

Me.  Eeeb  :  You  mean  all  the  time  before  the  Steel  &  Wire 
Company  was  formed,  Mr.  Colton? 

Me.  Colton  :  I  mean  immediately  before  it  was  f onned. 

Me.  Ebed  :  You  have  introduced  charts  in  evidence,  Mr.  Col- 
ton, and  they  do  not  show  a  price  as  low  as  $1.25  on  wire 
nails 

Mb.  Colton  :  There  is  testimony  to  that  effect. 

Me.  Eeed  (Continuing)  Later  than  the  spring  of  1895. 

Me.  Colton  :  That  was  before  the  American  Steel  &  Wire 
Company  of  Illinois  was  formed.  That  was  the  first  of  the 
consolidations  of  the  American  Steel  &  Wire  that  took  in 
about  one-half  of  the  country's  production  in  wire. 

By  Me.  Colton: 

Q.  Do  you  recall  that,  Mr.  Gholstein? 
A.  No,  sir. 
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Q.  You  have  no  recollection  of  that? 

A.  No,  sir. 

Q.  Tour  memory  does  not  carry  you  back  that  far  7 

A.  To  1890? 

Q.  To  1895? 

A.  No,  sir.  As  I  stated,  my  purchases  were  not  large 
enough  for  me  to  go  outside  of  the  city  of  Atlanta,  as  I  bought 
only  in  small  quantities. 

Q.  Is  that  true  of  all  your  purchases  then? 

A.  No,  sir;  it  is  only  on  nails. 

Q.  Take  wire :  Do  you  know  what  you  were  paying  for  wire 
before  the  American  Steel  &  Wire  Company  was  formed?  If 
so,  state  it. 

^Ib.  Eeed  :  Excuse  me  for  a  minute.  I  find,  on  looking  at 
your  chart.  Exhibit  No.  247 

Mb.  Colton:  Just  a  moment.  You  can  take  up  anything 
you  want  to  on  redirect  examination,  but  I  object  to  your  in- 
terrupting me  now. 

Mr.  Eeed  :  I  object  to  misstatements  of  facts  by  counsel. 

]Mk.  Colton:  I  was  depending  on  testimony.  It  is  not  a 
misstatement  of  fact. 

Mb.  Eeed  :  You  have  introduced  a  chart  of  prices  of  wire 
nails  from  the  beginning  of  1895,  and  there  is  not  any  time, 
I  find  on  looking  at  it,  at  which  wire  nails  were  ever  quoted 
as  low  as  $1.25. 

^Ib.  Coltox  :  There  has  been  testimony  to  that  effect.  Do 
you  concede  the  chart  to  be  correct,  and  that  the  prices  there 
stated  are  correct? 

Mb.  Eeed:   I  do  not 

Me.  Colton  :  And  that  nothing  there  can  be  disproved? 

Mb.  Eeed  :  We  have  disproved  your  chart  over  and  over 
again. 

Me.  Coltox  :  But  you  hare  not 

]^fE.  Eeed  :  I  object  to  counsel  making  a  statement  of  fact 
that  does  not  seem  to  be  warranted  even  by  his  own  evidence. 

Me.  Colton  :  We  have  had  evidence  showing  nails  as  low 
as  $1.25,  and  that  within  a  short  time  before  the  American 
Steel  &  Wire  Company  was  formed. 
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Now,  will  yon  answer  tlie  qnestion,  Mr.  Gholstein? 
The  Witness:  What  is  the  question,  please? 

By  Me.  Colton: 

Q.  What  did  you  pay  for  wire  before  the  American  Steel 
&  Wire  Company  was  formed? 

A.  If  I  remember,  on  the  basis  of  $1.60  or  $1.65. 

Q.  What  year  were  you  paying  $1.60  and  $1.65? 

A.  That  was,  I  think,  before  1895.    I  am  not  sure  of  it. 

Q.  Before  1895? 

A.  Yes. 

Q.  Don't  you  know  that  the  price  was  very  much  lower 
than  that?  Is  not  the  wire  based  on  nails — ^is  not  that  the 
general  basis  on  which  quotations  are  made  ? 

A.  I  have  given  you  what  I  remember,  but  I  am  not  sure. 

Q.  You  are  not  sure;  you  would  not  undertake  to  testify 
that  that  was  the  price  you  paid? 

A.  No,  that  is  just  my  recollection. 

Q.  Your  recollection  does  not  carry  you  back  that  far? 

A.  Only  I  think  that. 

Q.  Did  you  pay  $1.65  all  the  time  before  the  American 
Steel  &  Wire  Company  was  formed? 

A.  I  stated  $1.60. 

Q.  Well,  did  you  pay  $1.60  all  the  time  before  the  Ameri- 
ran  Steel  &  Wire  Company  was  formed? 

A.  I  couldn't  tell  you. 

Q.  Don't  you  know  that  the  prices  varied  before  the  Ameri- 
can Steel  &  Wire  Company  was  formed? 

A.  Yes. 

Q.  And  you  can  not  give  the  ranges  of  the  variations,  can 
you? 

A.  No,  sir. 

Q.  I  believe  you  said  you  bought  nails  entirely  from  job- 
bers before  the  American  Steel  &  Wire  Company  was  formed  ? 

A.  Yes. 

Q.  From  what  company  did  you  buy  your  wire  before  the 
American  Steel  &  Wire  Company  was  formed? 

A.  From  Worcester;  they  were  located  in  Worcester.  It 
was  a  firm ■ 
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Q.  (Interposing)  WaslilMarn  &  Moen? 

A.  Washburn  &  Moen. 

Q.  That  company  went  into  the  American  Steel  &  Wire 
Company,  did  it  not? 

A.  So  I  am  told. 

Q.  Did  you  buy  it  from  anybody  else  before  the  American 
Steel  &  Wire  Company  was  formed? 

A.  I  think  I  did. 

Q.  Did  you  buy  from  Belmer? 

A.  Not  at  that  time. 

Q.  When  did  you  first  buy  from  Belmer? 

A.  I  think  after  this  American  Steel  &  Wire  Company  went 
into  business. 

Q.  Which  one  of  these  American  Steel  &  Wire  Companies 
do  you  mean  ?  Do  you  mean  the  American  Steel  &  Wire  Com- 
pany of  Illinois,  that  took  in  about  half  of  the  production,  or 
the  American  Steel  &  Wire  Company  of  New  Jersey,  that  took 
in  about  95  per  cent,  of  the  wire  rod  business? 

Mk.  Eeed  :  That  is  objected  to  because  there  is  no  evidence 
in  this  case  to  justify  any  such  statement  by  counsel. 

Me.  Colton  :  Make  it  about  90  per  cent. 

Me.  Eeed:  That  is  objected  to  because  there  is  no  such 
evidence  in  this  case  to  warrant  any  such  statement  by  counsel 
for  the  Government. 

Mr.  Colton  :  The  evidence  is  in. 

The  Witness  :   Will  you  ask  that  question  over  again  ? 

By  Me.  Colton: 

Q.  Do  you  mean  the  American  Steel  &  Wire  Company  of 
Illinois? 

A.  I  do  not  know  them. 

Q.  You  do  not  know? 

A.  I  only  know  the  American  Steel  &  Wire  Company,  whose 
office  is  in  New  York  City. 

Q.  Haven't  they  got  offices  all  over  the  country? 

A.  I  do  not  know  it. 

Q.  You  don't  know  that? 

A.  I  only  buy  from  one  concern. 

Q.  Now,  angles:  from  what  company  did  you  get  your 
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angles  before  the  Ameiican  Steel  &  Wire  Company  was 
formed  1 

A.  I  don't  remember. 

Q.  What  did  you  pay  for  your  angles  before  the  United 
States  Steel  Corporation  was  formed  ? 

A.  I  don't  remember  who  I  bought  from  nor  what  I  paid. 

Q.  And  you  would  not  undertake  to  say  whether  the  price 
was  lower  in  1900  than  it  was  iu  1910,  would  you? 

A.  No,  I  could  not  tell. 

Q.  Or  whether  the  price  was  lower  in  1900  than  it  is  at 
the  present  time? 

A.  No. 

Q.  You  do  not  undertake  to  testify  on  that,  do  you? 

A.  No. 

Q.  Now,  did  you  say  you  bought  any  flat  wire? 

A.  Yes. 

Q.  From  what  company  did  you  buy  that  before  the 
American  Steel  &  Wire  Company  was  formed? 

A.  I  could  not  tell  you  that.  Allow  me  to  remark  right 
now  here 

Mk.  Colton  :  I  will  object  to  it,  because  I  would  rather 
you  answered  my  questions. 

Me.  Reed:  Let  him  finish  his  explanation.  (To  the  Apt- 
ness:) You  are  entitled  to  make  any  explanation  you  want 
to. 

The  Witness:  I  will  tell  you.  The  first  thing,  I  am  a 
pretty  old  man  to  go  that  far  back;  my  memory  is  not  as 
good.  Besides  that,  I  did  not  buy  then  within  one-tenth,  and 
possibly  more,  as  much  flat,  angles  or  tubes  in  those  days  as 
I  do  now.  Most  spring  beds  then  were  made,  instead  of  with 
iron  frames,  they  were  made  with  wooden  frames. 

By  Me.  Colton  : 

Q.  Then,  as  I  understand  you,  you  have  no  distinct  recol- 
lection as  to  prices  back  in  that  time  ? 

A.  No,  sir;  I  have  not. 

Q.  And  you  do  not  intend  to  testify  in  regard  to  prices 
back  to  that  time  ? 

A.  No ;  I  can  not,  because  I  do  not  remember. 
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Q.  Now,  what  is  the  first  year  in  which  you  remember  the 
price  of  wire,  that  you  paid  for  wire  ? 

A.  Well,  as  I  stated,  I  think  it  might  have  been  just  about 
1895,  or  something  like  that,  or  a  year  or  two  before  that. 

Q.  But  I  understood  you  to  say  about  that  time  the  prices 
varied,  and  you  could  not  give  the  variation  in  prices? 

•  A.  I  said,  you  know,  that  my  recollection  was  that  I  paid 
$1.60,  at  a  basis  of  $1.60  for  wire. 

Q.  But  you  did  not  pay  that  all  the  time,  did  you? 

A.  No — well,  I  do  not  know  whether  I  did  or  not ;  I  can  not 
remember. 

Q.  You  do  not  know  whether  that  was  during  the  pool  of 
1896  that  you  paid  that  or  not,  do  you? 

A.  No. 

Q.  And  you  do  not  know  what  you  paid  in  1897  or  1898, 
do  you? 

A.  No. 

Q.  Now,  since  1897,  give  the  first  year  in  which  you  recol- 
lect the  price  that  you  paid  for  wire. 

A.  I  could  not  tell  you  positively. 

Q.  Give  the  first  year  you  can  tell  the  prices  that  you  paid 
for  angles. 

A.  Well,  I  should  say  about  1910. 

Q.  In  1910,  what  did  you  pay  for  angles  then  ? 

A.  I  think  I  paid  something  around  $1.95. 

Q.  $1.95? 

A.  That  is  what  I  think. 

Q.  F.  o.  b.  Pittsburgh? 

A.  No,  f.  0.  b.  Atlanta. 

Q.  What  sort  of  angles  were  those? 

A.  What  do  you  mean? 

Q.  What  sort  of  angles  were  they?    What  sizes? 

A.  Oh,  what  sizes?     I  bought  two  inches  by  one  and  a 
half  inches. 

Q.  You  only  bought  the  small  angles,  then? 

A.  The  small  angles,  yes. 

Q.  Do  you  recollect  the  price  of  angles  in  1912? 

A.  Yes. 
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Q.  Wliat  was  it? 

A.  I  think  they  were  about — they  varied — about  $1.90. 

Q.  Suppose  you  give  the  highest  price;  that  is  $1.90? 

A.  My  recollection  is  about  $1.90. 

Q.  Do  you  have  any  distinct  recollection  that  the  price 
was  $1.90  in  1912? 

A.  No.  ' 

Q.  You  haven't  any  distinct  recollection  about  the  prices 
at  all,  have  you? 

A.  Yes ;  I  have  got  the  prices  now. 

Q.  You  have  got  the  prices  for  this  year? 

A.  Yes. 

Q.  And  that  is  the  only  thing  you  have  a  recollection 
about? 

A.  And  last  year,  too. 

Q.  You  have  some  recollection  of  prices  for  the  last  year, 
too? 

A.  Yes. 

Q.  That  is  all,  is  it? 

A.  Yes. 

Q.  Now,  do  you  know  whether  this  steel  that  you  get 
from  the  Elyria  Company  is  reroUed  steel? 

A.  I  don't  know. 

Q.  You  do  not  know  whether  those  bars  are  reroUed  or 
not? 

A.  I  do  not. 

Q.  You  do  not  know  whether  that  concern  makes  any 
original  steel  or  not,  do  you? 

A.  I  do  not. 

Q.  You  do  not  know  whether  it  buys  all  its  steel,  that  comes 
directly  from  the  United  States  Steel  Corporation  or  other 
steel  companies,  do  you? 

A.  I  do  not. 

Q.  What  were  your  total  purchases  in  all  steel  products 
last  year,  1913? 

A.  You  mean  angles  or  wire  ? 

Q.  In  all  steel  products? 

A.  Possibly  in  the  neighborhood  of  800  tons. 
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Q.  That  is  the  year  1913? 
A.  Yes. 

Q.  What  was  it  in  1912? 
A.  It  might  have  heen  a  little  more. 
Q.  And  in  1911?     . 

A.  It  was  also  a  little  more  than  in  1913. 
Q.  And  in  1910  a  little  more  still? 
A.  No,  sir ;  I  do  not  remember  that  far  back. 
Q.  Your  business  has  been  decreasing,  then,  during  the 
last  three  years  ? 

Me.  Eeed  :  He  did  not  say  that. 

Mjb.  Colton  :  I  understood  him  to,  from  his  testimony,  that 
it  was  greater  in  1911  and  1912  than  it  was  in  1913. 

Me.  Reed  :  That  is  a  decrease  in  one  year,  not  three  years. 

The  Witness  :  The  decrease  was  in  1912.  In  1913  I  bought 
more,  of  wire,  than  in  1912. 

By  Me.  Colton  : 

Q.  Didn't  you  just  state  a  moment  ago  that  you  bought 
more  steel  products  in  1911  ? 

A.  I  might  have  said  that,  but  I  now  remember  that  my 
output  of  wire  springs  was  larger.  I  took  the  total  of  my 
business,  don't  you  see,  not  thinking  that  you  were  asking  the 
question.  My  total  business  was  larger  last  year  than  it  was 
in  1912  and  1911,  in  steel  products. 

Q.  Now,  let  us  get  back  to  your  steel  purchases.  In  1913, 
were  you  correct  when  you  stated  that  your  purchases  of  all 
steel  products  amounted  to  about  800  tons? 

A.  Well,  in  that  neighborhood,  yes. 

Q.  And  in  1912  it  was  greater  than  in  1913? 

A.  Not  more  than  possibly  five  per  cent. 

Q.  And  in  1911  it  was  greater  than  it  was  in  1913? 

A.  No ;  1911 — ^if  I  said  it  was  larger  than  in  1912, 1  meant 
it  was  about  the  same  as  1912. 

Q.  About  the  same  as  1912  ? 

A.  Yes. 

Q.  And  back  of  1911  you  cannot  remember? 

A.  I  cannot  remember. 
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Q.  When  did  you  make  your  last  purchase  from  the  Amer- 
ican Steel  &  Wire  Company? 

A.  Well,  I  made  some  purchases  from  them  nearly  every 
month ;  some  small  quantities  of  wire  which  no  other  factory 
makes ;  tinned  wire,  for  instance,  with  the  exception  of  Eoeb- 
ling. 

Q.  When  did  you  make  your  last  purchase  was  the  ques- 
tion I  asked. 

A.  Within  the  last  three  months. 

Q.  Within  the  last  three  months  ?  What  kind  of  wire ;  dif- 
ferent kinds  of  wire  ? 

A.  No ;  for  tinned  wire. 

Q.  Is  that  the  only  kind  of  wire  you  purchased  from  them  1 

A.  I  bought,  about  three  months  ago,  wire  from  them 
which  I  had  bought  entirely  from  the  Atlanta  Steel  Company, 
but  about  three  months  ago  they  had  a  strike  out  there  and  I 
was  forced  to  buy  that  same  wire  which  I  bought  from  the 
Atlanta  Steel  Company  constantly,  I  was  forced  to  buy  it  from 
the  American  Steel  &  Wire  Company. 

Q.  How  much  wire  coming  from  without  the  State  of 
Georgia,  in  tons,  did  you  purchase  in  the  year  1913 1 

A.  I  should  say  about  150  tons. 

Q.  About  150  tons  coming  from  without  the  State  of 
Georgia? 

A.  Yes,  sir. 

Q.  Of  what  kind  of  wire  ? 

A.  Acme  wire,  and  tinned  wire,  and  weaving  wire. 

Q.  And  of  that  tonnage  coming  from  without  the  State  of 
Georgia,  how  much  of  it  came  from  the  American  Steel  & 
Wire  Company? 

A.  Nearly  all  of  it — 150  tons — I  beg  your  pardon;  about 
125  tons. 

Q.  About  125  tons  out  of  the  150  tons  of  the  wire  that  is 
transported  in  interstate  commerce  during  the  last  year  you 
purchased  from  the  American  Steel  &  Wire  Company;  that 
is  correct,  is  it  not? 

A.  Yes,  sir. 

Q.  What  kiud  of  pipe  do  you  buy? 
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A.  Iron  pipe. 

Q.  Mostly  iron  pipe,  is  it? 

A.  That  is  the  only  way  I  can  describe  it.  I  don't  know 
whether  it  was  made  out  of  steel  or  anything  else.  I  cannot 
tell  you.    We  call  it  all  iron  pipe. 

Q.  You  don't  know  whether  you  buy  iron  pipe  or  steel 
pipe  ? 

A.  It  is  called  steel  pipe.    I  always  call  it  iron  pipe. 

Q.  You  call  it  iron  pipe? 

A.  Yes. 

Q.  You  don't  know  which  it  is? 

A.  I  do  not. 

Q.  Is  it  brazed  pipe? 

A.  Yes;  it  is  brazed. 

Q.  Did  you  ever  get  a  quotation  on  brazed  pipe  from  the 
National  Tube  Company  direct? 

A.  I  don't  think  I  ever  did. 

Q.  Don't  you  know  that  the  National  Tube  Company  does 
not  make  brazed  pipe? 

A.  I  do  not. 

Q.  Then  you  do  not  know,  as  far  as  brazed  pipe  is  con- 
cerned, whether  you  could  get  it  from  the  National  Tube  Com- 
pany or  not? 

A.  I  don't  know. 

Q.  Do  you  buy  any  other  pipe  than  brazed  pipe? 

A.  No,  sir;  I  think  I  buy  certain  bent  pipe,  but  I  think 
that  is  also  brazed ;  I  am  not  sure. 

Q.  This  memorandum  that  you  had  prepared  just  related 
to  the  last  year  or  two,  did  it  not? 

A.  Yes,  sir. 

Q.  And  your  testimony  was  based  on  that  memorandiim 
that  you  had  there,  so  far  as  your  memory  went  in  regard  to 
those  different  companies,  and  just  the  last  year  or  two?  Is 
that  it? 

A.  No,  sir ;  not  as  to  all  companies. 

Q.  Let  me  have  that  memorandum  for  a  moment. 

A.  Here  it  is,  and  here  is  the  letter  (handing  paper  to 
counsel). 
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Q.  Take  the  year  1910:  Give  me  the  different  companies 
that  quoted  you  on  brazed  pipe. 

A.  I  cannot  say  what  companies  quoted  me.  There  is  a 
concern  in  New  York  State  that  I  have  never  bought  from, 
and  I  cannot  remember — I  have  no  memorandum  on  that. 

Q.  You  cannot  testify  about  that  independently  of  the 
memorandum,  can  you  ? 

A.  No,  sir. 

Q.  Take  the  year  1910,  and  give  me  what  different  com- 
panies quoted  you  on  angles  ? 

A,  Let  me  refer  to  that,  please. 

Q.  I  mean,  independently  of  the  memorandum,  now. 

Mb.  Eeed: — He  has  already  stated,  Mr.  Colton,  that  he 
could  not  do  it  without  referring  to  the  memorandum. 

The  Witness:  There  it  is.  You  will  find  on  top  of  it 
"angles" — on  one  of  those  memoranda,  maybe  on  the  blue 
one  or  the  other  one. 

By  Mb.  Colton  : 

Q.  To  what  year  does  this  memorandum  refer? 

A.  To  several  years. 

Q.  Do  you  know  to  what  years  it  refers? 

A.  As  far  back  as  three  years,  at  least. 

Q.  Three  years? 

A.  Yes,  sir. 

Q.  And  this  (indicating)  refers  back  to  three  years  also? 

A.  No ;  this  refers  back  to  many  years  beyond  the  other. 

Q.  The  memorandum  referring  back  to  three  years:  I 
will  ask  you  whether  that  memorandum  referring  back  to 
three  years  is  the  one  that  has  angles  written  on  it,  and  Car- 
negie Steel  Company,  and  Pittsburgh  Steel  Company,  Tona- 
wanda.  New  York,  Elyria  Iron  &  Steel  Company,  Elyria, 
Ohio,  and  also  the  one  that  has  iron  pipe  on  it;  that  is  the  one 
that  refers  to  three  years?    Is  that  correct? 

A.  Yes. 

Q.  The  memorandum  that  is  entitled  "wire"  and  reads 
as  follows:  "Belmer  &  Company,  Cincinnati,  Ohio,  Morgan 
Springs  Company,  Alabama  Wire  Company,  John  A.  Roeb- 
ling's  Sons,  Helmuth,  New  York  City,  Southern  Steel  Com- 
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pany,  Atlanta  Steel  Company:"  To  wliat  years  does  this 
memorandiun  refer? 

A.  Three  years— no ;  that  is  further  than  that.  That  goes 
back  for  ten  years. 

Q.  For  ten  years  ? 

A.  For  some  of  them,  yes. 

Q.  As  to  some  of  the  companies  it  goes  hack  ten  years? 

A.  Yes. 

Q.  Do  you  know  as  to  which  companies  it  goes  back  ten 
years  ? 

A.  The  Belmer  Company. 

Q.  That  is  one  of  the  companies  that  sold  out  to  the 
American  Steel  &  Wire  Company,  is  it  not? 

A.  So  I  have  heard,  yes;  although  they  quote  me  prices 
now. 

Mr.  Reed  :  Then  I  object  to  hearsay  evidence  as  to  a  sup- 
posed sale.    Have  you  any  knowledge  of  that,  Mr.  Colton? 

Me.  Colton:  It  sold  out  once;  I  don't  know  whether  it 
kept  sold  out  or  not.  I  think  it  went  into  the  jobbing  business 
later. 

By  Me.  Colton: 

Q.  What  tonnage  of  helical  springs  do  you  buy? 

A.  I  should  say  nearly  a  hundred  tons. 

Q.  From  what  company  did  you  buy  helical  springs  in 
1910? 

A.  Miller  &  Van  Winkle. 

Q.  Are  they  jobbers? 

A.  No;  they  make  springs. 

Q.  Do  you  know  where  they  get  their  wire  ? 

A.  I  do  not. 

Q.  Do  you  know  whether  they  have  a  place  to  manufac- 
ture wire  ? 

A.  I  don't  know  whether  they  have  a  place  to  manufac- 
ture  wire.  I  know  they  have  a  place  to  manufacture  springs 
for  spring  beds. 

Q.  Do  they  manufacture  helical  springs  ? 

A.  Yes. 
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Q.  Do  you  get  them  from  anybody  else? 
A.  The  Morgan  Company. 

Me.  EeEd:  The  Morgan  Spring  Company? 
The  Witness  :  The  Morgan  Company  makes  springs  and 
they  sell  wire  too. 

By  Mr.  Colton: 

Q.  Did  you  get  any  from  them  in  1910? 

A.  No,  sir. 

Q.  You  bought  entirely  of  that  company  in  1910 — the  one 
you  named  before? 

A.  Miller  &  Van  Winkle. 

Q.  In  1911  what  company  did  you  buy  from? 

A.  I  think  I  bought  from  them  also. 

Q.  Entirely  from  them? 

A.  That  is  my  recollection. 

Q.  When  you  say  ' '  from  them, ' '  would  you  give  the  com- 
pany again? 

A.  Miller  &  Van  Winkle. 

Q.  In  1912  from  what  company  did  you  buy? 

A.  From  Morgan  a  great  deal,  and  I  bought  some  from 
the  American  Steel  &  Wire  Company. 

Q.  Do  you  know  what  tonnage  you  bought  from  the 
American  Steel  &  Wire  Company  in  1912? 

A.  The  larger  part. 

Q.  In  1913  what  tonnage  did  you  buy  from  the  American 
Steel  &  Wire  Company  in  helical  springs  ? 

A.  Possibly  70  per  cent. 

Q.  I  believe  you  said  you  bought  your  angles  entirely 
from  the  Elyria  Company? 

A.  Yes. 

Q.  How  long  has  that  been  the  case? 

A.  Four  years. 

Q.  The  hoops — ^you  did  not  buy  any  hoops,  I  believe,  but 
you  buy  some  small  bars  ? 

A.  Hoop  steel. 

Q.  You  buy  some  hoop  steel  and  some  bands? 

A.  Yes. 

Q.  What  company  do  you  get  that  from? 
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A.  The  Atlanta  Steel  Company. 

Q.  You  do  not  get  any  of  that  from  outside  of  the  State  of 
Georgia  ? 

A,  Not  for  the  last  two  or  three  years. 

Q.  Would  you  give  me  the  size  of  your  wire,  from  the 
smallest  to  the  largest  size? 

A.  Nos.  3,  5,  7,  10,  11,  12,  I21/2  and  14. 

Q.  Does  that  run  from  3/16ths  of  an  inch  up? 

A.  I  don't  know  the  size  of  it. 

Q.  Tou  don't  know  what  No.  3  is? 

A.  I  do  not.    I  have  never  measured  it. 

Q.  You  did  not  mean  to  say  that  that  was  a  wire  rod  that 
was  used  for  drawing  wire? 

A.  No,  sir. 

EEDIEECT  EXAMINATION 

By  Mb.  Reed  : 

Q.  Did  you  testify  to  the  size  of  the  wire  rods  that  you 
buy? 

A.  It  is  not  larger  than  a  pencil. 

Q.  Is  it  about  the  size  of  a  pencil  ? 

A.  Yes. 

Q.  You  do  not  know  whether  that  is  what  wire  is  drawn 
from  or  not,  do  you? 

A.  I  do  not. 

Q.  You  just  buy  that  product? 

A.  I  buy  that  product. 

Mr.  Reed  :  That  is  all. 


WILLIAM  D.  KRENSON 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 
By  Me.  Reed: 

Q.  Where  do  you  live,  Mr.  Krenson? 
A.  Savannah,  Georgia. 
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Q.  What  is  your  oeoupation? 

A.  Hardware  and  iron  meroliant. 

Q.  What  is  the  name  of  your  firm? 

A.  J.  D.  Weed  &  Company. 

Q.  How  long  have  you  yourself  been  connected  with  the 
firm? 

A.  About  40  years. 

Q.  How  long  has  the  firm  itself  been  in  business? 

A.  About  98  years. 

Q.  It  must  be  one  of  the  oldest  hardware  firms  in  the 
South? 

A.  I  believe  it  is  the  oldest  in  the  United  States. 

Q.  Have  you  been  familiar  with  the  purchases  which  that 
company  has  made  of  steel  products  in  recent  years  ? 

A.  Yes,  sir. 

Q.  Have  you,  yourself,  done  the  buying  for  any  consider- 
able period? 

A.  Yes,  sir. 

Q.  Since  when? 

A.  Since  about  1885,  I  guess. 

Q.  Do  you  buy  wire? 

A.  Yes,  sir. 

Q.  And  various  wire  products,  I  suppose,  like  nails,  fence, 
plain  and  barbed  wire  ? 

A.  Yes,  sir;  practically  all  the  products  made  by  the 
American  Steel  &  Wire  Company. 

Q.  Do  you  buy  pipe? 

A.  Yes,  sir. 

Q.  Do  you  buy  sheet  steel? 

A.  Yes,  sir. 

Q.  Both  plain  and  corrugated? 

A.  Yes. 

Q.  Do  you  buy  bar  steel? 

A.  Yes,  sir. 

Q.  Do  you  buy  bar  iron  as  well  ? 

A.  Yes. 

Q.  Are  bar  steel  and  bar  iron  ever  used  for  the  same 
purposes? 
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A.  I  think  so. 

Q.  That  is,  are  the  products  interchangeable  to  some  ex- 
tent? 

A.  To  a  large  extent. 

Q.  About  what  tonnage  of  wire  products  does  your  firm 
buy  annually? 

A.  The  products  made  by  the  American  Steel  &  Wire  Com- 
pany? 

Q.  No ;  of  all  wire  products. 

A.  From  1,500  to  1,800  tons. 

Me.   Colton:  Ask  if  those  are  not  synonymous- 


mean  if  the  American  Steel  &  Wire  Company  does  not  manu- 
facture all  the  wire  products  that  he  knows  of. 

Me.  Eeed  :  I  do  not  know  that  that  is  important.  You  can 
ask  him  that  if  you  wish  to  do  so. 

The  Witness  :  I  mean  all  such  products  as  they  manufac- 
ture. 

By  Me.  Reed: 

Q.  About  what  tonnage  of  pipe  do  you  buy  annually? 

A.  I  should  say  about  300  tons.  These  figures  are  just 
as  I  remember — about  what  it  seems  to  me. 

Q.  I  am  asking  only  for  your  best  recollection  of  the  ap- 
proximate tonnage. 

A.  I  am  not  undertaking  to  give  yoa  anything  like  exact 
figures,  you  understand. 

Q.  I  understand  that,  and  I  am  not  asking  you  to  do  any 
better  than  to  give  the  approximate  figures. 

In  sheets,  how  many  tons  do  you  buy  annually? 

A.  I  think  it  is  in  the  neighborhood  of  500  tons. 

Q.  And  in  steel  bars  ? 

A.  In  steel  bars  or  steel  and  iron  bars,  taking  them  as  a 
whole? 

Q.  Take  them  separately,  if  you  can. 

A.  I  should  say  in  steel  bars,  hoops  and  things  made  by 

the  same  steel  makers,  about  four  or  five  hundred  tons four 

hundred  tons. 

Q.  How  about  iron  bars? 
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A.  I  sliould  say  five  or  six  hundred  tons. 

Q.  A  little  more  iron  bars  than  steel  bars? 

A.  Yes. 

Q.  Of  your  wire  products  about  what  percentage  do  you 
get  from  the  United  States  Steel  Corporation? 

A.  I  would  say  80  per  cent. 

Q.  And  in  pipe  about  what  percentage? 

A.  85  to  90  per  cent. 

Q'.  And  in  sheets  about  what  percentage  ? 

A.  Well,  about  40  per  cent. 

Q.  And  in  steel  bars? 

A.  More  than  three-quarters ;  say  75  to  80  per  cent. 

Q.  And  in  iron  bars? 

A.  No  per  cent. 

Q.  What  is  the  reason  that  your  purchases  of  wire  and 
pipe  come  so  largely  from  the  Steel  Corporation?  Is  there 
any  factor  which  in  your  territory  gives  them  an  advantage 
over  their  competitors  ? 

A.  There  is. 

Q.  What  is  that? 

A.  They  keep  a  large  warehouse  in  our  town. 

Q.  Is  that  an  advantage  to  you  as  a  consumer? 

A.  Very  decidedly. 

Q.  And  is  it  an  advantage  to  them  as  a  seller  of  their 
products? 

A.  I  presume  it  must  be. 

Q.  Is  there  competition  for  your  business  ? 

A.  Yes. 

Q.  In  each  of  these  products  that  you  have  named? 

A.  Yes. 

Q.  Do  you  buy  on  a  competitive  basis? 

A.  Yes. 

Q.  Do  you  ask  quotations  from  competing  manufacturers 
of  these  products? 

A.  Yes. 

Q.  Do  you  find  that  these  quotations  that  you  receive  vary, 
or  that  they  are  all  alike  ? 

A.  They  vary. 
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Q.  And  how  long  has  that  been  so  ? 

A.  Well,  as  far  back  as  I  can  remember.  I  should  say 
always. 

Q.  Is  the  competition  for  your  business  keen  and  active? 

A.  Yes,  I  think  so. 

Q.  I  presume  that  in  40  years'  experience  you  have  be- 
come a  pretty  good  diagnostician  of  competition,  have  you 
not? 

A.  Well,  some  people  never  learn  anything;  it  looks  to 
me  like  the  more  experience  I  get  sometimes  the  less  I  know. 
The  new  things  I  learn  crowd  out  the  things  I  used  to  know. 

Q.  Your  experience  has  taught  you  something  on  that  sub- 
ject, has  it  not? 

A.  Well,  I  hope  so. 

Q.  Do  the  salesmen  of  competing  manufacturers  of  these 
different  products  solicit  your  business  ? 

A.  Yes. 

Q.  How  do  the  Steel  Corporation's  prices  compare  with 
those  of  its  competitors?  Can  it  be  said  that  they  are  always 
higher  or  always  lower,  or  is  there  a  variation  in  that  too  ? 

A.  There  is  a  variation  in  that. 

Q.  In  what  kind  of  times  are  you  apt  to  find  the  Steel 
Corporation's  prices  higher  than  its  competitors'  prices'? 

A.  I  should  say  when  times  are  dull,  hard  times. 

Q.  What  is  the  situation  then?  How  do  the  prices  of  tli'? 
Corporation  contrast  with  those  of  its  competitors  ? 

A.  They  are  higher. 

Q.  The  Steel  Corporation  does  not  go  to  the  low  quota- 
tions that  its  competitors  do ;  is  that  what  you  mean  ? 

A.  That  is  right. 

Q.  In  good  times,  when  business  throughout  the  country 
seems  to  be  plenty,  how  do  the  Steel  Corporation's  quota- 
tions usually  run?  Are  they  higher  or  lower  than  their  com- 
petitors' in  such  times? 

A.  More  apt  to  be  lower. 

Q.  In  other  words,  its  prices  fluctuate  less  than  those  of 
its  competitors? 

A.  I  would  say  so. 
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Q.  Now,  has  that  greater  steadiness  in  its  prices,  in  your 
opinion,  had  any  effect  in  steadying  the  steel  business  gener- 
ally? 

A.  I  think  so. 

Q.  Has  that  been  a  benefit  or  a  disadvantage  to  the  pur- 
chasers of  material? 

A.  An  advantage. 

Q.  I  suppose  it  takes  away  part  of  the  speculative  feature 
of  the  business,  does  it? 

A.  It  does. 

Q.  You  do  not  buy  any  products  of  the  Tennessee  Coal, 
Iron  &  Railroad  Company,  do  you? 

A.  Yes. 

Q.  What  kind  of  products  do  you  buy  from  it? 

A.  Steel  bars. 

Q.  Have  you  noticed  any  improvement  or  deterioration 
in  the  quality  of  that  company's  product  since  it  was  bought 
by  the  United  States  Steel  Corporation  in  1907? 

A.  Well,  I  think,  as  a  rule,  the  material  has  a  better  repu- 
tation ;  they  have  a  reputation  for  making  better  goods.  I  am 
not  an  expert  on  the  handling  of  it  or  manipulating  of  it. 

Q.  You  do  not  put  the  calipers  on  it  yourself  to  see  how 
well  it  is  rolled  ? 

A.  No. 

Mk.  Eeed  :  You  may  cross  examine. 

CEOSS   EXAMINATION 

By  Mk.  Colton  : 

Q.  The  Steel  Corporation  has  had  an  effect  in  steadying 
the  steel  business  and  in  steadying  the  prices  of  steel  pro- 
ducts, has  it  not? 

A.  I  think  so. 

Q.  Give  us  the  five  or  six  products  that  you  get  from  the 
American  Steel  &  Wire  Company,  covering  the  largest  ton- 
nage, and  name  them  fairly  slowly.  Wire  nails;  would  that 
be  one? 

A.  Yes. 

Q.  And  barbed  wire? 

A.  Yes. 
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Q.  Will  you  name  the  others  ? 

A.  Wire  fence  and  hay  ties. 

Q.  And  poultry  netting? 

A.  Poultry  netting. 

Q.  Plain  wire? 

A.  Plain  wire,  both  galvanized  and  plain  annealed,  and 
horseshoes. 

Q.  Now,  what  tonnage  would  there  be  in  the  following  pro- 
ducts: wire  nails,  plain  wire,  barbed  wire  and  wire  fencing, 
and  that  class  of  wire? 

A.  Leaving  out  the  horseshoes? 

Q.  Leaving  out  the  horseshoes  and  leaving  out  the  hay  ties 
and  leaving  out  the  poultry  netting. 

A.  Well,  I  would  say  1,200  tons;  in  the  neighborhood  of 
1,200  tons. 

Q.  Those  are  known  as  coarser  products  that  I  have  named 
there,  the  wire  nails,  plain  wire  and  barbed  wire,  and  fencing? 

A.  Yes ;  I  guess  in  that  particular  line  they  would  be  the 
coarser  products. 

Q.  And  the  other  tonnage  in  the  wire  products — and  I  do 
not  class  as  wire  products  the  horseshoes ;  give  your  tonnage. 

A.  Probably  200  tons. 

Q.  How  much? 

A.  Say  200  tons. 

Q.  How  much  of  that  is  hay  ties? 

A.  50  or  75  tons. 

Q.  How  much  is  poultry  netting? 

A.  I  would  say  40  to  50  tons. 

Q.  What  is  the  next  largest  item  in  tonnage? 

A.  Outside  of  what  you  call  the  coarser  products  ? 

Q.  Outside  of  the  coarser  products,  yes. 

A.  Why,  I  do  not  recollect  that  there  is  anything  else. 
Did  I  mention  anything  else? 

Q.  That  is  all  you  mentioned,  but  I  thought  there  was  some 
other  kind  of  wire  you  might  mention  that  did  not  come  within 
those  classes. 

A.  No;  I  put  in  wire  staples  along  with  the  wire;  I  did 
not  mention  that  particularly,  but  they  go  with  the  other  wire 
products. 
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Q.  What  is  your  tonnage  in  horseshoes? 

A.  I  do  not  like  to  mention  my  toimage  to  go  outside  of 
this  office  here  to  the  public. 

Q.  If  you  would  like  to  enter  it  into  the  record  instead  of 
stating  it  out  loud — ^nobody  ever  reads  the  record  except  the 
attorneys  in  the  case. 

A.  I  do  not  care  to  have  my  competitors  know  about  my 
tonnage.    I  have  said  too  much  already. 

Me.  Eeed  :  It  is  only  fair  to  Mr.  Krenson  to  say  that  this 
record  is  read  diligently  by  a  lot  of  people  in  the  steel  busi- 
ness, and  there  is  no  guarantee  that  anything  that  is  said 
here  will  not  be  known. 

Mr.  Colton:  All  right. 

By  Me.  Colton: 

Q.  What  percentage  of  your  horseshoes  do  you  buy  from 
the  American  Steel  &  Wire  Company? 

A.  I  would  say  from  60  to  70  per  cent. 

Q.  Now,  coming  back  to  wire  nails,  what  percentage  of 
your  wire  nails  during  the  year  1913  did  you  purchase  from 
the  American  Steel  &  Wire  Company? 

A.  I  must  have  bought  80  per  cent,  of  them,  I  guess. 

Q.  In  1912  what  percentage,  approximately! 

A.  Going  back  to  different  years,  my  impression  is  that 
it  has  been  A-ery  much  the  same  year  after  year;  it  might  have 
been  a  little  more  from  the  American  Steel  &  Wire  Company's 
different  divisions  that  I  would  buy  from  one  year,  and  a  little 
more  the  next  year  from  the  other  concerns,  but  my  impres- 
sion is  that  it  has  been  very  much  the  same  during  those  years, 
different  years. 

Q.  In  1901  what  company  other  than  the  American  Steel 
&  ¥/ire  Company  did  you  buy  wire  nails  from? 

A.  You  would  have  to  refresh  my  memory  b)'  telling  me 
when  the  American  Steel  &  Wire  Company  started  business. 

Q.  I  am  speaking  of  when  the  United  States  Steel  Cor- 
poration started  busines,  and  that  was  in  the  year  1901,  the 
year  they  started  business ;  that  is  the  reason  I  used  that  year, 
because  it  was  when  the  United  States  Steel  Corporation  was 
formed. 
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A.  What  is  the  question,  now? 

Q.  My  question  was :  What  company,  if  any,  did  you  buy 
wire  nails  from  other  than  the  American  Steel  &  Wire  Com- 
pany in  1901? 

A.  I  can  not  recollect. 

Q.  You  do  not  recollect  any  other  company  that  you  did 
purchase  from? 

A.  I  could  recollect  perhaps  the  names  of  other  companies, 
but  I  could  not  tell  you,  to  save  my  life,  whether  I  bought  any- 
thing from  them,  or  what  proportion,  and  so  forth,  at  that 
time. 

Q.  You  say  you  could  perhaps  recall  some  other  companies 
in  1901! 

A.  Yes;  that  were  in  existence.  There  was  the  Oliver 
people. 

Q.  That  was  Oliver  &  Roberts? 

A.  I  believe  it  was  Oliver  &  Eoberts. 

Q.  That  went  into  the  American  Steel  &  Wire  Company? 

A.  About  that  time ;  did  it?  I  could  not  recollect  the  names 
of  the  concerns,  I  do  not  think. 

Q.  Is  that  the  only  company  that  you  now  happen  to  re- 
call? 

A.  Wait  a  minute.  I  don't  recall;  if  my  memory  could  be 
refreshed,  I  could  tell  you  whether  I  recall  the  companies  that 
I  bought  from. 

Q.  Did  you  buy  from  the  Consolidated  Steel  &  Wire  Com- 
pany? 

A.  Yes ;  we  used  to  buy  some  goods  from  them. 

Q.  That  went  into  the  American  Steel  &  Wire  Company? 

A.  Yes,  we  used  to  buy  some  goods  from  them. 

Q.  The  Consolidated  Steel  &  Wire  Company  and  the  Oliver 
Company  competed  for  your  business,  did  they? 

A.  At  one  time. 

Q.  Before  they  went  into  the  American  Steel  &  Wire  Com- 
pany? 

A.  Yes. 

Q.  What  is  the  first  year  that  you  can  name  positively  any 
company  outside  of  the  xlmerican  Steel  &  Wire  Company,  sub- 
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sequent  to  the  year  1901,  in  whicli  you  purchased  wire  nails 
from  that  company? 

A.  I  would  not  undertake  to  answer  that  question. 

Q.  Don't  you  recollect? 

A.  No,  I  do  not  recollect.  I  have  got  too  much  to  do.  My 
mind  is  actively  going  all  the  time.  I  don't  sit  down  and  do 
nothing  and  look  at  somebody  else  working.  I  would  go  crazy 
if  I  undertook  to  recall  anything  like  that.  I  would  not  at- 
tempt to  tell  you  the  prices  of  anything  if  I  met  you  on  the 
street,  any  more  than  I  would  undertake  to  fly  off  the  roof  of 
this  building. 

Q.  Your  recollection  of  prices,  these  things  being  a  matter 
of  record,  you  have  not  troubled  your  mind  with  those  things, 
and  you  haven 't  any  memory  as  to  these  things  ? 

A.  No,  sir;  except  in  a  general  way. 

Q.  Well,  now,  maybe  I  can  help  your  memory  a  little  bit. 
I  do  not  think  you  mean  to  say  that  you  cannot  recollect  any 
year  that  you  purchased  only  from  the  American  Steel  & 
Wire  Company.    Is  that  what  you  mean? 

A.  There  is  no  year  that  I  purchased  only  from  the 
American  Steel  &  Wire  Company;  no  year  at  all. 

Q.  What  company  did  you  purchase  from  other  than  the 
American  Steel  &  Wire  Company  in  1901,  1902,  and  1903? 

Mr.  Eeed:  You  have  asked  him  that  three  times,  Mr. 
Colton. 

Mb.  Colton:  Yes. 

Me.  Eeed:  What  is  the  use  of  reiterating  it? 

Mk.  Colton  :  I  am  trying  to  get  at  just  what  he  does  mean 
to  say.  He  named  the  Oliver  Company  as  a  different  com- 
pany from  the  American  Steel  &  Wire  Company,  and  I  want 
to  find  out  whether  he  is  including  companies  that  were  taken 
in  by  the  American  Steel  &  Wire  Company. 

Mb.  Kbbd  :  He  tells  you  he  does  not  remember,  and  it  does 
not  make  it  any  stronger  to  say  it  three  times  over. 

The  Witness:  I  do  not  include  in  my  general  statement 
that  there  were  other  companies — I  do  not  recollect  the  names 
of  the  companies  that  far  back.  I  could  recollect  the  names 
of  some  of  the  companies  in  1913,  for  instance,  because  that 
is  fresh  in  my  mind. 
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By  Mr.  Colton  : 

Q.  Taking  those  earlier  years;  do  you  know  what  com- 
panies were  in  the  American  Steel  &  Wire  Company  and  what 
companies  were  out  of  the  American  Steel  &  Wire  Company? 

A.  To  call  the  names  out,  no,  sir,  I  do  not. 

Q.  You  do  not  know  all  of  those  that  were  in? 

A.  No,  sir. 

Q.  You  do  not  know  whether  you  were  buying  from  those 
in  the  American  Steel  &  Wire  Company  or  not? 

A.  I  knew  at  the  time,  but  I  do  not  know  now. 

Q.  Did  you  a  moment  ago,  when  you  spoke  of  buying  from 
the  Oliver  Company  in  1901,  know  that  that  was  in  the 
American  Steel  &  Wire  Company  in  1901  ? 

Me.  Eeed  :  He  did  not  testify — — 


The  Witness  :  I  did  not  say  I  bought  from  the  Oliver  Steel 
Company.  You  asked  me  if  I  could  remember  the  names  of 
some  other  companies,  and  I  said  I  thought  one  of  the  names 
that  I  remembered  was  the  Oliver  Company,  because  I  had 
been  buying  goods,  or  had  bought  from  them  for  a  number  of 
years. 

By  Mb.  Colton  : 

Q.  Did  you  not  give  that  as  one  of  the  companies  outside 
of  the  American  Steel  &  Wire  Company  from  which  you  pur- 
chased goods? 

A.  No.  I  simply  meant  that  as  one  of  the  companies  that 
I  remembered  in  the  back  part  of  my  buying  experience. 
When  they  went  into  the  American  Steel  &  Wire  Company  I 
don't  know.    I  don't  recollect. 

Q.  Don't  you  recollect  that  the  percentage  you  bought 
from  the  American  Steel  &  Wire  Company  in  wire  nails  was 
greater  in  1901  than  it  is  now? 

A.  Was  that  the  first  year  that  the  American  Steel  & 
Wire  Company  was  formed? 

Q.  That  was  about  two  years  after  the  formation  of  the 
American  Steel  &  Wire  Company. 

A.  No ;  I  would  not  undertake  to  say  that  I  recollect  how 
much  I  bought  from  them,  whether  I  bought  25  per  cent,  or 
75  per  cent,  from  them  in  1901. 
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Q.  The  first  year  that  the  American  Steel  &  "Wire  Com- 
pany was  formed  what  percentage  did  you  huy  from  them? 

A.  I  don't  know.  I  could  recollect  hardly  what-  I  bought 
last  year,  except  in  a  general  way,  as  to  percentage. 

Q.  What  companies  quoted  you  in  1910,  that  you  now  re- 
collect? 

A.  I  would  not  state  the  names  of  any  companies  any 
year,  except  the  present  year,  except  in  a  general  way  that 
every  company,  practically,  in  the  nail  business,  comes  into 
my  office  and  quotes  me  prices  and  earnestly  solicits  trade 
and  business. 

Q.  And  in  spite  of  that  the  American  Steel  &  Wire  Com- 
pany gets  80  per  cent,  of  your  business,  on  a  general  aver- 
age? 

A.  I  should  say  about  that;  and  that  is  easily  explained. 

Q.  But  what  I  am  trying, 

Me.  Reed  :  One  minute.  Go  ahead  and  finish  your  answer, 
Mr.  Krenson. 

Mr.  Colton  :  I  object  to  counsel  suggesting  to  the  witness 
that  he  continue.    He  had  stopped  his  answer. 

Mr.  Eeed:  He  said:  "And  that  is  easily  explained,"  and 
then  you  started  to  ask  him  a  question.  I  want  him  to  finish 
his  explanation. 

Mr.  Colton  :  I  think  if  counsel  had  not  suggested  anything 
the  witness  Would  have  stopped. 

Mr.  Eeed  :  I  want  him  to  finish  the  explanation  which  he  is 
entitled  to  make. 

The  Witness  :  I  expected  to  go  on. 

By  Mr.  Colton: 

Q.  Very  well.    Go  ahead. 

A.  The  American  Steel  &  Wire  Company  maintains  large 
warehouses  in  Savannah.  It  is  very  much  to  my  advantage, 
when  I  want  a  car  of  nails,  to  send  an  order  down  there  for 
a  car  of  nails  and  take  two  or  three  days  to  haul  it  to  my 
warehouse.  I  can  begin  hauling  the  minute  I  place  my  order. 
If  I  buy  from  the  Pittsburgh  Steel  Company  at  ten  cents  a 
keg  less,  it  takes  about  three  days  before  they  get  my  order 
and  it  is  probably  from  ten  days  to  two  weeks  before  they 
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ship  it,  and  it  is  from  ten  days  to  three  months  before  I  get 
it,  by  the  fast  rail  and  water  routes  that  we  have. 

Q.  As  I  understand  your  testimony,  while  you  cannot 
state  what  percentage  you  bought  from  the  American  Steel 
&  Wire  Company  when  it  was  formed,  on  a  general  average 
it  has  run  about  80  per  cent,  from  the  time  of  its  formation? 

A.  That  would  just  simply  be  a  mere  guess. 

Q.  That  is  your  testimony,  to  the  best  of  your  recollec- 
tion, that  it  ran  about  80  per  cent.,  is  it  not? 

A.  That  was  my  testimony,  to  the  best  of  my  recollection, 
and  that  is  still  my  testimony. 

Q.  In  what  year  did  they  put  up  a  warehouse  in  Savannah  ? 

A.  I  could  not  tell  you  that. 

Q.  Can  you  not  give  approximately  when  they  put  that  up  ? 

A.  No.    It  seems  to  me  it  has  been  some  time. 

Q.  How  long?    Two  years? 

A.  Longer. 

Q.  Three  years? 

A.  Longer. 

Q.  Four  years? 

A.  I  should  say  longer. 

Q:  Five  years? 

A.  I  should  say  longer. 

Q.  Six? 

A.  Longer  than  that,  I  think. 

Q.  Seven? 

A.  I  think  longer  than  that. 

Q.  Eight  years? 

A.  I  guess  it  has.  I  would  not  testify  to  that,  but  that 
would  be  my  recollection. 

Q.  Yet  you  were  buying  80  per  cent,  from  them  before 
they  put  up  that  Warehouse?    That  is  your  testimony? 

A.  That  is  the  testimony,  as  I  recollect  it. 

Q.  Do  you  know  how  many  warehouses  the  American  Steel 
&  Wire  Company  has  throughout  the  United  States? 

A.  No,  sir. 

Q.  Before  that  warehouse  was  put  up,  can  you  name  a 
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single  company  other  than  the  American  Steel  &  Wire  Com- 
pany from  which  you  purchased  wire  nails? 

A.  I  think  I  purchased  wire  nails  from  a  company  in 
Birmingham,  Alabama;  I  have  forgotten  the  name. 

Q.  That  is  the  only  other  company  you  can  name? 

A.  I  ought  to  remember  the  name  of  every  company  that 
ever  made  wire  nails,  but  I  cannot — because  if  any  man  has 
ever  worried  over  nails,  I  have. 

Q.  What  tonnage  did  you  buy  from  that  Birmingham  firm? 

A.  What  percentage  of  tonnage? 

Q.  Yes;  the  year  you  bought  from  them? 

A.  I  could  not  tell  you.  I  would  say  that  the  competition 
is  greater  now  than  it  was,  in  my  opinion. 

Q.  When  the  American  Steel  &  Wire  Company  was 
formed? 

A.  Yes. 

Q.  Before  the  American  Steel  &  Wire  Company  was 
formed,  were  there  not  a  great  many  different  companies  in 
the  United  States  Manufacturing  nails? 

A.  Quite  a  good  many;  and  I  guess  there  are  almost  as 
many  doing  it  to-day. 

Q.  Do  you  know  how  many  there  were  manufacturing 
nails  before  the  American  Steel  &  Wire  Company  was 
formed? 

A.  No,  sir. 

Q.  Don't  you  know  there  were  40  different  companies 
manufacturing  nails  before  the  American  Steel  &  Wire  Com- 
pany was  formed? 

Me.  Eeed  :  I  object  to  that  statement  of  fact  by  counsel.    . 
The  Witness:  No,  I  don't  know. 

By  Me.  Colton  : 

Q.  You  do  not  know  how  many  of  those  40  went  into  the 
American  Steel  &  Wire  Company? 

A.  Some  of  them  were  very  small,  I  expect. 

Q.  And  some  are  still  small — other  than  the  American 
Steel  &  Wire  Company,  are  they  not? 

A.  No ;  they  get  pretty  good  sized. 
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Q.  Name  any  company  that  manufactures  one-tenth  as 
many  wire  nails  as  the  American  Steel  &  Wire  Company. 

A.  I  don't  know  the  tonnage  of  the  American  Steel  & 
Wire  Company,  nor  do  I  know  the  tonnage  of  any  other  one 
mill. 

Q.  Take  plain  wire :  What  percentage  of  your  plain  wire 
did  you  get  from  the  American  Steel  &  Wire  Company  in 
1913. 

A.  I  would  have  to  answer  you  in  regard  to  those  wire 
products  on  one  line  the  same  as  the  answers  have  been  on 
the  line  of  nails.  Very  often  those  cars  are  assorted  in  pro- 
portions, and  there  are  years  when  there  is  a  great  deal  more 
wire  business  than  in  others.  Take  a  good  purchasing  year, 
as  far  as  my  business  is  concerned,  in  the  Florida  tobacco 
growing  country,  and  I  might  sell  ten  to  twenty  carloads  of 
galvanized  wire,  and  take  a  year  when  things  are  bad,  and 
the  purchasing  is  small  down  there,  and  T  might  not  sell  more 
than  one  or  two  cars. 

Q.  By  answering  the  same  way,  you  mean  that  your  an- 
swer would  be  about  the  same,  that  it  would  run  in  the  neigh- 
borhood of  80  per  cent,  for  the  American  Steel  &  Wire  Com- 
pany, and  you  could  not  give  the  exact  figures?. 

A.  I  should  imagine  it  would.  I  may  contract  with  two  or 
three  diiferent  wire  producing  concerns,  at  the  same  time,  and 
generally  have  at  least  two  to  three  contracts.  Hardly  ever 
do  I  fail  to  have  at  least  two  contracts,  one  with  the  American 
Steel  &  Wire  Company,  for  instance,  and  one  with  the  Pitts- 
burgh, or  one  with  the  Cambria,  or  one  with  this  concern  over 
in  Alabama,  or  the  Youngstown  Sheet  &  Tube  Company — 
anybody  that  makes  wire  nails.  I  generally  have  two  con- 
tracts, and  sometimes  three  contracts. 

Q.  What  is  the  first  year  you  had  a  contract  for  wire  with 
the  Cambria  Company? 

A.  I  did  not  state  positively  that  I  had  a  contract  with 
the  Cambria  Company. 

Q.  Then  you  were  just  simply  illustrating  what  you  might 
possibly  do,  rather  than  stating  anything  that  you  ever  have 
done? 


WILLIAM   D.    KEENSON. 


10385 


A.  I  say  that  I  generally  have  at  least  two  contracts,  and 
seldom  ever  did  I  fail  to  have  two  contracts. 

Q.  What  price  did  you  pay  for  your  wire  nails  when  you 
made  your  contract  with  the  American  Steel  &  Wire  Company 
in  1913? 

A.  If  I  could  recollect  exactly,  I  would  object  to  answer- 
ing. 

Q.  Then  you  are  not  willing  to  give  your  prices  here,  so 
that  we  can  test  and  compare  prices,  are  you? 

A.  I  am  only  willing  to  give  you  prices  in  a  comparative 
way,  as  nearly  as  I  could  recollect,  but  not  to  give  you  my 
exact  prices.  I  would  not  give  that  to  my  brother,  if  he  was 
outside  of  my  shop.  I  would  not  state  that  to  any  person 
outside  of  my  office. 

Q.  Do  you  recollect  the  price,  anyway? 

A.  No ;  I  do  not  believe  I  would ;  that  is,  in  the  early  part 
of  1913.    I  don't  think  I  recollect  the  exact  price. 

Q.  Do  you  recollect  the  price  the  American  Steel  &  Wire 
Company  made  you  for  any  year? 

A.  Not  exactly. 

Q.  Take  steel  bars :  How  long  have  you  been  buying  steel 
bars? 

A.  I  don't  know.    A  good  many  years. 

Q.  Can  you  not  give  it  a  little  more  definitely  than  ' '  a  good 
many  years"? 

A.  No ;  it  would  just  get  me  mixed  up. 

Q.  In  1913  you  bought  75  to  80  per  cent,  of  your  steel  bars 
from  subsidiaries  of  the  United  States  Steel  Corporation;  is 
that  correct? 

A.  I  should  not  say  over  75  per  cent. 

Q.  Say  75  per  cent.,  then.  Does  the  United  States  Steel 
Corporation  maintain  one  warehouse  for  the  American  Steel 
&  Wire  Company's  goods,  and  a  different  warehouse  for  the 
goods  of  the  other  subsidiaries  ? 

A.  I  think  they  do. 

Q.  They  do? 

A.  Yes. 

Q.  Do  they  have  a  warehouse  for  steel  bars  ? 
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A.  In  Savannali? 

Q.  Yes. 

A.  No. 

Q.  Nevertheless,  you  did  buy  in  1913  75  per  cent,  of  your 
steel  bars  from  the  United  States  Steel  Corporation? 

A.  Yes,  I  think  I  did.    I  guess  I  did. 

Q.  Despite  the  fact  that  they  did  not  have  a  warehouse 
there? 

A.  Yes,  sir. 

Q.  In  1912  what  percentage  of  your  steel  bars  did  you  buy 
from  the  United  States  Steel  Corporation? 

A.  I  could  not  tell  you  any  more  than  in  a  general  way  to 
say  that  the  same  probably  would  apply. 

Q.  About  the  same  percentage,  and  that  would  be  true 

A.  That  would  be  my  guess,  yes.  I  rather  think  that  I 
bought  more  of  these  bars  from  the  U.  S.  Steel  Corporation 
than  I  did  outside  for  some  time  back. 

Q.  As  far  back  as  you  can  recollect? 

A.  Yes. 

Q.  What  sort  of  pipe  do  you  buy? 

A.  Merchant  pipe,  steel  pipe,  wrought  pipe. 

Q.  And  would  you  give  the  percentage  that  you  buy  of 
that  from  the  United  States  Steel  Corporation? 

A.  In  making  a  guess  like  this,  I  might  state  one  percent- 
age one  time,  and  five  minutes  afterwards  I  might  give  a  little 
different  statement. 

Q.  A  little  different,  yes.    I  am  only  asking  approximately. 

A.  I  should  say  in  pipe,  in  the  neighborhood  of  85  to  90 
per  cent. 

Q.  Would  that  run  back  about  the  same  way  that  it  did  in 
respect  to  wire  products,  as  nearly  as  you  can  recollect?  Of 
course  I  understand  that  your  answer  is  merely  approximate 
as  to  tonnage. 

A.  Yes ;  I  should  say  so. 

Q.  Does  the  National  Tube  Company  or  the  United  States 
Steel  Corporation  maintain  any  warehouse  in  Savannah? 

A.  No.    That  is 

Q.  (Interposing)  In  spite  of  the  fact 
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Mr.  Eeed:  Let  Mm  finish. 

The  Witness:  Wait  a  minute.  They  do,  in  a  measure.  I 
say,  in  a  measure,  the  Crane  Company  maintain  a  big  ware- 
house down  there. 

By  Me.  Colton  : 

Q.  And  your  understanding  is  that  the  Crane  Company 
and  the  National  Tube  Company  have  close  relations  to  each 
other? 

A.  That  would  be  my  judgment,  or,  rather,  my  idea,  that 
they  probably  do  in  the  matter  of  this  distribution  of  pipe. 

Q.  If  you  are  correct  in  your  assumption,  the  one  advan- 
tage they  have  is  in  having,  through  the  Crane  Company, 
substantially  a  warehouse  there,  and  that  is  an  advantage  to 
them  in  enabling  them  to  secure  your  business? 

A.  I  don't  know  anything  about  that.  All  I  know  is  that 
the  Crane  Company  have  a  warehouse  there,  and  I  can  make 
very  advantageous  trades  with  the  Crane  Company. 

Q.  To  get  pipe? 

A.  To  get  pipe  out  of  their  stock.  Whether  it  is  the  Na- 
tional Tube  Company's  pipe  or  not,  I  don't  know. 

Q.  You  stated  that  it  was  80  or  85  per  cent.  National  Tube 
Company's  pipe.    Where  is  it  shipped  from? 

A.  I  have  no  idea  where  it  is  shipped  from. 

Mb.  Reed  :  Ask  him  whether  it  is  included  in  that  80  or  85 
per  cent.,  within  the  percentage  he  said  he  got  from  the 
National  Tube  Company. 

By  Me.  Colton  : 

Q.  When  you  stated  on  your  direct  examination  that  you 
got  85  to  90  per  cent,  of  that  pipe  from  the  National  Tube 
Company,  you  were  giving  your  best  knowledge  and  belief, 
were  you  not? 

A.  Yes,  including  the  pipe  I  got  from  the  Crane  Company 
as  a  part  of  that. 

Q.  Yes,  you  included  that,  based  on  all  the  knowledge  you 
had? 

A.  I  have  no  knowledge  at  all;  that. is  just  my  opinion  of 
it.    It  is  a  kind  of  general  idea,  I  think ;  I  do  not  know  where 
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I  got  it  from.  Nobody  ever  told  me  that  had  any  authority  to 
tell  me  so. 

Q.  They  didn't  tell  you,  those  who  had  authority,  but  that 
is  generally  understood  between  you  and  others  in  the  trade? 

A.  It  is  generally  understood.  That  is  the  way  I  under- 
stand it,  at  least. 

Q.  And  it  is  generally  understood  in  the  trade,  so  far  as 
you  know  ? 

A.  I  think  so. 

Q.  And  you  have  been  in  the  trade  for  40  years  ? 

A.  About  40  years ;  either  39  years  and  a  half  or  40  years. 
I  do  not  know  just  when  I  did  go  into  it,  the  exact  month. 

Q.  When  did  you  first  get  quotations  from  the  Tennessee 
Coal,  Iron  &  Railroad  Company  on  bar  steel? 

A.  I  couldn't  tell  you;  I  could  only  guess  at  that. 

Q.  Did  you  get  quotations  on  bar  steel  from  the  Tennessee 
Coal,  Iron  &  Eailroad  Company  before  the  United  States  Steel 
Corporation  absorbed  them? 

A.  I  couldn't  tell  you.  I  have  forgotten  when  they  started 
to  make  steel.  I  know  they  were  fooling  with  steel  there  a 
long  time;  I  went  over  there  and  saw  them  trying  to  make  it 
at  one  time,  and  they  were  making  a  failure  of  it,  my  recollec- 
tion is. 

Q.  You  do  not  know  when  that  was  ? 

A.  I  have  forgotten  the  year. 

Q.  Now,  then,  did  you  buy  steel  bars  or  get  quotations  from 
the  Tennessee  Coal,  Iron  &  Railroad  Company  before  the  so- 
called  panic  of  1907? 

A.  I  don't  recall.  Just  for  a  general  flier,  I  would  say 
yes,  but  I  don't  recollect. 

Q.  Did  you  get  quotations  from  the  Carnegie  Steel  Com- 
pany before  1907  on  steel  bars? 

A.  Before  1907? 

Q.  Yes,  before  the  panic  of  1907,  the  so-called  panic? 

A.  From  the  Carnegie  Steel  Company? 

Q.  Yes. 

A.  Yes,  sir. 

Q.  And  did  you  get  quotations  from  the  Illinois  Steel  Com- 
pany? 
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A.  Very  seldom.  I  don't  recollect  doing  any  business  with 
the  Illinois  Steel  Company. 

Q.  To  the  best  of  your  recollection,  the  Tennessee  Coal, 
Iron  &  Eailroad  Company  and  the  Carnegie  Steel  Company 
competed  for  yonr  busines  before  the  so-called  panic  of  1907, 
in  steel  bars? 

A.  I  don't  recollect.  It  seems  to  me  the  Tennessee  Coal, 
Iron  &  Eailroad  Company  went  into  the  United  States  Steel 
Corporation  before  that,  didn't  it? 

Q.  No,  it  went  in  there  just  at  the  time  of  the  so-called 
panic  of  1907. 

A.  Well,  then,  if  it  was  before  that,  I  would  say  yes. 

Q.  You  mean,  if  the  Tennessee  Company  was  outside  of 
the  Corporation  before? 

A.  If  they  were  making  steel  bars  at  that  time,  they  were 
competing  for  our  business,  because  we  did  more  or  less  busi- 
iness  with  that  concern  before  they  went  into  the  United  States 
Steel  Corporation. 

Q.  Could  you  give  me  any  idea  of  how  much  business  you 
did  with  them  before  they  went  in,  in  tonnage? 

A.  No.  Then  I  did  business  at  one  time  with  the  Birming- 
ham Iron  Company,  and  I  did  business  at  one  time  with  the 
Alabama  Iron  Company,  I  think  it  was,  away  outside  in  the 
woods  here. 

Q.  The  Birmingham  Company,  did  they  make  steel  bars? 

A.  No,  I  don't  think  so;  they  made  iron  bars. 

Q.  And  the  other  company  that  you  named,  did  they  make 
steel  bars  ? 

A.  No,  they  made  only  iron  bars. 

Q.  Now,  in  regard  to  hay  ties,  poultry  netting  and  horse- 
shoes, your  percentage  from  the  American  Steel  &  Wire  Com- 
pany is  about  the  same  as  it  was  in  other  wire  products,  is  it 
not? 

A.  No,  not  in  horseshoes. 

Q.  Well,  take  out  the  horseshoes  and  make  it  hay  ties  and 
poultry  netting. 

A.  Yes,  outside  of  horseshoes ;  my  percentage  of  horse- 
shoes is  greater  on  the  outside. 
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Q.  In  speaking  of  horseshoes,  are  you  confining  yourself 
to  steel  horseshoes? 

A.  I  believe  our  shoes  are  all  steel  shoes;  I  do  not  think 
we  buy  any  iron  shoes. 

EEDIEECT  EXAMINATION 

By  Mb.  Eeed: 

Q.  Do  you  know  whether  or  not  the  Crane  Company  in  its 
warehouse  at  Savannah  carries  a  consigned  stock  of  the  Na- 
tional Tube  Company? 

A.  I  do  not  know.    That  is  my  impression. 

Q.  And  based  on  that  impression,  you  made  the  statement 
that  85  to  90  per  cent,  of  your  purchases  were  from  the  Na- 
tional Tube  Company,  because  you  treated  what  you  got  from 
the  Crane  Company  warehouse  as  National  Tube  Company's 
pipe? 

A.  National  Tube  Company's  pipe,  yes. 
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was  caUed  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  f oUows : 

DIEECT  EXAMINATION 

By  Me.  Reed  : 

Q.  Where  do  you  live? 

A.  Atlanta,  Georgia. 

Q.  What  is  your  occupation? 

A.  President  of  the  Southern  Spring  Bed  Company. 

Q.  How  long  have  you  been  president  of  that  company? 

A.  Thirteen  years. 

Q.  Who  does  the  buying  of  steel  material  for  it? 

A.  I  do. 

Q.  Have  you  done  it  throughout  the  thirteen  years? 

A.  Yes. 

Q.  Do  you  see  the  quotations  that  come  in  from  the  differ- 
ent manufacturers  of  steel  products? 

A.  Yes. 
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Q.  Do  you  buy  on  a  competitive  basis? 

A.  Yes. 

Q.  You  buy  bedstead  tubing,  do  you? 

A.  Yes. 

Q.  About  what  tonnage? 

A.  I  get  about  six  cars  a  year;  that  would  be  120  to  150 
tons,  I  imagine. 

Q.  What  companies  quote  to  you  on  bedstead  tubing  that 
you  buy? 

A.  All  my  tube  comes  from  the  Elyria  Steel  &  Iron  Works, 
of  Elyria,  Ohio. 

Q.  Does  the  National  Tube  Company  quote  to  you  on  bed- 
stead tubing? 

A.  They  have  quoted  me,  yes. 

Q.  Successfully  or  unsuccessfully? 

A.  Unsuccessfully  for  quite  a  number  of  years.  Some 
years  back  I  used  to  buy  from  the  National  Tube  Company, 
but  their  tubing  is  a  little  softer  than  I  like,  and  I  buy  re- 
rolled  tubing  from  the  Elyria  Company. 

Q.  And  you  find  that  they  are  more  satisfactory  than  the 
National  Tube  Company? 

A.  I  like  it  better.  Some  folks  like  the  National  better, 
but  I  like  the  Elyria  better. 

Q.  Are  there  any  other  companies  that  quote  you  on 
tubing? 

A.  There  is  the  Danville  Tube  Company,  of  Danville. 

Q.  That  is  the  Danville  Structural  Tubing  Company? 

A.  Yes. 

Q.  Does  the  Calumet  Company  quote  to  you  also? 

A.  Eecently. 

Q.  You  do  not  buy  any  of  your  tube,  then,  from  the  Na- 
tional Tube  Company? 

A.  Not  at  all ;  I  have  not  for,  I  guess,  eight  or  nine  years. 

Q.  Do  you  buy  spring  wire  and  tinned  wire  ? 

A.  We  buy  all  kinds  of  spring  wire,  yes ;  tinned  and  black. 

Q.  About  what  tonnage  annually? 

A.  I  expect  my  tonnage  would  run  from  1,000  to  1,200  tons 
a  year. 


10392  ISAAC  A.  HA.4S. 

Q.  Do  you  buy  helical  springs  too? 

A.  Yes. 

Q.  About  what  tonnage? 

A.  Between  100  and  150  tons  a  year, 

Q.  'vVhat  companies  quote  to  you  on  these  wire  products 
that  you  buy? 

A.  On  wire? 

Q.  Yes. 

A.  "We  get  quotations  from  the  Atlanta  Steel  Company 
and  the  American  Steel  &  Wire  Company,  and  the  Morgan 
Steel  Company. 

Q.  Do  the  Wright  Wire  Company  quote  to  you,  the 
Wright  Yv'ire  Company,  of  Vrorcesterf 

A.  We  formerly  bought  from  them,  but  we  have  not 
bought  from  them  recently,  though.  Formerly  we  bought 
also  from  EoebUng,  but  we  have  not  asked  them  for  any  re- 
cent quotations.  I  believe  that  is  about  all  the  quotations  we 
get. 

Q.  Do  you  ever  get  quotations  from  this  company  iu  Ala- 
bama, the  Gulf  States? 

A.  Yes ;  we  recently  made  a  purchase  from  them — over  in 
Gadsden. 

Q.  That  is  what  I  mean ;  in  Gadsden,  Alabama. 

A.  Yes ;  I  have  forgotten  the  name  of  them, 

Q.  Is  that  the  Gulf  States  Company? 

A.  I  believe  so. 

Q.  It  used  to  be  called  the  Southern  Company? 

A.  Yes,  it  used  to  be  called  the  Southern — Schuler's  old 
plant. 

Q.  What  percentage  of  your  wire  products  of  aU  kinds  do 
you  get  from  the  American  Steel  &  Wire  Company? 

A.  I  imagine,  as  near  as  I  can  come  to  it,  somewhere  be- 
tween 40  and  50  per  cent,  from  them. 

Q.  ^tMiere  do  you  get  most  of  the  balance? 

A.  In  Atlanta;  right  here. 

Q.  From  the  Atlanta  Steel  Company? 

A.  Yes. 

Q.  Now,  do  you  buy  bar  mill  products  too,  such  as  hoops, 
bands  and  small  angles? 
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A.  We  buy  hoops  and  bands  and  also  angles. 

Q.  About  what  tonnage  each  year  do  you  buy  of  those  ? 

A.  Of  hoops  and  bands  I  expect  I  get  about  60  tons,  and 
probably  150  to  200  tons  of  angles. 

Q.  Those  are  small  angles,  are  they? 

A.  Small  angles,  yes. 

Q.  And  what  sizes  are  they? 

A.  They  run  from  three-quarters  by  three-quarters  to  an 
inch  and  a  half  by  two  inches. 

Q.  What  companies  quote  you  on  those  bar  mill  pro- 
ducts? 

A.  The  bands  and  hoops  I  get  altogether  from  Atlanta;  I 
do  not  ask  many  quotations  from  the  outside  on  account  of 
the  quality.  We  have  very  good  open  hearth  angles  here. 
We  did  get  quotations — I  got  quotations  from  the  Alton  mills 
at  Alton,  Illinois,  and  got  quotations  from  the  Knoxville 
mills,  and  I  guess  from  several  others;  I  don't  recall  the 
names,  but  I  always  give  the  preference  to  our  local  com- 
pany. 

Q.  On  account  of  quality? 

A.  On  account  of  quality.  They  have  a  very  good  open, 
hearth  system  here,  and  we  have  a  better  quality  of  steel 
than  we  can  buy  anywhere  else. 

Q.  Does  the  Sharon  Steel  Hoop  Company  quote  you  on 
any  of  these  products  ? 

A.  I  buy  one  class  of  hoop  from  the  Sharon  Steel  Com- 
pany. 

Q.  What  kind  is  that? 

A.  That  is  limed  and  oiled. 

Q.  That  is,  it  is  a  heat  treated  product? 

A.  Yes ;  but  a  very  small  quantity,  about  ten  tons  a  year. 

Q.  Do  you  buy  bar  mill  products  from  the  Southern  Steel 
Company  too?    That  is,  the  Gadsden  Company? 

A.  No;  they  quoted  us,  but  we  haven't  bought  any. 

Q.  They  did  quote  to  you? 

A.  Yes,  but  we  haven't  bought  any. 

Q.  How  about  the  Tennessee  Coal,  Iron  &  Eailroad  Com- 
pany; do  they  quote  to  you? 
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A.  They  have  not  recently;  years  ago  we  had  quotations 
from  them. 

Q.  You  have  not  bought  any  from  them? 

A.  No,  sir. 

Q.  Do  the  Morgan  Steel  Company  and  the  Carnegie  Com- 
pany quote  you  on  these  products  ? 

A.  I  buy  occasionally  from  the  Morgan  Steel  Company 
and  the  Carnegie  Steel  Company.  They  only  make  new 
angles,  you  know;  they  do  not  use  the  re-rolled  angles.  They 
do  not  make  a  hard  angle,  and  our  business  requires  a  hard 
angle. 

Q.  And  you  do  not  buy  from  them  for  that  reason? 

A.  I  don't  buy  from  them  for  that  reason. 

Q.  Now,  Mr.  Haas,  take  the  prices  that  are  quoted  to  you 
by  these  competing  mills  on  these  different  products:  are 
they  imiform  or  do  they  vary? 

A.  Oh,  they  vary  all  the  time. 

Q.  How  long  has  that  been  so? 

A.  My  recollection  is  that  it  has  always  been  so. 

Q.  Is  there  keen  competition  for  your  business  ? 

A.  There  sure  is. 

Q.  And  that  has  been  so  for  a  good  while,  has  it? 

A.  Yes;  the  competition  is  a  good  deal  a  matter  of  the 
activity  of  the  man  trying  to  buy;  it  altogether  depends  upon 
the  industry  of  the  man  buying,  how  much  competition  he 
can  have. 

Q.  That  is,  how  he  plays  one  off  against  the  other? 

A.  Yes. 

Q.  Have  you  been  successful  in  doing  that? 

A.  Sometimes,  yes. 

Q.  Has  there  been  any  indication  of  a  combination  that 
fixed  the  prices  of  these  materials  that  you  bought? 

Me.  Colton:  Wait  a  moment;  I  object  to  this  as  calling 
for  a  conclusion  upon  a  state  of  facts  not  revealed  to  the 
court,  and  the  witness  not  knowing  all  the  various  combina- 
tions there  have  been  between  these  different  manufacturers 
from  time  to  time. 
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The  Witness:  Will  you  repeat  the  question? 
(The  question  was  repeated  by  the  stenographer.) 
The  Witness  :  I  do  not  know  of  any. 

By  Mb.  Eeed: 

Q.  There  has  been  no  iadication  apparent  to  you? 

A.  No  apparent  indication. 

Q.  The  Eoebling  Company  has  submitted  quotations  to 
you? 

A.  Who  is  that? 

Ql  John  A.  Eoebling 's  Sons,  of  Trenton. 

A.  Not  recently;  I  formerly  bought  from  them. 

Q.  Back  in  1906  and  1907  did  you  buy  any  wire  products 
from  them? 

A.  Yes. 

Q.  Did  they  ever  offer  to  you  particularly  advantageous 
terms  ? 

A.  Very. 

Q.  On  a  standing  contract? 

A.  Yes. 

Q.  Tell  us  that  incident,  will  you? 

A.  Well,  there  was  a  big  fight  on  between  the  American 
Steel  &  Wire  Company  and  Eoebling  at  that  time,  and  at  that 
time  they  offered  to  duplicate  any  price;  in  fact,  they  offered 
to  go  lower  than  any  price  quoted  by  the  American  Steel  & 
Wire  Company. 

Q.  Who  made  that  offer? 

A.  Eoebling. 

Q.  They  offered  to  go  lower  than  any  price  quoted  by  the 
American  Steel  &  Wire  Company? 

A.  Yes. 

Q.  And  did  you  accept  that? 

A.  No,  we  didn't  accept. 

Q.  Didn't  you  want  to  tie  yourself  down  to  one  concern? 

A.  We  got  a  price  that  we  thought  was  satisfactory  from 
the  American  Steel  &  Wire  Company,  and  we  did  not  go  be- 
hind it.  I  will  correct  that  a  little;  we  did  give  Eoebling,  on 
one  grade  of  wire — we  gave  them  a  contract;  on  the  other 
grades  we  gave  it  to  the  American. 
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Q.  How  about  the  quality  of  the  steel  products  that  you 
get  from  the  Steel  Corporation? 

A.  As  compared  with  the  others? 

Q.  No ;  what  has  been  the  quality  of  the  products  that  have 
been  made  by  the  Steel  Corporation? 

A.  Usually  they  are  good. 

Q.  Has  there  been  any  deterioration  in  quality,  so  far  as 
you  have  observed,  since  the  Steel  Corporation  was  organized 
in  1901? 

A.  I  think  there  has  been  a  decided  improvement. 

Q.  What  has  been  the  tendency  of  prices,  as  you  have 
observed  them,  in  steel  products  of  this.kmd? 

Me.  Colton:  Just  a  moment;  I  object  to  calling  on  the 
witness  to  make  any  statement  as  to  that.  He  has  not  been 
shown  qualified  to  make  any  such  statement. 

By  Mr.  Reed: 

Q.  Go  ahead  and  answer. 

A.  Previous  to  1902  we  had  very  little  business  along  in 
steel  products ;  the  only  thing  we  did  then ;  that  is,  our  prin- 
cipal purchase  in  those  days  was  weaving  wire,  which  was 
made  by  a  concern  up  in  New  York  State — ^you  mentioned  the 
name  a  few  minutes  ago. 

Q.  Just  a  moment.  I  am  going  to  limit  the  question  to  a 
period  during  which  you  have  been  buying  fairly  large  quan- 
tities of  steel. 

Mb.  Colton:  WUl  you  specify  the  period  a  little  more 
definitely  than  that? 

By  Me.  Reed  : 

Q.  Mr.  Haas,  since  1902,  which  ,you  have  told  us  is  the 
period  during  which  you  have  been  buying  fairly  large  quan- 
tities of  steel,  what  has  been  the  trend  of  prices  on  the  steel 
products  that  you  have  bought ;  has  it  been  upward  or  down- 
ward? 

Me.  Colton:  I  object  to  that  form  of  question  on  the 
ground  that  the  witness  has  not  stated  that  he  bought  steel 
in  fairly  large  quantities  since  1902,  but  that  prior  to  1902 
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he  bouglit  in  extremely  small  quantities.  I  object  further  on 
the  ground  that  it  calls  for  a  conclusion  upon  a  state  of  facts 
that  may  be  in  the  witness'  own  mind,  and  not  disclosed  to 
the  court. 

The  Witness:  We  paid  more  for  steel  at  times  between 
1902  and  now  than  we  did  in  1902  and  also  at  the  present  time. 
There  have  been  variations  in  the  price.  I  think  the  price 
right  to-day,  you  might  say — I  think  my  contracts  to-day  are 
lower  than  they  were  ia  1902. 

By  Me.  Reed  : 

Q.  Has  the  general  tendency  been  upward  or  downward 
in  steel? 

Me.  Colton:  I  object  on  the  ground  that  the  witness  has 
already  answered,  and  answered  in  such  a  way  as  to  show 
that  he  is  not  capable  of  answering  the  question  in  the  form 
in  which  it  is  put. 

By  Me.  Reed  : 

Q.  Please  answer,  Mr.  Haas. 

A.  The  prices  on  some  of  the  steel  products,  particularly 
angles  and  flat  steels,  are  less  now  than  they  were  in  1902.  At 
times  they  have  been  somewhat  higher,  but  the  general  ten- 
dency has  been  a  little  downward. 

Q.  What  has  been  the  tendency  of  the  other  materials  that 
you  have  been  buying,  such  as  cotton  ticking  and  other  sup- 
plies? 

A.  There  you  might  say,  in  the  same  way,  they  have  at 
times  been  less,  and  at  times  been  higher  than  they  are  right 
now ;  but  just  at  the  present  time  they  are  very  much  higher 
than  they  were  in  1902. 

Q.  At  present  they  are  higher  than  in  1902? 

A.  Yes. 

Q.  And  the  present  steel  prices  are  lower  than  they  were 
in  1902? 

A.  Yes,  sir. 

Q.  How  about  labor?    Has  that  gone  up  or  down? 

A.  That  has  advanced  about  200  per  cent. 
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Q.  How  about  rent?    Has  that  gone  up  or  downf 

A.  It  has  doubled. 

Q.  How  has  the  record  of  the  Steel  Corporation  been  with 
you  in  regard  to  promptness  in  making  deliveries  ? 

A.  No  complaint  about  that. 

Q.  It  has  lived  up  to  its  promises,  has  it? 

A.  Fairly  prompt;  especially  when  you  don't  need  the 
goods.    When  you  need  them,  they  don't  come  so  quick. 

Q.  Has  its  system  of  warehouses  been  of  any  advantage 
to  you? 

A.  They  have  no  warehouse  here. 

Q.  They  have  in  Savannah,  have  they  not? 

A.  I  don't  think  they  carry  our  line  of  goods. 

CROSS    EXAMINATION 

By  Me.  Colton  : 

Q.  What  tonnage  did  you  buy  in  1913  of  bedstead  tubing  f 

A.  I  bought  six  cars ;  I  expect  they  weighed  20  or  25  tons 
to  the  car ;  about  150  tons  in  all. 

Q.  And  your  purchases  for  the  preceding  years  would  be 
not  much  greater  than  that,  would  they  ? 

A.  For  when? 

Q.  For  the  preceding  years. 

A.  No;  they  would  be  less  than  that,  because  my  business 
on  that  particular  line  has  increased. 

Q.  Your  tonnage,  then,  is  very  small  in  that  as  compared 
with  the  other  products  you  purchased  ? 

A.  Yes,  sir. 

Q.  Almost  insignificant? 

A.  Yes — ^pretty  good,  though,  when  you  go  to  pay  the  bills. 

Q.  Do  you  know  whether  the  tubing  you  buy  is  brazed 
tubing? 

A.  Yes ;  re-rolled  brazed  tubing. 

Q.  You  do  not  know  whether  the  National  Tube  Company 
manufactures  that  style  of  tubing  or  not? 

A.  I  don't  think  they  do. 

Q.  Coming  down  to  the  products  manufactured  by  the 
United  States  Steel  Corporation — the  wire  products — during 
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1913  I  understood  you  to  testify  that  you  purchased  about  40 
to  50  per  cent,  from  the  American  Steel  &  Wire  Company? 

A.  Yes. 

Q.  And  from  others  you  purchased  about  50  to  60  per 
cent.  ? 

A.  Yes. 

Q.  Now,  let  us  confine  our  attention  to  that  portion  of  the 
wire  products  which  comes  from  outside  of  the  State  of 
Georgia.  Have  you  not  purchased  practically  all  of  those 
from  the  American  Steel  &  Wire  Company? 

A.  Well,  I  expect  within  three  or  four  per  cent. 

Q.  Within  three  or  four  per  cent,  of  all  of  it? 

A.  Yes. 

Q.  In  other  words,  of  wire  products  that  moved  from 
State  to  State  you  have  purchased  about  96  per  cent,  from 
the  American  Steel  &  Wire  Company? 

A.  Yes. 

Q.  Locally  you  purchased  about  50  to  60  per  cent,  from 
the  Atlanta  Company? 

A.  Yes. 

Q.  And  your  wire  tonnage  is  about  six  or  seven  times  as 
big  as  your  hoop  and  band  tonnage  and  angle  tonnage  com 
bined,  is  it  not? 

A.  No ;  not  the  combined.  I  use  about  practically  five  or 
six  times  as  much. 

Q.  During  the  year  1913  you  purchased  practically  all  of 
that  tonnage  within  the  State  of  Georgia,  did  you  not? 

A.  Not  of  the  pipe. 

Q.  Of  the  hoops  and  bands  and  angles,  I  am  speaking. 

A.  Altogether. 

Q.  By  "pipe"  do  you  mean  tubing? 

A.  Tubing,  yes. 

Q.  And  you  only  purchased  25  tons  of  that  ? 

A.  No,  I  purchased  150  tons ;  six  cars  of  25  tons  each. 

Q.  Oh!   Of  25  tons  each? 

A.  Yes.  :   .    ' 

Q.  In  your  direct  examination,  when  you  said  you  pur- 
chased from  the  American  Steel  &  Wire  Company  40  or  50 
per  cent.,  were  you  speaking  of  the  year  1913  ? 
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A.  Yes. 

Q.  Or  were  you  speaking  generally? 

A.  I  was  speaking  of  1913.  I  expect  that  would  hold  gen- 
erally down  to,  I  think  it  was,  about  1904  or  1905. 

Q.  Since  the  Atlanta  Company  went  into  the  business  you 
have  been  purchasing  a  considerable  portion  from  them? 

A.  Since  they  have  been  able  to  make  the  wire  satisfac- 
torily. 

Q.  And  you  do  not  recollect  just  how  many  years,  they 
have  been  manufacturiag? 

A.  It  has  been  about  three  or  four  years  since  they  have 
been  making  it  satisfactorily. 

Q.  Your  wire  is  of  what  size? 

A.  The  sizes  range  from  three,  the  coarsest,  to  twenty-two, 
the  finest. 

Q.  No.  3  is  about  three-sixteenths  of  an  inch,  is  it? 

A.  Between  that  and  a  quarter. 

Q.  And  22  is  very  fine? 

A.  Almost  as  fine  as  a  thread. 

Q.  In  1901  and  1902  do  you  recollect  what  percentage  you 
purchased  from  the  American  Steel  &  Wire  Company? 

A.  I  could  not  recollect  that  far  back.  In  those  years  we 
were  using  principally  weaving  wire.  They  were  the  prin- 
cipal manufacturers  and  the  best  manufacturers  of  weaving 
wire,  and  I  imagine  my  tonnage,  the  percentage  in  those  years, 
was  greater  than  at  present. 

Q.  But  you  do  not  recall  just  what  it  was? 

A.  No ;  I  could  not  recall. 

Q.  Your  recollection  back  of  the  last  two  or  three  years  is 
not  very  definite  as  regards  prices  or  quotations  or  tonnage? 

A.  Yes;  fairly  distinct. 

Q.  Suppose  in  1910  you  give  me  what  companies  quoted 
you  on  your  coarser  grade  of  wire. 

A.  Quite  a  number  of  them:  the  Morgan  and  the  Southern, 
of  Birmingham — ^in  fact,  I  bought  from  them  then,  but  they 
could  not  deliver — and  a  concern  up  in  New  York  State,  the 
name  of  which  I  have  forgotten.    I  never  can  recollect  it. 

Mb.  Reed  :  You  mean  Eoebling  ? 
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By  Me.  Colton  : 

Q.  Wickwire? 

A.  I  would  not  do  any  business  with  Eoebling. 

Q.  Wright? 

A.  Wright.    I  think  that  was  about  the  time. 

Q.  Is  that  all  you  can  think  of? 

A.  I  think  those  are  all. 

Q.  You  did  not  get  any  quotations  from  the  American  Steel 
&  Wire  Company? 

A.  I  am  talking  of  those  outside  of  the  American  and  At- 
lanta, taking  it  for  granted  that  we  always  got  quotations  from 
them. 

Q.  As  by  all  odds  the  biggest  concern  in  the  business? 
What  percentage  did  you  buy  from  Morgan  in  1910? 

A.  A  very  small  percentage.  I  could  not  say  what,  but  it 
would  be  small. 

Q.  And  from  the  Southern  you  did  not  get  any,  but  you 
tried  to  get  some? 

A.  I  bought,  but  I  did  not  get  it. 

Q.  You  did  not  succeed  in  getting  it? 

A.  No. 

Q.  Do  you  know  whether  that  was  one  of  the  times  they 
were  going  into  the  hands  of  a  receiver  or  not  ? 

A.  No,  I  do  not.  I  know  this :  They  sent  me  a  sample  of 
wire  which  was  satisfactory,  and  on  the  basis  of  that  sample 
I  gave  them  an  order ;  and  I  bound  them  up  in  a  contract  that 
the  wire  was  to  be  equal  to  that  sample  or  we  would  not  ac- 
cept it. 

Q.  And  it  was  unsatisfactory? 

A.  I  don't  think  they  could  produce  it  equal  to  the  sam- 
ple, because  I  found  out  afterwards  that  they  had  bought  the 
sample  from  Eoebling. 

Q.  What  percentage  did  you  get  from  Wright? 

A.  A  very  small  percentage.    I  don't  recollect. 

Q.  What  percentage  did  you  get  from  the  American  Steel 
&  Wire  Company? 

A.  In  1910? 

Q.  Yes. 
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A.  A  very  large  percentage.  In  that  year  I  think  we  got 
somewhere  about  60  or  70  per  cent. 

Q.  You  did  not  mention  the  Atlanta  Company,  but  I  won- 
dered  

A.  (Interposing)  The  Atlanta  Steel  Company  is  where 
we  got  the  balance  from ;  probably  in  that  year  we  got  about 
thirty  per  cent,  from  them. 

Q.  You  got  the  balance  from  them? 

A.  Yes. 

Q.  This  was  on  what  you  call  the  coarser  wires;  what 
would  you  iuclude  in  that  term? 

A.  What  we  use  in  the  manufacture  of  spiral  springs. 

Q.  What  did  you  include  within  that  term? 

A.  Sizes  running  from  3  to  14. 

Q.  What  base  price  did  you  pay  the  American  Steel  & 
Wire  Company  in  the  year  1910? 

A.  I  could  not  say  exactly,  but  I  believe  the  1910  contract 
was  $1.96  delivered  at  Atlanta.  That  would  be  $1.50  base 
Pittsburgh.  That  is  my  recollection.  I  think  that  was  my 
contract. 

Q.  Did  you  buy  the  same  kind  of  wire  from  Wright  that 
you  bought  from  the  American  Steel  &  Wire  Company? 

A.  When  we  bought  from  Wright  it  was  weaving  wire. 

Q.  A  different  kind? 

A.  Yes,  22  gauge. 

Q.  Did  you  buy  any  of  the  same  class  of  wire  from  Mor- 
gan that  you  bought  from  the  American  Steel  &  Wire  Com- 
pany? 

A.  Yes. 

Q.  What  did  you  pay  Morgan  in  1910  ? 

A.  I  don't  recollect.  I  did  not  buy  much  from  them. 
Their  prices  must  have  been  the  same  or  better,  or  else  I 
would  not  have  bought  from  them. 

Q.  Then  they  either  had  the  same  price  or  a  lower  price? 

A.  Yes;  or  I  would  not  have  bought  from  them. 

Q.  You  would  have  taken  the  American  Steel  &  Wire 
Company  if  the  prices  had  been  the  same? 

A.  Certainly;  I  would  at  the  same  price. 
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Me.  Reed:  Is  that  on  account  of  quality? 
The  Witness  :  On  account  of  quality,  yes. 

By  Me.  Colton  : 

Q.  Take  the  year  1912;  do  you  remember  what  you  paid 
the  American  Steel  &  Wire  Company  in  1912,  base  price  ? 

A.  The  f.  o.  b.  price  was  $1.81.  That  would  be  $1.35  f.  o.  b. 
Pittsburgh. 

Q.  In  1912  did  you  buy  wire  from  any  other  company? 

A.  I  got  some  from  Morgan  during  that  time  also. 

Q.  Do  you  remember  what  you  paid  then? 

A.  About  the  same  price  or  a  little  less.  I  paid  Morgan 
a  little  less  than  I  did  the  American  Steel  &  Wire  Company. 

Q.  In  1909  what  did  you  pay  the  American  Steel  &  Wire 
Company  on  this  coarse  wire  ? 

A.  I  do  not  recollect  what  my  contract  was  that  year.  It 
ran  pretty  nearly  the  same ;  probably  it  would  not  vary  more 
than  five  to  ten  points  one  year  and  another,  you  know. 

Q.  The  prices  ran  along  pretty  nearly  the  same  ? 

A.  Yes ;  very  nearly  the  same. 

Q.  flow  many  different  prices  have  you  gotten  from  the 
American  Steel  &  Wire  Company  in  the  course  of  a  year? 

A.  Always  not  less  than  two. 

Q.  They  sent  you  a  notice  of  their  price  when  they  ad- 
vanced the  price? 

A.  No,  when  we  go  to  make  a  contract,  we  put  out  letters 
to  the  different  people  from  whom  we  would  consider  bids. 
Then  we  get  their  prices. 

Q.  Do  you  do  anything  before  you  put  out  those  letters 
by  way  of  looking  up  prices  ? 

A.  We  look  in  the  papers  to  see  the  condition  of  the  mar- 
kets. 

Q.  You  look  up  the  market  prices  first? 

A.  Yes.  Then  when  we  want  to  make  a  contract,  that 
usually  happens  along  about  the  last  of  the  year  and  the 
middle  of  the  year.  We  make  two  contracts  a  year,  because 
the  general  custom  of  the  trade  is  to  make  deliveries  from 
January  to  July  and  from  July  until  January.  We  make 
contracts  that  way. 


10404  ISAAC  A.  HAAS. 

Q.  In  addition  to  that,  what  I  was  asking  about  was :  Does 
not  the  American  Steel  &  Wire  Company  send  you  a  notice 
of  its  price  when  it  raises  its  price  ? 

A.  Every  time  there  is  an  advance,  no  matter  whether  we 
have  a  contract  or  not,  we  get  a  notice  from  the  American 
Steel  &  Wire  Company  that  there  is  an  advance;  that  they 
are  makiag  an  advance. 

Q.  Do  they  notify  you  when  they  lower  the  price  ? 

A.  I  have  not  seen  any  notice  yet.    I  notify  them. 

Q.  In  1909  can  you  git^e  me  the  different  prices  you  paid? 

A.  No,  sir ;  I  could  not  say  except  in  a  general  way. 

Mk.  Colton  :  That  is  all. 
Me.  Eeed  :  That  is  all. 

(Whereupon  an  adjournment  was  taken  until  Friday, 
January  9, 1914,  at  10:30  o'clock  a.  m.,  to  meet  at  the  Federal 
Building,  in  Birmingham,  Alabama.) 
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ONE  HUNDRED  AND  THIETY-SEVENTH  DAY. 

Federal  Building, 
Birmingham,  Alabama, 

Friday,  January  9,  1914. 

Before  Special  Examiner  John  Authtje  Brown. 

Present  on  behalf  of  the  United  States,  Mr.  Colton. 
Present  on  behalf  of  the  defendants,  Mr.  Reed. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as.  follows : 

DIRECT  EXAMINATION 

By  Mr.  Reed  : 

Q.  Where  do  you  live,  Mr.  BowronT 

A.  Birmingham,  Alabama. 

Q.  How  long  have  you  lived  here? 

A.  Since  the  1st  of  March,  1895. 

Q.  Prior  to  that  time  where  did  you  live? 

A.  From  1844  to  1877  in  England ;  and  from  1877  to  1882 
in  South  Pittsburgh,  Tennessee ;  from  1882  to  1895  in  Nash- 
ville, Tennessee. 

Q.  Commencing  with  1877,  when  you  came  to  this  coun- 
try, what  was  your  occupation? 

A.  I  came  to  this  country  in  1877  as  the  general  manager, 
which,  under  English  nomenclature,  really  meant  practically 
president  and  general  manager  of  an  English  company 
known  as  the  Southern  States  Coal,  Iron  &  Land  Company. 

Q.  What  was  the  principal  business  of  that  company? 

A.  Mining  coal,  making  coke,  producing  pig  iron,  manu- 
facturing foundry  products  and  railroad  cars,  and,  inci- 
dentally, building  and  developiug  the  town  of  South  Pitts- 
burgh. 

Q.  That  company  made  no  steel,  did  it? 
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A.  None  whatever. 

Q.  Where  were  its  blast  furnaces? 

A.  At  South  Pittsburgh,  Tennessee. 

Q.  How  far  is  that  from  Nashville  ? 

A.  By  rail,  129  miles.    In  a  direct  line,  about  100  miles. 

Q.  How  long  did  you  continue  to  be  general  manager  of 
that  company? 

A.  Until  it  sold  out  to  or  merged  with  the  Tennessee  Coal, 
Iron  &  Eailroad  Company  in  the  month  of  January,  1882. 

Q.  And  did  you  then  assume  an  office  with  the  Tennessee 
Company? 

A.  I  passed  immediately  into  the  office  of  treasurer  of  the 
Tennessee  Coal,  Iron  &  Eailroad  Company. 

Me.  Colton  :  At  what  date  ? 

The  Witness  :  On  or  about  the  1st  of  February,  1882. 

By  Me.  Eeed  : 

Q.  How  long  did  you  continue  to  be  treasurer  of  the  Ten- 
nessee Company? 

A.  Until  the  spring  of  1886,  when  I  became  general  man- 
ager of  that  company. 

Q.  Just  give  us,  in  sequence,  the  offices  that  you  held  with 
the  Tennessee  Company. 

A.  In  the  autumn  of  that  year  I  again  assumed  the  posi- 
tion of  treasurer,  which  I  held  until  1896.  In  the  autumn  of 
1896,  or  the  spring  of  1897,  I  became  first  vice-president, 
still  retaining  the  office  of  treasurer;  and  continued  to  hold 
those  offices  until  I  left  the  company  on  the  1st  of  May,  1901. 

Q.  As  first  vice-presidept  and  general  manager  from  1896 
to  1901,  were  you  the  chief  executive  officer  of  that  company 
in  Alabama? 

A.  I  was,  the  president  not  living  within  the  State. 

Q.  Where  did  the  president  live,  Mr.  Bowron? 

A.  In  Nashville,  Tennessee. 

Q.  When  did  the  Tennessee  Company  first  engage  in 
manufacturing  in  the  State  of  Alabama? 

A.  When  we  acquired,  in  October,  1886,  the  property  of 
the  Pratt  Coal  &  Iron  Company. 

Q.  That  was  near  this  city,  was  it? 
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A.  The  Pratt  Coal  &  Iron  Company  embraced  a  part  of 
the  coal  mines  formerly  the  property  of  the  Pratt  Coal  &  Coke 
Company,  the  Alice  furnaces,  formerly  the  property  of  the 
Alice  Furnace  Company,  and  the  Lynn  Iron  Works,  which 
had  been  a  separate  corporation,  all  of  them  being  in  or  im- 
mediately adjacent  to  the  city  of  Birmingham. 

Q.  Prior  to  1886  how  many  furnaces  did  the  Tennessee 
Company  operate  in  the  State  of  Tennessee? 

A.  Two  at  South  Pittsburgh,  one  at  Cowan. 

Q.  How  many  furnaces  did  it  acquire  in  1886,  in  Alabama, 
by  taking  over  the  Pratt  Company? 

A.  Two,  namely,  the  Alice  furnaces  in  Birmingham. 

Q.  Then,  subsequent  to  that,  were  any  furnaces  built  by 
your  company? 

A.  In  1887  and  until  1888,  we  constructed  four  blast  fur- 
naces at  Ensley. 

Q.  What  were  the  next  furnaces  that  were  acquired  or 
built? 

A.  in  1892  we  acquired  the  property  of  the  de  Bardeleben 
Coal  &  Iron  Company,  which  embraced  two  furnaces  at 
Oxmoor  and  five  at  Bessemer. 

Q.  By  the  year  1898,  Mr.  Bowron,  how  many  blast  fur- 
naces did  the  Tennessee  Company  own? 

A.  From  my  memory,  that  would  be  fourteen. 

Q.  And  three  of  those  were  in  Tennessee? 

A.  Yes. 

Q.  And  the  other  eleven  in  Alabama? 

A.  Yes. 

Q.  How  was  the  market  for  iron  about  that  time?  Was 
it  growing  or  shrinking? 

A.  The  market  was  steadily  shrinking. 

Q.  Was  the  iron  business  in  this  district  prosperous  then? 

A.  It  was  very  far  from  it. 

Q.  Were  you  getting  good  prices  for  your  iron? 

A;  Why,. in  the  first  week  of  September,  1896,  I  can  re- 
member selling  5,000  tons— — 

Me.  Colton  :  Just  a  moment.  The  question  was  about 
1898.    You  do  not  want  to  talk  about  1896,  do  you? 
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Mr.  Eeed  :  I  will  take  the  answer,  and  yon  can  put  in  your 
objection  afterwards,  Mr.  Colton. 

Mb.  Colton  :  One  moment.  I  object  to  the  witness  volun- 
teering a  statement  concerning  which  he  has  not  been  ques- 
tioned. 

By  Mr.  Eeed  : 

Q.  Now,  please  continue  your  answer,  Mr.  Bowron. 

(The  stenographer  read  the  unfinished  answer  of  the  wit- 
ness.) 

The  "Witness:  (Continuing)  I  can  remember  selling  5,000 
tons  of  2  Foundry  at  $6.25  per  ton. 

By  Mr.  Eeed  : 

Q.  Had  the  situation  improved  much  in  1898? 

A.  On  the  contrary,  the  lethargy  of  business  incidental 
to  the  foreshadowing  of  the  coming  Cuban  war  was  so  great 
that  we  found  it  necessary  to  sell  our  iron  in  foreign  coun- 
tries, and  worked  up,  during  the  year  1897,  quite  an  exten- 
sive trade  in  shipping  iron  to  the  Mediterranean  and  North 
Sea  ports,  and,  to  some  extent,  even  to  Japan  and  other 
foreign  countries. 

Q.  What  kind  of  prices  were  you  getting  for  your  pig  iron 
that  you  were  exporting  in  those  years? 

A.  I  think  I  remember  selling  a  cargo  of  4  Foundry  for 
shipment  to  Japan  in  1897  at  $5.75  free  on  cars  at  Bessemer, 
or  its  equivalent  put  on  board  ship  at  Mobile. 

Q.  Was  that  profitable,  Mr.  Bowron? 

A.  It  was  not;  it  was  barely  covering  the  out  of  pocket 
cost,  without  leaving  anything  for  the  depreciation  of  the 
plant  or  the  exhaustion  of  the  minerals. 

Q.  Was  any  suggestion  made  at  that  time  of  the  Tennessee 
Company's  entering  the  steel  business? 

A.  Yes. 

Q.  Tell  us  about  that,  if  you  please. 

A.  Mr.  M.  H.  Smith,  the  president  of  the  Louisville  & 
Nashville  Eailroad  Company,  came  to  Birmingham  and  talked 
with  Mr.  Baxter,  our  president 

Me.  Colton  :  Just  a  moment.    May  I  interrupt  long  enouo-h 
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to  suggest  that  the  ■witness  should  only  give  what  he  knows 
of  his  own  personal  knowledge?  You  asked  him  for  his 
experience. 

Mr.  Ebed  :  If  he  says  anything  that  appears  to  be  hearsay, 
I  would  suggest  that  you  enter  an  objection  after  the  answer 
is  completed. 

Mb.  Colton  :  I  do  not  know  that  I  can  wait  until  the  answer 
is  finished;  I  can  not  remember  all  of  it,  perhaps. 

(The  question  and  answer  were  repeated  by  the  steno- 
grapher.) 

The  Witness:   (Continuing)  stating  that  unless  the 

Birmingham  district  went  into  the  production  of  steel,  in  his 
opinion  the  entire  district  would — to  use  the  common  expres- 
sion— ^go  broke,  and  that  the  Louisville  &  Nashville  Eailroad 
had  at  least  fifteen  millions  of  dollars  invested  in  this  district, 
and  could  not  afford  to  lose  it. 

By  Mr.  Eeed: 

Q.  What  suggestion  did  he  make  then? 

A.  He  insisted  that  as  the  largest  producer  of  iron,  our 
company  should  go  into  the  manufacture  of  steel,  and  that  if 
we  would  not  do  so,  then  the  Louisville  &  Nashville  Railroad 
itself,  having  an  interest  in  the  Birmingham  EoUing  Mill 
Company — would  subscribe  additional  funds  to  that  company 
to  enable  it  to  increase  its  production  of  steel.  . 

Q.  What  was  the  attitude  of  your  executive  committee 
toward  that  suggestion,  Mr.  Bowron? 

Mb.  Colton:  I  object  to  the  preceding  statement,  it  not 
appearing  that  the  witness  was  present  when  it  was  made, 
and  I  object  to  any  statement  as  to  what  the  executive  com- 
mittee did,  unless  the  witness  can  testify  as  to  having  been 
present  when  made. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness:  Shall  I  proceed,  notwithstanding  the  ob- 
jection? 

Mb.  Eeed:  If  you  please.  The  objection  is  addressed  to 
the  record,  and  is  intended  for  the  record,  and  I  hope  you 
will  not  allow  it  to  disconcert  you. 
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The  Witness  :  Not  in  the  least,  but  I  thought  possibly  the 
Examiner  might  pass  upon  it  before  I  proceeded. 

Mr.  Reed  :  That  is  not  the  custom. 

The  Examinee:  The  objection  is  for  the  record. 

(The  question  was  again  repeated  by  the  stenographer.) 

The  Witness  :  Shall  I  say,  in  partial  answer  to  that  objec- 
tion  

Mr.  Eeed  :  No,  do  not  answer  the  objection ;  just  ignore  it, 
if  you  please. 

The  Witness:  The  executive  committee  received  a  letter 
drawn  up  by  the  president  of  the  Tennessee  Company  after 
consultation  with  me,  it  having  been  submitted  to  me  before 
it  was  signed  and  forwarded,  ia  which  Mr.  Baxter,  our  presi- 
dent, urged  upon  the  executive  committee  of  the  Tennessee 
Company  the  argument  of  Mr.  Smith,  and  urgently  requested 
our  executive  committee  to  take  such  steps  as  might  be  feas- 
ible toward  permitting  our  company  to  enter  upon  the  manu- 
facture of  steel,  and  the  executive  committee  passed  a  resolu- 
tion which  appears  of  record  on  its  minutes,  of  which  the 
certified  copy  was  sent  to  me,  and  with  which  I  am  therefore 
familiar,  declining  to  enter  into  the  manufacture  of  steel. 

Me.  Colton  :  I  object  to  his  stating  anything  in  any  reso- 
lution, the  record  being  the  best  evidence  of  it. 

By  Me.  Eeei>: 

Q.  Please  proceed. 

A.  (Continuing)  And  authorizing  the  officers  of  the  com- 
pany, instead  thereof,  to  enter  into  a  contract  with  the  Birm- 
ingham EoUing  Mill  Company  agreeing  to  subscribe  $100,000 
towards  its  capital,  making  payment  of  the  sum  over  a  period 
of  one  year  in  coal  and  iron  at  the  prevailing  market  prices, 
and  further  authoriziag  the  officers  of  the  company  to  agree 
with  the  Birmingham  Rolling  Mill  Company  that  if  it  should 
enlarge  its  production  of  steel  the  Tennessee  Company  would 
abstain  from  its  manufacture  for  a  period  of  years. 

Mr.  Colton  :  Just  a  moment.  I  object  to  all  this  testimony 
on  the  ground  that  according  to  the  witness'  own  statement 
it  is  a  matter  of  record,  and  the  record  is  the  best  evidence- 
the  testimony  is  secondary. 
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By  Mr.  Eeed: 

Q.  What  was  your  personal  attitude  toward  tlie  Tennessee 
Company's  entering  into  the  steel  business  at  that  time? 
Were  you  anxious  that  it  should  be  done? 

A.  I  was  so  extremely  anxious  that  I  had  been  working 
with  a  single  heart  for  six  years  to  bring  about  that  result. 
I  went  to  New  York  for  the  express  purpose  of  persuading 
our  directors  to  go  into  the  manufacture  of  steel  in  1892,  and 
their  attention  was  diverted  by  the  suggestions  of  other  peo- 
ple to  the  greater  desirability  of  our  acquiring  the  de  Bar- 
deleben  Coal  &  Iron  Company,  and  thus  in  a  sense  largely 
stiffening  the  market  by  our  control  of  the  production  of 
pig  iron,  and  they  took  that  step  instead  of  taking  any  steps 
at  that  time  to  go  into  the  manufacture  of  steel. 

Q.  Then  what  did  you  do  after  you  had  received  this  deci- 
sion of  the  executive  committee  refusing  to  enter  into  the 
maaufacture  of  steel? 

A.  I  wrote  to  the  committee  a  letter  in  the  week  almost 
immediately  preceding  Christmas,  1897,  stating  that 

Mr.  Colton:  Just  a  moment;  I  object  to  his  giving  any 
statements  from  the  letter,  the  letter  being  the  best  evidence ; 
the  testimony  of  the  witness  is  secondary. 

The  Witness  :  I  have  certified  copies  of  some  of  this  cor- 
respondence, if  necessary — stating  that  if  we  were  to  remain 
in  the  head  of  the  procession  instead  of  becoming  the  tail  of 
it,  we  must  go  into  the  manufacture  of  steel,  as  it  was  impos- 
sible for  us  to  market  our  growing  production  of  pig  iron, 
as  the  uses  of  pig  iron  were  being  steadily  curtailed  by  the 
introduction  of  steel,  and  that  if  our  directors,  who  were  such 
busy  men,  with  many  cares  and  responsibilities  upon  them, 
could  not  undertake  to  raise  the  necessary  capital  for  us  to 
build  a  steel  works,  and  would  turn  their  officers  loose,  we 
would  build  the  works  and  find  the  money  ourselves  with 
which  to  build  them. 

By  Ms.  Eeed: 

Q.  What   did   they   do  in   response   to   that   suggestion? 

A.  They  wrote  me  a  letter,  which  I  received  as  a  Christ- 
mas gift,  stating  that  they  had 
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Mb.  Colton  :  Just  a  moment.  I  object  to  this  testimony, 
the  letter  being  the  best  evidence. 

IMe.  Eeed  :  Can  it  not  be  imderstood,  Mr.  Colton,  that  that 
objection  applies  to  all  of  Mr.  Bowron's  answers? 

Mb.  Colton  :  I  do  not  know  how  many  times  he  is  going 
to  speak  from  letters.  It  may  be  understood  in  reference  to 
any  statement  that  he  may  make  from  letters,  if  he  always 
states  when  he  is  talking  from  documentary  evidence.  I  do 
not  know  when  he  is  talking  from  documentary  evidence  and 
when  he  is  not. 

By  Mb.  Eeed: 

Q.  Now,  go  ahead,  please,  Mr.  Bowron. 

(By  request  the  stenographer  repeated  the  unfinished  an- 
swer of  the  witness.) 

The  Witness:  They  wrote  me  a  letter  stating  that  they 
had  considered  my  letter  with  much  interest,  and  that  they 
were  perfectly  willing  to  turn  the  officers  loose,  and  would 
welcome  very  hospitably  any  plan  which  we  might  submit 
to  them  bearing  in  mind  that  the  company  had  no  money 
available  for  such  a  purpose. 

By  Mb.  Eeed: 

Q.  This  was  in  what  year,  Mr.  Bowron? 

A.  In  December,  1897. 

Q.  What  did  you  do  then? 

A.  In  a  conference  between  my  colleagues,  President 
Baxter,  Vice-President  Shonk  and  General  Manager  McCor- 
mick  and  myself,  we  agreed  first  of  aU  to  take  the  matter  up 
with  the  L.  &  N.  Eailroad,  and  accordingly  had  a  conference 
with  Mr.  Smith. 

Q.  Not  to  go  too  much  into  detail  as  to  the  methods  or 
sources  from  which  the  money  was  raised,  Mr.  Bowron,  let 
me  ask  you  first:  Did  you  raise  funds  for  the  erection  of 
a  steel  works,  and  if  so,  how  much  did  you  raise? 

A.  After  seven  months'  diligent  and  arduous  work  we 
raised  $1,100,000,  becoming  effective  in  the  summer  of  1898. 

Q.  And  tp  what  new  construction  did  you  apply  that 
money? 
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A.  To  the  construction  6f  the  first  steel  works  that  were 
built  at  Ensley. 

Q.  And  of  what  did  that  steel  works  consist? 

A.  Of  ten  open  hearth  furnaces  and  a  blooming  mill. 

Q.  Were  those  what  were  known  as  the  tilting  furnaces 
at  Ensley? 

A.  They  were. 

Q.  Down  to  what  size  billets  could  your  blooming  mill 
roll? 

A.  Four  inches  square. 

Q.  That  was  the  smallest  size  that  it  could  make,  was  it? 

A.  Yes. 

Q.  When  did  you  have  your  open  hearth  furnaces  ready 
for  use,  and  when  was  your  blooming  mill  completed  and 
ready  for  use? 

A.  I  do  not  remember  the  precise  month,  but  it  was  in 
1889,  the  following  year. 

Q.  Is  that  the  first  year  in  which  you  rolled  your  own 
steel? 

A.  Yes. 

Q.  Did  you  have  any  finishing  mills  at  all? 

A.  We  had  a  small  mill  at  Bessemer  at  that  time,  only 
available  for  rolling  iron  or  small  sizes  of  steel.  It  was  not 
strong  enough  to  roll  any  heavy  steel. 

Q.  What  was  it — a  bar  mill? 

A.  Bar  and  plate. 

Q.  And  when  were  your  first  products  made  on  that  mill? 

A.  You  mean  the  first  iron  products? 

Q.  Oh,  that  was  built  to  roll  puddled  iron,  was  it? 

A.  Yes.  We  had  acquired  several  years  previously  the 
Bessemer  rolling  mill  as  an  iron  rolling  mill. 

Q.  Then  in  1899  when  your  open  hearth  furnaces  and  your 
blooming  mill  were  completed,  the  only  finishing  mill  that 
you  had  was  this  old  combination  bar  and  plate  mill  which 
had  been  built  to  roll  iron?     Am  I  correct  in  that? 

Mk.  Colton  :  I  object  to  counsel  characterizing  it  as  "old.'' 
I  do  not  think  the  witness  has  so  characterized  it. 

The  Witness:  That  is  strictly  correct  except  as  to  such 
marketable  billets  as  we  could  rolj  at  Ensley. 
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By  Me.  Eeed: 

Q.  I  was  thinking  of  billets  as  a  semi-finished  product.  At 
any  rate  the  only  rolling  mills  that  you  had  were  this  bloom- 
ing mill  which  you  have  described  and  this  combination  plate 
and  bar  mill,  which  you  had  taken  over  from  this  iron  rolling 
concern? 

A.  That  is  quite  correct. 

Q.  From  that  time  until  May,  1901,  when  you  ceased  to 
be  first  vice-president,  was  any  further  finishing  capacity  ac- 
quired or  constructed? 

A.  We  started  work  on  the  construction  of  a  rail  mill 
plant,  but  we  had  not  money  enough  to  finish  it  during  my 
connection  with  the  company. 

Q.  During  your  connection  with  the  company  and  after 
this  steel  works  was  completed,  what  was  the  financial  con- 
dition of  the  company,  Mr.  Bowron ;  was  it  good  or  bad  ? 

Mb.  Colton  :  Objected  to  as  irrelevant. 
The  Witness  :  It  was  always  bad. 

By  Me.  Eeed  : 

Q.  Was  the  company  paying  dividends  at  that  time! 

Me.  Colton  :  Objected  to  on  the  ground  that  the  books  of 
the  company  are  the  best  evidence. 

The  Witness  :  What  time  are  you  specifically  referring  to? 
By  Me.  Eeed  : 

Q.  The  time  I  mentioned  in  the  preceding  question — that 
is,  from  the  completion  of  the  steel  works  in  1899  up  to  your 
resignation  as  vice-president  in  1901. 

A.  That  company  commenced  to  pay  dividends  on  its  com- 
mon stock  in  1900. 

Q.  Were  those  dividends  earned! 

Me.  Colton:  I  object,  on  the  ground  that  the  witness  is 
not  shown  to  be  competent  to  answer.     The  corporation  had 
no  right  to  pay  dividends  unless  they  were  earned. 
By  Me.  Eeed  : 

Q.  You  may  answer,  please. 

A.  That  question  is  a  little  difficult  to  answer.  If  ade- 
quate allowances  had  been  made  for  the  inferiority  of  con- 


JAMES  BOWBON.  10415 

struction  and  for  the  necessity  of  reconstruction  of  some 
parts  of  the  company's  property,  and  for  the  exhaustion  of 
its  minerals,  I  would  say  that  those  dividends  had  not  been 
earned,  although  from  the  standpoint  of  the  books  as  they 
were  then  kept,  there  did  appear  to  be  a  surplus,  which,  as  a 
matter  of  bookkeeping,  wasi  available  for  the  payment;  but 
the  cash  was  not  available  in  fact. 

Q.  Where,  in  fact,  was  the  money  obtained  with  which 
those  dividends  were  actually  paid? 

A.  The  disagreeable  necessity  fell  upon  me  of  borrow- 
ing it. 

Me.  Colton  :  Just  a  moment.  I  object  on  the  ground  that 
the  books  of  the  company  are  the  best  evidence,  and  that  the 
witness  is  stating  matters  of  record,  his  testimony  therefore 
being  secondary. 

By  Me.  Reed  : 

Q.  How  was  the  market  at  that  time — speaking  now  of  the 
period  that  elapsed  between  1899  and  your  resignation  in 
1901  ?  How  was  the  market  at  that  time  for  the  iron  and  steel 
products  of  the  company? 

A.  The  year  1900  witnessed  a  very  decided  slump  in 
prices.  There  was  a  drop  of  several  dollars  a  ton  in  a  single 
day. 

Q.  And  after  prices  had  fallen,  was  or  was  not  the  iron 
and  steel  business  of  the  company  profitable  up  until  the  time 
you  left  it? 

A.  We  were  losing  money  upon  the  steel  that  we  made, 
and  doing  little  more  than  breaking  even  upon  our  pig  iron. 

Q.  Between  1901,  when  you  resigned  from  the  vice-presi- 
dency of  the  Tennessee  Company,  to  the  year  1910,  were  you 
interested  or  connected  with  the  manufacture  of  steel  or  iron  ? 

A.  I  was  not. 

Q.  When  did  you  re-enter  that  business,  if  at  all? 

A.  On  the  6th  of  August,  1910. 

Me.  Colton:  Let  me  get  this  right.  From  May,  1901,  to 
August,  1910,  you  were  not  engaged  in  the  steel  business ;  is 
that  correct? 

The  Witness  :  That  is  correct. 
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By  Me.  Eeed  : 

Q.  Under  what  circumstances  did  you  re-enter  the  steel 
business ! 

A.  I  was  solicited  to  enter  the  servipe  of  the  Southern  Iron 
&  Steel  Company  to  take  charge  of  it,  it  being  at  that  time 
seriously  embarrassed. 

Q.  What  office,  if  any,  did  you  take  in  that  company? 

A.  I  assumed  the  office  of  vice-president  and  treasurer 
and  held  it  until  February,  1912,  when  I  became  president. 

Q.  That  company,  you  say,  was  seriously  embarrassed? 
You  mean  in  a  financial  way,  I  suppose? 

A.  Yes. 

Q.  Did  its  embarrassment  lead  to  its  failure? 

A.  It  did;  it  was  adjudged  bankrupt  on  the  1st  day  of 
August,  1912. 

Q.  During  that  time,  1910  to  1912,  how  many  blast  fur- 
naces had  that  company? 

A.  At  first  it  had  four,  at  Gadsden,  Trussville,  Rising 
Fawn  and  Chattanooga. 

Q.  How  many  of  those  were  operated  at  any  time  between 
1910  and  1912? 

A.  Two,  Trussville  and  Gadsden. 

Q.  Where  were  its  ore  mines? 

A.  Its  red  ore  mines  were  at  Crudup. 

Q.  How  far  is  that  from  Birmingham? 

A.  A  distance  of  63  miles,  northeast  on  the  main  line  of 
the  Alabama  Great  Southern  Railway. 

Q.  Had  it  brown  ore  mines  as  well  ? 

A.  It  had  many  thousand  acres  of  brown  ore  lands  in 
Barto  County,  Georgia. 

Q.  Had  it  any  ore  mines  on  Red  Mountain  or  in  Shades 
VaUey? 

A.  No. 

Q.  Did  it  own  any  ore  in  that  district  which  lies  between 
Sparks  Gap  and  Morrows  Gap  along  Red  Mountain? 

A.  No. 

Q.  After  it  went  into  bankruptcy  in  August,  1912,  Mr. 
Bowron,  was  there  any  reorganization  of  that  company? 

A.  A  reorganization  committee  of  the  company  had  been 
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formed  in  December,  1910,  and  is  still  in  evidence,  having  in 
the  meantime  changed  its  base  twice. 

Q.  Was  the  new  company  organized  to  take  over  any  part 
of  the  properties  of  the  Southern  Iron  &  Steel  Company? 

A.  Omitting  the  intermediate  negotiations,  the  final 
efforts  of  that  committee  resulted  in  the  formation  of  the  Gulf 
States  Steel  Company,  of  which  I  am  now  president. 

Q.  When  did  that  company  take  hold  of  any  part  of  these 
properties  1 

A.  To  give  an  orderly  recital,  in  point  of  time,  I  held  the 
properties  as  receiver  of  the  Southern  Iron  &  Steel  Com- 
pany until  the  4th  of  September,  1912,  when  I  succeeded  my- 
self as  trustee  of  the  creditors.  I  sold  the  property  Janu- 
ary 31,  1913,  and  the  buyers.  Bush  &  Homan,  transferred 
their  ownership  to  the  Standard  Steel  Company,  a  temporary 
holding  company  formed  in  the  interest  of  the  reorganization 
committee,  and  that  company  in  turn  sold  the  whole  of  the 
property  to  the  Grulf  States  Steel  Company  as  of  December 
1,  1913. 

Q.  Does  the  Gulf  States  Steel  Company  at  the  present 
time  own  all  the  properties  of  the  Southern  Iron  &  Steel  Com- 
pany? 

A.  No;  in  the  autumn  of  1911,  on  my  advice  we  declined 
to  be  held  responsible  for  the  property  of  the  Georgia  Steel 
Company,  including  the  brown  ore  lands  in  Georgia,  and  the 
Rising  Fawn  furnace  and  other  property,  which  was  owned 
by  the  Southern  Iron  &  Steel  Company  through  its  owner- 
ship of  all  the  capital  stock  of  the  Georgia  Steel  Company.  I 
repudiated  the  ownership,  and  litigation  ensued  which  is  still 
pending  with  reference  thereto.    Then  following  that 

Q.  (Interposing)  What  we  are  chiefly  concerned  with— let 
me  put  it  this  way 

Me.  Colton  :  I  object  to  interrupting  the  witness. 
The  Witness  :  I  had  not  really  finished  my  answer  to  that 
question. 

By  Me.  Eeed  : 

Q.  I  did  not  mean  to  be  discourteous. 

A.  Following  that,  in  the  spring  of  1912,  we  divested  our- 
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selves  of  the  ownership  of  the  Chattanooga  furnace  and  coal 
and  ore  lands  tributary  thereto,  surrendering  them  to  the 
bondholders  of  that  company,  so  that  at  the  time  of  the  bank- 
ruptcy of  the  Southern  Iron  &  Steel  Company  the  properties 
which  were  still  owned  were  reduced  down  by  cutting  off  the 
furnaces  at  Rising  Fawn  and  Chattanooga  and  their  respec- 
tive ore  and  coal  lands. 

Q.  I  see.  Now,  at  the  present  time,  if  I  have  correctly 
understood  you,  the  Gulf  States  Company  is  the  owner  of  a 
blast  furnace  at  Trussville  and  a  blast  furnace  at  Gadsden; 
is  that  correct? 

A.  It  is  correct  partly.  It  is  correct  on  the  record,  but  as 
a  matter  of  fact,  our  ownership  of  the  blast  furnace  at  Truss- 
ville is  only  nominal,  as  we  acquired  that  property  subject  to 
the  lien  of  the  Lacey-Buek  Iron  Company  bonds,  and  have 
already  decided  to  relinquish  that  property  to  the  bond- 
holders, so  that  our  blast  furnace  ownership  is  practically 
confined  to  the  furnace  at  Alabama  City,  a  suburb  of  Gads- 
den. 

Q.  Now,  have  you  at  Gadsden  any  steel  works? 

A.  We  have  an  open  hearth  steel  works,  consisting  of  six 
stationary  open  hearth  furnaces  rated  at  50  tons  capacity 
each. 

Q.  What  rolling  mill  capacity  have  you  there? 
;     A.  We  have  a  blooming  mill  of  a  capacity  of  500  tons  per 
12-hour  turn  of  four  inch  billets. 

Q.  What  would  be  the  annual  capacity  of  that  blooming 
mill? 

A.  Its  gross  capacity,  double  turn,  is  300,000  tons  per 
annum. 

By  Me.  Eeed: 

Q.  Have  you  any  finishing  mills  there  also,  Mr.  Bowron? 

A.  We  have  a  rod  mill. 

Q.  Of  what  capacity  per  year? 

A.  About  120,000  tons  per  annum. 

Q.  Have  you  a  bar  mill  too  ? 

A.  We  have  a  bar  mill  with  an  annual  capacity  of  40,000 
tons.    I  have  to  take  time  to  consider  these  answers,  because 
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I  have  the  figures  in  mind  as  daily,  and  I  have  to  work  the 
mental  sum. 

Q.  Have  you  a  wire  drawing  plant? 

A.  We  have  a  wire  drawing  plant,  with  a  capacity  of 
90,000  tons  per  annum. 

Q.  Have  you  any  wire  working  machinery? 

A.  We  have  a  wire  nail  plant  with  a  capacity  of  45  to  50 
thousand  tons  per  annum,  and  a  barbed  wire  plant  with  a 
capacity  of  25,000  tons  per  annum;  also  a  woven  fence  de- 
partment with  a  capacity  of  15  to  18  thousand  tons  per  an- 
num. 

Q.  What  is  the  present  capital  of  your  company? 

A.  The  share  capital  is  $15,500,000;  $8,000,000  preferred 
and  $7,500,000  common. 

Q.  And  has  the  company  itself  issued  any  bonds? 

A.  It  has  not. 

Q.  Is  it  obligated  on  any  bonds  of  subsidiary  companies? 

A.  It  is  obligated  on  the  bonds  of  the  Self -fluxing  Ore 
Company,  to  the  amount  of  $289,000,  which  it  has  assumed. 

Q.  But  that  amount  is  the  only  bonded  indebtedness  for 
which  it  is  liable,  is  it? 

A.  That  is  correct. 

Q.  Directly  or  indirectly  liable,  I  should  have  said.  Is 
that  correct? 

A.  That  is  correct. 

Q.  Have  you,  since  the  reorganization,  or  in  the  course 
of  the  reorganization,  acquired  any  ore  properties,  directly 
or  by  stock  control?    If  so,  tell  us  about  them,  please? 

A.  We  have  acquired  by  direct  purchase  the  property 
formerly  owned  by  the  Self-fluxing  Ore  Company,  in  Shade's 
Valley,  about  two  miles  south  of  Oxmoor,  on  the  main  line  of 
the  Louisville  &  Nashville  Railroad. 

Q.  How  many  acres  of  ore  land  did  you  acquire  in  that 
way? 

A.  1,564  from  that  company  and  40  acres  in  a  subsequent 
purchase. 

Q.  When  did  you  buy  that  from  the  Self-fluxing  Ore  Com- 
pany? 


10420  JAMES   BOWEON. 

A.  We  completed  the  negotiation  in  August,  1913. 

Q.  When  did  the  Self-flusing  Ore  Company  acquire  it? 

Mr..  Colton  :  Objected  to  on  the  ground  that  the  witness 
is  not  shown  to  have  any  knowledge  or  to  be  competent  to 
answer  that  question. 

The  Witness:  It  acquired  it  on  or  about  the  1st  day  of 
January,  1913. 

By  Me.  Eeed: 

Q'.  From  whom? 

A.  From  W.  F.  Aldrich,  of  Montevallo  and  his  associate, 
Mr.  John  Towers  of  Birmingham. 

Q.  Had  those  gentlemen  held  it  or  operated  it  in  connec- 
tion with  any  iron  furnaces  or  steel  works,  or  had  they  held 
it  for  investment  or  re-sale? 

A.  They  had  acquired  the  property  for  the  express  pur- 
pose of  speculative  re-sale. 

Q.  Had  that  same  property  been  offered  to  you  at  any 
time  before  August  of  last  year? 

A.  It  was  first  offered  to  us  in  June,  1912. 

Q.  Why  didn't  you  buy  it  then? 

A.  Because  the  Southern  Iron  &  Steel  Company  was  mori- 
bund, and  on  the  edge  of  the  precipice,  going  over. 

Q.  It  was  not  financially  able  to  buy  it? 

A.  It  could  not  have  bought  a  box  of  matches,  with  a 
clear  conscience. 

Q'.  This  property,  you  say,  lies  about  two  miles  south  of 
Oxmoor,  in  Shade's  VaJley? 

A.  Yes,  sir. 

Q.  Has  the  ore  been  drilled? 

A.  It  has. 

Q.  How  far  below  the  surface  of  this  valley  have  the  ore 
measures  been  found? 

A.  To  the  top  of  the  big  seam  was  1902  feet. 

Q.  That  is,  below  the  surface  of  the  ground? 

A.  From  the  surface  of  the  valley. 

Q.  How  thick  was  the  big  seam;  at  the  place  it  was  ex- 
plored ? 
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A.  19  feet  two  inelies  of  ore  with  a  four-ineli  shale  parting 
between  the  upper  and  lower  ventures. 

Q.  How  does  the  ore  lie?    Does  it  dip  much? 

Mr.  Colton:  I  object,  on  the  ground  that  the  witness  is 
not  shown  to  have  any  knowledge  of  the  ore  itself,  or  to  have 
had  any  knowledge  of  the  drilling;  and  I  object  to  the  witr- 
ness  as  incompetent  and  to  the  testimony  as  hearsay. 

The  Witness:  The  dip  of  the  ore  could  hardly  be  deter- 
mined from  the  level  of  the  core  which  I  saw  pulled,  on  ac- 
count of  the  narrowness  of  its  section;  but  my  general  in- 
formation on  the  subject,  coupled  with  the  knowledge  of  the 
depth  of  the  ore  two  and  a  half  miles  to  the  westward,  where 
we  did  put  down  a  drill  hole  on  another  property  that  was 
offered  to  us  of  about  1,200  acres,  would  indicate  that  there 
is  a  dip  of  about  200  feet  to  the  mile. 

By  Mr.  Eeed: 

Q.  That  is  much  less  dip  than  at  the  outcrop  at  the  Red 
Mountain,  is  it  not? 

A.  Why,  certainly.  That  200  foot  to  the  mile  is  an  ad- 
vantage, rather  than  to  be  dead  level,  because  it  gives  drain- 
age to  one  central  point  for  a  sump. 

Q.  200  feet  to  the  mile  dip  is  about  4  per  cent.,  is  it  not? 

A.  Yes,  sir;  one  in  13. 

Q.  What  is  the  average  dip,  in  per  cent.,  at  the  outcrop  on 
Eed  Mountain,  if  you  happen  to  know? 

A.  Thirty. 

Q.  You  say  you  saw  the  core  of  this  drill  hole  actually 
drawn  yourself? 

A.  Oh,  yes. 

Q.  Did  you  have  it  analyzed? 

A.  I  had  it  analyzed  in  our  own  laboratory,  foot  by  foot. 

Q.  Did  you  find  it  a  self-fluxing  ore  or  not? 

A.  There  is  a  difference  between  the  various  feet,  but  in 
the  aggregate,  some  being  less  and  some  more,  the  ore,  as  a 
whole,  is  self -fluxing. 

Q.  How  does  its  iron  content  compare  with  the  iron  con- 
tent of  the  ores  that  are  being  mined  along  the  outcrop  ? 
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A.  I  should  say  that  it  is  from  a  half  to  three-quarters  of 
one  per  cent,  better  than  the  best  of  the  Bed  Mountain  mines 
that  I  know,  the  average  being  38.65  metallic  iron. 

Q.  In  your  property? 

A.  Yes. 

Q.  1604  acres  of  such  ore  ought  to  fill  the  requirements 
of  your  company  for  a  considerable  time.  Have  you  esti- 
mated the  length  of  time  that  this  single  tract  will  supply  you? 

A.  On  the  basis  of  our  present  furnace  capacity  I  estimate 
that  it  would  supply  our  requirements  for  between  450  and 
500  years. 

Mb.  Colton:  If  it  stayed  in  the  receiver's  hands  most  of 
the  time  I  guess  it  would  last  longer  than  that. 

The  "Witness:  On  the  contrary,  we  made  more  money 
while  I  was  receiver  than  at  any  other  time.  That  is  why  I 
am  trying  to  live  long. 

By  Mb.  Reed  : 

Q.  How  does  this  ore  compare,  generally  speaking,  with 
the  ore  that  is  now  being  mined  at  the  outcrop?  I  have  not 
sufficient  technical  knowledge  to  ask  you  about  one  detail 
after  another,  but  I  wish  you  would  compare  the  two  gener- 
ally. 

A.  Not  knowing  exactly  what  is  in  your  mind,  I  would 
answer  that  by  saying  that  practically  there  is  no  ore  being 
mined  at  the  outcrop,  for  the  ores  on  Red  Mountain  were  de- 
composed by  the  leeching  out  of  the  lime,  thus  softening  the 
ore  and  leaving  the  residual  component  of  it  richer  in  metallic 
iron,  and  that  being  more  accessible  as  well  as  richer  in  iron 
has  been  taken  where  accessible  ever  since  the  iron  trade 
began  in  this  district,  and  the  outcrops  have  been  practically 
exhausted. 

Q.  I  have  used  the  wrong  word.  I  meant  the  ore  that  is 
being  mined  from  the  outcrop,  the  ore  that  is  being  mined  by 
entrance  at  the  outcrop  ? 

A.  I  consider  the  tract  of  ore  which  we  have  acquired  as 
being  slightly  better  in  quality  and  distinctly  better  in  thick- 
ness than  any  of  the  ore  mines  which  are  now  being  worked 
by  slopes  driven  in  from  the  outcrop. 
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Q.  Were  any  other  ore  properties  in  Shade's  Valley 
offered  you  for  sale  in  the  course  of  the  past  year? 

A.  Yes ;  we  had  two  other  large  tracts  offered. 

Q.  Tell  us  about  those,  if  you  please. 

A.  One  tract  lying  about  two  and  a  half  miles  to  the  west- 
ward of  this  property  which  we  ultimately  bought,  known  as 
the  Skewes  &  Draper  tract,  which  lay  as  we  thought  inside 
of  the  self -fluxing  area,  and  we  put  down  a  drill  liole  in  that 
to  a  depth  of  1,200  feet,  and  found  that  the  ore  was  more 
silicious,  and  there  was  not  more  than  seven  or  eight  feet  that 
could  be  used  in  my  opinion  economically  in  the  furnace  at 
all  at  any  price,  and  having  the  option  on  both  the  properties 
we  relinquished  our  option  on  that  tract,  confining  ourselves 
to  the  Shannon-McDonough  property  near  Oxmoor. 

Q.  Which  is  the  one  you  spoke  about  first? 

A.  That  is  the  one  which  we  purchased. 

Q.  What  is  the  acreage  of  that  tract  which  you  optioned 
and  then  relinquished? 

A.  About  1,200  acres,  I  should  think,  from  memory. 

Q.  Tell  us  about  the  other  property  which  was  offered  to 
you  and  not  accepted? 

A.  I  had  an  offer  from  Mr.  T.  H.  Aldrich  of  a  tract  of 
from  1,500  to  2,000  acres  lying  east-northeast;  the  nearest 
point  of  that  to  Birmingham  lies  almost  due  east  from  this 
city  across  Shade's  Valley  and  at  the  base  of  Shade's  Moun- 
tain, and  almost  all  of  the  tract  lies  really  under  Shade's 
Mountain. 

Q.  What  was  the  total  acreage  of  that  tract? 

A.  I  think  from  1,500  to  2,000  acres. 

Q.  Was  that  offered  to  you  after  you  had  bought  this 
Shannon-McDonough  tract  ? 

A.  No;  it  was  offered  to  us  while  we  had  the  option 
on  the  Shannon-McDonough  property,  and  we  might  have 
taken  up  the  Aldrich  tract,  but  we  already  had  the  option  on 
the  Shannon  property  and  it  would  have  been  very  costly  to 
put  down  drills  through  Shade's  Mountain  into  the  Aldrich 
property,  and  we  hardly  felt  that  a  drill  hole  on  the  one  40- 
acre  section  of  it  lying  outside  of  the  mountain  would  give 
us  an  adequate  test  of  the  whole  tract,  and  so  in  balancing 
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between  the  three  properties  we  concluded  to  confine  our- 
selves to  the  Shannon  property. 

Q.  Having  taken  the  Shannon  property,  would  you  need 
the  Aldrich  property? 

A.  We  would  not. 

Me.  Colton  :  I  did  not  understand  the  witness  to  say,  how- 
ever, that  he  had  taken  that  before  he  gave  up  his  option  on 
the  other  property. 

Me.  Reed  :  I  did  not  understand  him  to  say  that  he  had  an 
option  on  the  other  property. 

By  Me.  Reed  : 

Q.  Now,  have  you  some  familiarity  with  the  ores  of  Red 
Mountain  and  the  valley  lying  behind  Red  Mountain? 

A.  I  have  such  general  familiarity  with  them  as  is  inci- 
dent to  27  years  official  connection  with  the  operations  of  this 
district.  I  have  frequently  been  in  the  mines;  it  has  been 
my  duty  to  keep  myself  informed  of  the  developments  of  the 
trade,  and  I  have  striven  to  do  so. 

Q.  Do  you  know  whether  or  not  there  have  been  a  number 
of  tracts  of  ore  land  in  Shade's  Valley  that  have  changed 
hands  within  the  past  four  or  five  years  ? 

A.  Yes.  I  have  not  personally  attempted  to  keep  up  with 
the  transactions  in  land,  my  interest,  during  the  time  that  I 
was  out  of  business,  in  the  subject  being  academic,  and  whilst 
I  was  with  the  Southern  Iron  &  Steel  Company  we  had  no 
money  to  buy  any  with,  so  that  I  was  not  following  the  trading 
until  it  came  to  a  point  where  in  the  operation  of  the  reorgani- 
zation committee  it  seemed  as  though  it  might  be  possible  for 
us  to  acquire  some  interest. 

Q.  Do  you  know  whether  any  of  the  other  furnace  com- 
panies of  this  district  have,  within  the  last  few  years I 

mean  within  the  last  four  or  five  years — added  to  their  ore 
holdings  in  that  district? 

A.  Mr.  Aldrich  told  me 

Me.  Colton  :  One  moment.  I  object  to  the  witness '  testi- 
mony on  this  subject  as  hearsay. 

The  Witness:    Mr.  Aldrich  told  me  of  a  large  acreage 
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which  he  showed  me  on  his  map,  that  he  himself  had  sold  to 
the  Woodward  Iron  Company. 

By  Me.  Eebd: 

Q.  From   your    general    knowledge,    then,    Mr.    Bowron, 
would  you  say  that  it  was  or  was  not  possible  for  a  new  com- 
pany which  desired  to  enter  the  steel  business  in  Birmingham 
to  obtain  by  purchase  an  adequate  supply  of  good  ore  in  this  ■ 
district? 

Mk.  Colton  :  I  object,  on  the  ground  that  the  witness  has 
already  testified  that  his  familiarity  with  the  purchases  dur- 
ing the  last  eight  or  ten  years — I  have  not  the  exact  dates — 
has  only  been  academic,  and  that  he  has  not  kept  track  of 
it  and  does  not  have  sufificient  knowledge  to  answer  such  a 
question. 

The  Witness:  From  the  information  which  I  have 
gathered  from  the  United  States  Grovernment  publications, 
such  as  Bulletin  No.  400,  my  conversation  with  its  employee, 
Mr.  Burchard,  of  the  Geological  Survey,  who  has  discussed 
the  matter  with  me  as  to  the  ore  reserves  here,  and  from  the 
records  of  drill  holes  that  have  been  exhibited  to  me,  and 
from  the  offers  of  ore  land  that  have  been  made  to  me  within 
the  past  twelve  months,  and  from  my  own  reasonable  know- 
ledge as  a  mining*  engineer  as  to  the  direction  and  pitch  of  the 
ore,  and  from  my  knowledge  of  its  thickening  as  it  flattens 
out  into  the  basin  and  improves  in  quality,  and  from  such 
knowledp-e  as  I  have  as  to  the  distance  to  which  holdings  have 
been  acquired  by  the  operating  companies,  and  from  my  in- 
terest in  personally  being  a  stockholder  in  another  company 
owning  hundreds  of  acres  of  such  ore  which  has  not  been 
taken  up,  I  do  believe  that,  with  adequate  money,  another 
steel  company  might  be  started  in  this  district  and  acquire 
adequate  supplies  of  ore  upon  which  to  base  its  operations. 

Mb.  Colton:  I  object  to  the  answer,  as,  according  to  the 
witness'  own  statement,  based  on  records  not  produced,  and, 
in  the  main,  on  other  hearsay  evidence. 

By  Mb.  Ebed: 

Q.  When  the  United  States  Steel  Corporation  got  con- 
trol of  the  Tennessee  Coal,  Iron  &  Eailroad  Company,  Mr. 
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Bowron,  did  it  acquire  a  monopoly  of  the  ores  of  the  Birm- 
ingham district? 

Me.  Colton  :  Just  a  moment.  I  object  to  the  witness  ex- 
pressing any  opinion  on  this  subject,  as  he  has  already  testi- 
fied that  he  was  not  at  that  time  engaged  in  the  iron  and 
steel  business;  further,  to  the  question  as  calling  for  a  con- 
clusion upon  a  general  state  of  facts  not  disclosed  to  the  court, 
and  as  calling  for  a  conclusion  upon  a  mixed  state  of  law 
and  facts,  as  to  which  the  witness  is  not  competent  to  express 
an  opinion. 

By  Mb.  Reed: 

Q.  Answer,  please,  Mr.  Bowron. 

A.  The  developments  which  have  subsequently  ensued,  I 
think,  have  conclusively  demonstrated,  as  a  matter  of  fact 
that  it  did  not ;  for  if  it  had  done  so,  I  could  not  have  bought 
what  I  have  bought. 

Q.  Now,  a  word  as  to  your  products  and  their  sale :  where 
is  the  market  for  your  steel,  which  your  company  is  making, 
Mr.  Bowron? 

A.  Substantially  south  of  Mason  and  Dixon's  line.  We 
sell  our  wire  products  and  bars  from  Virginia  to  the  Caro- 
linas  on  the  east,  and  to  Kansas  and  Oklahoma  on  the  west, 
and  throughout  all  of  the  states  bordering  on  the  South  At- 
lantic and  the  Gulf. 

Q.  Do  you  sell  billets? 

A.  We  sell  billets  when  wei  can.  The  market  is  a  very 
limited  one,  and  we  have  great  difficulty  in  making  such  sales. 

Q.  Are  you  in  competition  with  any  subsidiary  companies 
of  the  United  States  Steel  Corporation  in  your  sale  of  bars 
and  wire  products? 

A.  We  compete  with  the  American  Steel  &  Wire  Com- 
pany in  wire  products,  and  with  the  Tennessee  Coal,  Iron  & 
Railroad  Company  in  bars  and  in  billets. 

Q.  Is  that  competition  active  or  otherwise? 

A.  It  is  decidedly  active. 

Q.  Has  that  been  so  throughout  the  whole  period  of  your 
connection  with  the  Southern  Iron  &  Steel  Company  and  the 
Gulf  States  Company? 


JAMES  BOWBOIT.  10427 

A.  It  lias,  decidedly.  We  have  to  scrap  for  everything 
we  get. 

Q.  Have  you  now  or  have  you  had  a  part  in  any  combina- 
tion to  fix  the  prices  of  your  products — I  mean  a  combina- 
tion with  your  competitors? 

A.  Absolutely  none. 

Q.  Has  the  Tennessee  Company  or  the  American  Steel  & 
Wire  Company,  so  far  as  you  know,  been  a  party  to  any  such 
combination  during  that  period? 

A.  I  have  never  known  of  any. 

Q.  Have  you  other  competitors  in  these  products  besides 
these  Steel  Corporation  subsidiaries  that  you  named? 

A.  Many. 

Q.  Taking  wire  products,  Mr.  Bowron,  tell  us  the  names 
of  some  of  the  most  active  of  your  competitors. 

A.  The  Jones  &  Laughlin  Steel  Company,  the  Pittsburgh 
Steel  Company,  the  Cambria  Steel  Company,  the  Kokomo — 
I  do  not  know  the  exact  title  of  that  firm — the  Youngstown 
Sheet  &  Tube  Company,  the  Atlanta  Steel  Company;  and 
there  are  three  different  concerns  in  Ironton,  Ohio,  that  are 
pestiferous  in  their  cutting  of  prices. 

Q.  In  the  west  do  you  meet  the  Colorado  Fuel  &  Iron 
Company? 

A.  No ;  we  do  not  go  quite  far  enough  west  to  meet  them ; 
but  we  do  meet  their  competition  in  northern  Texas. 

Q.  How  do  you  find  the  Steel  Corporation — and  by  "Steel 
Corporation"  I  mean  to  include  all  its  subsidiaries — as  a 
competitor?  Do  they  resort  to  underhand  methods  to  fight 
you? 

A.  No;  certainly  not. 

Q.  Do  you  find  their  competition  fair  or  unfair? 

A.  I  think  it  is  strictly  fair.  We  always  know  where  they 
are  in  the  matter  of  prices.  They  do  not  say  that  their  price 
is  so  and  so,  and  then  whip  the  devil  around  the  stump  and 
make  another  price. 

Q.  Do  you  find  that  their  sales  policy  is  conservative  or 
otherwise  ? 

A.  I  regard  it  as  eminently  conservative,  and  the  prin- 
cipal barrier  against  chaos. 
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Q.  In  times  of  prosperity,  when  the  mills  are  pretty  well 
filled  up  with  business,  what  is  the  disposition  of  the  Steel 
Corporation  as  to  advancing  its  prices? 

Me.  Colton:  Just  a  moment.  I  object  to  this  question 
generally,  the  witness  having,  according  to  his  own  testi- 
mony, since  the  Steel  Corporation  was  formed,  only  been 
connected  with  any  certain  steel  company  for  a  very  few 
years. 

The  Witness:  My  knowledge  of  the  attitude  of  the  Steel 
Corporation  and  its  subsidiaries  has  been  gained  during  the 
past  years  not  only  through  my  connection  with  the  steel 
trade,  but  through  others ;  for  during  the  period  that  I  was  not  . 
connected  with  the  steel  trade  I  was  the  vice-president  of  an 
iron  foundry  using  from  150  to  200  tons  of  iron  per  day,  and 
having  to  buy  iron  in  the  open  market.  From  my  knowledge, 
such  as  it  is,  I  have  regarded  the  Steel  Corporation  as  stand- 
ing somewhat  in  its  own  light,  in  refusing  to  follow  the  mar- 
ket up  and  advancing  prices,  when,  in  my  judgment,  the 
market  would  have  justified  such  advances. 

By  Mr.  Reed: 

Q.  In  other  words,  they  have  refused  to  follow  the  market 
up,  as  you  term  it,  to  the  extent  of  putting  up  their  prices  to 
the  point  at  which  the  demand  for  their  products  would  seem 
to  warrant  the  advance?    Is  that  correct? 

A.  I  think  if  I  had  been  a  stockholder  in  the  Steel  Cor- 
poration I  would  have  felt  several  times  that  it  was  failing 
to  earn  the  money  for  me  that  it  ought  to  have  done  by  ad- 
vancing its  prices. 

Q.  Now,  take  times  of  depression:  has  its  policy  there 
been  to  get  all  the  business  that  there  was,  or  to  drop  its 
prices  to  the  very  bottom,  or  what  has  its  policy  been? 

A.  I  think  it  has  dropped  its  prices  in  times  of  depres- 
sion low  enough  to  get  business,  but  I  have  felt  no  ground  of 
complaint  because  I  could  not  manufacture  cheaply  enough 
to  follow  it  down.    That  was  my  handicap. 

Q.  How  do  you  find  their  attitude  toward  you  in  regard 
lo  the  accidents  that  occur  from  time  to  time  in  the  manu- 
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facture  of  steel?    Do  they  seem  to  rejoice  at  misfortunes  in 
your  plant  or  do  they  try  to  help  you  out? 

Me.  Colton  :  Objected  to  as  irrelevant.  It  is  simply  cum- 
bering the  record  with  stuff 

Me,  Eeed:  With  stuff? 

Mb.  Colton  :  With  matter  that  is  entirely  immaterial. 

Me.  Eeed:  We  will  see. 

By  Me.  Eeed: 

Q.  Now,  Mr.  Bowron,  will  you  answer? 

The  Witness  :  When  our  steel  works  might  have  been  shut 
down  altogether  three  or  four  months  ago,  by  an  accident  to 
the  charging  locomotive  at  our  coke  ovens,  which  would  have 
removed  temporarily  our  competition,  I  went  within  an  hour 
to  the  Tennessee  Coal,  Iron  &  Eailroad  Company,  and  its 
president  instructed  that  every  facility  they  could  offer  us 
should  be  offered  to  overcome  our  trouble,  and  they  immedi- 
ately lent  us  a  small  locomotive  and  several  charging  larries 
for  our  coke  ovens,  enabling  us  to  continue  our  operations. 

Q.  Now,  Mr.  Bowron,  if  you  are  able  to  cumber  the  re- 
cord, as  Mr.  Colton  calls  it,  with  any  more  of  that  kind  of 
stuff,  as  he  calls  it 

Me.  Colton  :  I  did  not  call  it  stuff ;  I  called  it  matter. 

By  Me.  Eeed: 

Q.   (Continuing)  any  more  of  that  kind  of  matter,  I 

wish  you  would  do  so. 

Me.  Colton  :  I  object  on  the  same  ground. 

The  Witness  :  There  have  been  one  or  two  other  occasions 
where  we  have  been  short  of  some  material,  particularly  when 
the  storm  at  sea  some  months  ago  caused  the  putting  back 
into  Liverpool  of  a  steamer  carrying  our  monthly  supply  of 
ferro  manganese,  without  which  we  could  not  have  continued 
manufacturing  our  steel,  and  would  have  been  temporarily 
removed  from  competition.  At  that  time  the  Tennessee  Coal, 
Iron  &  Eailroad  Company  unhesitatingly  furnished  us  with 
a  supply;  and  at  another  time  with  a  supply  of  magnesite 
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for  repairing  our  furnaces  when  the  ship  had  failed  to  ar- 
rive at  New  Orleans  in  proper  time. 

By  Mb.  Eeed: 

Q.  What  banks  have  you  mainly  used  in  financing  of  the 
new  Gulf  States  Steel  Company? 

A.  You  mean  in  the  formation,  the  handling  of  the  reor- 
ganization ? 

Q.  Yes. 

A.  The  Guarantee  Trust  Company,  the  Bankers'  Trust 
Company,  the  Union  Trust  Company,  the  United  States  Mort- 
gage &  Trust  Company  and  also  the  financial  houses  of  Post 
&  Flagg,  and  the  Eoyal  Bank  of  Canada — all  of  New  York. 

Q.  The  Guarantee  Trust  Company;  that  is  the  one  of  which 
Mr.  George  F.  Baker  and  Mr.  D.  G.  Eeid  are  directors,  is  it? 

A.  I  so  understands 

Q.  And  the  Bankers '  Trust  Company,  of  which  you  spoke, 
is  the  one  of  which  Mr.  E.  C.  Converse,  George  W.  Perkins 
and  D.  G.  Eeid  are  directors? 

A.  Their  names  appear  in  the  published  list. 

Qi  So  far  as  you  could  see,  has  any  one  of  these  Steel 
Corporation  directors  in  any  way  attempted  to  obstruct  your 
reorganization  ? 

A.  I  have  never  known  of  anything  of  the  sort,  and  I  feel 
sure  I  would  have  felt  it  if  it  had  been  so. 

Q.  You  lived  in  Birmingham  in  1907,  did  youf 

A.  Yes. 

Q.  And  you  were  then  interested  in  an  iron  foundry,  you 
say? 

A.  I  was, 

Q.  Do  you  regard,  or  have  you  at  any  time  since  the  panic 
of  1907  regarded  the  purchase  of  the  Tennessee  Coal,  Iron 
&  EaUroad  Company  by  the  Steel  Corporation  as  a  step 
toward  monopoly? 

Me.  Colton  :  Just  a  moment.  I  object  to  the  question  as 
calling  for  a  conclusion  upon  a  state  of  facts  not  disclosed 
to  the  court,  and  also  calling  for  a  conclusion  upon  matters 
involving  a  question  of  law  and  fact,  and  to  the  witness  as 
incompetent. 
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By  Me.  Reed: 

Q.  (Continuing)  As  monopolistic  in  character? 

Me.  Colton  :  The  same  objection. 

The  Witness  :  On  account  of  my  long  connection  with  the 
trade,  and  being  associated  with  several  other  industrial  en- 
terprises in  this  district,  banking,  coal  mining  and  iron  foun- 
dries, and  being  at  that  time  vice-president  of  the  chamber 
of  commerce  here,  my  opinion  was  constantly  sought  on  the 
subject,  and  I  said  then,  as  I  say  now,  that  it  was  emphatically 
for  the  welfare  of  the  district  and  not  in  any  way  to  its  preju- 
dice. 

By  Me.  Reed  : 

Q.  How  was  it  in  its  relation  to  the  welfare  of  the  south- 
em  consumers  generally? 

Me.  Colton  :  I  object  on  the  ground  that  the  witness  is  not 
shown  to  have  knowledg'e  as  to  the  southern  consumers  gen- 
erally. 

The  Witness  :  The  acquisition  of  the  well-located  and  valu- 
able mineral  properties  of  the  Tennessee  Coal,  Iron  &  Rail- 
road Company  by  the  Steel  Corporation,  for  the  first  time 
since  the  beginning  of  business  in  this  southern  district,  placed 
those  resources  in  contact  with  adequate  capital  for  their 
development  upon  a  broad  commercial  scale  which  would  per- 
mit the  introduction  of  scientific  improvements  and  develop- 
ments which  could  be  imitated  by  other  producers,  thus  in 
turn  cheapening  products,  avoiding  waste  and  helping  the  dis- 
trict, the  consumers,  and  everybody  else. 

By  Me.  Reed: 

Q.  And  did  you  then  or  do  you  now  feel  that  that  pur- 
chase was  monopolistic  in  character? 

Me.  Colton  :  Just  a  moment.  I  object  on  the  ground  that 
the  witness  has  answered  that  question  as  to  his  own  under- 
standing, and  this  question  is  simply  repeating  the  question 
previously  asked  the  witness,  to  which  he  has  made  full  an- 
swer, and  to  the  question  as,  therefore,  leading. 

The  Witness  :  I  did  not  then,  and  do  not  now,  so  regard  it. 

Me.  Reed:  You  may  cross  examine. 
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CEOSS  EXAMINATION 

By  Mk.  Colton: 

Q.  As  I  understood  your  opinion,  in  part,  the  extremely 
valuable  ore  lands  of  the  Tennessee  Coal,  Iron  &  Eailroad 
Company  needed  a  great  deal  of  money  for  their  develop- 
ment; is  that  correct? 

A.  That  is  true. 

Q.  In  addition  to  extremely  valuable  ore  lands  they  had 
extremely  valuable  coal  lands,  did  they  not? 

A.  Yes. 

Q.  It  was  a  company  of  great  prospects  with  inadequate 
money  to  develop  it;  is  that  correct? 

A.  I  always  felt  so,  but  had  for  many  years  great  dif- 
ficulty ia  making  anybody  else  believe  it. 

Q.  As  regards  the  amount  of  money  that  was  owned  by 
that  syndicate,  ready  to  develop  the  Tennessee  Coal,  Iron  & 
Eailroad  Company;  do  you  know  anythiag  of  the  wealth  of 
Oliver  H.  Payne,  who  was  one  of  the  Standard  Oil  defendants, 
and  a  large  holder  in  that  syndicate? 

Me.  Eeed:  Being  a  defendant  does  not  make  a  man 
wealthy;  it  has  the  other  tendency,  has  it  not? 

By  Me.  Colton: 

Q.  Now,  answer  the  question,  please. 

A.  I  do  not.  I  do  not  know  what  syndicate  you  refer  to, 
as  there  has  been  none  mentioned  thus  far. 

Q.  You  do  not  know  that  the  Tennessee  Coal,  Iron  &  Eail- 
road Company's  stock  was  owned  by  a  syndicate  of  individu- 
als? 

A.  I  have  heard  it,  as  a  matter  of  hearsay  information.  I 
can  not  charge  myself  with  the  information. 

Q.  You  know  nothing  as  to  the  wealth  of  Mr.  Payne  ? 

A.  I  do  not. 

Q.  Or  the  extent  to  which  he  owns  stock  in  the  Standard 
Oil  Company  and  many  other  companies? 

A.  Mr.  Payne  used  to  be  one  of  our  directors  before  I  left 
the  Tennessee  Coal,  Iron  &  Eailroad  Company,  but  I  never 
had  any  occasion  to  know  anything  of  his  means. 
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Q.  You  knew  nothing  about  the  means  of  John  W.  Gates'? 

A.  Nothing  whatever. 

Q.  You  did  not  know  that  he  was  a  man  of  very  consider- 
able wealth,  and  a  member  of  the  syndicate? 

A.  I  may  say  right  here  that  I  did  not  know  anything 
about  that  syndicate,  who  were  the  members  of  it,  and  I  was 
never  brought  in  contact  with  it  in  any  way,  then  or  subse- 
quently. 

Q.  You  did  not  know  at  that  time  as  to  how  much  money 
had  been  contributed  already  toward  the  development  of  the 
property,  and  how  much  more  was  under  way? 

A.  I  did  not  know  at  that  time. 

Q.  And  you  did  not  know  as  to  Mr.  Hanna's  being  con- 
nected with  the  syndicate,  and  as  to  his  being  a  man  of  wealth  ? 

A.  As  I  have  already  stated,  I  had  nothing  to  do  with  the 
syndicate,  and  never  knew  who  was  in  it  or  anything  about  it. 

Q.  You  do  not  mean  to  say  that  the  United  States  Steel 
Corporation  were  the  only  group  of  individuals  in  the  United 
States  that  had  sufficient  money  to  develop  that  property,  do 
you? 

A.  I  mean  to  say  that  that  was  the  only  group  of  people 
that  ever  came  down  here  and  did  it. 

Q.  You  do  not  know  how  long  this  syndicate  had  had 
ownership  of  that  property,  do  you? 

A.  I  do  not  know  when  the  syndicate  was  formed  or  when 
it  was  dissolved,  or  who  was  in  it,  or  whether  there  ever  was 
one,  except  by  hearsay  and  newspaper  information. 

Q.  So  of  course  you  know  nothing  as  to  their  plans  or  the 
steps  taken  by  them,  the  financial  steps  taken  by  them,  look- 
ing to  the  development  of  that  company? 

A.  Nothing  except  hearsay,  through  the  newspaper  press. 

Q.  From  what  engineering  school  did  you  graduate? 

A.  That  of  hard  experience. 

Q.  Whatever  knowledge  you  have  of  the  engineering  busi- 
ness comes  from  practical  experience  and  not  from  being  a 
graduate  of  any  school,  as  I  understand? 

A.  I  had  the  misfortune  to  be  born  a  little  too  early,  be- 
fore the  universities  in  England  were  open  to  members  of  any 
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other  than  the  Episcopal  Church,  hence  I  had  no  college  edu- 
cation. But  I  have  been  at  hard  work  earning  my  living  for 
more  than  fifty-five  years,  both  above  ground  and  under 
ground,  and  I  know  more  about  practical  and  commercial 
results  to  be  obtained  from  mining  than  some  people  who  are 
graduates. 

Q.  What  percentage  of  your  time  between  May,  1901,  and 
August,  1910,  did  you  spend  underground  ? 

A.  A  very  limited  part  of  it. 

Q.  Could  you  give  me  any  estimate  of  the  amount  of  time 
you  were  underground  during  that  period? 

A.  I  hardly  could ;  perhaps  on  eight  or  ten  different  days. 

Q.  Eight  or  ten  different  days  during  the  entire  period? 

A.  Yes. 

Q.  Will  you  give  me,  as  nearly  as  you  can  recollect,  the 
different  places  that  you  were  underground  and  in  what  con- 
nection you  were  underground? 

A.  As  an  oflScer  of  a  local  coal  mining  company  I  was  in 
all  of  its  different  coal  mines,  five  or  six  in  number. 

Q.  Just  a  moment.  Were  you,  during  that  period,  under- 
ground in  connection  with  any  ore  mines  ? 

A.  I  do  not  remember  that  I  was,  during  those  nine  years. 
It  was  not  necessary ;  I  was  already  familiar  with  them. 

Q.  In  1901  do  you  now  recall  to  what  depth  they  were 
mining  ore  in  this  district? 

A.  No ;  I  could  not  tax  my  memory  with  it  now.  We  were 
down  below  sea  level,  however. 

Q.  You  do  not  recall  the  exact  depth  ? 

A.  No,  sir ;  I  do  not. 

Q.  You  mean  the  Tennessee  Company  was  ? 

A.  We  had  so  many  mines  that  it  was  impossible  for  me 
to  carry  those  details  in  mind. 

Q.  Though  you  had  some  familiarity  with  it,  that  was  not 
your  business ;  you  were  treasurer  of  the  company  and  had  a 
great  many  duties  as  an  executive  ofiieer  connected  with  the 

company  to  carry  out,  and  that  was  carried  out  by  others 

the  mining  operations  ? 

A.  I  was  the  first  vice-president  of  the  company,  and  the 
ranking  officer  living  in  the  State  of  Alabama,  to  whom  all 
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reports  came,  and  I  was  constantly  in  daily  and  hourly  touch 
with  those  who  were  immediately  directing  the  operations, 
seeing  all  of  the  reports  of  progress  rendered  hy  the  different 
superintendents,  and  keeping  thoroughly  in  touch  with  the 
conduct  of  the  business. 

Q.  Can  you  give  me  the  iron  output,  approximately,  of 
the  Tennessee  Company — I  mean  the  iron  ore  output,  approxi- 
mately— during  the  year  1900? 

A.  I  could  only  give  it  by  figuring  back,  knowing  what  the 
output  of  iron  was;  and  I  imagine  you  already  have  the  in- 
formation on  your  records. 

Q.  You  say  by  figuring  out? 

A.  By  figuring  back. 

Q.  If  you  knew  the  total  amount  of  iron,  you  could  give  it? 

A.  Yes. 

Q.  The  total  amount  of  iron  ore  taken  out,  you  mean? 

A.  At  that  time,  when  I  left  the  company  in  1901,  we  had 
seventeen  furnaces,  with  a  capacity  of  100,000  tons  a  month, 
say  1,200,000  tons  per  annum. 

Q.  That  is,  of  pig  iron? 

A.  Yes.  We  had  not  a  full,  adequate  market  for  it,  but 
that  was  our  capacity ;  and  it  would  have  taken  about  two  and 
three-quarter  tons  of  ore  to  the  ton  of  iron,  which  would  have 
made  about  3,300,000  tons  of  ore  per  annum,  if  those  furnaces 
had  all  been  running  to  capacity. 

Q.  About  what  capacity  were  you  running  to,  at  that  time  ? 

A.  That  is  impossible  for  me  to  say,  because  the  furnaces 
would  be  going  in  and  out,  so  many  of  them — seventeen  of 
them^ — in  accordance  with  the  condition  of  their  linings,  and 
repairs  necessary  upon  them,  and  so  on. 

Q.  You  could  not  form  any  general  estimate  of  the  per- 
centage they  were  running  for  the  year  1899  and  1900,  then? 

A.  No.  Years  ago  I  used  to  try  to  carry  all  such  statistical 
matter  in  my  head,  but  of  more  recent  years  I  strive  to  forget 
statistics,  and  simply  know  where  I  can  put  my  finger  on  them 
when  I  want  them. 

Q.  You  are  trusting  to  records,  now,  for  such  information? 

A.  Surely. 
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Q.  What  engineering  work  did  you  do  during  the  years 
1899  and  1900,  inclusive  ?  What  work  as  an  engineer  did  you 
do  during  1899-1900? 

A.  As  the  resident  head  of  the  company,  I  supervised  all 
of  the  engineering  work  that  was  being  done  by  other  officers 
of  the  company,  either  below  ground  or  above  it. 

Q.  ^Vhat  percentage  of  your  time  did  you  spend  under- 
ground during  the  year  1899-1900? 

A.  I  don't  know. 

Q.  Tour  time  was  largely  taken  up  with  general  supervi- 
sion ;  your  work  was  more  important.  Did  you  have  an  engi- 
neer for  your  company? 

A.  Certainly ;  and  a  very  good  one  too. 

Q.  Have  you  at  any  time  been  engineer  for  an  ore  com- 
pany!   If  so,  when? 

A.  I  have  never  been  employed  as  an  engineer,  but  always 
as  a  higher  executive  officer,  and  I  have  had  occasion  to  pass 
upon  their  work,  and  am  doing  so  up  to  the  present  time. 

Q.  As  a  higher  executive  officer? 

A.  Yes ;  and  criticizing  their  work,  as  I  did  only  two  days 
ago,  going  to  the  bottom  of  an  ore  slope  and  passing  upon  the 
work  done  by  my  engineer. 

Q.  You  know,  do  you  not,  that  during  the  years  1897  to 
1898  the  output  of  steel  was  greater  in  this  country  than  it 
had  been  during  any  previous  years  in  the  history  of  the 
country? 

A.  That  is  usually  so  in  each  year  successively. 

Q.  Suppose  we  take  the  year  1908:  Was  the  output  for 
1908  greater  than  it  was  in  1907? 

A.  I  decline  to  be  treated  as  an  encyclopedia  of  statistics. 

Q.  You  say  it  was  usually  so? 

A.  I  say  it  is  usually  so. 

Q.  Let  us  see.    In  1911  was  it  greater  than  it  was  in  1910? 

A.  I  do  not  know.  I  do  not  carry  the  tables  of  output  in 
my  head. 

Q.  In  1904  was  it  as  great  as  it  was  in  1902  ? 

A.  I  will  take  pleasure  in  bringing  you  the  printed  tables 
of  output  if  you  wish  for  them. 
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Q.  You  do  not  know,  do  yon? 

A.  I  do  not  carry  that  in  my  head.  Why  should  I,  when 
I  have  the  information  on  my  desk? 

Q.  Well,  we  have  it  too. 

A.  Very  well ;  then  do  not  ask  me. 

Q.  You  are  volunteering  statements  of  what  is  usual. 

A.  Perhaps  I  misunderstood  your  question.  I  understood 
your  question  to  be :  Was  the  production  greater  in  the  two 
years  which  you  mentioned  than  in  previous  years,  than  it 
had  been  in  any  previous  years  in  this  country,  and  upon  the 
principle  that  the  consumption  of  iron  and  steel  per  capitum 
is  constantly  growing,  I  simply  answered  intending  it  to  be 
a  general  answer,  that  the  production  and  consumption  were 
always  growing. 

Q.  Now,  in  1896  was  it  greater  than  it  was  in  1890  ? 

A.  I  do  not  carry  the  figures  in  my  head. 

Q.  In  1893  was  it  as  great  as  it  was  in  1890? 

A.  1893  was  a  panic  year,  and  1896  was  a  semi-panic  year 
on  account  of  the  financial  troubles. 

Q.  In  1909  was  it  as  great  as  it  was  in  1907? 

A.  If  you  have  the  information  in  the  record  I  do  not 
see  why  you  ask  me.  I  have  answered  a  half  a  dozen  times 
that  I  do  not  carry  the  tables  in  my  head. 

Q.  Now,  during  the  years  1890  to  1912  inclusive  can  you 
state,  as  a  matter  of  fact,  that  there  has  been  the  slightest 
uniformity  from  year  to  year  of  increase  in  the  output  of 
steel? 

A.  In  a  general  way  there  has.  The  consumption  of  iron 
per  capitum  for  the  past  thirty  or  forty  years  has  come  very 
near  to  doubling  itself  each  successive  decade. 

Q.  Yes ;  while  as  a  general  proposition  there  is  a  general 
increase  with  the  growth  of  the  country,  is  it  not  a  fact  that 
there  are  decided  fluctuations  as,  for  example,  the  year  1893, 
the  production  may  have  been  decidedly  less  than  1890 ;  and  in 
the  year  1896,  so  far  as  you  know,  it  may  have  been  decidedly 
less  than  it  was  in  1895;  and  in  the  year  1904  it  may  have 
been  decidedly  less  than  it  was  in  1902;  and  in  the  year  1908 
it  may  have  been,  for  aught  you  know,  decidedly  less  than  it 
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was  in  1906  and  1907 ;  and  in  the  year  1911  it  may  have  T)een 
decidedly  less  than  it  was  in  the  year  1910,  for  aught  you 
know;  is  not  that  correct? 

A.  Such  mutations  are  not  at  all  inconsistent  with  the 
general  law  of  development  and  increase. 

Q.  Now,  will  you  name  any  year  other  than  the  year  1898, 
ia  which  the  output  was  greater  for  that  year  than  for  any 
previous  year,  if  you  know? 

A.  I  do  not  carry  the  tables  in  my  head,  and  I  will  not 
make  any  guess  answers. 

Q.  Well,  is  it  a  fact  that  taking  any  given  year  it  is  gen- 
erally greater  than  any  previous  year! 

A.  It  is. 

Q.  Take  the  year  1911;  was  it  greater  than  any  previous 
year? 

A.  I  do  not  carry  the  output  for  1911  in  my  head. 

Q.  Take  1904;  was  it  greater  than  for  any  previous  year? 

A.  The  same  answer. 

Q.  Take  1908;  was  it  greater  than  any  previous  year? 

A.  The  same  answer. 

Q.  And  the  year  1893;  was  it  greater  than  any  previous 
year? 

A.  The  same  answer. 

Q.  Take  1896;  was  it  greater  than  any  previous  year? 

A.  The  same  answer. 

Q.  What  kind  of  pig  iron  were  you  manufacturing  in  this 
district  in  1898? 

A.  In  1898  we  were  making  two  classes,  foundry  iron  and 
basic. 

Q.  You  spoke  of  what  you  sold  your  pig  iron  for  in  1898, 
export,  or  at  least  on  one  or  two  export  shipments;  can  you 
give  the  price  that  you  sold  your  pig  iron  for  in  the  domestic 
market  ? 

A.  I  stated  only  one  price  for  domestic  sale,  which  was 
5,000  tons  of  2  Foundry,  at  $6.25. 

Q.  That  was  1896,  was  it  not? 

A.  Yes. 

Q.  In  1898;  can  you  give  the  different  prices  that  you 
charged  for  pig  iron  during  1898  ? 
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A.  No,  I  do  not  carry  that  in  my  head. 

Q.  Yon  do  not  know  whether  the  price  had  very  materially 
advanced  or  not,  do  you? 

A.  It  could  not  have  advanced  very  materially,  because 
we  were  compelled  to  ship  nearly  100,000  tons  of  iron  in  1897 
abroad  for  lack  of  ability  to  market  it  in  this  country,  and  we 
were  certainly  selling  through  1897  as  cheaply  as  was  neces- 
sary to  get  all  the  business  in  sight. 

Q.  Do  you  know  whether  your  output,  taking  your  own 
company,  whether  your  output  was  as  great  in  1897  as  it  was 
in  1896? 

A.  I  don't  remember  the  figures. 

Q.  Do  you  know  whether  it  was  greater  in  1896  than  it  was 
in  1897? 

A.  I  don't  remember. 

Q.  You  remember  neither  the  price  nor  the  output  for 
those  years,  do  you? 

A.  No,  sir. 

Q.  And  you  of  course  do  not  remember  either  the  output 
or  the  prices  of  the  country  as  a  whole  with  respect  to  steel 
during  those  years,  do  you? 

A.  I  do  not. 

Q.  Y/hat  was  the  total  amount  of  tonnage  that  you  ex- 
ported from  the  Tennessee  Coal,  Iron  &  Railroad  Company 
during  the  period  1896  to  1900,  inclusive,  if  you  know? 

A.  From  1896  to  1900? 

Q.  Yes,  inclusive;  your  annual  export  of  pig  iron? 

A.  In  1897  my  recollection  is  that  we  exported  about  100,- 
000  tons. 

Q.  Is  that  the  only  year  you  recollect  anything  about  it? 

A.  In  1898  the  market  began  to  improve  and  our  export 
shipments  dropped  off,  and  in  1899  we  began  to  turn  our  iron 
into  the  steel  works,  and  in  1900  into  the  steel  works. 

Q.  Now,  did  you,  as  an  officer  of  the  company,  have  any- 
thing to  do  with  the  question  whether  it  should  pay  dividends 
during  the  period  from  1899  to  1901,  of  the  Tennessee  Coal, 
Iron  &  Eailroad  Company? 

A.  I  had  this  much  to  do  with  it,  that  I  protested  in  writ- 
ing to  the  Chairman  of  the  Executive  Cormnittee  against  the 
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pajTnent  of  any  other  dividend,  the  first  one  having  been  paid 
while  I  -was  in  Europe  and  without  my  knowledge. 

Q.  Where  is  that  protest? 

A.  You  will  have  to  ask  the  gentleman  who  received  it. 
Well,  you  can  not  ask  him,  because  he  is  dead.  That  was  Mr. 
James  T.  Woodward,  the  president  of  the  Hanover  National 
Bank  of  New  York,  who  subsequently  died. 

Q.  Were  you  a  director  of  the  Tennessee  Company  at  any 
time? 

A.  I  was,  I  think;  I  feel  sure  of  it. 

Q.  Did  you  make  that  protest  to  the  public,  so  that  the 
public  knew  about  the  condition  of  the  company  as  to  paying 
dividends,  or  did  you  keep  that  to  yourself  and  your  fellow 
officers  ? 

A.  Well,  I  think  it  was  rather  kept  to  ourselves  for  a 
pretty  good  reason,  that 


Q.   (Interposing)  Did  the  other  officers 

Mk.  Reed:  I  do  not  think  Mr.  Bowron  had  finished;  had 
you,  Mr.  Bowron? 

The  Witness:  No.  I  do  not  know  how  far  Mr.  Colton 
would  like  me  to  expand  my  answer. 

By  Mb.  Colton: 

Q.  You  answered  my  question — unless  you  want  to  make 
some  explanation. 

A.  I  am  simply  answering  questions  as  well  as  I  can,  when 
you  do  not  call  on  me  for  statistics. 

Q.  Now,  who  were  the  different  men  in  the  Tennessee 
Company  that  had  to  do  with  the  paying  of  dividends  by  that 
company  during  that  period?  Name  them,  name  the  officers 
of  the  company,  and  the  directors. 

A.  The  officers  of  the  company  had  nothing  at  all  to  do 
with  it.  The  officers  were  Nat  Baxter,  Jr.,  president,  of  Nash- 
ville; myself,  first  vice-president;  A.  M.  Shook,  second  vice- 
president  ;  G.  B.  McCormick,  general  manager. 

Q.  Were  any  of  those  officers  directors  of  the  company? 

A.  Mr.  Baxter  and  Mr.  Shook  were,  as  well  as  myself. 

Q.  Do  you  now  recall  how  those  gentlemen  voted  on  the 
question  of  paying  dividends? 
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A.  They  did  not  vote,  because  the  meetings  were  not  held 
down  here  in  the  South,  where  we  were  attending  to  the  busi- 
ness ;  the  meetings  were  held  in  New  York. 

Q.  And  none  of  the  officers  up  there,  or  directors  in  New 
Yorlc 

Me.  Ebbd  :  You  cut  him  off  in  the  middle  of  his  answer. 

The  Witness:  (Continuing)  Whatever  action  was  taken 
was  taken  by  the  executive  committee  of  the  directors  of  the 
company  at  its  meeting  held  in  New  York  City. 

By  Mb.  Colton: 

Q.  Who  kept  the  books  of  the  company?  Who  was  the 
responsible  officer  for  keeping  the  books  of  the  company? 

A.  The  general  books  of  account? 

Q.  Yes,  the  general  books  of  account;  that  is,  those  that 
would  show  in  regard  to  the  question  as  to  whether  dividends 
should  be  paid  or  not.  Who  was  the  responsible  officer,  the 
head  officer,  who  had  charge  of  that  class  of  work? 

A.  In  a  general  way,  I  think  I  was,  more  than  anybody 
else. 

Q.  And  the  books  of  the  company  showed  a  dividend 
earned,  did  they  not? 

A.  According  to  the  method  in  which  they  were  kept,  un- 
der the  instructions  of  my  president,  they  did  show  on  the 
face,  as  a  matter  of  book  value,  that  the  money  had  been 
earned. 

Q.  And  those  were  the  books  upon  which  the  directors  of 
the  company  acted  when  declaring  the  dividend,  were  they 
not? 

A.  No,  the  directors  of  the  company  in  New  York  did  not 
know  whether  there  were  any  books;  they  never  saw  them; 
they  took  what  you  would  call  the  hearsay  evidence  of  my 
say-so,  of  the  statements  I  had  prepared  of  what  earnings 
we  had  made  and  what  money  we  had. 

Q.  And  they  took  your  word  for  it? 

A.  Until  it  came  to  the  payment  of  dividends,  and  then 
they  ignored  my  protest. 

Q.  But  you  made  reports  from  your  books  to  them,  didn't 
you? 


10442  JAMES   BOWKON. 

A.  I  did. 

Q.  And  you  showed  what  your  books  showed? 

A.  I  requested  authority  again  and  again,  and  a^aia  and 
again  to  write  off  from  the  alleged  profit  and  loss  balance  the 
sums  that  were  necessary  to  apply  in  depreciation  of  worn 
out  plant  and  exhausted  mines,  and  they  never  would  allow 
me  to  write  them  off,  for  years. 

Q.  And  your  superiors  disagreed  with  you  as  to  the 
method  of  writing  off  depreciation,  did  they  not? 

A.  They  apparently  wanted  to  hold  a  large  undistributed 
profit  and  loss  balance  on  the  books,  which  I  knew  could  not 
be  divided,  because  the  money  was  not  physically  in  existence. 
We  had  not  got  it  to  pay  the  dividends  with. 

Q.  And  yet  you  continued  to  keep  the  books  so  as  to  show 
a  dividend  earned,  under  the  system;  is  that  correct? 

A.  I  continued  to  keep  the  books,  under  protest,  showing 
accurately,  as  well  as  was  possible,  what  we  were  earning 
and  what  we  had  got. 

Q.  And  under  the  system  it  showed  a  dividend  earned? 

A.  But  not  available,  because  the  books  showed  that  we 
had  not  got  the  cash  on  hand  out  of  which  dividends  could 
be  paid. 

Q.  You  were,  during  that  period,  paying  for  various  im- 
provements ? 

A.  We  were,  and  we  needed  the  money  to  make  them. 

Q.  And  there  is  a  question  always  arising  in  paying  for 
improvements,  as  to  how  far  improvements  shall  be  paid  for 
out  of  cash  on  hand ;  is  that  not  a  fact,  and  how  far  they  shall 
count  as  new  capital,  the  same  as  if  new  capital  had  been  put 
into  the  business? 

A.  That  was  not  the  case  with  the  Tennessee  Coal,  Iron 
&  Eailroad  Company. 

Q.  I  ask  that  question;  I  would  like,  first,  an  answer  to 
the  question,  and  then  you  can  make  any  explanation  you 
like.    Read  the  question. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness:  Improvements  must  necessarily,  in  every 
ease,  be  paid  out  of  cash  on  hand,  for  otherwise  they  could 
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not  be  paid  for  at  all ;  but  as  to  how  that  cash  should  be  pro- 
vided, whether  from  the  current  earnings  or  from  the  sale  of 
new  securities,  is  a  moot  point  to  come  up  in  every  separate 
corporation. 

By  Mk.  Coltok: 

Q.  And  is  a  matter  of  judgment  upon  which  different  par- 
ties might  differ  at  different  times ;  is  not  that  true  ? 

A.  That  is  not  true  in  this  case. 

Q.  I  am  asking  you  generally. 

Me.  Eeed  :  He  has  answered  generally  that  it  is  not  true. 

The  Witness:  It  is  not  true  in  this  case;  it  was  not  a 
matter  of  judgment  at  all ;  it  was  a  matter  of  stem  facts,  be- 
cause I  had  to  go  out  and  borrow  the  money  to  pay  the  divi- 
dend which  they  declared  over  my  protest. 

By  Me.  Colton: 

Q.  But  you  were  making  improvements  all  this  time,  were 
you  not? 

A.  And  needed  the  money  for  that  particular  purpose, 
and  so  pointed  out  in  my  letter  to  the  chairman  of  the  execu- 
tive committee. 

Q.  You  were  earning  money  during  that  period,  were  you 
not? 

A.  We  were;  out  of  our  coal  mines,  chiefly. 

Q.  But  you  were  earning  money,  wherever  you  were  earn- 
ing it  from? 

A.  Yes,  and  needing  it. 

Q.  You  have  not  answered  my  question  as  to  who  were 
the  directors  in  that  company  yet.    Maybe  I  interrupted  you. 

A.  I  would  have  to  tax  my  memory,  and  I  hate  to  do  it 
when  I  know  that  you  have  already  got  it  in  the  record. 

Q.  I  would  like  to  get  your  memory,  so  far  as  you  have 
it ;  I  do  not  know  whether  you  know  more  about  what  is  in  the 
record  than  I  do. 

A.  No ;  I  was  only  suggesting. 

Me.  Eeed  :  I  do  not  think  it  is  necessary  to  be  so  very  un- 
complimentary to  Mr.  Bowron.  He  may  not  have  meant  the 
record  in  this  law  suit.    There  are  other  records. 
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By  Me.  Colton  : 

Q.  I  thought  you  were  referring  to  the  record  in  this  law 
suit;  were  you  not? 

A.  I  had  supposed  that  probably  the  copies  of  my  printed 
annual  reports  giving  those  names  had  already  been  filed  in 
this  proceeding. 

Q.  I  do  not  know  whether  they  have  or  not;  all  I  want 
you  to  do  is  to  name  the  directors  so  far  as  you  remember 
them. 

A.  It  is  very  difficult  for  me,  there  were  so  many  and  they 
changed  so  much,  but  I  will  try.  Let  me  see.  There  was 
James  T.  Woodward,  Cord  Meyer,  Albert  B.  Boardman 

Q.  A  reputable  lawyer  in  New  York,  is  he  not? 

A.  He  is  a  very  splendid  fellow.  I  have  the  warmest  re- 
gard for  him.    And  B.  F.  Tracy,  W.  S.  Gumee,  G.  B.  Schley. 

Me.  Eeed:  A  reputable  broker  in  New  York,  is  he  not! 

The  Witness  :  Of  the  firm  of  Moore  &  Schley. 

By  Me.  Colton  : 

Q.  O.  H.  Payne? 

A.  I  cannot  remember  whether  he  was  on  the  board  at 
that  time  or  not ;  I  do  not  think  he  was  on  for  more  than  about 
a  year;  he  might  have  been,  but  I  would  not  be  sure  of  it. 
That  would  make  seven ;  and  Baxter,  Shook  and  myself,  hving 
down  in  the  South,  would  make  ten;  John  J.  McComb,  of 
Dobbs  Ferry,  would  be  11.  That  is  about  all  I  can  remember 
now. 

Q.  Can  you  name  any  of  those  men  that  were  not  reput- 
able, honest  men?    If  so,  state  which  ones? 

A.  They  were  tip-top  men  of  first-class  character,  and  if 
they  had  known  as  much  about  the  company's  finances  as  I 
did  they  would  never  have  paid  that  dividend. 

Q.  That  is  your  opinion  as  to  that,  as  to  your  relative 
judgments  ? 

A.  You  asked  me  for  my  opinion  as  to  their  character 
and  I  gave  it  to  you. 

Me.  Colton  :  I  object  to  the  statement  as  volunteered  and 
not  in  answer  to  the  question. 

(Whereupon  a  recess  was  taken  until  two  o'clock  p.  m.) 
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AFTER   RECESS. 

JAMES  BOWRON, 

the  "witness  under  examination  at  the  taking  of  recess,  re- 
sumed the  stand. 

CROSS  EXAMINATION  (Continued) 

By  Me.  Colton: 

Q.  Were  you  present  when  Mr.  Smith  suggested  that  the 
Tennessee  Coal,  Iron  &  Railroad  Company  should  go  into  the 
steel  business? 

A.  I  think  I  was  present  during  a  part  of  the  interview, 
which  lasted  two  or  three  hours. 

Q.  Then  you  have  no  personal  knowledge  of  what  was 
said? 

A.  The  balance  of  it  was  discussed  with  me  immediately 
thereupon  by  Mr.  Baxter,  and  the  conversation  between  us 
continued  thereafter  in  Mr.  Smith's  presence. 

Q.  The  general  effect  was  that  it  was  of  great  advantage 
to  go  into  the  steel  business  ? 

A.  That  it  was  absolutely  essential,  in  Mr.  Smith's  opin- 
ion; that  this  district  was  broken  unless  it  could  produce  steel. 

Q.  Do  you  know  as  to  the  extent  to  which  the  district 
continued  to  produce  pig  iron  and  to  sell  the  same,  and  to  in- 
crease its  sales  thereafter? 

A.  I  know  that  one-half  the  blast  furnaces  in  Alabama 
have  failed  in  business  in  their  efforts  to  produce  pig  iron  and 
sell  it  and  sustain  themselves. 

Q.  One-half  the  furnaces  in  Alabama?  Can  you  give  the 
location  of  those  furnaces  that  you  know  of  that  have  failed? 

A.  Yes ;  I  think  I  can  tell  you  probably  all  of  them.  One 
at  Bethel. 

Q.  How  far  is  that  from  here?  Give  the  distance  from 
Birmingham. 

A.  109  miles.  One  at  Gadsden,  and  later  on  the  same  plant, 
with  another  furnace  built  in  the  meantime,  failed  again. 

Q.  You  count  that  as  two? 
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A.  That  is  two  separate  companies  failing,  althougli  at 
the  same  point.    One  at  Talladega. 

Q.  How  far  is  that  from  here?  Just  give  the  distance 
from  Birmingham. 

A.  Probably  60  miles.  Two  at  Anniston,  40  miles  from 
here.  Those  furnaces  have  failed  either  twice  or  three  times, 
under  different  control.  Three  at  Sheffield,  say  100  miles 
from  Birmingham.  Those  furnaces  have  failed  twice,  I  think; 
once  that  I  know  of,  and  I  think  they  failed  a  second  time, 
when  they  went  out  of  business. 

Another  at  Florence,  about  100  miles  away.  Another  right 
here  in  Birmingham. 

Q.  What  was  that? 

A.  The  Williamson  furnace.  Two  at  Ironton,  about  60 
miles  away.  Another  one  about  30  miles  from  Bimoingham — 
I  forget  the  name  of  the  place — doWn  on  the  Alabama  Great 
Southern  Railway,  near  Woodstock. 

Another  one  at  Brierfield,  about  60  miles.  Another  one — 
I  would  not  say  that  it  failed,  because  it  paid  its  creditors,  but 
it  was  not  prosperous,  so  that  it  quit  business  and  was  pulled 
down,  in  Birmingham. 

Q.  What  was  that? 

A.  The  Mary  Pratt,  in  Birmingham.  I  think  another  one 
failed  in  the  vicinity  of  Eome.  Perhaps  I  should  not  count 
that,  as  that  is  over  the  Alabama  line,  into  Georgia ;  just  over 
the  line. 

Then  at  Trussville;  that  furnace  failed  twice,  under  dif- 
ferent ownerships. 

Q.  What  were  they? 

A.  The  first  ownership  was  R.  D.  Smith  &  Company.  The 
second  ownership  was  the  Southern  Steel  Company. 

Q.  How  far  is  that  from  here? 

A.  Twelve  miles.     The  Alabama  City  furnace,  59  miles 
away.    There  are  others  that  have  been  controlled  from  Birm- 
ingham that  have  failed,  but  outside  of  the  limits  of  the  State 
just  across  the  borders,  such  as  Chattanooga  and  Eising 
Fawn,  drawing  their  ore  supply  from  Alabama. 

Q.  How  far  away?    Located  at  what  distance  from  here' 

A.  Which? 
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Q.  Those  you  have  just  mentioned  in  Tennessee. 

A.  The  Chattanooga  furnace — there  were  two  furnaces 
there,  one  of  which  has  worn  itself  out,  and  the  owners  do 
not  think  it  worth  while  to  rebuild  it,  so  that  it  has  become 
obsolete  and  useless,  and  the  other  one  of  which  has  failed,  to 
my  knowledge,  three  times,  under  different  ownerships,  draw- 
ing its  supplies  of  ore  largely  from  Alabama. 

The  Eising  Fawn  furnace,  which  is  across  the  Alabama 
state  line,  about  115  miles  from  Birmingham,  has  failed  at 
least  twice,  in  my  knowledge,  under  different  ownerships.  I 
do  not  remember  the  circumstances  incident  to  the  closing 
down  of  the  Vanderbilt  furnace  before  that  was  bought  again 
and  rehabilitated ;  I  do  not  remember  whether  they  failed  or 
not.  At  all  events,  the  enterprise  was  not  sufficiently  lucra- 
tive for  them  to  remain  in  business. 

Q.  Where  was  that? 

A.  In  North  Birmingham,  or  in  northeast  Birmingham. 

Q.  Is  that  all  you  recall? 

A.  At  the  moment  it  is,  and  I  think  it  is  plenty. 

Q.  How  far  is  that  last  furnace  you  named  from  the  center 
of  the  town? 

A.  From  the  center  of  the  town? 

Q.-Yes. 

A.  About  five  miles. 

Q.  Is  it  in  operation  now? 

A.  Yes. 

Q.  How  long  has  it  been  built? 

A.  Oh,  I  imagine  about  twenty  years. 

Q.  And  it  was  rebuilt? 

A.  It  has  been  rebuilt  within  the  past  seven  or  eight 
years. 

Q.  When  did  it  fail? 

A.  I  did  not  say  that  it  failed ;  I  said  I  did  not  remember 
definitely  the  circumstances  under  which  it  went  out  of  busi- 
ness. 

Q.  Taking  the  Williamson  furnace ;  how  long  was  that  fur- 
nace in  business  before  its  failure  took  place? 


10448  JAMES  BOWEON. 

A.  It  was  in  business  a  good  many  years,  probably  fifteen 
to  twenty  years. 

Q.  The  furnace  had  been  used  pretty  well  during  those 

years,  had  it  not? 

A.  Yes. 

Q.  What  part  of  Birmingham  is  that  located  in? 

A.  Eight  in  the  very  center. 

Q.  Is  there  any  furnace  being  operated  near  that  furnace 
now,  or  where  that  furnace  was? 

A.  The  Alice  furnace,  within  three  or  four  city  blocks  of 
it. 

Q.  Owned  by  the  same  parties? 

A.  Owned  by  the  Tennessee  Coal,  Iron  &  Railroad  Com- 
pany. 

Q.  When  was  that  property  acquired  by  the  Tennessee 
Coal,  Iron  &  Eailroad  Company? 

A.  On  the  1st  of  October,  1886. 

Q.  When  did  the  Mary  Pratt  furnace  fail? 

A.  For  the  same  reason  that  a  good  many  others  did. 

Q.  I  didn't  say  "why";  I  said  "when." 

A.  Oh,  I  think  twenty  years  ago. 

Q.  Where  was  that  located? 

A.  About  Woodlawn ;  between  Woodlawn  and  the  next  ad- 
jacent suburb  going  out  on  the  Southern  Eailway,  about  four 
miles  from  here. 

Q.  How  long  was  that  operated  before  it  failed? 

A.  I  should  imagine,  from  memory,  approximately  ten 
years. 

Q.  What  was  its  output? 

A.  I  don't  know. 

Q.  What  occasion  did  you  have  to  know  of  its  failure? 

A.  The  fact  that  I  saw  it  go  out  of  business,  and  pulled 
down  and  dismantled. 

Q.  It  was  pulled  down  and  dismantled,  and  you  assume 
that  it  failed,  from  that? 

A.  It  is  a  pretty  good  assumption  that  when  a  man  puts 
$500,000  into  a  blast  furnace,  and  pulls  it  to  pieces,  it  is 
because  he  can  not  make  anv  money  out  of  it. 
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Q.  It  depends  a  little  on  how  long  it  bas  been  operated, 
does  it  not? 

A.  No,  not  if  it  is  properly  operated,  by  a  concern  having 
adequate  capital,  because  then  it  would  be  kept  in  good  order 
and  repair. 

Q.  Don't  they  ever  put  a  new  furnace  into  the  same  place 
where  the  preceding  one  was? 

A.  No,  it  is  not  worth  while  to  move  them ;  you  can  not  get 
ten  per  cent,  salvage  out  of  them. 

Q,  I  asked  if  they  do  not  put  a  new  furnace  in  there,  put 
it  in  the  place  where  the  old  furnace  was. 

A.  That  is  the  advantage  of  the  Steel  Corporation  doing 
that;  they  have  put  in  new  furnaces. 

Q.  They  have  put  in  a  good  many  new  furnaces? 

A.  They  have  rebuilt  a  good  many  of  the  old  ones. 

Q.  Now,  practically  all  these  furnaces  you  have  named 
were  located  at  a  greater  distance  from  Birmingham  than 
thirty  miles,  were  they  not? 

A.  A  majority  of  them,  yes. 

Q.  Now,  you  spoke  of  a  great  slump  in  the  prices  of  steel 
products  in  1900.  Will  you  give  the  different  products  to 
which  that  slump  applied,  as  near  as  you  can  recollect  ? 

A.  I  think  it  applied  to  all  of  them;  it  was  precipitated 
by  a  cut  of  at  least  six  dollars  a  ton  in  the  price  of  wire  nails. 

Q.  "Wasn't  it  twenty  dollars  a  ton? 

A.  I  have  forgotten;  I  was  traveling.  When  that  took 
place  I  was  in  Sweden,  undertaking  to  sell  steel  rails  for  the 
Tennessee  Company,  so  that  I  was  not  in  close  touch  with  it. 

Q.  Now,  don 't  you  know,  as  a  matter  of  fact,  that  although 
there  was  a  great  slump  in  the  prices  before  the  organiza- 
tion of  the  United  States  Steel  Corporation,  at  or  about  the 
time  of  the  organization  of  the  Steel  Corporation,  there  had 
been  a  great  rise  in  the  prices  of  steel  products  generally? 

A.  I  do  not  remember  what  year  the  Steel  Corporation 
was  formed. 

Q.  It  was  formed  in  April,  1901 ;  we  will  take  that  as  the 
time.    Were  you  familiar  with  the  prices  in  April,  1901  ? 

A.  In  a  general  way  I  was ;  I  was  very  familiar  with  them 
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at  that  time  because  I  was  in  active  service  "witli  the  com- 
pany until  the  1st  of  May,  1901. 

Q.  But  you  do  not  now  recall  the  extent  to  which  the  prices 
of  steel  products  rose  before  May,  the  time  that  you  left  the 
Tennessee  Company? 

A.  No;  each  succeeding  year  the  existing  conditions  are 
so  much  more  iuteresting  that  I  allow  the  present  to  crowd 
out  memories  of  the  past,  so  far  as  statistics  are  concerned. 

Q.  So  you  would  not  undertake  to  testify  ia  regard  to 
prices  during  1900  and  1901,  one  way  or  the  other,  would 
you? 

A.  I  would  not  without  refreshing  my  memory  by  access 
to  the  tables  of  prices. 

Q.  What  tables  do  you  mean? 

A.  "We  have  such  tables  available  for  instantaneous  refer- 
ence in  my  office  and  all  other  iron  and  steel  works  offices. 

Q.  What  tables  are  those? 

A.  Published  by  such  publications  as  the  Iron  Age,  the 
Iron  Trade  Review,  the  Metal  Market,  and  publications  of 
that  sort. 

Q.  And  you  would  refresh  your  memory  as  to  prices  from 
such  tables? 

A.  In  case  of  need.  yes.  I  have  such  charts  hanging  on 
the  wall  in  my  office,  so  that  I  can  turn  instantly  to  them,  with- 
out burdeniag  my  mind  with  the  figures. 

Q.  Up  to  the  time  you  left  the  Tennessee  Company,  it 
manufactured  and  sold  what  steel  products? 

A.  It  was  not  manufacturing  any  steel  products,  other 
than  billets,  bars  and  plates,  and  a  few  angles. 

Q.  You  sold  some  rails,  however,  in  anticipation  of  the 
mill  that  they  were  putting  up  ? 

A.  I  did  not  sell  any.  I  was  laying  the  ground  for  the 
future  sale  of  them. 

Q.  What  do  you  mean  by  that? 

A.  I  mean  that  I  was  working  up  trade  all  over  Europe 
for  the  disposal  of  our  products,  and  taking  orders  for  some 
products  in  advance  of  our  making  them,  and  I  was  talking 
to  the  persons  in  authority  in  regard  to  the  quality  of  rails 
that  we  hoped  to  make. 
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Q.  What  was  the  annual  capacity  of  the  billet  mill  of  the 
Tennessee  Company  at  the  time  yon  left? 

A.  When  I  left  the  company  we  were  not  able  to  get  more 
than  300  tons  a  day,  which  would  be  90,000  tons  a  year. 

Q.  Had  the  mill  been  worked  up  to  its  full  capacity  at  that 
time? 

A.  No,  it  had  not.  We  were  sorely  dificient  in  heating 
capacity.    We  had  no  soaking  pits. 

Q.  Between  May,  1901,  and  August  6,  1910,  you  were  not 
engaged  in  the  steel  business,  were  you? 

A.  No. 

Q.  You  were  connected  with  a  foundry  company? 

A.  I  was  the  vice-president  of  a  large  foundry,  and  the 
chairman  of  one  of  oiir  largest  banks,  and  in  other  ways  ac- 
tively associated  with  the  business  affairs  of  the  district. 

Q.  This    foundry  company:  did  it  purchase  pig  iron? 

A.  Yes. 

Q.  Were  you  the  purchaser  of  the  pig  iron?  Were  you 
the  purchasing  agent? 

A.  I  was  not. 

Q.  Did  you  have  anything  especially  to  do  with  the  pur- 
chasing, one  way  or  the  other? 

A.  I  was  the  vice-president  of  it,  and  as  such,  visiting  the 
plants  at  least  twice  a  week,  my  advice  was  sought  and  acted 
upon  in  the  matters  of  the  purchase  of  pig  iron  and  I  said 
when  it  should  be  bought,  and  advised  the  president,  who  de- 
ferred to  my  judgment  in  that,  as  one  having  special  know- 
ledge of  it. 

Q.  What  tonnage  of  pig  iron  did  that  company  use  annu- 
ally? 

A.  We  used  not  less  than  45,000  tons  a  year. 

Q.  How  many  years  were  you  connected  with  that  com- 
pany? 

A.  From  the  day  it  started  until  the  day  it  ended 

Q.  I  do  not  know  either  of  those  dates.    What  were  they? 

A.  I  had  not  quite  finished.    From  1899  to  1911,  inclusive. 

Q.  What  happened  to  the  Southern  Steel  Company  August 
6,  1910? 

A.  On  August  1,  1910 ■ 
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Q.  August  6th,  I  have  it  here.    I  may  be  wrong. 

A.  August  1,  1910,  I  was  appointed  receiver  in  bank- 
ruptcy. 

Q.  When  you  were  appointed  receiver  on  August  1,  1910, 
what  blast  furnaces  were  actually  in  operation,  of  that  com- 
pany? 

A.  August  1,  1910,  one  at  Alabama  City. 

Q.  One  furnace  at  Alabama  City?  What  was  the  capaxj- 
ity  of  that  furnace? 

A.  About  90,000  tons. 

Q.  What  was  its  daily  capacity? 

A.  250  tons. 

Q.  Where  did  you  use  the  pig  iron  made  by  that  furnace  ? 

A.  In  our  open  hearth  steel  works. 

Q.  ^\Tiat  was  the  maximum  output  of  that  furnace  at  any 
time  during  the  years  1910  to  date? 

A.  287  tons. 

Q.  287  tons  is  the  maximum  which  you  got  for  any  one  day? 

A.  Yes. 

Q.  Now,  the  pig  iron  capacity :  there  were  ten  furnaces  ? 

A.  Six. 

Q.  50-ton  furnaces? 

A.  Bated  50  tons. 

Q.  Rated  50  tons?  What  was  the  maximum  daily  output 
of  the  open  hearth  plant? 

A.  The  output  is  not  strictly  contemporaneous  with  the 
day,  the  heats  coming  off 

Q.  Give  it  annually,  then. 

A.  We  have  got  as  much  as  340  tons  in  one  day  from  our 
three  furnaces,  which  is  the  greatest  number  that  we  have 
ever  had  in  operation  during  my  tenure  of  ofl&ce. 

Q.  Three  furnaces  is  the  greatest  number  you  have  had 
in  operation? 

A.  Yes. 

Q.  Do  you  know  what  your  maximmn  annual  output  has 
been  for  any  year  in  ingots? 

A.  I  can  give  it  to  you  in  a  moment,  if  you  wiU  wait  imtil 
I  add  it  up. 

In  1910,  23,058  tons. 
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In  1911,  65,001  tons. 

In  1912,  79,874  tons. 

In  1913  I  have  not  yet  got  the  December  figures,  and  I 
shall  have  to  estimate  them. 

Q.  Suppose  you  give  it  for  the  other  eleven  months,  and 
then  give  your  estimate  for  December. 

A.  103,085  tons  for  the  eleven  months,  and  I  estimate 
5,000  tons  for  December,  because  we  shut  down  during  the, 
month. 

Q.  About  108,000  tons  for  the  year? 

A.  Yes. 

Q.  During  the  year  1910  evidently  the  works  ran  at  a  very 
low  portion  of  its  capacity? 

A.  They  shut  down  for  want  of  money,  before  I  entered 
the  service  of  the  Company;  and  when  I  assumed  office  I 
found  the  steel  works  closed. 

Q.  Although  that  was  a  very  prosperous  year  in  the  steel 
business  generally,  was  it  not,  1910? 

A.  The  spring  had  been,  but  conditions  changed  and 
tapered  off  very  rapidly. 

Q.  Don't  you  know  that  the  year  1910  was  the  year  of 
largest  output,  with  the  possible  exception  of  1907,  up  to  that 
time? 

A.  I  know  that  the  prices  of  iron  and  steel  in  the  autumn 
of  1909 

Q.  (Interposing)  I  asked  you  about  output;  now  you  are 
just  volunteering  where  you  speak  of  prices. 

Me.  Eeed:  You  asked  about  prosperity  first. 

Mb,.  Colton  :  No ;  I  asked  about  output. 

(The  last  question  was  repeated  by  the  stenographer.) 

Me.  Colton  :  My  question  was  addressed  to  output. 

Me.  Eeed:  What  was  the  question  before  that? 

(The  preceding  question  was  repeated  by  the  steno- 
grapher.) 

Me.  Colton  :  That  was  not  the  question  he  was  asked. 

Me.  Reed:  It  is  not  so  reprehensible  for  a  witness  to  an- 
swer a  question  that  you  interfered  with. 
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Mb.  Colton  :  I  did  not  interfere  with  it. 

The  Witness:  As  I  have  previously  stated,  I  do  not  at- 
tempt to  carry  the  figures  of  output  for  any  of  the  years  in 
my  head. 

By  Mb.  Colton  : 

Q.  And  you  would  not  hazard  an  opinion  even  on  the 
question  as  to  whether  the  year  1910  was  a  year  of  very  large 
output? 

A.  No,  because  it  would  be  hearsay  and  secondary  evi- 
dence. 

Q.  And  the  same  would  be  true  of  the  year  1911,  so  far 
as  your  knowledge  goes? 

A.  I  do  not  carry  in  my  head  the  figures  of  anybody  else's 
output  except  my  own.  It  is  as  much  as  I  can  do  to  carry  my 
own  figures  in  my  head. 

Q.  As  a  matter  of  fact  you  do  not  carry  those  in  your 
head;  you  got  those  from  your  records — ^perfectly  properly 
so,  but  is  it  not  a  fact? 

A.  It  is  not  far  removed,  seeing  it  is  in  my  pocket. 

Q.  You  do  not  carry  it  in  your  head ;  you  carry  it  in  your 
pocket. 

A.  It  is  in  corpora  vili  in  either  case. 

Q.  You  refused  to  be  charged  with  one  furnace  and  re- 
pudiated another — I  may  not  be  quoting  you  exactly,  but  that 
is  my  recollection — I  suppose  you  did  that  because  you  did 
not  consider  them  advantageous  to  your  company? 

A.  I  did  not,  and  therefore  took  steps  to  dissociate  them 
from  the  body  of  the  property  with  which  I  was  charged. 

Q.  Now  I  notice  that  your  rod  mill  capacity  was  120,000 
per  annum.  When  did  it  first  become  120,000  tons  per  an- 
num? 

A.  The  physical  capacity  of  the  plant  became  what  it  is 
when  it  was  built. 

Q.  In  what  year  was  that;  that  is,  if  you  know;  I  do  not 
care  for  your  hearsay  knowledge ;  how  far  back  have  you  any 
knowledge  about  it? 

A.  It  was  built,  according  to  the  official  records  of  the 
company,  over  which  I  preside,  in  the  autumn  of  1909. 
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Q.  Is  that  wire  rods? 

A.  Wire  rods, 

Q.  Give  the  wire  rod  output  since  you  have  been  connected 
with  the  company? 

A.  You  mean  per  day  or  per  month? 

Q.  Annual  output. 

A.  I  will  have  to  add  up  all  of  my  annual  figures  to  arrive 
at  that. 

Q.  I  mean  your  annual  output.  You  will  not  have  to  add 
up  your  annual  figures  for  that,  will  you?  Approximately 
will  do  for  my  purpose. 

A.  I  will  give  it  to  you  approximately  in  just  a  moment. 
During  the  year  1913  we  have  made  about  42,000  tons  of 
rods,  which  I  think  is  the  largest  output  yet. 

Q.  In  1912? 

A.  In  1912  we  made  about  39,000. 

Q.  And  in  1911? 

A.  About  39,000. 

Q.  1910? 

A.  About  24,000. 

Q.  Now,  wire  nails.  I  have  forgotten  now  whether  you 
gave  the  capacity  in  tons? 

A.  Yes. 

Q.  Will  you  give  wire  nails  for  the  same  year — output? 

A.  In  1910  about  14,000  tons ;  in  1911,  25,000  tons ;  in  1912, 
23,000  tons ;  1913,  23,000  tons. 

Q.  And  the  barbed  wire  output  for  the  same  years  ? 

A.  1910,  5,000  tons;  1911,  11,000  tons,  1912,  11,000  tons; 
1913,  10,000  tons. 

Q.  Does  that  cover  your  finished  product? 

A.  And  woven  wire. 

Q.  Woven  wire  fence,  output  ? 

A.  1910,  1,000  tons;  1911,  4,000  tons;  1912,  6,500  tons; 
1913,  6,500  tons. 

Q.  You  spoke  of  competition  of  the  Tennessee  Company. 
In  what  products  is  the  Tennessee  Coal,  Iron  &  EaUroad 
Company  a  competitor  of  yours  ? 

A.  In  billets  and  bars. 
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Q.  And  are  those  the  only  products  in  which  the  company 
is  a  competitor  of  yours? 

A.  I  think  those  are  the  only'  ones,  and  light  rail,  mine 
rails.  I  think  those  three  things  would  be  the  only  ones  that 
we  make  for  the  open  market,  in  which  we  would  be  competi- 
tors. 

Q.  What  tonnage  do  you  make  of  light  rails? 

A.  Very,  very  little ;  in  1911,  737  tons,  and  in  1912,  1,966 
tons. 

Q.  And  in  1913? 

A.  Nothing. 

Q.  Now,  has  your  company,  since  you  have  been  connected 
with  it,  made  all  the  ingots  from  which  it  rolled  its  finished 
product? 

A.  Yes. 

Q.  You  have  come  out  even  on  that  proposition,  have  you, 
or  have  you  sold  some  steel  in  the  form  of  billets  ? 

A.  In  the  form  of  billets,  yes,  but  not  ingots. 

Q.  What  tonnage  have  you  sold  in  billets  annually? 

A.  In  1910  we  sold  4,978  tons. 

In  1911,  9,486  tons ; 

In  1912,  13,345  tons; 

In  1913,  25,018  tons. 

Q.  I  neglected  to  ask  you  about  your  output  for  the  dif- 
ferent years. 

A.  Will  yoii  have  the  actual  make  or  the  sales  ? 

Q.  If  you  have  the  output  I  would  rather  have  the  out- 
put. 

A.  I  can  give  it  to  you. 

In  1910 — you  can  take  it  approximately,  like  the  others — 
1600  tons. 

In  1911,  9,800  tons. 

In  1912, 11,800  tons. 

In  1913,  19,300  tons. 

Q.  What  was  the  capital  stock  of  the  Southern  Company 
when  you  first  became  connected  with  it? 

A.  $10,000,000  common  stock  and  $7,000,000  preferred. 
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Q.  That  stock  had  little  or  no  market  when  you  became 
connected  with  the  company,  did  it? 

A.  I  don't  think  it  had — I  do  not  know  whether  it  had  any 
market  value  or  not. 

Q.  You  do  not  know  what  the  market  quotations  were  on 
that  stock? 

A.  I  do  not. 

Q.  In  the  reorganization  were  the  stockholders  who  for- 
merly owned  this  stock  given  stock  in  return  for  stock  that 
they  held  in  the  bankrupt  company? 

A.  Those  who  had  thought  fit  to  come  in  and  to  pay  an 
assessment  for  the  privilege  of  taking  a  small  interest  in  the 
new  company;  but  I  think  the  number  of  them  is  infinitesimal. 

Q.  You  do  not  know  just  how  many  there  were? 

A.  I  have  not  yet  got  from  the  bankers  in  New  York  the 
names,  but  I  learned  when  I  was  there  a  week  ago,  that  the 
subscriptions  from  old  stockholders  were  extremely  trivial. 

Q.  The  old  stockholders  did  not  have  much  faith  in  the 
company? 

A.  Certainly  not.    They  had  not  any. 

Q.  Of  this  new  stock  you  said  the  present  capital  was  how 
much  ? 

A.  $15,500,000. 

Q.  Is  that  stock  listed  on  the  Exchange? 

A.  Not  yet.  It  is  not  even  issued  yet.  It  is  in  process  of 
being  issued. 

Q.  It  has  not  any  issued  capital  stock  at  the  present  time? 

A.  It  is  issued  en  hloc  in  the  hands  of  the  trust  company. 
It  is  not  yet  divided  into  the  hands  of  the  ultimate  owners. 

Q.  Are  the  ultimate  owners  yet  determined? 

A.  Certainly;  the  people  who  have  paid  their  money  hold 
certificates  of  deposit  from  the  trust  company  in  New  York 
defining  their  respective  interests. 

Q.  What  portion  of  the  stock  do  you  hold,  may  I  ask? 

Me.  Eebd  :  I  object  to  that. 

Me.  Colton:  I  do  not  know  that  Mr.  Bowron  has  any 
objection  to  giving  it. 

.  Me.  Eeed  :   I  object  to  it,  as  not  cross  examination. 
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Mr.  Colton  :  I  think  it  bears  on  the  question  of  the  com- 
pany's  capital. 

Mr.  Reed  :  Even  if  Mr.  Bowron  does  not  object  to  it,  I 
object  to  it.  If  he  has  any  objection  I  have  no  doubt  he  will 
say  so. 

Mr.  Colton  :   That  is  the  point. 

By  Mr.  Colton: 

Q.  Unless  you  have  personal  objection,  I  should  like  to 
have  you  answer  the  question,  Mr.  Bowron. 

A.  My  holding  of  the  stock  is  very  trivial.  It  may  amount 
to  $5,000  or  $6,000.    I  do  not  know  exactly. 

Q.  How  much  did  you  pay  a  share  for  that  stock? 

Mr.  Ebed:  I  object  to  that  as  not  cross  examination. 

The  Witness:  I  did  not  pay  anything  per  share  for  it, 
because  whatever  is  coming  to  me  is  coming  to  me  in  liquida- 
tion of  the  bonds  which  I  previously  owned. 

By  Mr.  Colton  : 

Q.  Did  other  bond  holders  get  stock  in  liquidation  of  the 
bonds,  as  well  as  yourself? 

A.  All  of  them  who  saw  fit  to  come  into  the  reorganization 
scheme. 

Q.  And  a  very  large  portion  of  this  stock  is  issued  in  lieu 
of  the  bonds  which  were  formerly  held  by  the  different  bond 
holders!     Is  that  correct? 

A.  That  is  correct. 

Q.  What  portion  of  this  stock  is  issued  in  lieu  of  bonds, 
if  you  know? 

A.  I  could  not  say  positively,  for  the  reason  that  the  ac- 
counts are  still  in  the  hands  of  the  reorganization  committee, 
but  in  a  general  way  I  should  say  about  85  per  cent,  of  the 
stock  which  is  issued  will  be  in  exchange  for  bonds  of  the 
Southern  Iron  &  Steel  Company  previously  held. 

Q.  Do  you  know  what  was  the  outstanding  bond  issue  at 
the  time  the  Southern  Company  failed? 

A.  $10,000,000. 

Q.  How  much  ore  from  a  depth  of  1,902  feet  has  your  com- 
pany taken  out? 


JAMES  BOWEON.  10459 

A.  "We  have  not  yet  readied  it.  We  are  putting  down  a 
slope  for  the  purpose  of  mining  it. 

Q.  You  have  not  mined  any  ore  at  that  depth  as  yet? 

A.  We  have  not  reached  it  yet. 

Q.  And  that  ore  is  located  how  far  from  the  outcrop? 

A.  From  the  outcrop  a  distance  of  about  seven  miles. 

Q.  And  you  are  putting  down  a  slope  to  the  ore? 

A.  We  are  putting  down  a  slope  at  an  angle  of  50  degrees 
upon  the  ore,  which  will  have  a  length  of  2,542  feet. 

Q.  Did  you,  in  your  direct  examination,  give  all  the  in- 
stances of  offers  that  you  had  in  respect  of  ore  properties 
that  had  been  offered  to  you? 

A.  Oh  dear,  no. 

Q.  Since  November,  1907,  between  Morrow's  Gap  and 
Spark's  Gap — ore  properties  located  between  those  two 
points — give  the  properties  that  you  have  been  offered  per- 
sonally, the  locations  of  the  properties,  the  distance  from  the 
outcrop,  and  the  drilling  that  has  been  done  on  those  prop- 
erties, and  the  extent  that  they  have  been  muied  up  to  the 
time  of  the  offer. 

A.  Your  question  specifies  from  1907.  I  assume  you  really 
meant  from  1910,  because  I  was  not  ia  a  position  to  receive 
offers  of  ore  until  1910. 

Q.  All  right,  then;  if  you  will  just  specify  that  you  did 
not  receive  offers  from  1907  to  1910.  You  did  not  receive 
offers  of  ore  properties,  as  I  understand,  during  that  time  ? 

A.  I  did  not  receive  offers  between  1907  and  1910  in  con- 
nection with  the  steel  trade,  although  I  did  receive,  in  con- 
junction with  my  associates,  offers  of  red  ore  land  in  the 
Valley,  and  we  bought  several  hundreds  of  acres  in  the 
Bessemer  Coal,  Iron  &  Land  Company,  in  which  I  am  a  stock- 
holder. 

Q.  Well,  if  you  received  offers  of  ore  land  I  want  you  to 
give  them  just  in  answer  to  that  question,  during  that  period, 
no  matter  in  what  connection  you  received  them,  if  they  came 
to  you  personally. 

A.  They  came  to  the  company  of  which  I  was  an  officer 
as  well  as  a  stockholder. 
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Q.  Did  they  come  to  you  personally?  I  mean,  was  the 
offer  made  to  you? 

A.  No,  made  to  my  associates,  and  my  advice  and  decision 
as  to  the  purchase  were  sought  and  acted  upon. 

Q.  All  right;  give  those. 

A.  They  were  offers  of  ore  land,  I  presume  a  score  in 
number. 

Q.  Let  us  have  them,  all  that  you  can  remember. 

A.  I  do  not  remember  any  of  them;  I  do  not  tax  my  head 
with  the  parties '  names  to  whom  we  paid  the  money,  or  from 
whom  they  were  bought. 

Q.  Nor  what  the  acreage  was  ? 

A.  I  can  tell  you  the  aggregate  acreage;  we  acquired  a 
little  over  500  acres  from  various  people,  reasonably  well 
bodied  up,  immediately  adjacent  on  the  east  to  the  land  of 
the  Republic  Iron  &  Steel  Company  at  Lone  Pine,  or  Valley 
View  mine,  at  the  head  of  South  15th  Street,  in  this  city. 

Q.  Can  you  give  the  locations  of  the  different  plots  of 
land? 

A.  No ;  I  would  have  to  look  at  a  map  to  find  out  anything 
of  that  sort;  I  do  not  carry  it  in  my  head. 

Q.  Could  you  do  it  if  we  gave  you  a  map?  (Showing  wit- 
ness Exhibit  No.  107.)  Where  are  those  500  acres  located 
on  that  map?    I  just  want  it  by  sections. 

Me.  Eeed:  It  is  right  back  of  the  town  of  Bosedale,  is  it 
not? 

The  Witness:  Yes,  immediately. 

Me.  Eeed:  Immediately  east  of  the  town  of  Eosedale? 

The  Witness:  Immediately  southeast. 

By  Me.  Colton: 

Q.  Are  all  those  500  acres  located  in  that  point? 

A.  It  is  practically  bodied  up  together  in  this  immediate 
vicinity ;  that  is,  only  speaking  as  to  the  offers  of  ore  between 
1907  and  1910. 

Me.  Colton:  That  will  be  sufficient.  You  can  finish  the 
answer  to  that  question  after  we  call  the  other  witness. 
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By  Mr.  Colton: 

Q.  Just  one  moment.  As  I  understand  it,  all  the  offers 
that  you  had  between  1907  and  1910  are  included  within  that 
500  acres? 

A.  Yes;  that  is  the  only  offer  of  ore  land.  If  any  other 
was  offered  to  me,  it  did  not  excite  my  attention  sufficient  to 
make  a  pencil  point  on  my  memory. 

Q.  So  that  the  twenty  offers  amounted  to  500  acres  at  the 
point  you  have  given? 

A.  As  between  1907  and  1910,  yes. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIRECT  EXAMINATION 

By  Mr.  Reed: 

Q.  You  live  in  Chattanooga,  do  you? 

A.  Yes. 

Q.  How  long  have  you  lived  there? 

A.  About  25  years. 

Q.  During  that  25  years  what  has  been  your  business? 

A.  Manufacturers  of  boilers  and  plumbing  cast  iron  sup- 
plies. 

Q.  Under  what  name  did  you  do  business  at  first? 

A.  Up  to  1906  ia  the  name  of  the  Casey  &  Hedges  Manu- 
facturing Company;  since  1906,  the  Casey-Hedges  Company. 

Q.  Both  of  those  companies  have  been  doing  the  same 
business? 

A.  Yes. 

Q.  What  was  your  office  in  the  Casey  &  Hedges  Manufac- 
turing Company? 

A.  President  and  treasurer. 

Q.  What  is  your  office  in  the  Casey-Hedges  Company? 

A.  President  and  general  manager. 
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Q.  Have  you  been  familiar  with  the  buying  of  steel  ma- 
terials that  those  two  companies  have  done? 

A.  More  or  less. 

Q.  In  purchases  of  large  size,  important  purchases,  are 
you  familiar  with  the  transaction? 

A.  Yes. 

Q.  Do  you  see  the  quotations  that  your  company  gets? 

A.  Any  changes  I  see. 

Q.  Are  you  advised  of  the  quotations  that  you  receive 
from  the  various  manufacturers? 

A.  I  keep  in  close  touch  with  them. 

Q.  Do  you  make  your  purchases  on  a  competitive  basis? 
.     A.  We  do. 

Q.  What  kinds  of  steel  materials  do  you  buy? 

A.  We  buy  steel  plates,  steel  sheets,  boiler  tubes,  both 
steel  and  iron,  rivets,  I  beams  and  channels,  and  light  angles. 

Q.  About  what  tonnage  of  plates  do  you  buy  in  a  year? 

A.  Approximately  about  3,000  tons. 

Q.  About  what  tonnage  of  sheets  do  you  buy? 

A.  About  3,000  tons  in  sheets. 

Q.  About  what  tonnage  of  boiler  tubes? 

A.  About  3,000  tons  of  boiler  tubes. 

Q.  Do  your  purchases  of  I  beams  and  channels  amount  to 
a  considerable  tonnage,  or  are  they  relatively  small? 

A.  Eelatively  small. 

Q.  Taking  up,  then,  those  three  materials  of  which  you 
buy  the  most — take  plates  first;  do  you  ask  for  quotations 
from  different  manufacturers  before  you  make  a  contract  or 
place  an  order? 

A.  We  are  continually  getting  quotations  and  always  ask 
for  competitive  bids. 

Q.  Now,  what  manufacturers  have  quoted  to  you  on  plates 
in  recent  years? 

Mb.  Colton:  Will  you  define  "recent  years"  a  little  more 
definitely? 

By  Me.  Reed: 

Q.  The  last  two  or  three  years ;  what  manufacturers  have 
quoted  you  on  plates? 
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A.  The  Otis  Steel  Company;  the  Lukens  Iron  &  Steel 
Company;  Worth  Brothers;  the  Tennessee  Coal,  Iron  &  Rail- 
road Company;  that  is,  on  plates,  your  question  applies  to? 

Q.  Yes.  Now,  on  plates  do  you  get  quotations  from  the 
Portsmouth  Rolling  Mill  Company,  of  Portsmouth,  Ohio? 

A.  Yes. 

Q.  Do  you  get  quotations  from  Jones  &  Laughlin  on 
plates? 

A.  We  do,  but  not  often. 

Q.  The  CiTicible  Steel  Company? 

A.  We  get  quotations,  but  we  have  not  purchased  any 
from  them. 

Q.  I  am  asking  only  as  to  quotations.  Do  you  get  quota- 
tions from  the  Cambria  Steel  Company? 

A.  Not  often. 

Q.  What  percentage  of  your  plates  do  you  buy  from  the 
United  States  Steel  Corporation  or  its  subsidiaries?  That 
is,  the  Tennessee  Company  or  the  Illinois  Steel  Company  or 
the  Carnegie  Steel  Company? 

A.  About  35  per  cent. 

Q.  And  the  balance  is  distributed  among  the  others  that 
you  have  named? 

A.  Among  the  others,  yes. 

Q.  Is  the  competition  among  these  plate  manufacturers 
keen  or  otherwise? 

Mr.  Colton  :  I  object  to  that  on  the  ground  that  the  wit- 
ness is  not  shown  to  have  sufficient  knowledge  to  be  compe- 
tent to  answer  that  question ;  and  on  the  further  ground  that 
it  calls  for  a  conclusion  upon  a  state  of  facts  not  disclosed  to 
the  court. 

The  Witness:  (To  Mr.  Colton:)  I  did  not  hear  you. 

Mb.  Eeed:  You  do  not  have  to;  that  objection  is  for  the 
benefit  of  the  court.  Please'  answer  the  question  just  as  if 
the  objection  had  not  been  made. 

The  Witness:  What  is  the  question? 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness:  Usually  keen;  in  dull  markets,  very  keen. 
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By  Me.  Eeed  : 

Q.  Now,  as  to  the  quotations  that  are  made  to  you  ou 
plates :  Do  those  quotations  that  are  made  by  the  different 
makers  vary,  or  are  they  all  alike? 

A.  Well,  there  are  usually  one  or  two  that  are  five  cents 
a  hundred  to  ten  cents  a  hundred  below  the  others. 

Q.  How  long  has  that  condition  of  variation  of  quotations 
been  the  case? 

A.  Ever  since  I  have  been  in  the:  business;  for  the  last 
twenty  or  twenty-five  years. 

Q.  Did  you  know  of  the  plate  pool  when  it  existed,  Mr. 
Hedges? 

A.  We  heard  about  it,  but  we  did  not  know  it. 

Q.  It  did  not  affect  the  competition  for  your  business? 

A.  No ;  there  were  always  some  that  were  lower  than  the 
usual  prices.  Maybe  if  there  were  five  quoting  there  would 
be  one  or  two  that  would  be  lower  than  the  others. 

Q.  As  to  sheets,  from  what  companies  have  you  got  quo- 
tations on  sheets  within  the  last  two  or  three  years? 

A.  From  the  Portsmouth,  the  American  Steel  &  Iron,  the 
Tennessee  Coal  &  Iron  and  the  Stark  Rolling  Mills. 

Q.  Do  you  ever  get  quotations  from  the  Youngstown 
Sheet  &  Tube  Company? 

A.  Not  often.  I  think  we  have  from  the  La  Belle  Iron  & 
Steel  Company  occasionally. 

Q.  Does  the  Inland  Steel  Company  quote  to  you? 

A.  No,  sir. 

Q.  Does  the  Piqua  EoUing  Mill  Company? 

A.  Yes;  but  not  within  the  last  year.  I  do  not  think  we 
have  had  any  from  Piqua  during  the  last  year. 

Q.  Does  the  Newport  EoUing  Mill  Company  quote  you? 

A.  No. 

Q.  Is  there  competition  in  sheets  too,  Mr.  Hedges? 

A.  About  the  same  as  there  is  in  plates. 

Q.  Coming  to  boiler  tubes :  What  companies  quote  to  you 
on  boiler  tubes? 

A.  The  Mark  Manufacturing  Company,  the  Eeading  Iron 
Company  and  the  National  Tube  Company. 

Q.  Do  Spang,  Chalfant  &  Company  quote  to  you? 
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A.  Spang,  CtaJfant  &  Company  occasionally. 

Q.  The  Bourne-Fuller  Company'? 

A.  The  Bourne-Fuller  Company,  yes;  they  are  agents; 
they  quote  us  occasionally. 

Q.  Is  there  any  competition  in  boiler  tubes  too? 

A.  About  the  same  as  there  is  in  plates;  a  variation  of 
2%  to  5  per  cent. 

Q.  Quotations  there  are  made  by  discounts  off  a  fixed 
list,  are  they  not? 

A.  Discounts  from  a  given  list,  yes. 

Q.  What  range  of  variation  do  you  get?  Take  the  pres- 
ent time:  What  is  the  quoted  discount? 

A.  The  variation  now  is  about  2%  per  cent. 

Q.  I  mean,  what  are  the  discounts  that  are  being  quoted 
at  the  present  time  off  that  list? 

A.  I  guess  71  and  two  fives  is  supposed  to  be  the  price. 

Q.  71  per  cent,  off  this  fixed  list? 

A.  Yes. 

Q.  Nobody  ever  buys  boiler  tubes  at  the  price  of  that 
list,  do  they? 

A.  No.    They  are  sold  at  a  discount  from  the  list. 

Q.  Did  you  ever  get  quotations  of  the  flat  list  price  on 
boiler  tubes? 

A.  Not  in  the  last  fifteen  years. 

Q.  In  all  these  products  how  long  has  this  condition  of 
competition  existed,  Mr.  Hedges? 

A.  Seemingly  since  I  have  been  in  the  business. 

Q.  Has  there  ever  been  a  time  when  there  was  not  com- 
petition for  your  business? 

A.  There  has  never  been  a  time  when  prices  did  not  vary. 

Q.  Has  there  ever  been  a  time  since  1901,  when  the  Steel 
Corporation  was  formed,  that  you  would  not  have  been  able, 
if  you  wished,  to  buy  all  of  your  requirements  from  its  com- 
petitors ? 

A.  We  could  have  always  bought  our  requirements  from 
others  than  the  Steel  Corporation. 
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CEOSS  EXAMINATION 

By  Mr.  Colton: 

Q.  What  tonnage  of  plates  were  you  buying  in  1901? 

A.  I  should  judge  about  1,500  to  2,000  tons. 

Q.  From  what  company  did  you  get  your  plates  in  1901? 

A.  In  1901,  it  is  my  recollection  that  we  were  buying  most 
of  our  plates  from  Park  Brothers  &  Company. 

Q.  Have  you  any  recollection  as  to  the  price  you  paid  them 
in  1901? 

A.  I  have  not;  no,  sir. 

Mr.  Eeed  :  That  was  the  Park  Steel  Company,  was  it  not, 
in  1901? 

The  Witness:  Park  Brothers'  Steel  Company,  I  think. 

By  Mr.  Colton: 

Q.  In  1902  where  did  you  get  your  plates? 

A.  I  don't  remember. 

Q.  What  companies  quoted  you  in  1902  on  plates  ? 

A.  It  is  too  far  back.  I  suppose  that  probably  60  per  cent, 
of  those  that  were  in  the  business  sent  us  quotations. 

Q.  And  you  found  that  the  prices  had  been  maintained 
about  as  much  during  the  period  immediately  following  the 
pools  as  they  were  during  the  pool? 

A.  Yes;  as  far  as  our  quotations  were  concerned,  about 
the  same. 

Q.  In  1903,  will  you  give  me  any  information  as  to  what 
companies  quoted  you,  as  to  what  the  quotations  were,  and 
as  to  how  many  quotations  were  alike,  and  how  many  were 
different? 

A.  No,  I  could  not. 

Q.  In  1904,  the  same  question? 

A.  No ;  I  could  not. 

Q.  In  1905? 

A.  No,  I  could  not. 

Q.  In  1906? 

A.  I  can  answer  for  1906.  In  1906,  on  steel  plates,  the 
Portsmouth  Steel  Company,  the  Illinois  Steel  Company,  A. 
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B.  Sctilly,  Worth  Brothers,  the  Lukens  Iron  &  Steel  Company. 
I  think  that  is  about  all  I  remember. 

Q.  Can  you  give  the  different  quotations  ? 

A.  No,  I  cannot  give  the  different  quotations. 

Q.  You  cannot  give  how  many  were  alike  and  how  many 
were  different  at  different  times  ? 

A.  No,  sir;  only  in  a  general  way. 

Q.  And  on  the  general  average,  as  I  understood  your  tes- 
timony, there  would  be 

A.  On  a  general  average  there  were  always 

Q.  One  or  two  that  were  not  all  together? 

A.  They  were  not  all  alike. 

Q.  There  would  be  one  or  two  below  the  usual  price,  I 
understood  you  to  say  on  your  direct  examination? 

A.  Yes. 

Q.  Out  of  five  or  six  or  more  ? 

A.  Yes. 

Me.  Eeed  :  Out  of  five  or  six  or  more,  Mr.  Hedges  ? 
The  Witness:  I  say  out  of,  say,  five  quotations,  there 
would  be  one  or  two  that  were  lower  than  the  higher  ones. 

By  Me.  Colton  : 

Ql.  You  cannot  give  any  more  definite  statement  for  any 
of  the  different  years  down  to  the  present  time? 

A.  Since  1906  they  have  continued  to  run  just  about  like 
my  evidence  there,  as  to  variations  in  quotations,  and  about 
the  same  people  quoting  us. 

Q.  Now,  let  us  have  all  the  different  people  that  quoted 
you.  Perhaps  you  gave  all  that  quoted  you  in  1906?  Did 
you  intend  that  for  a  complete  list  of  the  people  that  quoted 
you  in  1906,  in  plates? 

A.  I  think  so.    As  nearly  as  I  can  remember  it  is  complete. 

(By  request  the  stenographer  repeated  the  answer  re- 
ferred to  as  follows:) 

"A.  In  1906  on  steel  plates  the  Portsmouth  Steel  Com- 
pany, the  Illinois  Steel  Company,  A.  B.  Scully,  Worth  Broth- 
ers and  the  Lukens  Iron  &  Steel  Company.  I  think  that  is 
about  all  I  can  remember. ' ' 
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The  Witness:  I  believe  you  might  add  the  Crucible  Steel 
Company  of  America. 

By  Mr.  Colton: 

Q.  How  about  the  Carnegie  Company? 

A.  We  have  never  done  very  much  business  with  the  Car- 
negie Company  in  recent  years. 

Q.  How  about  the  Tennessee  Coal  &  Iron  Company? 

A.  The  Tennessee  Coal  &  Iron  Company  were  not  making 
plates  large  enough  for  boiler  work  until  they  were  acquired 
by  the  United  States  Steel  Corporation,  when  they  put  ia 
their  new  mill. 

Q.  Now,  in  1906  what  portion  of  your  plates  did  you  get 
from  the  Illinois  Company? 

A.  I  am  unable  to  tell  you. 

Q.  As  I  understood  you,  you  are  not  able  to  give  the  com- 
panies from  which  you  purchased  plates,  or  the  percentage 
that  you  purchased,  for  any  year  from  1902  to  1906? 

A.  That  is  correct;  I  am  not. 

Q.  Now,  in  1907  can  you  tell  from  what  company  you  pur- 
chased plates? 

A.  In  1907  we  purchased  plates  from  Worth  Brothers,  the 
Lukens  Iron  &  Steel  Company,  the  Portsmouth  Steel  Com- 
pany, and  since  the  Tennessee  Coal,  Iron  &  Railroad  Com- 
pany put  in  their  new  mill,  we  have  been  buying  plates  from 
them;  and  the  Otis  Steel  Company. 

Q.  In  1913  what  tonnage  did  you  buy  altogether  in  plates  ? 

A.  In  plates,  about  2,500  tons. 

Q.  What  tonnage  did  you  give  the  Tennessee  Company  in 
that  year? 

A.  From  the  Corporation,  in  plates,  about  35  per  cent. 

Q.  No,  I  asked  you  about  what  tonnage  you  gave  to  the 
Tennessee  Company. 

A.  The  Tennessee  Company,  about  35  per  cent. ;  we  were 
buying  all  from  the  Tennessee  Company  in  1913.  We  did  not 
buy  from  any  of  the  other  United  States  Steel  Corporation 
companies. 
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Mr.  Reed:  You  mean  all  you  were  buying  from  the  Cor- 
poration came  from  the  Tennessee  Company? 
The  Witness  :  The  Tennessee  Company,  yes. 

By  Mr.  Colton: 

Q.  And  in  1912,  do  you  recall  what  you  bought  from  the 
Tennessee  Company? 

A.  I  do  not  know,  but  I  believe  it  was  about  the  same 
average. 

Q.  Now,  take  sheets;  give  the  different  companies  that 
were  quoting  you  on  sheets  in  1901. 

A.  In  sheets,  I  can  not  give  you  anything. 

Q.  You  have  no  recollection  on  that  one  way  or  the  other? 

A.  No. 

Q.  You  had  less  familiarity  with  that  than  you  had  with 
plates? 

A.  Yes ;  at  that  time  I  was  not  paying  so  much  attention 
to  sheets. 

Q.  What  is  the  first  time  that  you  can  recollect  the  persons 
from  whom  you  purchased  your  sheets,  the  first  year  that  you 
can  recollect,  the  parties  from  whom  you  purchased  your 
sheets  ? 

A.  Well,  we  purchased  sheets — ^we  always  purchased  some 
sheets  from  the  Tennessee  Company,  always  have  purchased 
some  sheets  from  them. 

Q.  Did  you  have  quotations  from  the  American  Sheet  & 
Tin  Plate  Company,  or  the  American  Sheet  Steel  Company? 

A.  I  would  say  beyond  a  question  of  doubt  that  we  got 
prices  and  quotations  from  60  per  cent,  of  the  people  that 
were  furnishing  sheets. 

Q.  Now,  can  you  give  the  name  of  any  other  company  than 
the  Tennessee  Company  from  which  you  got  sheets? 

A.  Well,  we  used  to  buy  some  from  Park  Brothers. 

Q.  In  1902  where  were  you  getting  your  sheets  ? 

A.  About  the  same  sources  as  1901. 

Q.  Who  was  it  in  1901,  the  Tennessee  Company? 

A.  We  got  some  from  the  Tennessee  Coal  &  Iron  Company 
and  some  from  Park  Brothers. 
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Q.  Do  you  know  what  percentage  you  got  from  the  Ten- 
nessee Company  and  what  percentage  from  Park  Brothers  ? 

A.  I  do  not. 

Q.  And  you  do  not  recall  any  other  company  that  quoted 
you  on  sheets? 

A.  No,  I  do  not. 

Q.  What  sizes  were  the  sheets  that  you  purchased? 

A.  Well,  they  were  from  36  to  60  inches  wide,  and  they 
would  run  all  lengths. 

Q.  And  thickness  and  gauge  ? 

A.  Under  three-sixteenths,  or  three-sixteenths  and  under. 

Q.  What  is  the  first  year  that  you  can  remember  any  other 
companies  in  addition  to  the  Tennessee  Company  and  Park 
Brothers — ^give  the  first  year  that  you  can  remember  any 
other  companies  that  quoted  you  on  sheets. 

A.  The  first  year? 

Q.  Yes. 

A.  Well,  1889. 

Q.  In  1889  what  companies  quoted  you  that  year? 

A.  There  was  Park  Brothers,  Carnegie  Steel  Company 
and  the  Otis  Steel  Company. 

Q.  That  is  sheets? 

A.  Sheets?  Oh,  yes;  well,  then,  there  was  Park  Brothers 
and  the  Tennessee  Company. 

Q.  That  is  what  I  understood.  Now,  I  want  to  call  your 
attention  to  the  fact,  for  the  moment,  that  you  thought  I  was 
speaking  of  plates. 

A.  Yes. 

Q.  Coming  back  to  sheets,  give  the  first  year  you  can  that 
any  other  company,  in  addition  to  Park  Brothers  and  the 
Tennessee  Company,  quoted  you  on  sheets. 

A.  That  was  in  1889. 

Q.  You  did  not  give  any  additional  company? 

A.  I  can  not  give  you  any  additional  company. 

Q.  And  the  Carnegie  Steel  Company— you  intended  to  re- 
main there  as  quoting  you  on  sheets? 

A.  I  don't  think  so,  the  Carnegie  Company. 

Q.  Give  any  other  company  that  you  know  of. 
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A.  I  do  not  know  of  any  other  company. 

Q.  Give  tlie  first  year  that  any  other  company  besides 
Park  Brothers  and  the  Tennessee  Company  quoted  you  on 
sheets. 

A.  I  thought  I  answered  that  and  said  1889,  that  they  had 
quoted  us  on  sheets. 

Q.  What  company  quoted  you  on  sheets  in  1889  ? 

A.  On  sheets,  Park  Brothers  and  the  Tennessee  Coal  & 
Iron  Company. 

Q.  Now,  I  want  you  to  give,  in  addition  to  those  two  com- 
panies, the  first  year  that  any  other  company  quoted  you  on 
sheets. 

A.  I  can  not  give  you  the  first  year. 

Q.  Well,  the  first  year  that  you  remember  that  some  other 
company  quoted  you. 

A.  The  first  year  that  I  remember  positively  was  last 
year;  I  am  sure  about  that. 

Q.  1913  would  be  the  first  year  that  you  can  remember 
positively  any  other  company  quoting  you  on  sheets;  that  is 
correct,  is  it? 

A.  No,  it  is  not.  That  would  be  a  mistake.  No,  since  1906 
we  have  had  quotations  from  the  Portsmouth  Steel  Company 
and  the  Stark  Eolling  Mills  and  the  American  Sheet  &  Iron. 

Q.  You  mean  the  American  Sheet  &  Tin  Plate  Company? 

A.  No. 

Q.  Where  is  the  American  Sheet  &  Iron  Company? 

A.  At  Lebanon. 

Me.  Eeed:  The  American  Iron  &  Steel  Company,  isn't  it? 
The  Witness  :  The  American  Iron  &  Steel. 

By  Mb.  Colton: 

Q.  What  proportion  of  your  sheets  did  you  get  from  the 
Tennessee  Company  in  1913? 

A.  In  1913  we  got  about  70  per  cent,  of  them — 60  to  70  per 
cent. 

Q.  And  in  1912? 

A.  In  1912  about  the  same  proportion. 
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Q.  Would  that  proportion  hold  back  for  some  years,  so 
far  as  you  can  recall? 

A.  No,  I  do  not  think  it  would  run  as  heavy. 

Q.  What  was  it  in  1910? 
,    A.  In  1910  it  would  probably  run  five  per  cent.  less.    We 
have  continually  been  purchasing  more  from  the  Tennessee 
Company  because  their  equipment  is  better  and  they  have 
been  making  better  sheets. 

Q.  You  have  been  increasing  your  proportion,  and  you 
think  it  has  increased  about  five  per  cent,  in  three  or  four 
years.  What  was  it  in  1906  and  1907,  your  percentage  from 
the  Tennessee  Company? 

A.  I  expect  about  40  to  50  per  cent. 

Q.  You  have  been  getting  for  seven  or  eight  years  in  the 
neighl{orhood  of  50  per  cent,  or  more  from  the  Tennessee 
Company  on  sheets;  is  that  correct? 

A.  Of  sheets;  yes. 

Q.  And  the  various  companies  in  the  sheet  business  com- 
peted with  the  Tennessee  Company  before  its  acquisition  by 
the  United  States  Steel  Corporation? 
.     A.  Yes. 

Q.  Including  the  American  Sheet  &  Tin  Plate  Company! 

A.  Yes. 

Me.  Reed  :  The  American  Sheet  &  Tin  Plate  Company? 
The  Witness  :  No,  the  American  Steel  &  Iron  Company,  at 
Pennsylvania,  isn't  it? 

Me.  Eeed:  It  is  for  you  to  testify. 

The  Witness  :  The  American  Steel  &  Iron. 

By  Me.  Colton: 

Q.  Are  you  using  a  memorandum  to  refresh  your  recollec- 
tion?   I  do  not  especially  object  to  it. 

A.  Yes,  I  use  that  to  be  sure  of  it ;  I  know  it  is  at  Lebanon. 
There  are  several  American  companies,  and  I  occasionally 
get  mixed  on  them.  This  is  the  Lebanon  company,  the  Ameri- 
can Steel  &  Iron  Company. 

Q.  Now,  you  spoke  of  these  different  companies  that  have 
quoted  you  from  time  to  time  since  1906.    As  I  understand 
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it,  you  can  not,  in  any  given  year,  state  whicli  of  those  com- 
panies quoted  you  any  year  since  1906? 

A.  They  have  all  quoted  us  during  those  years. 

Q.  They  have  all  quoted  you  during,  those  years,  but  you 
can  not  state  which  company  quoted  you  at  different  times 
during  those  years? 

A.  They  have  quoted  us  every  year,  all  of  those  companies. 

Q.  Name  those  companies  that  have  quoted  you  eveiy 
year. 

A.  On  plates  or  sheets? 

Q.  Sheets;  since  1906. 

A.  Since  1906  on  sheets? 

Q.  Yes. 

A.  Well,  the  Stark  EoUing  Mills,  and  the  Portsmouth  Roll- 
ing Mills ;  the  Tennessee  Coal,  Iron  &  Railroad  Company  and 
the  American  Iron  &  Steel  Company. 

Q.  And  those  are  the  only  companies  that  you  can  recol- 
lect getting  quotations  from  during  that  period? 

A.  They  quoted  us. 

Q.  But  are  those  the  only  companies?  Do  you  recollect 
the  American  Sheet  &  Tin  Plate  Company  quoting  you  dur- 
ing that  period? 

A.  No. 

Q.  Do  you  know  what  the  American  Sheet  &  Tin  Plate 
Company  manufacture? 

A.  They  manufacture  tin,  I  believe ;  tin  plate. 

Q.  You  have  not  had  personal  charge  of  the  purchases  of 
the  sheets,  have  you? 

A.  No;  we  have  a  purchasing  man. 

Q.  You  have  a  purchasing  agent?  And  that  perhaps 
would  account  for  the  fact  that  you  are  not  familiar  with  the 
fact  that  the  American  Sheet  &  Tin  Plate  Company  is  the 
largest  producer  in  the  United  States  of  sheets? 

A.  They  are  gloss  sheets. 

Q.  What  sort  of  sheets  are  these  that  you  purchase? 

A.  We  use  dull  sheets. 

Q.  That  is,  they  are  more  like  plates? 

A.  Yes ;  they  are  more  like  plates,  only  thinner. 
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Q.  Are  any  of  your  plates  iron  plates? 

A.  Very  few. 

Q.  What  tonnage  would  there  be  of  iron  plates? 

A.  Very  small;  less  than  one  per  cent. 

Q.  How  about  sheets?  Are  any  of  your  sheets  iron 
sheets? 

A.  No ;  less  than  one  per  cent. 

Q.  Take  boiler  tubes.    Are  any  of  those  iron? 

A.  Some  iron. 

Q.  What  per  cent,  are  of  iron? 

A.  I  should  judge  5  per  cent. 

Q.  From  the  National  Tube  Company  what  tonnage  did 
you  get  in  boiler  tubes  last  year? 

A.  Last  year  we  got  about  80  per  cent,  from  the  National. 

Q.  And  in  1912  what  percentage  from  the  National? 

A.  About  the  same  in  1912. 

Q.  And  in  1911? 

A.  About  the  same. 

Q.  And  in  1910? 

A.  About  the  same. 

Q.  You  may  have  given  it,  but  just  for  my  convenience  I 
would  like  to  get  that  together :  Take  the  year  1913,  and  will 
you  give  the  tonnage  that  you  bought  ia  plates,  first? 

Mb.  Reed:  He  has  given  that. 

By  Me.  Colton: 

Q.  I  know  that,  but  I  want  to  get  it  together,  for  con- 
venience. 

A.  About  2,500  tons. 

Q.  And  from  the  subsidiaries  of  the  United  States  Steel 
Corporation  about  35  per  cent.,  or  about  what  in  tons? 

A.  About  35  per  cent. 

Q.  Can  you  give  it  in  tons? 

A.  I  can  figure  it.  That  would  be  about  875  tons.  That 
is,  plates. 

Q.  Now,  in  sheets,  how  many  tons? 

A.  From  1,500  to  1,750. 

Q.  That  is  the  number  of  sheets  you  purchased? 
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A.  That  is  the  number  of  tons  of  sheets  we  purchased 
from  the  Tennessee  Coal  &  Iron  Company. 

Mr.  Eeed:  Which  is — the  1,500 

The  Witness  :  From  1,500  to  1,750 ;  between  60  and  70  per 
cent. 

By  Mr.  Colton: 

Q.  What  is  the  total  tonnage  that  you  purchased? 

A.  2,500  tons. 

Q.  And  of  boiler  tubes,  what  is  the  tonnage  you  pur- 
chased? 

A.  We  bought  3,000. 

Q.  All  told  about  3,000? 

A.  Yes,  sir. 

Q.  What  tonnage  from  the  Corporation? 

A.  80  per  cent. 

Q.  That  would  be  about  2,400? 

A.  2,400  tons. 

Q.  Then  you  purchased  over  half  of  these  steel  products 
concerning  which  you  have  testified  during  the  year  1913 
from  the  United  States  Steel  Corporation  or  its  subsidiaries  1 

A.  We  purchased  the  tonnage  that  I  gave  you  there.  I 
do  not  know  how  it  figures  out,  whether  it  is  50  per  cent,  or 
not. 

Q.  Will  you  figure  it  up? 

Mr.  Eeed  :  I  object  to  this  as  not  cross  examination  and 
being  a  waste  of  time,  to  get  the  witness  to  do  simple  prob- 
lems in  arithmetic. 

The  Witness  :  A  little  less  than  50  per  cent. 

By  Me.  Colton: 

Q.  Which  did  you  take — the  1,500  tons  or  the  1,750  tons? 

A.  I  was  figuring  the  1,500  tons. 

Q.  Have  you  figured  it  the  other  way? 

A.  Figuring  it  the  other  way,  it  would  make  just  about  50 
per  cent. 

Q.  What  different  companies  quoted  you  on  boiler  tubes 
in  1913? 

A.  The  Beading  Iron  Company,  the  Mark  Manufacturing 
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Company,  the  Bourne-Fuller  Company,  the  National  Tube 
Company.  We  may  have  had  some  quotations  from  the 
Monongahela  Tube  &  Iron  Company. 

Q.  I  understood  you  to  say  that  these  price  lists  that  are 
sent  out — do  not  those  price  lists  also  show  discounts? 

A.  The  price  list  is  the  same  with  all  manufacturers  of 
boiler  tubes.    The  price  is  made  on  a  discount  basis. 

Q.  Yes ;  but  do  not  the  price  lists  sent  out  by  the  different 
manufacturers  include  a  discount  list  also?  Is  there  not  also 
a  discount  that  accompanies  the  price  list? 

A.  We  never  get  our  quotations  in  that  way. 

Q.  You  do  not  get  quotations  in  that  way?  But  you  have 
a  price  list? 

A.  We  have  a  price  list  always  in  our  office. 

Q.  Does  that  price  list  that  you  have  in  your  office  con- 
tain any  discounts? 

A.  It  does  not;  no,  sir. 

Q.  Do  the  companies  send  around  discounts  to  you  from 
time  to  time? 

A.  No,  sir. 

■Q.  You  do  not  get  your  prices  in  that  way? 

A.  No,  sir. 

Q.  You  are  not  familiar  with  the  extent  to  which  that  is 
done  in  the  trade? 

A.  I  have  never  heard  of  it  in  boiler  tubes. 

]\Ib.  Colton  :  That  is  all. 
Me.  Reed  :  That  is  all. 
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a  witness  previously  sworn  on  behalf  of  the  defendants   was 
recalled  and  testified  further  as  follows : 

CROSS  EXAMINATION  (Continued) 

By  Me.  Colton: 

Q.  Now,   Mr.  Bowron,  will    you    please    continue    your 
answer. 
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A.  (Continuing)  Between  1910  and  1912  I  received  many 
offers  of  brown  ore  lands,  and  a  good  many  of  red  ore  lands, 
but  not  within  tbe  geographical  area  that  you  first  outlined. 

Q.  I  am  not  referring  to  those  that  were  not  within  the 
geographical  area  that  I  outlined.    I  do  not  want  those. 

A.  Confining  myself  to  the  area  between  Morrow's  Gap 
and  Spark's  Gap,  I  would  say  that  in  addition  to  the  three 
large  tracts  as  to  which  I  testified  in  my  examination  in  chief, 
I  was  approached  by  the  owners  of  the  red  ore  lands  owned 
by  the  Alabama  Fuel  &  Iron  Company,  who  promised  to  sub- 
mit an  offer,  but  did  not. 

Q.  Then  you  did  not  get  any  offer  from  them? 

A.  Not  in  any  commercial  way;  and  it  would  not  have 
made  any  difference  if  I  had,  because  I  already  had  more 
than  sufficient  red  ore  land  under  option  at  that  time  to  supply 
all  our  requirements. 

Q.  You  are  speaking  of  the  Southern  Company,  now? 

A.  I  am  speaking  of  the  time  after  the  bankruptcy  of  the 
Southern  Company  and  when,  for  the  first  time,  it  was  sup- 
posed in  the  district  that  money  might  be  available  for  the 
purchase  of  such  ore  land. 

I  was  approached  by  several  different  people  whose  names 
and  addresses  I  cannot  now  remember,  not  having  been  much 
interested  in  their  propositions,  who  desired  to  sell  me  ad- 
ditional red  ore  lands  in  reasonable  proximity  to  one  or  an- 
other of  the  tracts  on  which  I  already  had  options;  and  I 
declined  to  consider  any  of  them,  for  the  reason  that  I  was 
satisfied  that  the  result  of  our  drillings  and  investigations 
would  prove  one  or  the  other  tract  sufficiently  extensive  and 
advantageous  for  us  to  fill  our  entire  requirements;  and  I 
therefore  declined  to  be  bothered  with  miscellaneous  offers 
which  would  have  brought  upon  me  the  extra  expense  of  drill- 
ing and  testing  their  properties  for  them. 

Q.  Those  properties  had  not  been  drilled  and  tested,  as 
I  understand? 

A.  No. 

Q.  Confining  yourself  to  the  properties  that  had  been 
drilled  and  tested  during  that  period  from  1910  on,  what  prop- 
erties were  offered  to  you? 
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A.  As  I  stated  in  my  direct  examination  the  Shannon- 
McDonough  property,  which  we  ultimately  bought,  the  Skewes 
&  Draper  property. 

Q.  Where  is  the  Shannon-McDonough  property? 

A.  Two  miles  south  of  Oxmoor,  on  the  main  line  of  the 
Louisville  &  Nashville  Railroad. 

Q.  How  far  from  the  outcrop? 

A.  Seven  miles. 

Me.  Eeed:  You  have  already  asked  him  all  about  that, 
Mr.  Colton. 

Me.  CoiiTON :  I  think  not.  I  am  now  asking  him  about  them 
separately.    They  were  asked  about  all  together. 

Me.  Reed:  You  asked  him  how  far  it  was  from  the  out- 
crop, and  he  said  seven  miles.  You  asked  him  where  it  was 
and  he  said  it  was  two  miles  south  of  Oxmoor.  It  is  a  com- 
fort to  know  that  it  has  not  moved,  I  suppose. 

The  Witness:  Did  you  wish  to  ask  anything  more  about 
the  Shannon-McDonough  property? 

By  Me.  Colton: 

Q.  What  was  the  number  of  acres  ? 

A.  1564  in  the  main  tract,  and  there  was  a  subsequent  pur- 
chase of  40  acres  close  by. 

Q.  That  was  one  of  the  three? 

A.  That  was  one  of  the  three. 

Q.  And  that  is  the  one  you  got? 

A.  Yes. 

Q.  What  are  the  other  two? 

A.  One  was  the  Skewes  &  Draper  property,  about  two 
miles  and  a  half  west  of  the  Shannon-McDonough  property. 

Q.  How  far  from  the  outcrop? 

A.  From  five  to  seven  miles ;  I  never  figured  it.  We  drilled 
that  property  and  decided  that  at  the  difference  in  thickness 
of  the  ore  and  the  difference  in  location  and  in  quality  and 
in  price  we  had  rather  take  the  Shannon-McDonough  prop- 
erty, and  took  it,  accordingly. 

The  third,  as  I  testified  before,  was  the  Aldrich  tract,  lying 
immediately  behind  the  lands  of  the  Bessemer  Coal  &  Iron 
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Company  to  the  east  of  Rosedale  in  Shades  Valley,  and  lying 
under  Shades  Mountain, 

Q.  How  far  from  the  outcrop? 

A.  About  five  miles. 

Q.  I  believe  you  gave  fully  your  reasons  for  not  taking 
that  property? 

A.  It  would  have  been  difficult  to  test  with  drill  holes,  and 
I  was  already  satisfied  iu  my  own  mind  that  I  intended  to 
buy  the  Shannon- McDonough  property  if  we  could  handle  the 
financial  end  of  it,  and  so  I  did  not  pay  serious  attention  to 
that  tract,  although  if  we  had  had  money  enough  I  might  have 
bought  that  in  addition  to  the  Shannon-McDonough. 

Q.  Has  any  ore  been  taken  out  for  actual  commercial  use 
from  under  Shades  Mountain  as  yet? 

A.  No,  none  of  the  slopes  have  yet  gone  so  far. 

Q.  Have  you  now  fully  answered  the  question  that  was 
asked  you?  Have  you  completed  your  answer,  is  what  1 
mean? 

A.  Oh,  yes. 

Q.  I  understood  you  to  say  it  would  have  .been  very  costly 
to  put  down  drill  holes  at  that  point,  the  third  poiat? 

A.  It  would,  except  on  the  extreme  westerly  part  of  the 
tract,  which  was  only  40  acres,  and  I  did  not  think  that  would 
be  an  adequate  criterion  of  the  whole  of  the  acreage. 

Q.  Now,  what  tonnage  of  ore  lying  within  the  district  I 
have  just  named  to  you  before — I  will  give  it  to  you  again — 
it  is  lying  between  Sparks  Gap  and  Morrows  Gap — what  ton- 
nage of  ore  has  been  taken  out  by  your  company  since  you 
have  been  connected  with  it  from  any  of  the  different  prop- 
erties it  has  owned? 

A.  We  have  not  taken  any,  because  we  have  only  one 
property,  as  to  which  I  have  testified  that  we  are  now  en- 
gaged in  sinking  a  slope  to  reach  the  ore. 

Q.  You  have  been  a  purchaser  of  iron  ore? 

A.  We  have  been  mining  from  our  own  red  ore  mines 
farther  up  in  Alabama,  at  Crudup,  about  63  miles  from  here, 
and  also  buying  some  in  the  open  market. 

Q.  Now,  what  was  the  percentage  of  rails  that  the  United 
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States  Steel  Corporation  was  manufacturing  prior  to  the 
time  it  acquired  the  Tennessee  Coal,  Iron  &  Railroad  Com- 
pany, if  you  know? 

Me.  Reed:  The  percentage  of  rails  where,  Mr.  Colton? 
Mr.  Colton  :  In  the  United  States. 

The  Witness  :  I  do  not  tax  my  mind  with  the  outputs  of 
any  year  of  any  product. 

By  Mb.  Colton: 

Q.  And  you  haven't  any  idea  whether  it  was  40  or  50  or 
70  per  cent,  of  the  rails  in  the  United  States  manufactured 
hy  the  United  States  Steel  Corporation  at  that  time? 

A.  If  it  were  necessary  in  my  business  to  have  the  infor- 
mation, I  would  have  it  in  about  four  minutes. 

Q.  I  am  asking  you  now 

A.  (Interposing)  But  I  do  not  carry  it  in  the  back  of  my 
head,  loose,  when  I  have  no  occasion  for  it. 

Q.  Bid  you  know,  in  November,  1907,  what  percentage  of 
rails  the  United  States  Steel  Corporation  was  manufactur- 
ing, of  those  manufactured  in  the  United  States? 

A.  November,  1907? 

Mr.  Reed:  Of  course  nobody  could  know  it  until  the 
figures  were  made  up. 

Mb.  Colton:  They  might  know  pretty  close  to  it,  if  they 
knew  anything  about  the  subject  at  all. 

The  Witness  :  I  do  not  know,  at  that  time  especially,  how 
many  they  made,  but  I  knew  at  that  time  approximately  what 
the  total  output  was  for  the  country. 

By  Mr.  Colton  : 

Q.  And  you  did  not  know  what  percentage  theirs  was  of 
the  total  output? 

A.  I  do  not  carry  it  in  my  head. 

Q.  Do  you  know  what  percentage  of  the  wire  output  they 
were  then  making? 

A.  I  did  know  such  figures,  but  I  do  not  now  remember 
them. 
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Q.  You  do  not  know  what  percentage  of  the  output  in 
wire  the  United  States  Steel  Corporation  was  making? 

A.  I  was  pretty  well  informed  on  statistical  matters  when 
I  was  in  active  business,  but  I  have  forgotten  them;  I  have 
had  no  occasion  to  remember  such  figures. 

Q.  And  you  do  not  now  know  what  percentage  they  were 
making  in  1907  in  wire  products? 

A.  It  is  unnecessary  for  me  to  know.  I  carry  the  infor- 
mation on  my  desk  in  printed  form. 

Q.  What  printed  form  gives  you  the  percentage  manufac- 
tured by  the  United  States  Steel  Corporation  of  wire  rods, 
for  example? 

A.  If  I  see  in  a  statistical  table  the  total  output  and  that 
of  the  Corporation  it  tells  me  the  percentage  without  sitting 
down  to  use  a  pencil  and  paper. 

Q.  Now,  I  want  to  know  where  you  see  it  in  a  statistical 
paper.    What  statistical  paper  did  you  see  it  in? 

A.  I  have  seen  such  information  in  print  many  times. 

Q.  Where? 

A.  In  such  papers  as  the  Iron  Age,  the  Iron  Trade  Re- 
view and  the  Metal  Market. 

Q.  Did  you  see  it  there  in  November,  1907? 

A.  I  do  not  know  when  I  saw  it;  I  read  technical  journals 
more  or  less  every  day,  and  have  done  so  for  40  years,  but  I 
can  not  remember  when  I  saw  the  statement,  nor  do  I  tax  my 
memory  with  the  figures.  The  general  effect  is  sufficient  for 
me  as  affecting  questions  of  policy. 

Q.  Now,  do  you  know  to  what  extent  the  purchase  of  the 
Tennessee  Coal,  Iron  &  Railroad  Company  increased  the  per- 
centage that  the  United  States  Steel  Corporation  was  then 
manufacturing  of  open  hearth  rails  in  the  United  States  ? 

A.  When  I  began  to  make  open  hearth  rails  there  had 
not  been  any  open  hearth  rails  made  in  the  United  States  ex- 
cept 2,000  tons  by  the  Illinois  Steel  Company,  and  if  the  Cor- 
poration made  none,  its  percentage  of  open  hearth  rails 
naturally  would  be  marvellously  affected,  but  it  did  not  affect 
its  percentage  of  rails  as  to  the  product  of  the  country  at 
large  more  than  one  per  cent. 
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Q.  Now,  do  you  know  that? 

A.  I  did  know  it,  because  I  took  the  trouble  to  get  at  the 
figures  when  we  were  discussing  on  the  floor  of  the  Chamber 
of  Commerce  the  propriety  of  the  Government  undertaking 
what  became  afterwards  the  Stanley  Investigation. 

Q.  Now,  do  you  know  what  was  the  capacity  of  the  Ten- 
nessee mill  that  the  Corporation  first  put  into  operation? 

A.  I  knew  at  that  time. 

Q.  Do  you  know  now  whether  you  are  speaking  of  what 
was  the  output  under  the  old  rail  mill,  or  what  was  the  output 
under  the  new  mill  which  was  built  at  the  time  the  Corpora- 
tion took  over  the  property? 

A.  I  could  not  differentiate  now  from  memory  between 
the  two. 

Q.  You  do  not  know,  then,  whether  you  took  this  old  mill 
which  the  Tennessee  people  were  discarding;  that  is,  which 
the  various  members  of  the  syndicate  had  decided  on  dis- 
carding, instead  of  the  new  mill  which  they  were  putting  up 
and  were  ready  to  manufacture  with,  at  the  time  the  Cor- 
poration took  it  over? 

Mb.  Eeed:  May  I  suggest  that  if  he  or  anybody  else  was 
considering  what  percentage  of  the  country's  product  the 
Tennessee  Company  had  made,  they  would  not  take  into  con- 
sideration a  mill  which  was  not  yet  in  operation? 

Me.  Colton  :  I  am  asking  him  if  he  took  into  account  the 
capacity  of  the  new  rail  mill  of  that  company. 

The  Witness:  I  could  not  now  say  what  I  took  into  ac- 
count; the  general  effect  on  my  mind  at  that  time  was  that 
the  Tennessee  Company  could  make,  and  was  making,  about 
one  per  cent,  of  the  rails  of  the  country. 

By  Me.  Colton: 

Q.  And  you  do  not  know  whether  you  took  into  considera- 
tion the  new  mill  at  all? 

A.  I  do  not  now  remember  what  was  taken  into  considera- 
tion. 

Q.  Do  you  know  what  the  blooming  mill  capacity  of  their 
new  mill  was  ? 

A.  I  do  not. 
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Q.  Do  you  know  what  percentage  of  the  ferro-manganese 
made  in  this  country  is  made  by  the  United  States  Steel  Cor- 
poration? 

A.  The  percentage  of  the  ferro-manganese  made  in  thi« 
country  1 

Mr.  Eeed:  Objected  to  as  not  cross  examination. 
The  Witness:  All  of  it. 

By  Mr.  Colton: 

Q.  You  did  not  intend  to  testify,  as  I  understood  it,  in 
regard  to  prices  or  the  operation  of  the  steel  business  during 
the  period  other  than  up  to  May,  1901,  and  then  from  August 
6,  1910,  down  to  the  present  time?  Those  are  the  periods 
that  you  intended  to  testify  to  in  regard  to  steel  figures? 

A.  As  having  official  relations  to  the  steel  trade;  yes,  you 
are  correct. 

Q.  You  do  not  know  how  the  prices  of  1909  compared 
with  those  of  1908,  in  the  steel  trade? 

A.  I  do  not  remember  them;  I  know  they  were  better. 

Q.  You  thiak  you  do  know  that,  do  you? 

A.  Yes. 

Q.  Now,  as  a  matter  of  fact,  were  not  prices  very  much 
lower  from  the  spring  of  1909  to  the  latter  part  of  1909  than 
they  had  been  during  1908? 

A.  I  am  not  undertaking  to  discriminate  by  months,  but  I 
know  that  the  next  improvement  in  prices  in  the  iron  and  steel 
trade,  following  after  the  panic  of  1908,  began  in  the  autumn 
of  1909  and  lasted  into  the  spring  of  1910. 

Q.  But  you  do  not  know  whether,  on  a  general  average, 
the  prices  of  1909  were  very  much  lower  than  they  were  dur- 
ing 1908? 

A.  I  do  not  carry  the  exact  figures  in  my  head.  I  have 
them  in  my  office  for  reference  when  I  need  them. 

Q.  Yes,  but  you  do  not  pretend  to  testify  about  those  one 
way  or  the  other? 

A.  No.  If  you  wish,  I  will  file  you  one  of  those  charts  of 
prices,  which  will  give  it  exactly. 

Q.  You  do  not  know  how  the  output  of  1908  compares  with 
that  of  1909,  do  you? 
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A.  I  do  not  carry  tables  of  output  statistics  in  my  head. 

Q.  You  are  not  familiar  with  the  great  drop  that  came  in 
February,  1909,  in  steel  products? 

A.  I  do  not  especially  remember,  because  at  that  time  I 
was  not  in  direct  relation  to  the  steel  trade. 

Me.  Colton:   That  is  all. 

EEDIEECT  EXAMINATION 

By  Mr.  Reed: 

Q.  Mr.  Bowron,  something  was  said  about  the  matter  of 
ferro  manganese.    What  kind  of  a  furnace  is  that  made  in? 

A.  Usually  in  a  small  furnace — a  blast  furnace. 

Q.  Any  blast  furnace  that  will  make  iron  from  iron  ore 
will  make  ferro  manganese  from  the  ore  will  it  not? 

A.  Yes.  By  preference  I  would  employ  a  small  blast  fur- 
nace, not  exceeding  12  to  15  feet  bosh  for  the  purpose. 

Q.  Where  does  the  ore  come  from  from  which  ferro  man- 
ganese is  made  ? 

A.  Some  is  produced  in  Cuba.  The  greatest  body  that 
comes  to  this  country  is  produced  in  Cuba.  Some  is  mined 
in  Arkansas,  and  a  very  limited  quantity  has  been  mined  in 
Georgia. 

Q.  Is  there  any  impediment  to  prevent  any  other  owner  of 
a  blast  furnace  from  making  ferro  manganese,  if  there  is  a 
market  for  it  in  this  country,  in  the  same  way  that  the  Steel 
Corporation  does  it? 

A.  Certainly  not.  I  could  make  it  myself  if  I  wanted  to, 
by  importing  the  ore. 

Q.  That  is  what  they  do,  is  it  not? 

A.  Yes.  They  must  either  import  the  ore  or  buy  it  in 
Arkansas. 

Q.  As  to  this  matter  of  the  protest  which  you  made  to  your 
executive  committee  when  you  were  vice-president  of  the 
Tennessee  Company  because  of  the  fact  that  they  were  pay- 
ing what  seemed  to  you  to  be  unearned  dividends,  I  wanted 
to  ask  you  whether,  when  that  protest  went  imheeded,  you 
took  any  further  action,  and  if  so  what  action  did  you  take? 
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A.  Wlieii  that  protest  went  unheeded  and  another  dividend 
was  declared  a  week  or  two  later,  I  took  the  most  decided 
action  that  I  could  take,  and  resigned  my  office  with  the  com- 
pany. 

Q.  Do  you  know  whether  or  not  dividends  were  continued 
after  that? 

A.  No.  My  resignation,  after  controlling  the  company's 
finances  for  26  years  brought  about  the  engagement  of  Mr.  D. 
H.  Bacon  as  Chairman  of  the  Board,  and  he  told  me  that  he 
had  never  raised  a  dollar  in  his  life,  and  asked  me  to  put  up 
for  his  benefit  a  scheme  for  financing  the  company;  and  I 
drew  up  for  him  a  scheme  for  rehabilitating  the  finances  of 
the  company,  involving  the  stoppage  of  dividends,  and  the 
issue  of  a  new  series  of  bonds. 

Q.  Were  dividends  then  stopped? 

A.  They  were. 

EECEOSS  EXAMINATION 

By  Me.  Colton: 

Q.  What  date  was  that? 

A.  The  last  dividend  that  was  paid,  I  think,  was  on  the 
1st  of  October,  1900.  I  do  not  think  that  we  paid  the  dividend 
on  the  1st  of  January,  1901. 

Q.  And  you  do  not  know  how  many  dividends  were  paid 
subsequent  to  that  date! 

A  I  am  quite  sure  that  they  were  stopped. 

Q.  You  do  not  know?  You  were  not  in  the  employ  of  the 
company  after  that,  were  you  ? 

A.  Their  official  statements  were  published  and  I  was  in 
receipt  of  them  for  several  years. 

Q.  Do  you  undertake  to  say  that,  between  that  time  and 
November  1,  1907,  there  were  no  dividends  paid  by  the  Ten- 
nessee Company? 

A.  I  do  not. 

Q.  I  do  not  understand  you  to  testify  as  regards  the  ex- 
tent to  which  dividends  were  paid  after  you  left  the  com- 
pany. 
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A.  I  say  that,  as  a  result  of  my  communications  with  the 
new  chairman  of  the  board,  dividends  were  stopped. 

Q.  But  for  how  long  they  were  stopped  you  do  not  know? 

A.  When  they  were  resumed  I  do  not  know,  I  presume 
that  information  can  be  furnished  by  somebody  else. 

Mb.  Colton  :  That  is  all. 

(Whereupon  an  adjournment  was  taken  until  to-morrow, 
Saturday,  January  10,  1914,  at  10:30  o'clock  a.  m.) 
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ONE  HUNDEED  AND  THIRTY-EIGHTH  DAY. 

Federal  Building, 
Birmingliain,  Alabama, 

Saturday,  January  10,  1914. 

Before  Special  Examiner  John  Abthue  Beown. 

Present  on  behalf  of  the  United  States,  Me.  Colton. 
Present  on  behalf  of  the  Defendants,  Mb.  Eebd. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIRECT  EXAMINATION 

By  Me.  Reed: 

Q.  Where  do  you  live,  Mr.  Shook? 

A.  In  Birmingham. 

Q.  How  long  have  you  lived  here? 

A.  Since  1896  in  Birmingham  proper,  and  since  1892  in 
the  Birmingham  district. 

Q.  From  1892  to  1896  what  was  your  occupation? 

A.  First,  in  1892,  stenographer  to  the  assistant  general 
manager  of  the  Tennessee  Coal,  Iron  &  Railroad  Company; 
next,  chief  clerk  to  the  General  Manager  of  the  Tennessee 
Company;  after  1896,  in  1898  I  became  the  Secretary  of  the 
Alabama  Steel  &  Shipbuilding  Company,  a  company  organ- 
ized for  the  purpose  of  issuing  securities  to  build  the  original 
steel  plant  at  Ensley. 

Q.  It  was  a  subsidiary  of  the  Tennessee  Coal,  Iron  &  Rail- 
road Company? 

A.  It  was  a  subsidiary  of  the  Tennessee  Coal,  Iron  & 
Railroad  Company,  and  the  Tennessee  Company  owned  all 
of  the  stock  of  the  Alabama  Steel  &  Shipbuilding  Company. 

Q.  In  1898  what  did  you  do? 
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A.  W'hile  still  holding  the  position  of  Secretary  of  the 
Alabama  Steel  &  Shipbuilding  Company  I  was  appointed 
assistant  general  superintendent  of  the  steel  works  at  Ensley 
and  held  that  position  during  the  period  of  construction  and 
for  three  years  after  the  plant  was  put  in  operation. 

Q.  When  did  you  leave  the  service  of  the  Tennessee  Com- 
pany? 

A.  In  1901. 

Q.  What  time  in  1901? 

A.  My  recollection  is  that  it  was  in  June  or  July  of  1901. 

Q.  About  the  time  that  Mr.  Bowron  left  the  company? 

A.  About  that  time. 

Q.  Then  in  what  business  did  you  engage? 

A.  I  organized  the  firm  of  Shook  &  Fletcher,  and  made 
arraligements  with  a  number  of  northern  concerns  to  repre- 
sent them  in  the  South  as  manufacturers'  agents,  opened  a 
rail  yard  here  and  went  into  the  sale  of  both  relaying  and 
new  rails,  and  handled  considerable  coke,  ore  and  pig  iron. 

Q.  When  you  speak  of  rails,  do  you  mean  what  are  known 
as  heavy  rails  or  light  rails? 

A.  We  handle  heavy  relaying  rails  and  light  new  rails; 
no  heavy  sections  of  new  rails  to  amount  to  anything. 

Q.  You  do  not  buy  new  heavy  rails  from  the  producers 
in  any  quantities? 

A.  No,  sir. 

Mk.  Colton  :  Would  you  mind  asking  him  what  re-laying 
rails  are,  Mr.  Eeed? 

The  Witness:  Ee-laying  rails  are  rails  that  have  been 
in  service  and  are  still  suitable  for  use,  and  are  usually 
bought  by  logging  roads  and  small  railroads,  branch  lines, 
where  the  traffic  is  not  heavy,  and  where  severe  service  is 
not  encountered. 

By  Mb.  Reed: 

Q.  It  is  a  second-hand  rail,  in  other  words  ? 

A.  li  is  a  second-hand  rail,  but  too  good  for  scrap,  too 
good  to  be  discarded  for  scrap. 
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Q.  And  you  have  been  one  of  tlie  partners  in  this  firm 
of  Shook  &  Fletcher  since  1901? 

A.  Yes,  sir. 

Q.  Have  you,  throughout  that  time,  been  dealing  in  light 
rails  ? 

A.  Yes. 

Q.  Buying  them  from  the  manufacturers  of  such  rails? 

A.  Yes,  sir. 

Q.  About  what  tonnage  of  light  rails  do  you  buy  annually, 
Mr.  Shook? 

A.  It  varies  considerably,  the  tonnage  of  new  rails  de- 
pendiag  to  a  very  great  extent  upon  the  tonnage  of  light  re- 
laying rails  that  we  are  able  to  secure;  and  when  there  are 
no  light  re-laying  rails  on  the  market,  we  buy  an  increased 
tonnage  of  new  rails,  and  vice  versa.  I  should  say  that,  dur- 
ing the  period  mentioned,  our  average  sales  of  new  light 
rails  have  been  about  2,500  tons  per  annum. 

Q.  What  is  the  maximum  tonnage  of  new  light  rails  that 
you  have  bought  in  any  year? 

A.  Well,  that  is  hard  to  answer,  without  going  back  to 
the  records.    I  should  say,  however,  as  much  as  3,600  tons. 

Q.  Do  you  buy  those  light  rails  on  a  competitive  basis? 

A.  Yes,  sir. 

Q.  Do  you  buy  on  contracts  over  a  specified  period,  or  do 
you  buy  in  lots  as  you  need  the  material? 

A.  We  have  bought  both  ways.  In  {;lmost  all  instances, 
however,  in  carload  lots  or  50-ton  or  100-ton  lots,  sometimes 
as  much  as  300  to  500-ton  lots ;  but  very  seldom  in  contracts 
running  over  any  extended  period. 

Q.  Do  you  ask  for  quotations  from  the  different  manu- 
facturers before  you  place  your  order  or  let  your  contract? 

A.  We  do,  yes. 

Q.  Will  you  tell  ns  the  names  of  some  of  the  manufactur- 
ers from  whom  you  get  quotations? 

A.  We  have  bought  substantially  from  the  re-rolling  mills, 
among  them  the  United  States  Bail  Company  of  Cumberland, 
Maryland;  the  West  Virginia  Rail  Company  of  Huntington, 
West  Virginia;  the  Sweet  Steel  Company,  of  Williamsport, 
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Pennsylvania,  and  the  billet  rolled  rails  from  the  Tennessee 
Coal,  Iron  &  Railroad  Company,  Bessemer  Mill,  what  is  now 
called  the  Gulf  States  Steel  Company,  Alabama  City  Mill,  the 
Illinois  Steel  Company,  the  Carnegie  Steel  Company,  the 
Jones  &  Laughlin  Steel  Company,  and  formerly  from  the  At- 
lanta Steel  Company,  when  that  mill  was  on  rails. 

Q.  Have  you  had  quotations  from  the  Lackawanna? 

A.  Yes. 

Q.  From  the  Maryland  Steel? 

A.  Yes. 

Q.  From  the  Cambria  Steel? 

A.  I  do  not  know  that  we  have  ever  had  any  quotations 
from  the  Cambria  on  light  rails;  that  is,  lighter  than  40 
pounds.  When  I  speak  of  light  rails,  the  general  interpreta- 
tion of  that  term  is  12,  16  or  20  pound  rails,  or  8  pound  rails. 
We  sometimes  buy  as  heavy  as  40  pound  rails. 

Q.  About  what  percentage  of  your  purchases  have  been 
from  the  subsidiaries  of  the  United  States  Steel  Corpora- 
tion? 

Me.  Colton:  May  I  ask  whether  that  is  confining  him  to 
new  light  rails? 

By  Mb.  Eeed  : 

Q.  All  light  rails  that  you  get  from  rolling  mills  ? 

,A.  We  do  not  buy  anything  from  the  mills  except  new 
rails,  of  course,  and  nothing;  to  speak  of  except  light  rails. 
Prior  to  1913  our  purchases  were  heavier  from  the  sub- 
sidiaries of  the  United  States  Steel  Corporation  than  they 
have  been  during  that  year.  Without  being  able  to  answer 
the  question  very  definitely  without  reference  to  our  records, 
I  should  say  that  prior  to  1913  about  25  per  cent,  of  the  total 
purchases,  of  course  not  taking  into  consideration  the  relay- 
ing rails,  light  rails ;  and  since  the  first  of  1913,  probably  not 
over  10  per  cent.,  the  reduced  purchases  in  1913  being  due 
largely  to  the  fact  that  the  re-rolled  rails  have  been  coming 
into  this  market  with  lower  prices  than  the  billet  rolled  rails. 

Q.  Now,  do  the  quotations  that  you  get  from  these  dilGfer- 
ent  manufacturers  vary,  or  are  they  all  alike? 

A.  They  vary  considerably. 
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Q.  How  long  has  tliat  been  so  1 

A.  Ever  since  I  have  been  in  the  rail  business. 

■Q.  That  is  about  twelve  years  1 

A.  Since  1901 ;  twelve  years. 

Q.  Is  there  or  has  there  been  any  indication  of  a  combina- 
tion among  the  manufacturers  of  rails? 

A.  None  that  I  have  ever  been  able  to  discover. 

Q.  Has  the  competition  among  them  been  keen  or  other- 
wise? 

A.  It  has  been  very  keen,  judging  from  our  experience 
with  them. 

Q.  Of  course  I  am  only  asking  for  your  own  experience 
with  them.  Has  that  competition  for  your  business  been  ac- 
tive and  aggressive? 

A.  Yes,  they  have  all  been  anxious  to  get  our  business, 
apparently. 

Q.  Coming  back,  now,  to  the  time  when  you  were  in  the 
employ  of  the  Tennessee  Company,  had  you  any  familiarity 
then  with  its  various  properties,  including  not  only  its  mills, 
but  its  supply  of  raw  material,  such  as  ore  and  coal? 

A.  Yes,  I  knew  a  good  deal  about  it  in  a  general  way  on 
account  of  my  position  as  general  manager  of  the  company 
and  the  fact  that  my  duties  were  to  some  extent  in  connec- 
tion with  the  distribution  of  raw  materials  to  the  furnaces  at 
that  time,  and  prior  to  my  active  connection  with  the  Ten- 
nessee Company  my  father  was  an  official  of  the  company  and 
I  was  with  him  a  great  deal  of  the  time  traveling  about  over 
the  properties,  so  that  I  have  really  been  in  a  position  to 
familiarize  myself  with  the  properties  of  the  company  ever 
since  I  can  remember,  long  before  1892. 

Q.  What  was  your  father's  position  in  the  company,  Mr. 
Shook? 

A.  He  started  in  as  a  clerk  in  the  store  at  Tracy  City, 
when  the  company  was  organized,  immediately  after  the  war. 
It  was  organized  before  the  war,  but  his  position  dates  from 
about  1865  or  1866,  I  think. 

Q.  Tell  us  what  positions  he  has  held. 

A.  He  was  then  superintendent  of  the  mines  at  Tracy 
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City,  and  afterwards  became  general  manager  of  the  com- 
pany and  held  that  position  during  the  period  wnen  the  com- 
pany operated  in  Tennessee  exclusively,  and  when  the  com- 
pany acquired  its  Alabama  properties  in  the  late  eighties,  he 
was  still  general  manager  of  the  company,  and  had  jurisdic- 
tion over  the  Alabama  properties  as  well  as  the  Tennessee 
properties. 

Then  he  retired  from  the  position  of  general  manager, 
and  Mr.  G.  B.  McCormick  was  elected  general  manager,  and 
he  was  elected  vice-president. 

Q.  You  mean  your  father  was  elected  vice-president? 

A.  Yes;  up  to  1901,  I  think,  when  he  left  the  employ  of 
the  company,  about  the  same  time  that  Mr.  Bowron  and  I  did. 

Q.  He  was  one  of  the  executive  officers  from  the  time  the 
company  came  to  Alabama  until  he  retired  in  1901? 

A.  Yes. 

Q.  Having  that  knowledge  of  the  affairs  of  the  Tennessee 
Company,  did  you  regard,  or  do  you  now  regard  the  pur- 
chase of  the  Tennessee  Company  by  the  United  States  Steel 
Corporation  as  monopolistic? 

Me.  Colton:  Just  a  moment.  I  object  to  that  on  the 
ground  that  the  witness  is  obviously  incompetent  to  express 
any  opinion  on  the  subject;  his  experience  is  not  such  as  to 
justify  him  in  expressing  any  opinion;  and  on  the  further 
ground  that  it  calls  for  a  conclusion  upon  a  state  of  facts  not 
disclosed  to  the  court,  and  the  different  facts  upon  which  the 
witness  bases  his  opinion  are  not  disclosed  to  the  court. 

By  Mb.  Eeed: 

Q.  Will  you  answer,  please? 

A.  I  do  not  so  consider  it. 

Q.  For  what  reason  or  reasons  ? 

A.  It  is  a  matter  of  common  knowledge  that  there  are 
very  extensive  ores 

Mk.  Colton  :  Just  a  moment.  I  object  to  the  witness  stat- 
ing matters  of  common  knowledge,  as  hearsay. 

Mb.  Eeed:  Won't  you  try  to  put  the  objection  in  after  the 
question  is  asked,  Mr.  Colton,  or  the  answer  is  finished? 

Mb.  Colton  :  I  must  object  as  hearsay  as  it  comes  out. 
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By  Mr.  Reed: 

Q.  Will  you  resume  where  you  were  interrupted,  Mr. 
Shook? 

A.  (Continuing)  That  there  are  very  extensive  ore  hold- 
ings of  various  large  corporations  in  this  district,  some  of 
them  owning  considerably  more  ore  of  a  certain  grade  than 
the  Tennessee  Coal,  Iron  &  Railroad  Company  owns.  In 
amplifying  that  answer  I  should  say  that  in  1904,  when  a 
movement  was  on  foot  to  consolidate  several  of  the  large  com- 
panies in  this  district,  an  appraisal  committee  was  appointed, 
consisting  of  Mr.  T.  H.  Aldrich,  Mr.  J.  W.  Worthmgton,  Mr. 
Perrin,  and  Mr.  Given,  to  investigate  carefully  all  properties 
of  these  various  companies  and  make  a  report  on  the  ore 
holdings.  The  finding  of  that  committee  showed  that  so  far 
as  brown  ore  was  concerned,  the  Republic  Company  had  as 
much  as  the  Tennessee  Coal,  Iron  &  Railroad  Company,  and 
that  the  Sloss-Sheffield  Steel  &  Iron  Company  had  more  than 
twice  as  much. 

Me.  Colton:  I  object  to  the  witness'  statement  in  refer- 
ence to  the  finding  of  the  report,  on  the  ground  that  the  report 
is  the  best  evidence,  and  I  object  to  his  statement  as  to  the 
amount  of  brown  ore  owned  by  the  company  as  irrelevant  and 
immaterial. 

By  Me.  Reed: 

Q.  Now,  you  have  spoken  of  large  quantities  of  ore  being 
owned  by  these  other  furnace  companies.  Do  you  know 
whether  or  not  there  are  large  quantities  of  ore  in  the  mar- 
ket and  not  held  by  any  furnace  company? 

A.  Yes,  large  individual  holdings  on  Red  Mountain  and 
in  Shades  Valley. 

Q.  From  the  standpoint  of  a  customer  in  the  South,  buying 
steel  as  you  do,  have  you  felt  that  the  purchase  of  the  Tennes- 
see Company  by  the  United  States  Steel  Corporation  has 
worked  harm  to  you  ? 

A.  Not  in  the  least ;  no,  sir. 

Q.  Has  it  been  of  any  benefit  to  you? 

A.  I  think  it  has  to  all  consumers  of  steel  and  to  the  com- 
munity at  large;  vastly  beneficial. 
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Q.  What  are  your  reasons  for  that  statement? 

A.  On  account  of  the  very  extensive  development  of  the 
properties  which  had  never  taken  place  before;  the  proper- 
ties of  the  Tennessee  Coal,  Iron  &  Kailroad  Company  have 
been  more  fully  and  intelligently  developed  within  the  last 
seven  years  under  the  ownership  of  the  United  States  Steel 
Corporation  than  had  been  done  in  the  previous  forty  years. 

Q.  How  about  the  quality  of  the  product  of  the  Tennessee 
Company?  Has  there  been  an  improvement  or  a  deteriora- 
tion? 

A.  A  marked  improvement  under  the  management  of  the 
present  oflScials  of  the  Tennessee  Coal,  Iron  &  Railroad  Com- 
pany. 

Me.  Reed  :  You  may  cross  examine. 

CROSS  EXAMINATION 

By  Mr.  Colton: 

Q.  You  stated  that  it  was  your  opinion  that  the  acquisition 
of  the  Tennessee  Company  by  the  United  States  Steel  Cor- 
poration was  not  monopolistic  in  character? 

A.  Not  in  the  least. 

Q.  Mr.  Shook,  would  you  have  regarded  a  combination  of 
all  the  independent  companies  outside  of  the  United  States 
Steel  Corporation  manufacturing  steel  in  the  United  States 
as  a  combination  monopolistic  in  character  in  November,  1907 1 

A.  Taking  all  of  them? 

Q.  Taking  every  one,  outside  of  the  Steel  Corporation. 

A.  Yes,  of  course. 

Q.  That  would  have  been,  would  it  not  I 

A.  Yes,  if  they  had  gotten  them  all. 

Q.  The  United  States  Steel  Corporation  at  that  time  had 
combined  together  a  larger  capacity  than  all  the  companies 
outside  of  the  Steel  Corporation  combined;  do  you  know  that? 

A.  In  this  district,  do  you  mean? 

Q.  In  the  entire  United  States. 

A.  I  thought  we  were  talking  about  the  acquisition  of  the 
Tennessee  Company,  its  effect  upon  monopolistic  features. 
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Mr.  Reed:  You  have  made  a  statement  of  fact,  Mr.  Col  ton, 
without  specifying  what  products 

Mb.  Colton:    Steel  products  generally. 

Mr.  Ebed:  Where  its  capacity  was  greater? 

Mr.  Colton  :  Steel  products  generally,  as  stated  by  Judge 
Gary  and  as  shown  by  statistics. 

By  Mr.  Colton: 

Q.  Then  you  do  not  mean  to  say  that  the  Steel  Corpora- 
tion itself,  taken  in  connection  with  the  Tennessee  Company, 
was  not  a  monopolistic  combination,  do  you? 

A.  You  mean  at  the  present  time? 

Q.  At  that  time. 

A.  I  do  not  think  it  was,  unless  it  got  them  all. 

Q.  If  it  got  60  per  cent,  of  all  the  companies,  60  per  cent, 
of  all  the  production  of  the  country,  would  you  regard  that 
as  a  combination  in  restraint  of  trade? 

A.  Not  60  per  cent. ;  no. 

Q.  You  stated  a  moment  ago  that  you  regarded  a  com- 
bination of  all  the  companies  in  the  country,  outside  of  the 
Steel  Corporation  at  that  time,  at  which  time  all  the  compan- 
ies outside  of  the  Steel  Corporation  only  had  40  per  cent,  of 
the  steel  production — ^you  said  you  would  regard  that  as  mo- 
nopolistic in  its  character.  Explain  the  difference  between 
the  two. 

A.  I  misunderstood  the  question,  if  that  is  the  way  you 
put  it. 

Mr.  Eeed:  I  object  to  that  as  an  incorrect  statement  of 
what  the  witness  has  testified  to. 

Mr.  Colton  :  Read  the  witness  his  own  testimony. 

Mr.  Reed  :  That  is  not  necessary. 

Mr.  Colton;  Yes.  Read  the  witness's  entire  cross  exam- 
ination. 

(The  stenographer  read  as  follows:) 

"Q.  You  stated  that  it  was  your  opinion  that  the  acquisi- 
tion of  the  Tennessee  Company  by  the  United  States  Steel 
Corporation  was  not  monopolistic  in  character? 

"A.  Not  in  the  least. 
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"Q.  Mr.  Shook,  would  you  have  regarded  a  combination 
of  all  the  independent  companies  outside  of  the  United  States 
Steel  Corporation  manufacturing  steel  in  the  United  States 
as  a  combination  monopolistic  in  character  in  November,  1907  ? 

"A.  Taking  all  of  them? 

"Q.  Taking  every  one,  outside  of  the  Steel  Corporation. 

"A.  Yes,  of  course. 

' '  Q.  That  would  have  been,  would  it  not  ? 

"A.  Yes,  if  they  had  gotten  them  all. 

"Q.  The  United  States  Steel  Corporation  at  that  time 
had  combined  together  a  larger  capacity  than  all  the  com- 
panies outside  of  the  Steel  Corporation  combined;  do  you 
know  that? 

"A.  In  this  district,  do  you  mean! 

"Q.  In  the  entire  United  States. 

"A.  I  thought  we  were  talking  about  the  acquisition  of 
the  Tennessee  Company,  its  effect  upon  monopolistic  fea- 
tures. 

' '  Mr.  Eeed :  You  have  made  a  statement  of  fact,  Mr.  Col- 
ton,  without  specifying  what  products 

''Mr.  Colton:    Steel  products  generally. 

"Mr.  Reed:   Where  its  capacity  was  greater? 

' '  Mr.  Colton :  Steel  products  generally,  as  stated  by  Judge 
Gary  and  as  shown  by  statistics. 

"By  Mr.  Colton: 

' '  Q.  Then  you  do  not  mean  to  say  that  the  Steel  Corpora- 
tion itself,  taken  in  connection  with  the  Tennessee  Company, 
was  not  a  monopolistic  combination,  do  you? 

"A.  You  mean  at  the  present  time? 

"Q.  At  that  time. 

"A.  I  do  not  think  it  was,  unless  it  got  them  all. 

"  Q.  If  it  got  60  per  cent,  of  all  the  companies,  60  per  cent, 
of  all  the  production  of  the  country,  would  you  regard  that  as 
a  combination  in  restraint  of  trade? 

' '  A.  Not  60  per  cent. ;  no. 

"Q.  You  stated  a  moment  ago  that  you  regarded  a  com- 
bination of  all  the  companies  in  the  country,  outside  of  the 
Steel  Corporation  at  that  time,  at  which  time  all  the  com- 
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panies  outside  of  the  Steel  Corporation  only  had  40  per  cent, 
of  the  steel  production — you  said  you  would  regard  that  as 
monopolistic  in  its  character.  Explain  the  difference  between 
the  two. 

"A.  I  misunderstood  the  question,  if  that  is  the  way  you 
put  it." 

Mr.  Colton:  Read  the  answer  about  its  being  monopol- 
istic in  character  if  they  had  taken  all  the  companies. 

(The  stenographer  read  the  testimony  as  follows:) 

"Q.  Mr.  Shook,  would  you  have  regarded  a  combination 
of  all  the  independent  companies  outside  of  the  United  States 
Steel  Corporation  manufacturing  steel  in  the  United  States 
as  a  combination  monopolistic  in  character  in  November,  1907  ? 

"A.  Taking  all  of  them? 

"Q.  Taking  every  one,  outside  of  the  Steel  Corporation? 

"A.  Yes,  of  course. 

"Q.  That  would  have  been,  would  it  not? 

"A.  Yes,  if  they  had  gotten  them  all." 

The  Witness:  If  the  Steel  Corporation  had  got  all  the 
independent  companies. 

By  Mr.  Colton: 

Q.  Your  first  answer  was  tO'  the  effect  that  the  combining 
of  all  the  competitors  outside  of  the  Steel  Corporation  in  one 
company  would  be  monopolistic. 

A.  My  understanding  was  that  your  question  was  if  they 
were  all  combined  in  one  company  with  the  Steel  Corpora- 
tion, that  would  have  been  monopolistic. 

Q.  Then,  to  get  monopoly  you  would  want  all  of  the  com- 
panies combined? 

A.  Absolutely. 

Q.  I  understand  your  idea  of  monopoly,  then.  And  it  was 
with  that  idea  of  monopoly  in  mind  that  you  answered  Mr. 
Eeed? 

A.  That  all  would  constitute  it? 

Q.  Yes. 

A.  He  asked  the  question  if  as  at  present  constituted  it 
was  monopoly. 
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Q.  I  was  asking  now  as  to  whether  your  idea  of  monopoly, 
which  you  just  stated  a  moment  ago,  was  a  combination  of 
all  companies— that  you  would  regard  that  as  monopoly— 
and  if  that  was  your  idea  of  monopoly.    Is  that  correct? 

A.  If  the  process  should  go  so  far  as  to  control  90  or  95 
per  cent.,  it  might  be  considered  as  a  practical  monopoly. 

Q.  You  have  given  a  good  deal  of  thought  to  just  what 
percentage  would  constitute  monopoly,  have  you? 

A.  I  have  undertaken  to  give  some  thought  to  it  just  now ; 
I  have  not  done  so  heretofore. 

Q.  This  is  just  a  sort  of  chance  opinion  that  you  are  ex- 
pressing on  this  question,  then? 

A.  No;  I  am  expressing  the  opinion  that  I  think  is  held 
by  the  average  intelligent  man. 

Q.  That  it  takes  about  90  per  cent.? 

A.  Yes. 

Q.  As  regards  brown  ore,  do  you  not  know  enough  about 
the  steel  business  to  know  that  the  brown  ore  produced  in  the 
United  States  has  always  been  insignificant  as  compared  with 
the  production  of  other  ores  in  the  United  States? 

A.  I  am  not  familiar  with  the  brown  ore  production  in  the 
States  outside  of  Alabama,  Georgia  and  Tennessee.  I  know 
that  in  these  three  states  it  has  been  a  factor,  and  that  the 
more  they  could  get,  the  better  off  they  were. 

Q.  Your  knowledge  is  very  local  in  that,  then? 

A.  So  far  as  the  production  of  ore  is  concerned,  it  is  con- 
fined largely  to  the  southern  territory. 

Q.  Can  you  give  me  any  figures  of  the  relative  production 
of  brown  ore  in  the  State  of  Alabama  as  compared  with  red 
ore — say  for  the  year  1901? 

A.  No;  I  cannot  go  back  that  far  and  tell  you  what  the 
figures  were. 

Q.  Take  it  for  the  year  1907,  then. 

A.  The  percentage  as  compared  with  the  percentage  of 
red  ore  has  always  been  small. 

Q.  Yes;  always  small? 

A.  But  the  value  has  been  greater  per  ton  and  the  more 
brown  ore  they  have  been  able  to  get  for  their  furnaces  the 
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better  operating  conditions  they  have  had  and  the  better  iron 
they  have  made. 

Q.  Do  you  not  know  that  the  Tennessee  Company  control, 
according  to  the  report  to  which  you  referred,  more  than  75 
per  cent,  of  the  ore,  taken  as  a  whole? 

Me.  Eeed:  I  object  to  that.  Neither  the  report  nor  Mr. 
Shook  have  said  anything  of  the  kind. 

By  Mr.  Colton: 

Q.  I  am  asking  him,  now,  that  fact. 

A.  You  mean  the  total? 

Q.  Yes. 

A.  I  do  not  remember  the  percentage. 

Q.  You  do  not  know  what  it  was? 

A.  I  do  not  remember  the  percentage  of  the  whole. 

Q.  You  do  not  know  anything  about  it  except  just  what 
came  in  the  report,  do  you? 

A.  You  mean  about  the  holdings? 

Q.  Yes. 

A.  Yes;  I  have  a  general  knowledge  of  the  holdings  out- 
side of  the  report,  and  had  it  before  that  report  was  made. 

Q.  What  study  of  their  holdings  did  you  make  between 
1901  and  1904? 

A.  No  special  study,  except  to  familiarize  myself  with  the 
conditions  generally,  by  coming  in  contact  with  the  opera- 
tions and  affairs  of  the  various  companies,  by  virtue  of  my 
position  with  the  Tennessee  Company. 

Q.  What  did  you  do  in  the  way  of  investigating  the  ore 
holdings  of  the  Tennessee  Company  and  the  other  companies 
in  this  district,  during  the  years  from  1901  to  1904  inclusive? 

A.  I  made  no  special  investigation. 

Q.  Did  you  make  any  investigation?    If  so,  what? 

A.  I  simply  have  that  information  because  it  was  generally 
known,  and  is  known  now,  about  what  the  various  holdings 
are  on  Eed  Mountain. 

Q.  Your  knowledge  is  purely  hearsay  and  general? 

A.  Not  altogether,  no. 

Q.  Then,  if  you  have  any  personal  knowledge  that  you 
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derived  during  the  years  1901  to  1904,  just  tell  me  how  you 
derived  it. 

A.  I  have  been  on  the  property,  I  have  walked  over  it  and 
I  have  ridden  over  it. 

Q.  And  the  way  you  got  it  was  by  walking  over  the  prop- 
erty and  riding  over  the  property?  What  property  did  you 
walk  over  and  ride  over? 

A.  Many  properties  in  this  district,  of  the  various  com- 
panies. 

Q.  State  which  ones? 

A.  The  Tennessee  Company's  properties. 

Q.  Did  you  ride  over  the  Tennessee  Company's  properties 
—all  of  them? 

A.  No,  sir. 

Q.  What  portion  of  them  did  you  ride  over? 
■     A.  I  could  not  undertake  to  say. 

Q.  If  you  did  not  ride  over  the  whole  of  them,  and  you  do 
not  know  what  portion  of  them  you  did  ride  over,  how  can 
you  know  what  portion  it  is  of  the  whole? 

A.  I  have  not  undertaken  to  give  you  the  proportion  it 
was  of  the  whole. 

Q.  Since  1904  have  you  made  any  further  personal  inves- 
tigation than  you  made  up  to  1904  of  the  ore  holdings  of  the 
Tennessee  Company? 

A.  No,  sir ;  I  have  not. 

Q.  I  imderstand  you  to  say  that  you  were  with  the  Ten- 
nessee Company  for  three  years  after  it  began  operations  at 
Ensley? 

A.  Yes ;  from  1899,  when  the  plant  started,  until  1901. 

Q.  What  was  the  capacity  of  the  Ensley  plant  when  you 
were  connected  with  it? 

A.  It  had  a  nominal  capacity  of  1,000  tons  per  day,  but 
in  fact  it  never  ran  that  capacity  during  my  connection  with 
the  company. 

Q.  You  mean  it  never  reached  that  output? 

A.  That  output,  yes. 

Q.  What  was  the  maximum  output  that  it  ran  ? 

A.  I  should  say  about  half  of  that. 
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Q.  And  when  you  say  a  thousand  tons  a  day  are  you 
speaking  of  double  or  single  turn? 

A.  Double  turn. 

Q.  You  are  speaking  of  steel  ingots? 

A.  Steel  ingots,  yes. 

Q.  When  you  were  connected  with  the  company,  had  it  be- 
gun the  manufacture  of  steel  rails? 

A.  My  recollection  is  that  the  rail  mill  was  being  built 
when  I  left  the  plant  at  Ensley.  I  do  not  think  it  had  been  put 
in  operation. 

Q.  As  the  mill  then  existed,  do  you  know  what  its  capacity 
was? 

A.  The  rail  mill? 

Q.  Yes.  I  do  not  want  you  to  answer  unless  you  feel  that 
you  know. 

A.  My  best  recollection  is  that  they  expected  to  roll  about 
500  tons  of  rails  a  day  on  that  mill. 

Q.  And  that  would  be  what  per  year? 

A.  Eu.nning  25  days  in  the  month,  say,  it  would  be  150,000 
tons  per  year. 

Q.  Had  you  visited  the  new  rail  mill  of  the  Tennessee 
Coal,  Iron  &  Railroad  Company  before  November,  1907? 

A.  Oh,  yes;  I  was  there  frequently  between  the  time  I 
left  and  up  to  November,  1907. 

Q.  Do  you  know  what  the  output  of  the  Tennessee  Coal, 
Iron  &  Railroad  Company  was  in  1908  in  rails? 

A.  No,  sir. 

Q.  Don't  you  know  that  it  was  greater  than  that  of  the 
Cambria  Company  in  that  year? 

A.  I  do  not.  I  have  no  information  as  to  the  output  of 
either  company  that  year. 

Q.  Did  you  know  that  the  Tennessee  Coal,  Iron  &  Rail- 
road Company  sold  something  like  400,000  tons  of  rails  in 
1907? 

A.  I  do  not  recall  the  figures.  I  do  not  know  what  their 
sales  were. 

Me.  Reed:  1907,  do  you  say,  Mr.  Colton? 
Mb.  Colton  :  Yes. 


Idso^ 


PASCHAL  G.   shook: 


Mb.  Reed:  Sold  or  made? 
Me.  Colton:  Sold. 

By  Me.  Colton  : 

Q.  Do  you  know  enough,  about  the  sale  of  rails  to  know 
whether  that  is  a  very  considerable  tonnage  to  sell? 

A.  I  should  say  that  is  a  very  respectable  tonnage. 

Q.  A  pretty  good  sized  competitor  to  sell  that  amount  of 
tonnage? 

A.  Yes ;  that  is  a  very  respectable  tonnage  of  rails. 

Q.  Now,  confining  yourself  to  the  kind  of  light  rails  that 
the  Corporation  or  its  subsidiaries  make,  they  do  not  re-roll 
rails,  do  they? 

A.  Not  that  I  know  of.  I  never  bought  any  re-rolled  rails 
from  them. 

Q.  Confining  yourself  to  new  light  rails,  what  tonnage  do 
you  buy  per  year,  leaving  out  the  re-rolled  rails? 

A.  You  mean  billet-rolled  rails? 

Q.  Yes. 

A.  In  1913  our  tonnage  was  exceedingly  small,  on  account 
of  the  fact  that  the  re-rolling  mills  were  offering  rails  in  this 
market  at  considerable  less  price  than  mills  rolling  rails  from 
billets. 

Q.  Take  1912,  then. 

A.  My  recollection  is  that  we  bought  in  that  year  a 
greater  percentage  of  billet-rolled  than  we  did  in  1913,  and  of 
course  correspondingly  less  re-rolled  rails.  I  cannot  give  the 
exact  figures  from  memory. 

Q.  Approximately  will  be  enough  for  me. 

A.  I  should  say  that  in  1912  it  was  about  half  and  half. 

Q.  How  many  tons  would  that  be? 

A.  About  1,200  or  1,500  tons  each,  probably. 

Q.  And  of  that  1,200  or  1,500  tons  what  percentage  of  the 
new  billet  rolled  rails  did  you  get  from  the  subsidiaries  of 
the  United  States  Steel  Corporation? 

A.  That  is  hard  to  say  from  memory.  We  bought  rails 
from  various  mills  at  different  times.  As  I  stated  before,  I 
think  that  prior  to  1913  our  purchases  would  amount  to  25 
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per  cent.,  and  I  should  say  now  that  it  would  be  approximate- 
ly that,  of  billet  rolled  rails. 

Q.  I  understand,  but  what  portion  of  billet-rolled  rails 
did  you  get  from  the  Corporation? 

A.  About  25  per  cent. 

Q.  How  many  tons  did  you  get  from  the  Tennessee  Com- 
pany in  1912? 

A.  I  cannot  tell  you  without  referring  to  the  books. 

Q.  You  have  no  recollection  about  that,  without  referring 
to  the  books? 

A.  I  am  simply  giving  you,  as  best  I  can  recall,  an  ap- 
proximate estimate  of  the  total  purchases  of  billet-roUed 
rails  from  the  Tennessee  Company  and  the  Illinois  Steel 
Company  and  the  Carnegie  Steel  Company.  I  do  not  remem- 
ber how  the  tonnage  was  divided.  I  think  the  records  would 
show  that  a  greater  percentage  was  bought  from  the  Ten- 
nessee Coal,  Iron  &  Eailroad  Company,  on  account  of  their 
having  a  mill  located  in  this  district,  at  Bessemer. 

Q.  But  you  cannot  give  me  any  idea,  even  for  1912,  as  to 
how  many  tons  of  new  rolled  rails  you  got  from  the  Ten- 
nessee Company? 

A.  I  have  undertaken  to  give  you  an  idea. 

Q.  What  is  it? 

A.  I  stated  that  I  thought  we  bought  about  25  per  cent. 

Q.  From  the  Tennessee  Company? 

A.  No ;  from  the  Steel  Corporation. 

Q.  I  wanti  an  idea  of  how  many  you  got  from  the  Ten- 
nessee Company  in  1912. 

A.  I  think  practically  all  of  the  25  per  cent,  in  that  year 
were  probably  shipped  to  us  from  the  Bessemer  mill  of  the 
Tennessee  Company. 

Q.  You  bought  in  that  year  about  25  per  cent,  of  all  your 
rails  from  the  Tennessee  Company? 

Mk.  Eeed:  No;  he  said  25  per  cent,  of  his  billet  rails. 
What  is  the  use  of  misquoting  the  witness,  Mr.  Colton? 

Mb.  Colton  :  I  am  not  misquoting  the  witness.  On  his  di- 
rect examination  he  said  25  per  cent,  of  all  of  his  rails  were 
bought  from  the  Corporation. 
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The  Witness  :  Yes ;  and  then  you  asked  what  percentage 
of  the  billet  rolled  rails  we  bought  from  the  Tennessee  Com- 
pany.   I  undertook  to  estimate  it  at  about  25  per  cent. 

By  Me.  Colton: 

Q.  You  bought  about  25  per  cent,  of  all  your  rails  from 
subsidiaries  of  the  United  States  Steel  Corporation? 

A.  That  is  my  best  recollection. 

Q.  Then,  if  you  bought  25  per  cent,  from  the  Corporation, 
and  you  bought  about  2,400  tons  of  rails  altogether,  that  would 
mean  that  you  bought  from  the  Corporation  about  600  tons, 
would  it  not? 

A.  Yes. 

Q.  I  want  to  know  how  that  600  tons  was  divided  up? 

A.  Between  the  various  mills  of  the  steel  Corporation? 

Q.  Yes. 

A.  I  think  practically  all  from  the  Tennessee  Company. 

Q.  And  all  of  it,  so  far  as  you  recall,  in  1912  of  that  600 
tons  was  billet  rails,  was  it  not? 

A.  No ;  I  said  about  2,500  tons  total,  I  think ;  both  re-rolled 
and  billet  rolled. 

Q.  Now,  those  600  tons  that  we  are  talking  about  now — I 
want  to  know  how  much  of  that  600  tons  was  new  light  rails 
made  by  the  Tennessee  Company. 

A.  If  the  total  tonnage  was  2,500  tons,  the  25  per  cent,  of 
that  that  we  are  talking  about  would  be  only  about  300  tons ; 
if  you  are  taking  into  consideration  the  billet  rails  only. 

Q.  I  understood  you  to  say  that  you  got  about  600  tons 
from  the  Corporation  in  1912  of  light  rails,  altogether? 

A.  No ;  I  said  my  recollection  was  that  in  1912  we  bought 
about  2,500  tons  of  light  rails. 

Q.  And  that  of  your  total  tonnage  you  got  about  25  per 
cent,  from  the  Tennessee  Company? 

A.  About  half  of  that  tonnage  was  re-rolled,  as  best  I  can 
recall,  and  about  half  billet  rolled ;  and  that  as  best  I  can  re- 
call, about  25  per  cent,  of  the  billet  rolled,  or  new  rails,  was 
from  the  Tennessee  Company. 

Q.  As  I  understood  your  direct  examination,  it  was  that 
you  got  25  per  cent,  of  your  light  rails,  other  than  re-laying 
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light  rails,  from  the  Steel  Corporation.  Is  that  correct,  or 
do  you  want  to  change  that  testimony? 

A.  I  said  that  about  25  per  cent,  of  the  whole,  as  I  recall, 
was  bought  from  the  Tennessee  Company. 

Q.  That  was  true  in  1912? 

A.  I  think  so,  yes. 

Q.  That  would  be  about  600  tons,  would  it  not? 

A.  No;  if  we  only  bought  about  2,500  tons  of  billet  rails 
and  re-rolled  rails  in  1912,  and  about  half  was  rerolled,  that 
would  reduce  that  by  about  one-half. 

Q.  Take  1911. 

A.  I  think  the  same  figures  would  apply. 

Q.  That  is,  you  bought  about  25  per  cent,  from  the  Ten- 
nessee Company? 

A.  I  should  say  about  25  per  cent,  of  the  billet  rolled  rails, 
which  constituted  about  half  the  purchases,  as  far  as  I  can 
recollect. 

Q.  Do  you  mean  to  change  your  testimony  on  direct  exam- 
ination that  you  got  25  per  cent,  of  all  your  light  rails,  other 
than  re-laying  rails,  from  the  Steel  Corporation? 

A.  Other  than  re-laying  or  re-rolled. 

Q.  You  did  not  say  that  on  your  direct  examination. 

A.  I  think  I  did.  I  do  not  recall.  I  said  we  bought  only 
billet  rolled  rails  from  the  Tennessee  Company,  or  any  sub- 
sidiaries of  the  United  States  Steel  Corporation,  and  that  our 
purchases  of  billet  rolled  rails  and  re-rolled  rails  was  about 
half  and  half,  as  near  as  I  can  recollect 

Q.  I  would  like  to  know  how  much  information  you  have 
about  your  purchases  of  rails.  Did  you  purchase  them,  your 
rails,  in  1900  yourself? 

A.  They  were  either  purchased  by  myself  or  my  partner. 

Me.  Eeed:   In  1900? 

The  Witness  :  In  1901  we  started  in  business. 

By  Mr.  Colton: 

Q.  In  1901? 

A.  Yes. 

Q.  Of  your  new  billet  rolled  rails,  from  what  company  did 
you  get  them  in  1901? 
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A.  That  is  a  good  long  time  ago;  I  do  not  know  that  I 
could  answer  that  question.  I  think  our  record  would  show 
that  we  were  buying  rails  from  all  the  mills  in  the  South  that 
were  rolling  them  at  that  time;  I  do  not  know  whether  the 
Atlanta  mill  was  running  on  rails  at  all  at  that  time. 

Q.  You  do  not  know  whether  the  Atlanta  mills  were  rolling 
at  that  time? 

A.  No,  sir. 

Q.  You  say  all  the  mills  in  the  South.  What  were  they, 
that  were  rolling  new  billet  rails  at  that  time? 

A.  My  recollection  is  that  there  was  one  located  at  Annis- 
ton,  Alabama,  rolling  at  that  time.  They  afterwards  moved 
to  Alabama  City,  now  owned  by  the  Gulf  States  Steel  Com- 
pany; and  I  think  the  Bessemer  mill  of  the  Tennessee  Coal, 
Irci  &  Eailroad  Company  was  at  that  time,  on  light  rails. 

Q.  Do  you  know  how  much  of  your  tonnage  you  got  from 
the  Bessemer  Company  and  how  much  you  got  from  that  other 
company? 

A.  I  couldn't  tell  you  now;  that  is  twelve  years  ago. 

Q.  Don't  you  know  that  you  got  a  majority  from  the  Ten- 
nessee Company  that  year? 

A.  No,  I  do  not. 

Q.  You  do  not  remember  anything  about  the  percentage, 
do  you? 

A.  Not  for  1901;  no. 

Q.  In  1902,  do  you  remember  anything  about  the  per- 
centage ? 

A.  The  same  answer  applies. 

Q.  In  1903,  do  you  know  anything  about  the  percentage? 

A.  No,  sir. 

Q.  In  1904,  do  you  know  anything  about  the  percentage? 

A.  No,  sir. 

Q.  In  1905,  anything  about  percentage? 

A.  No. 

Q.  1906,  anything  about  percentage? 

A.  No. 

Q.  1907,  anything  about  percentage? 

A.  No. 

Q.  1908,  anything  about  percentage? 
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A.  I  have  not  looked  up  the  tonnage  for  1908  or  any  year 
previous. 

Q.  1909? 

A.  I  have  not  gone  back  that  far  to  investigate. 

Q.  1910? 

A.  I  haven't  gone  back  that  far. 

Q.  1911? 

A.  I  should  say  that  in  1911  our  purchases  were  in  about 
the  same  proportion  as  those  of  1912  and  1913,  as  covered  by 
my  testimony. 

Q.  Just  tell  me  what  purchases  you  personally  made  in 
the  year  1911  of  light  rails,  that  you  now  recall. 

A.  I  could  not  answer  that  question,  because  I  do  not 
know  what  the  tonnage  was  that  I  bought,  or  what  tonnage 
Mr.  Fletcher  bought,  and  I  could  not  tell  you  in  exact  figures 
what  tonnage  the  firm  bought.  I  am  only  undertaking  to  give 
you  approximate  figures,  as  nearly  correct  as  I  can,  from 
memory. 

Q.  What  tonnage  of  rails,  all  told,  did  you  get  from  the 
Tennessee  Company  in  1911,  according  to  your  best  recollec- 
tion, if  you  have  any  recollection? 

A.  I  stated  that  in  1912 

Q.  (Interposing)  I  do  not  know  what  you  said;  I. want  to 
know  what  you  now  recollect,  if  you  have  any  recollection. 

A.  My  recollection  is  that  in  the  years  1911  and  1912  we 
purchased  as  much  as  2,500  tons  of  light  rails,  and  about  half 
of  that  tonnage  was  billet  rolled  and  probably  half  reroUed, 
and  that  of  our  purchases  of  billet  rolled  rails  in  the  years 
prior  to  1913,  or  say  in  the  years  1911  and  1912,  about  25  per 
cent,  were  purchased  from  the  Tennessee  Company. 

Q.  How  much  from  the  Illinois? 

A.  Very  little ;  I  do  not  recall  what  tonnage. 

Q.  You  do  not  know  what  the  percentage  was  from  the 
Illinois  Company  in  the  year  1911  ? 

A,  No,  I  do  not. 

Q.  Do  you  know  what  it  was  from  the  Carnegie  Company 
in  1911? 

A.  A  very  small  tonnage ;  I  should  say  just  a  few  carloads. 
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Q.  Can  you  give  me  the  number  of  purchases  that  you 
made  in  1911? 

A.  I  cannot. 

Q.  Can  you  give  me  the  number  of  tons  that  you  purchased 
in  1911? 

A.  Not  from  memory,  exactly;  I  presume — I  estimate  it 
to  be  about  2,500  tons  to  3,000  tons. 

Q.  And  what  is  your  estimate  based  on?  What  actual 
knowledge? 

A.  Based  upon  the  fact  that  I  know  that  we  handle  in 
this  market,  depending  upon  trade  conditions  and  general 
business  conditions,  anywhere  from  100  to  300  tons  of  light 
rails  a  month. 

Q.  Don't  you  know  that  in  the  year  1911  that  was  a  light 
year? 

A.  It  may  have  been. 

Q.  You  do  not  know,  you  do  not  recall  ? 

A.  I  have  not  gone  back  over  our  records  to  see  whether 
we  sold  a  larger  tonnage  than  the  average,  or  less  tonnage 
than  the  average  in  that  year. 

Q.  Take  the  year  1913 :  how  many  tons  of  new  rolled  billet 
rails  did  you  get  from  the  Tennessee  Company? 

A.  A  very  small  tonnage. 

Q.  How  much? 

A.  I  do  not  recall  in  figures,  but  I  should  say  not  over  ten 
per  cent,  of  our  sales. 

Q.  Not  over  ten  per  cent.  ? 

A.  Yes,  sir. 

Q.  But  of  new  billet  rails? 

A.  Yes ;  they  do  not  furnish  re-rolled. 

Q.  And  of  the  new  billet  rails,  what  percentage  of  those 
did  you  get  from  the  T'ennessee  Company? 

A.  I  should  say  in  1913  not  over  ten  per  cent. 

Q.  What  other  companies  did  you  buy  from,  of  new  billet 
rolled  rails,  in  1913? 

A.  The  Southern  Iron  &  Steel  Company,  a  considerable 
tonnage  of  new  billet  rolled  rails  that  were  rolled  by  the 
Southern  Iron  &  Steel  Company  and  taken  by  its  various 
creditors  in  settlement  of  debt ;  those  rails  were  on  the  market 
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here  for  a  long  time  during  1913,  around  at  different  points  in 
Alabama. 

Q.  And  you  were  practically  out  of  the  new  billet  rolled 
rail  business  in  1913? 

A.  We  bought  a  considerable  tonnage  of  billet  rolled  rails 
from  parties  in  the  manner  I  have  mentioned. 

Q.  How  many  tons  ? 

A.  I  don't  recall  the  exact  tonnage. 

Q.  It  was  less  than  ten  per  cent,  of  your  purchases,  was 
it  not? 

A.  From  these  outside  concerns. 

Q.  The  amount  that  you  got  from  the  Southern  Company 
was  less  than  ten  per  cent,  of  your  total  purchases  in  light 
rails? 

A.  I  should  say  in  light  billet  rolled  rails  it  was  more  than 
ten  per  cent. 

Q.  No,  but  of  all  your  rails,  it  was  less  than  ten  per  cent, 
of  your  purchases  ? . 

A.  You  said  "billet  rolled  rails." 

Q.  I  mean  all  the  purchases. 

A.  Of  all  the  purchases,  including  light  re-rolled  rails,  I 
should  say  it  was.  In  1913  the  bulk  of  those  rails  that  were 
sold  in  this  market  were  light  re-rolled  rails  from  northern 
mills. 

Q.  What  price  did  you  pay  the  Tennessee  Company  for 
new  billet  rolled  rails  in  1913? 

A.  What  size  rails  do  you  refer  to? 

Q.  Light  rails. 

A.  There  are  different  prices  for  different  sizes. 

Q.  Give  it  for  all  the  sizes  you  can  remember,  giving  the 
size  and  the  price. 

A.  My  recollection  is  that  such  rails  as  they  sold  us  in 
1913  were  sold  at  about  $1.60  at  the  mills  in  1913. 

Q.  What  did  you  pay  the  Tennessee  Company  in  1912  for 
its  new  billet  rolled  rails  ? 

A.  I  do  not  recall  the  price  in  1912. 

Q.  Do  you  recall  the  price  that  you  paid  any  other  com- 
pany in  1912  for  their  new  billet  rolled  rails  ? 

A.  No,  I  do  not. 
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Q.  You  do  not  recall  the  prices  of  the  new  billet  rolled 
rails  from  the  different  mills,  do  you? 

A.  Not  now,  for  1912 ;  no,  sir. 

Q.  You  do  not  recall  the  relation  to  each  other,  do  you? 

A.  What? 

Q.  The  relation  of  those  prices  to  each  other  in  1912? 

A.  I  think  I  am  correct  in  saying  that  re-rolled  rails  were 
then  cheaper  than  billet  rolled  rails,  just  as  they  have  been 
since. 

Q.  I  will  go  back.  Take  the  year  1901 ;  do  you  recall  what 
companies  quoted  you  on  new  billet  rolled  light  rails? 

A.  I  do  not ;  no,  sir. 

Q.  Do  you  recall  how  many  were  alike  and  how  many  were 
different  in  price  for  that  year  ? 

A.  I  do  not. 

Q.  Would  your  answers  be  the  same  for  1902,  1903,  1904, 
1905? 

A.  Yes,  all  the  way  down.  I  do  not  remember.  For  1912, 
I  do ;  of  course  I  do  not  remember  back  of  that. 

REDIRECT  EXAMINATION 

By  Me.  Reed: 

Q.  Do  you  remember  the  fact  that  there  has  been  open 
competition  all  through  these  years? 

A.  Yes ;  ever  since  we  have  been  in  the  rail  business  there 
has  been  competition  for  our  business. 

RECROSS  EXAMINATION 

By  Mb.  Colton: 

Q.  Did  the  Tennessee  Company  and  the  Carnegie  Steel 
Company  and  the  Illinois  Company  quote  you  on  light  rails 
before  the  Tennessee  Company  was  absorbed  by  the  United 
States  Steel  Corporation,  from  time  to  time? 

A.  My  recollection  is  that  they  did;  yes. 

Q.  And  those  three  companies,  the  Tennessee  Company 
the  Illinois  Company  and  the  Carnegie  Steel  Company,  com- 
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peted  for  your  business  in  new  light  billet-rolled  rails  prior 
to  the  acquisition  of  the  Tennessee  Coal,  Iron  &  Eailroad 
Company? 

A.  I  do  not  know  that  they  sent  solicitors  to  us  to  ask 
for  our  business,  but  my  recollection  is  that  we  got  quota- 
tions from  those  companies  prior  to  that  time  through  the 
Atlanta  office;  up  to  the  time  that  the  Tennessee  Company 
was  acquired  by  the  Steel  Corporation  they  had  no  office  in 
Birmingham,  but  they  moved  their  offi.ce  here. 

Q.  You  occasionally  bought  from  these  different  com- 
panies during  the  period  before  their  acquisition  by  the 
United  States  Steel  Corporation? 

A.  My  recollection  is  that  we  did. 

Q.  I  probably  misled  you  in  saying  "before  their  acqui- 
sition. ' '  I  should  have  said  before  the  acquisition  of  the  Ten- 
nessee Company  by  the  United  States  Steel  Corporation. 

A.  That  is  what  I  understood  you  to  say. 

Q.  As  I  understood  you,  you  from  time  to  time  bought 
from  the  Illinois  Company,  the  Carnegie  Company  and  the 
Tennessee  Coal,  Iron  &  Eailroad  Company  new  light  billet- 
rolled  rails,  prior  to  the  acquisition  of  the  Tennessee  Com- 
pany by  the  United  States  Steel  Corporation;  is  that  correct? 

A.  To  the  best  of  my  recollection,  we  did. 

Q.  Those  companies  were  in  competition  with  one  another 
prior  to  the  acquisition  of  the  Tennessee  Company  by  the 
United  States  Steel  Corporation? 

A.  I  do  not  know  that  they  were  with  one  another. 

Q.  Well,  they  made  sales  to  you,  didn't  they? 

A.  My  recollection  is  that  they  did.  I  could  not  state 
positively  that  they  did,  but  I  am  certain  that  we  got  prices, 
and  I  think  we  did  business  through  that  Atlanta  office. 

Q.  You  do  not  know  of  any  pooling  arrangement  that 
existed  between  the  Tennessee  Company  and  the  Illinois 
Company  during  that  period,  that  prevented  competition  be- 
tween those  companies,  do  you? 

A.  You  mean  prior  to  1907  ? 

Q.  Yes. 

A.  No,  sir;  I  do  not. 
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Q.  You  do  not  know  whether  the  Tennessee  Company  was 
in  the  rail  pool  or  not,  do  yon? 
A.  I  do  not ;  no,  sir. 

By  Mb.  Eeed: 

Q.  Did  you  ever  hear  of  any  rail  pool  in  light  rails  ? 
A.  I  never  did;  no,  sir. 

By  Mb.  Colton: 

Q.  Don't  you  know  that  the  rail  pool  had  a  side  agree- 
ment in  regard  to  light  rails,  in  reference  to  price,  a  gentle- 
men's agreement? 

A.  No. 

Q.  You  do  not  know  about  that  one  way  or  the  other? 

A.  I  never  heard  of  it  before. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIRECT  EXAMINATION 

By  Mb.  Reed: 

Q.  "Where  do  you  live? 

A.  Chattanooga. 

Q.  What  is  your  occupation? 

A.  President  and  general  manager  of  the  Price  &  Evans 
Foimdry  Company. 

Q.  What  business  does  the  Price  &  Evans  Foundry  Com- 
pany do? 

A.  Manufacturers  of  architectural  and  ornamental  iroii 
work,  and  the  sale  of  structural  steel,  fabricated. 

Q.  How  long  have  you  been  president  of  that  company? 

A.  Seven  years. 

Q.  How  long  have  you  been  general  manager  of  it? 

A.  Nine. 

Q.  In  what  year  did  you  start? 

A.  1905. 
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Q.  That  company  buys  steel  bars,  I  suppose  ? 

A.  Yes. 

Q.  About  what  tonnage  does  it  buy  in  a  year? 

A.  At  the  present  time,  and  for  the  last  two  or  three 
years,  we  have  been  using  about  300  tons  of  bars  and  light 
angles. 

Q.  Bar  mill  products'? 

A.  Yes,  bar  mill  products. 

Q.  And  about  what  tonnage  of  structural  shapes  do  you 
buy  in  a  year? 

A.  In  plain  and  fabricated  form,  about  1,200  tons. 

Q.  What  part  of  that  is  fabricated  and  what  part  plain! 

A.  I  should  say  it  was  95  per  cent,  of  it  fabricated. 

Q.  Taking  bars  first,  do  you  buy  those  on  a  competitive 
basis  I 

A.  Yes ;  we  generally  send  out  and  get  prices  from  three 
to  six  concerns. 

Q.  Why  don't  you  send  out  and  get  prices  from  more  than 
that  many? 

A.  Well,  that  is  about  the  number  that  we  feel  can  make 
us  prices  which  we  could  consider  as  competitive,  on  account 
of  the  location  of  their  mills  and  their  freight  rates,  which  in- 
fluence the  delivered  price. 

Q.  What  companies  do  you  apply  to  for  quotations  ? 

A.  The  Tennessee  Company  and  the  Gulf  States  Steel 
Company,  and  their  predecessors,  John  C.  Vance,  the  Eastern 
Steel  Company,  Jones  &  Laughlin  Steel  Company,  and  at 
times  Joseph  T.  Eyerson  &  Sons. 

Q.  Did  you  ask  quotations  from  the  Republic? 

A.  Yes,  the  Republic  Iron  &  Steel  Company  also. 

Q.  Do  the  quotations  on  bars  that  are  made  to  you  vary? 

A.  Yes,  they  will  vary  from  fifty  cents  to  two  dollars  a  ton 
during  various  years. 

Q.  How  long  has  that  been  so,  that  the  quotations  varied? 

A.  Ever  since  we  have  been  buying. 

Q.  You  have  been  familiar  with  the  buying,  have  you,  dur- 
ing the  nine  years  that  you  have  been  general  manager  ? 

A.  Yes. 
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Q.  Has  there  been  anything  in  the  quotations  that  were 
made  to  you  to  indicate  that  there  was  a  combination  among 
the  manufacturers  to  fix  prices? 

A.  No,  I  would  not  judge  there  was.    There  is 

Q.  You  have  not 

■Mr.  Colton :  Wait;  I  think  the  witness  was  starting  to  say 
something.    He  said  "there  is." 

Mb.  Rbbd:  Did  I  interrupt  you? 

Me.  Colton  :  I  understood  him  to  say  so. 

The  Witness:  There  is  nothing  in  the  price  that  would 
indicate  to  us  that  there  is  any  combination,  during  the  period 
that  we  have  been  using  bars. 

By  Mr.  Eeed: 

Q.  Is  the  competition  among  these  different  manufactur- 
ers active  or  otherwise? 

Me.  Colton:  Objected  to  on  the  ground  that  the  witness 
cannot  possibly  know  the  different  arrangements  that  existed 
from  time  to  time  between  these  different  manufacturers  as 
to  minimum  prices  or  understandings  as  to  minimum  price  or 
co-operative  movements  as  to  minimum  price. 

The  Witness:  I  would  consider  it  active,  because  they 
always  have  their  representatives  call  upon  us  at  various 
periods  to  solicit  business. 

By  Me.  Reed  : 

Q.  Does  there  or  does  there  not  appear  to  be  aggressive, 
earnest  competition  among  them  for  your  business? 

Me.  Colton  :  Objected  to  on  the  ground  that  it  caUs  for  a 
conclusion  of  the  witness  upon  a  state  of  facts  not  disclosed 
to  the  court,  and  upon  the  further  ground  that  the  witness  has 
already  answered. 

The  Witness  :  I  would  consider  that  they  do  show  a  desire 
for  our  business. 

By  Mb.  Reed: 

Q.  As  to  shapes :  Do  you  buy  them  on  a  competitive  basis  ? 

A.  Yes ;  on  the  same  plan. 

Q.  What  companies  do  you  get  your  quotations  from  on 
shapes  ? 
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A.  Tlie  Eastern  Steel  Company,  the  Phoenix  Iron  &  Steel 
Company,  Jones  &  Langhlin  Steel  Company,  Carnegie  Com- 
pany; and,  on  fabricated  forms,  the  Illinois  Steel  Company, 
Joseph  T.  Ryerson  &  Sons,  the  Bourne-Fuller  Company.  I 
believe  that  is  about  it,  in  addition  to  the  ones  previously  men- 
tioned. 

Q.  Do  you  ever  get  quotations  from  the  Lackawanna  Steel 
Company? 

A.  Through  their  Cincinnati  representative,  the  Cincin- 
nati Iron  &  Steel  Company. 

Q.  They  handle  the  Lackawanna's  product  at  Cincinnati, 
do  they? 

A.  Yes. 

Q.  Do  you  find  variations  in  the  quotations  on  structural 
material  too? 

A.  On  fabricated  forms  there  is  a  variation  of  from  five 
to  ten  or  fifteen  per  cent.,  according  to  the  nature  of  the  work. 

Q.  Do  you  find  variations  on  plain  material? 

A.  Yes ;  but  not  so  great. 

Q.  The  range  of  variation  is  narrower  on  plain  material? 

A.  Yes. 

Q.  And  the  price  is  lower,  is  it  not? 

A.  Yes.       ■ 

Q.  How  long  have  those  conditions  obtained  as  to  varia- 
tion? 

A.  Ever  since  we  have  been  buying  those  products. 

Q.  Is  the  competition  in  structural  material,  both  plain 
and  fabricated,  active  or  otherwise? 

Mb.  Colton:  Objected  to  on  the  ground  that  the  witness 
cannot  possibly  give  an  opinion  upon  whether  there  is  com- 
petition among  these  different  manufacturers,  knowing  noth- 
ing as  to  their  arrangements  with  regard  to  minimum  price ; 
the  witness  is  incompetent  to  express  a  general  opinion  of 
that  Mnd. 

The  Witness  :  It  altogether  depends  on  conditions.  When 
there  is  a  lack  of  orders  at  the  mills  there  is  keen  competition. 
During  times  of  prosperity,  they  are  not  so  anxious,  because 
they  could  not  make  deliveries. 
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By  Mb.  Reed  : 

Q.  When  they  need  the  business,  they  compete  to  get  it? 
A.  Yes. 

CROSS  EXAMINATION 

By  Mk.  Colton: 

Q.  During  the  years  1908  and  1909,  do  you  know  any- 
thing about  the  relative  lack  of  orders  at  the  mills? 

A.  Well,  following  the  panic  of  1907,  I  should  judge  that 
they  were  pretty  keen  for  busiaess;  that  nearly  everyone 
in  business  was;  especially  in  the  structural  line. 

Qi.  Do  you  now  recall  whether  the  prices  were  lower  in 
1909,  about  February  to  November,  than  they  were  at  any 
time  during  the  year  1908? 

A.  No;  I  could  not  say  positively. 

Q.  You  have  no  recollection  with  reference  to  prices  dur- 
ing the  years  1908  and  1909,  have  you? 

A.  Not  in  the  way  of  a  base  price,  no. 

Q.  Your  business  was  very  small? 

A.  Quite  so,  yes. 

Q.  In  1905  would  you  give  me  the  different  companies 
that  quoted  you  on  bars? 

A.  At  that  period  we  started  into  our  present  line  of 
business,  and  the  consumption  of  bars  was  very  limited. 

Q.  How  much  was  it? 

A.  I  do  not  suppose  it  would  amount  to  50  or  100  tons 
during  the  year.    We  were  simply  starting. 

Q.  And  you  do  not  now  recall  the  different  companies  that 
quoted  you  in  1905? 

A.  The  probabilities  are  that 

Q.  I  do  not  want  the  probabilities.  I  want  to  know  what 
you  recall,  if  you  have  any  recollection? 

A.  Our  purchase  of  bars  at  that  time  would  have  been 
through  John  C.  Vance. 

Q.  And  you  did  not  buy  from  the  mills  at  that  period? 

A.  No;  because  we  were  such  small  buyers. 

Q.  In  1906,  would  your  answer  be  the  same? 
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A.  Yes,  sir;  I  think  so. 

Q.  In  1907? 

A.  At  that  time  we  were  probahly  securing  prices  from 
the  Tennessee  Company  in  addition  to  John  C.  Vance. 

Q.  That  would  be  the  only  other  company  you  would  ask 
for  quotations  on  bars? 

A.  On  bars,  yes. 

Q.  What  was  your  tonnage  on  bars  in  1907? 

A.  I  could  not  state  positively  the  tonnage,  but  a  small 
amount — perhaps  100  tons. 

Q.  Do  you  recall  what  percentage  you  got  from  the  Ten- 
nessee Company  and  what  percentage  you  got  from  Vance 
in  1907? 

A.  No ;  I  could  not  state  positively. 

Q.  In  1908  would  there  be  any  additional  company  that 
would  quote  you  on  bars  that  year,  or  was  there  as  a 
matter  of  recollection,  any  other? 

A.  No ;  I  think  it  was  confined  to  those  two  companies  at 
that  time. 

Q.  One  of  which  was  a  jobber — Vance? 

A.  Yes.  He  represents  the  Atlanta  Steel  Company,  as  I 
remember  it,  and  the  Knoxville  Company. 

Q.  Practically  their  agent? 

A.  Practically  their  agent;  something  m.ore  than  a  jobber. 

Q.  He  is  an  agent  rather  than  a  jobber? 

A.  Yes. 

Q.  But  looking  back  to  those  companies,  you  got  quota- 
tions indirectly  from  the  Atlanta  Company  and  the  Ten- 
nessee Company  for  1908? 

A.  And  the  Knoxville  Iron  Company. 

Q.  And  the  Knoxville  Iron  Company  makes  only  iron 
bars,  does  it  not? 

A.  When  I  referred  to  bars  I  meant  steel  and  iron  bars. 

Q.  What  percentage  of  your  bars  was  iron? 

A.  I  could  not  state  the  proportion. 

Q.  Could  you  not  give  me  any  idea  of  the  proportion  ? 

A.  No ;  I  would  not  endeavor  to  do  that.  It  was  too  far 
back. 


10518  AUSTIN  0.  CONVEBSB. 

Q.  Would  it  be  as  much  as  60  per  cent.  ? 

A.  I  would  not  state  that,  because  it  would  be  simply  a 
guess  at  random,  and  it  might  be  correct  or  it  might  not  be 
correct. 

Q.  What  per  cent,  was  iron? 

A.  I  would  not  say  as  to  that. 

Q.  You  do  not  mean  to  say  that  you  cannot  tell  me  whether 
it  was  90  per  cent,  iron  or  10  per  cent,  iron? 

A.  No ;  I  would  not  attempt  to  say 

Q.  You  paid  so  little  attention  to  the  bar  purchases  that 
you  do  not  know  within  90  per  cent,  of  the  character  of  bars 
that  you  were  buying  during  the  years  from  1905  to  1908, 
inclusive  ? 

A.  No;  I  did  not  state  that,  did  I? 

Q.  Is  it  a  fact? 

A.  No;  it  is  not  a  fact. 

Q.  All  right.  If  it  is  not  a  fact  I  would  like  you  to  give 
me  the  percentage,  just  as  close  as  you  can,  between  iron  and 
steel  bars. 

A.  WeU,  put  it  on  the  basis,  say,  of  40  per  cent.  iron. 

Q.  In  1909  what  was  your  tonnage  in  bars  altogether? 

A.  Approximately  150  tons. 

Q.  That  would  be  about  40  per  cent,  iron,  approximately? 

A.  No.  We  found  the  iron  product  was  not  as  satisfac- 
tory, and  we  gradually  decreased  our  purchase  of  iron  and 
increased  in  steel;  perhaps  50  per  cent,  in  iron. 

Q.  You  do  not  mean,  perhaps,  50  per  cent,  in  iron,  do  you? 
Or  else  you  mean,  in  the  other  case,  60  per  cent,  iron,  did  you 
not? 

A.  I  put  it  40  per  cent,  iron  the  other  time,  did  I  not? 

Q.  Yes.    And  now  you  state  it  to  be  50  per  cent.  iron. 

A.  No ;  I  would  want  to  correct  that.  I  should  say  that 
it  would  be  somewhat  less  than  40  per  cent. 

Q.  It  would  be  somewhere  between  30  and  40  per  cent.  ? 

A.  Yes ;  you  can  put  it  that  way. 

Q.  And  what  different  companies  quoted  you  on  bars  in 
1909? 
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A.  Tlie  Jones  &  LaugMin  Steel  Company  also  quoted  ns 
on  bars  at  that  time,  as  well  as  the  Republic. 

Q.  And  the  Tennessee? 

A.  The  Tennessee  and  John  C.  Vance. 

Q.  From  what  companies  did  you  purchase  that  year? 

A.  We  had  a  contract  with  the  Eepublio  Iron  &  Steel 
Company,  and  also  with  the  Tennessee  Company,  but  we  also 
bought  from  John  C.  Vance. 

Q.  About  how  was  your  tonnage  divided  among  those 
three  companies? 

A.  I  could  not  state  the  proportion. 

Q.  Do  you  remember  the  price  of  each  of  those? 

A.  No,  sir;  I  do  not. 

Q.  You  have  no  idea  what  the  price  was  between  thoise 
three  companies,  have  you? 

A.  No;  I  could  not  give  you  a  positive  statement  as  to 
the  base  price.    It  is  too  far  back. 

Q.  You  have  no  memory  that  far  back  about  price? 

A.  Not  for  details  of  that  kind,  no ;  only  in  a  general  way. 

Q.  You  do  not  remember,  for  that  particular  year,  whether 
the  price  was  the  same  or  different  for  those  three  companies, 
do  you? 

A.  Well,  prices  always  vary.  I  have  rarely  seen  the  time 
when,  in  buying,  prices  are  the  same,  any  more  than  our 
selling  prices  are  the  same. 

Q.  I  am  now  asking  whether  you  have  any  recollection 
about  whether  those  prices  on  bars  were  the  same? 

A.  No;  I  would  say  they  were  not  the  same. 

Q.  But  you  have  no  recollection  about  it  one  way  or  the 
other,  have  you? 

A.  Well,  I  would  say  that  the  prices  were  not  the  same. 

Q.  Do  you  recollect  it?  Do  you  have  any  recollection 
about  the  price  at  all? 

A.  Oh,  yes. 

Q.  Then,  if  you  have  any  recollection  about  the  price,  did 
you  get  quotations  from  the  Tennessee  Company  and  Jones 
&  Laughlin  and  the  Republic  at  the  same  time  ? 
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A.  Approximately  the  same  time  there  might  be  a  varia- 
tion of  a  few  days. 

Q.  Do  you  remember,  in  the  year  1909,  a  severe  break  that 
occurred  in  the  market  price  of  bars? 

A.  No;  I  would  not  make  a  statement  to  that  effect,  be- 
cause we  were  such  small  buyers  that  it  did  not  affect  us 
greatly,  one  way  or  the  other. 

Q.  The  bar  portion  of  your  business  did  not  amount  to 
much,  even  as  late  as  1909? 

A.  Or  even  at  this  time. 

Q.  It  never  has  amounted  to  much? 

A.  Not  very  much,  no. 

Q.  So  much  so  that  a  cut  from  $1.40  to  $1.05  would  not 
attract  your  attention? 

A.  It  would  not  make  a  very  great  impression  in  the  way 
of  dollars  and  cents. 

Q.  And  if  such  a  cut  occurred  in  1909,  and  a  similar  cut 
in  1911,  you  recollect  neither  of  those  outs  ? 

A.  I  recall  in  1911  that  prices  were  very  low  on  bars.  As 
I  remember  it,  I  think  they  were  quoted  about  $1.10,  or  $1.15, 
Pittsburgh.  I  think  our  contract  with  the  Jones  &  Laughliu 
Steel  Company  at  that  time  was  at  $1.10  for  bars  and  $1.15 
for  shapes. 

Q.  Take  the  year  1910;  what  different  companies  quoted 
you  on  bars? 

A.  I  would  say  the  same  companies  as  mentioned  for 
1909. 

Q.  Confining  yourself  to  steel  bars;  what  percentage  of 
your  steel  bars  did  you  get  from  the  Tennessee  Company? 

A.  That  is  for  1909,  did  you  say? 

Q.  No;  1910. 

A.  About  60  to  65  per  cent. 

Q.  What  was  your  tonnage  in  1910  in  steel  bars? 

A.  We  had  practically  discontinued  the  use  of  iron  bars 
at  that  time,  and  have  not  used  them  since.  We  probably 
purchased  between  200  and  250  tons  of  steel  bars. 

Q.  In  1911  what  percentage  did  you  get  from  the  Ten- 
nessee Company? 
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A.  Our  purchases  of  steel  bars  for  the  last  three  or  four 
years  have  averaged  about  65  per  cent,  from  the  Tennessee 
Company. 

Q.  You  say  the  last  three  or  four  years  1 

A.  Yes;  1910,  1911,  1912  and  1913. 

Q.  Take  your  plain  structural  materials :  In  1905,  I  sup- 
pose, you  did  not  buy 

A.  We  have  not  used  any  plain  structural  material  imtil 
the  last  few  years. 

Q.  Then  you  have  not  had  any  special  reason  to  concern 
yourself  with  the  quotations  on  plain  structural  material 
prior  to  the  last  few  years? 

A.  No;  not  interested  in  it  particularly. 

Q.  Say  in  1913,  what  tonnage  did  you  get  of  plain  mate- 
rial? 

A.  We  have  used  practically  a  very  limited  amount.  I 
do  not  suppose  we  would  use  100  tons  a  year  of  plain  struc- 
tural. 

Q.  About  100  tons  for  1913  and  about  100  tons  for  1912? 

A.  That  is  about  the  proportion. 

Q.  What  company  did  you  get  that  from? 

A.  We  bought  some  from  Jones  &  Laughlin  and  some  from 
the  Eastern  Steel  Company. 

Q.  Any  other  companies? 

A.  None  from  the  Corporation  or  any  other  companies. 

Q.  And  all  told  only  100  tons? 

A.  That  is  about  it. 

Q.  What  other  companies  did  you  get  quotations  from  in 
1912? 

A.  The  Lackawanna  Steel  Company  and  the  Carnegie 
Steel  Company. 

Q.  And  Jones  &  Laughlin,  of  course,  and  what  was  the 
other? 

A.  The  Eastern  Steel  Company. 

Q.  Do  you  recall  the  quotations  of  the  Carnegie  Company 
made  at  the  same  time  as  the  other  companies  on  plain  struc- 
tural in  1912? 
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A.  As  I  remember  it,  they  were  a  dollar  a  ton  above  the 
Jones  &  Laughlin  Steel  Company. 
Q.  In  1912? 
A.  Yes. 
Q.  What  was  the  base  price  ? 

Mr.  Reed:  The  base  price  of  which  quotation? 
Me.  Colton  :   Of  plain  structural,  for  the  Carnegie. 
The  "Witness  :   As  I  remember  it,  it  was  $1.20  a  hundred 
pounds. 

By  Mr.  Colton: 

Q.  In  1912? 

A.  I  think  that  was  it.    That  is  my  recollection. 

Q.  What  time  ia  1912? 

A.  Along  in  the  spring,  as  I  recollect  it. 

Q.  Was  not  that  the  spring  of  1911  that  they  made  that 
kind  of  a  quotation? 

A.  I  would  not  be  positive.  It  might  have  been  1911  or 
1912.    I  would  not  be  sure  which  it  was. 

Q.  Then  you  are  not  sure  whether  you  are  speaking  of  1911 
or  1912  when  you  answer  that  question? 

A.  To  the  best  of  my  recollection  it  was  1912,  as  I  recall  it. 

Q.  But  as  you  say  you  are  not  absolutely  positive  about 
it? 

A.  No.  I  would  not  be  positive,  without  having  an  oppor- 
tunity of  looking  it  up. 

Q.  You  would  want  to  look  it  up  on  your  records  ? 

A.  Yes. 

Q.  In  1913,  where  did  you  get  your  plaia  structural  ma- 
terial? 

A.  From  the  Eastern  Steel  Company  and  the  Jones  & 
Laughlin  Steel  Company. 

Q.  And  the  same  companies  quoted  you  as  you  have  named 
before? 

A.  I  don't  recall,  now,  asking  for  quotations  for  prices 
from  the  Carnegie  Company,  because  they  were  so  far  be- 
hind with  their  rollings  that  they  could  not  interest  us. 

Q.  Do  you  remember  whether  you  asked  prices  from  the 
Lackawanna  Company? 
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A.  No,  we  did  not. 

Q.  You,  then,  confined  yourselves  to  the^two  companies — 
continued  your  contracts  ? 

A.  Yes ;  those  two. 

Q.  So,  for  the  last  year,  you  did  not  take  any  quotations, 
and,  so  far  as  plain  material  was  concerned,  it  has  only  been 
two  years  that  you  have  been  taking  any  quotations  at  all? 

A.  That  is  it,  on  plain  material. 

Q.  Now,  as  to  fabricated  structural  steel :  confining  your- 
self to  steel,  how  many  tons  did  you  have  in  1905,  of  fabri- 
cated? 

A.  I  do  not  suppose  we  used  over  100  or  200  tons  at  that 
time. 

Q.  In  1906? 

A.  I  could  not  say  positively  the  amount.  It  has  been 
gradually  increasing  year  by  year. 

Q.  I  know,  but  would  it  be  about  the  same? 

A.  Perhaps  there  would  be  some  increase. 

Q.  What  would  it  be? 

A.  Perhaps  200  tons,  or  250  tons. 

Q.  And  in  1907? 

A.  In  the  neighborhood  of  1,000  tons  that  year. 

Q.  And  in  1908? 

A.  I  should  say  800  to  900  tons;  not  so  much  used. 

Q.  1909? 

A.  For  1909,  1910,  1911,  1912  and  1913,  our  purchases 
would  be  in  the  neighborhood  of  1,000  to  1,200  tons  a  year.  . 

Q.  You  did  not  purchase  any  of  your  fabricated  steel  from 
the  Corporation,  did  you? 

A.  Counting  the  Illinois  Steel  Company  as  one  of  the  con- 
stituent companies  of  the  Corporation,  we  bought  from  them 
for  a  period  of  years — I  should  say  five  or  six  years,  or  six 
or  seven  years. 

Q.  Can  you  tell  me  what  portion  of  your  fabricated  steel 
you  bought  from  the  Illinois  Steel  Company  in  1907  ? 

A.  From  1907  until  the  present  time  the  purchase  of  fabri- 
eated  structural  steel  has  been  about  20  per  cent,  from  the 
Corporation  companies.  That  would  be  the  Carnegie  and 
the  Illinois  Steel. 
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Q.  About  20  per  cent,  for  each  year? 

A.  That  would  be  a  fair  average,  yes ;  about  20  per  cent. 

Q.  What  tonnage  did  you  get  from  the  Corporation  in 
1913? 

A.  It  would  be  approximately  250  tons  or  300  tons. 

Q.  Do  you  have  any  recollection  as  to  whether  it  was  250 
tons  in  1913? 

A.  That  would  be  in  the  proportion  of  20  per  cent. 

Q.  I  know  that  is  the  proportion,  but  I  want  to  know 
whether  you  have  any  recollection  about  what  you  got  from 
the  Corporation  in  1913  or  not. 

A.  I  could  not  say  in  tons.  My  investigation  has  been  on 
total  purchases,  and  it  has  approximated  20  per  cent,  from  the 
Corporation  companies. 

Q.  Your  investigation?     What  investigation? 

A.  Well,  from  time  to  time,  in  summing  up  the  year's 
business  in  the  purchase  of  structural  steel;  we  handled  that 
on  a  jobbing  basis. 

Q.  And  you  have  gotten  a  considerable  portion  of  your 
structural  steel  from  such  companies  as  Eyerson,  have  you 
not? 

A.  Quite  a  percentage  in  the  western  territory,  yes;  I 
should  say  it  was  80  or  90  per  cent,  in  comparison  with  the 
Illinois  Steel  Company. 

Q.  You  do  not  know  whose  steel  Eyerson  handles,  do  you  ? 

A.  No,  I  do  not.  From  what  their  representatives  stated, 
they  buy  from  the  companies  where  they  can  catch  the  rollings 
that  they  need. 

Q.  Y/hen  you  say  "80  or  90  per  cent.,"  do  you  mean  80 
or  90  per  cent,  of  what  you  get  from  the  Illinois  Steel  Com- 
pany, from  Eyerson? 

A.  No ;  what  I  intended  to  state  was  that  from  the  central 
territory,  the  Chicago  district,  we  would  probably  buy  90  per 
cent,  from  Eyerson,  in  comparison  with  the  Illinois  Steel 
Company. 

Q.  What  percentage  have  you  bought  from  Eyerson,  as 
distinguished  from  manufacturers? 

A.  I  could  not  state  the  proportion  as  to  that.     I  never 
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made  any  comparison  yearly  as  to  the  amount  that  we  bought 
from  the  various  companies. 

Q.  Are  you  the  purchasing  agent? 

A.  Yes. 

Q.  Do  you  have  any  other  purchasing  agent  for  your  com- 
pany? 

A.  My  partner,  Mr.  Griscom,  buys  in  my  absence,  which  is 
not  a  great  amount,  though. 

Mb.  Colton  :  That  is  all. 
Me.  Ebed  :  That  is  all. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIRECT  EXAMINATION 

By  Mb.  Reed: 

Q.  Where  do  you  live,  Mr.  Hunt? 

A.  Memphis. 

Q.  What  is  your  occupation? 

A.  I  am  president  and  general  manager  of  the  Memphis 
Steel  Construction  Company. 

Q.  How  long  have  you  been  president  of  that  company? 

A.  Two  years. 

Q.  How  long  have  you  been  general  manager  of  it  ? 

A.  Five  years. 

Q.  That  is,  you  started  with  it  about  1908? 

A.  January  1,  1909. 

Q.  Prior  to  January  1,  1909,  what  was  your  occupation? 

A.  From  October  1,  1903,  until  December  31,  1908,  I  was 
district  sales  agent  at  Cincinnati  for  Worth  Brothers  Com- 
pany, of  Coatesville,  Pennsylvania. 

Q.  They  are  manufacturers  of  plates  and 

A.  (Interposing)  And  charcoal  iron  boiler  tubes. 

Q.  I  want  to  ask  you  first  about  your  Memphis  experience. 
You  buy  plain  structural  shapes  for  this  construction  com- 
pany of  yours  ? 
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A.  Yes,  sir. 

Q.  And  you  buy  plates  as  well? 

A.  Yes,  sir. 

Q.  About  what  tonnage  of  shapes  and  plates  do  you  buy 
annually? 

A.  "Well,  shapes  and  plates  and  bars,  altogether,  we  use 
about  3,000  tons  per  year. 

Q.  Are  you  able  to  separate  them  into  the  three  items  ? 

A.  No ;  we  do  not  keep  our  records  separated,  but  I  would 
presume  that  probably  60  per  cent,  of  the  tonnage  would  be 
plates. 

Q.  The  balance  being  shapes  and  bars  ? 

A.  Shapes  and  bars ;  yes,  sir. 

Mb.  Colton:  Will  you  ask  him — or,  I  believe  he  did  say 
plain  structural? 

The  "Witness  :  Yes,  all  plain. 

By  Me.  Reed  : 

Q.  You  do  your  own  fabricating? 

A.  Yes,  sir. 

Q.  Do  you  buy  on  a  competitive  basis  ? 

A,  Yes,  sir. 

Q.  Do  you  ask  quotations  before  you  buy? 

A.  Yes,  sir. 

Q.  Tell  us  the  names  of  the  different  steel  makers  from 
whom  you  ask  quotations  on  these  materials. 

A.  The  Carnegie  Steel  Company. 

Q.  "With  each  name,  just  specify  the  products  on  which 
you  ask  them  to  quote. 

A.  The  Carnegie  Steel  Company,  shapes,  plates  and  bars. 

The  Illinois  Steel  Company,  the  same. 

The  Tennessee  Coal,  Iron  &  Railroad  Company,  the  same, 
excepting  of  course  beams  and  channels.  The  T.  C.  &  I.  do 
not  make  any  beams  and  channels. 

"We  buy  plates  and  get  prices  on  plates  from  the  Ports- 
mouth Steel  Company;  from  "Worth  Brothers  Company,  and 
also  from  Jones  &  Laughlin,  on  shapes,  plates  and  bars. 

From  the  Cambria  Steel  Company,  shapes,  plates  and  bars. 

From  the  Eastern  Steel  Company,  occasionally,  for  shapes 
and  bars. 
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From  the  Lackawanna  Steel  Company,  shapes. 

Q.  The  Lackawanna  on  plates  too  ? 

A.  No,  I  don't  think  we  ever  bought  any  plates  from  the 
Lackawanna;  occasionally  we  bought  through  some  jobbing 
houses  in  Chicago,  like  Scully  or  Eyerson. 

Q.  Have  yon  had  quotations  from  the  Bethlehem  Com- 
pany? 

A.  Yes ;  we  have  had  them  from  the  Bethlehem  Company. 

Q.  On  what? 

A.  On  standard  shapes  and  also  on  their  special  Bethle- 
hem shapes. 

Q.  How  about  the  Inland  Steel  Company  in  Chicago  ? 

A.  We  have  had  quotations  from  them. 

Q.  And  the  Lukens  Iron  &  Steel  Company  at  Coatesville, 
Pennsylvania? 

A.  "We  never  asked  them  for  prices;  we  bought  a  small 
amount  of  plates  from  the  Central  Iron  &  Steel  Company  of 
Harrisburg,  Pennsylvania. 

Q.  And  the  Allegheny  Company  at  Pittsburgh? 

A.  We  have  bought  from  them  through  jobbers. 

Q.  And  the  Carbon  Steel  Company  of  Pittsburgh  ? 

A.  Yes,  we  have  bought  from  them. 

Q.  The  last  two  are  on  plates,  I  suppose? 

A.  Yes. 

Q.  How  do  you  find  the  competition  among  these  com- 
panies ? 

A.  Oh,  very  active. 

Q.  Is  there  any  indication  of  a  price  combination  among 
them? 

A.  No,  sir. 

Q.  Since  yoti  have  been  buying,  I  mean  ? 

A.  No,  sir. 

Q.  Do  the  prices  that  are  quoted  to  you  vary? 

A.  Yes. 

Q.  How  long -has  that  been  so? 

A.  That  has  always  been  so  since  I  have  known  anything 
about  the  steel  business ;  there  has  always  been  more  or  less 
variation. 

Q.  What  range  of  variation  do  you  get? 
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A.  From  a  dollar  to  as  much  as  $4  a  ton,  sometimes. 

Q.  Is  any  particular  one  always  high  or  always  low? 

A.  No,  depending  on  conditions. 

Q.  There  is  variation  in  that  ? 

A.  That  varies,  depending  on  conditions. 

Q.  As  contrasted  with  the  quotations  of  its  competitors 
do  you  find  the  Steel  Corporation's  quotations  conservative  or 
otherwise  ? 

Me.  Colton:  Objected  to  on  the  ground  that  "conserva- 
tive ' '  does  not  specify  what  is  meant  by  it.    It  is  indefinite. 

Me.  Eeed  :  We  will  have  to  assume  that  the  court  will  know 
what  conservative  means.  Mr.  Hunt;  will  you  answer  the 
question? 

The  Witness  :   Please  state  the  question  again. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness  :  Well,  I  would  say  there  is  not  likely  to  be 
such  a  range  of  prices  with  them  as  there  is  with  some  of  the 
other  and  smaller  concerns. 

By  Me.  Reed: 

Q.  By  that  you  mean  they  do  not  go  so  high  and  do  not  go 
so  low? 

A.  That  is  it. 

Q.  Now,  coming  back  to  your  experience  as  district  sales 
manager  in  Cincinnati  for  Worth  Brothers  Company,  you 
were  there  from  October,  1903,  to  January  1st,  1909,  I  think 
you  said? 

A.  Yes. 

Q.  You  sold  both  of  their  products,  that  is,  both  plates  and 
charcoal  iron  boiler  tubes? 

A.  Yes. 

Q.  Did  you  have  any  competition? 

A.  Yes;  every  day. 

Q.  Was  that  competition  severe? 

A.  Yes,  it  was. 

Q.  I  believe  there  was  a  pool  among  the  plate  makers  in 
the  early  days  of  your  agency  there,  was  there  not? 

A.  Well,  I  do  not  know  whether  there  was  a  pool  or  not. 
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Q.  Well,  if  there  was  a  pool  up  until  the  end  of  1904  did 
it  effectually  restrain  competition  in  your  district? 

Mb.  Colton  :  I  object  to  that  on  the  ground  that  the  wit- 
ness has  already  stated  that  he  does  not  know  whether  there 
was  a  pool  or  not;  he  does  not  know  what  the  arrangements 
among  the  different  manufacturers  were  as  to  minimum  price ; 
consequently  he  cannot  possibly  tell  the  prices  that  were  made 
by  the  different  manufacturers,  or  say  how  far  the  minimum 
prices  were  regulated  by  pooling  arrangements. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness  :  No,  sir ;  it  did  not. 

By  Me.  Eeed: 

Q.  Did  you  find  that  your  competitors'  prices  at  times 
varied  from  yours  in  those  early  days? 

A.  Yes. 

Q.  Did  you  find  that  your  prices  were  sometimes  higher 
than  theirs  and  sometimes  lower? 

A.  Yes. 

Q.  And  after  the  1st  of  January,  1905,  what  was  the  com- 
petition that  you  met? 

A.  It  continued  to  vary  about  as  it  had  been;  we  always 
had  competition  of  the  keenest  kind  and  the  prices  continued 
to  vary. 

Q.  If  there  was  any  price  agreement  after  the  year  1904, 
was  there  any  evidence  of  it  in  the  conditions  as  you  found 
them  in  your  work  in  Cincinnati? 

A.  No,  sir. 

Q.  Tell  us  the  names  of  some  of  your  competitors,  Mr. 
Hunt? 

A.  The  Carnegie  Steel  Company,  Cambria  Steel  Company, 
Jones  &  Laughliu  Steel  Company,  Lackawanna  Steel  Com- 
pany and  the  Lukens  Iron  &  Steel  Company ;  the  Illinois  Steel 
Company  and  the  Portsmouth  Steel  Company. 

Q.  Enough  to  keep  the  salesmen  busy,  were  there? 

A.  Yes;  you  met  your  friends  all  the  time. 

Me.  Ebed:   You  may  cross  examine 
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CROSS  EXAMINATION 

By  Mb.  Colton: 

Q.  Did  you  receive  the  price  while  you  were  connected 
with  Worth  Brothers  from  your  superior  officer,  on  plates? 

A.  Yes. 

Q.  You  had  nothing  to  do  with  the  arrangement  by  which 
they  reached  that  price  of  the  other  manufacturers,  in  so  far 
as  they  consulted  with  other  manufacturers  ? 

A.  I  knew  nothing  whatever  about  that. 

Q.  And  you  do  not  know  what  was  the  minimum  price 
fixed  by  the  pool,  the  Gary  committees  and  other  committees, 
or  the  prices  that  were  announced  or  reached  by  an  under- 
standing by  these  different  committees  from  time  to  time? 

A.  No,  sir. 

Q.  Or  upon  what  express  understanding  the  price  was 
arrived  at  by  the  system  of  announcing  until  a  common  price 
was  reached ;  you  do  not  know  what  that  was,  do  you? 

A.  No,  sir. 

Q.  You  were  only  a  salesman  in  that  company? 

A.  That  is  all. 

Q.  Your  competitors  did  not  tell  you  what  their  prices 
were? 

A.  No. 

Q.  And  whatever  you  knew  about  your  competitors' 
prices  was  hearsay,  was  it  not? 

A.  Yes. 

Q.  You  never  had  any  direct  knowledge  as  to  competitors ' 
prices,  did  you? 

A.  A  competitor  never  came  to  me  and  told  me  what  his 
prices  were,  but  there  are  ways  of  finding  out  what  his  prices 
were. 

Q.  Wasn't  it  by  hearsay? 

A.  Not  exactly,  no;  I  might  see  a  letter  he  had  written 
quoting  a  price. 

Q.  Let  us  see ;  how  many  times  were  you  shown  letters  ? 

A.  I  do  not  know ;  I  could  not  tell  you  that. 

Q.  You  do  not  know  how  often  you  got  your  information 
through  letters? 
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A.  No,  sir. 

Q.  Wliat  other  way  did  you  get  your  information  as  to 
competitors' prices? 

A.  Outside  of  letters  it  would  be  simply  hearsay,  what  one 
man  would  tell  another. 

Q.  And  you  do  not  know  whether  the  price  you  were  told 
was  the  real  price  or  not,  or  whether  you  were  simply  told  that 
for  the  sake  of  trying  to  get  you  to  go  lower? 

A.  If  I  would  see  it  written  in  a  letter  on  one  of  their  let- 
terheads, I  would  regard  that  as  a  pretty  good  indication. 

Q.  I  mean  in  cases  where  you  were  told  that  by  some  cus- 
tomer or  other ;  you  would  not  know  whether  that  was  a  bluff 
or  not,  would  you? 

A.  No. 

Q.  You  would  have  to  guess  at  it? 

A.  Guess  at  it  or  judge,  whatever  you  want  to  call  it. 

Q.  Were  you  acquainted  with  the  men  connected  with  your 
business,  or  Mr.  Worth? 

A.  Yes,  sir. 

Q.  Is  he  an  honorable  man? 
'  A.  To  the  best  of  my  knowledge. 

Q.  If  he  made  an  agreement  to  maintain  a  minimum  price 
you  think  that  he  would  maintain  that  price  ? 

Mk.  Reed:  That  is  objected  to  as  not  cross  examination 
and  as  incompetent. 

Mb.  Colton  :  I  am  asking  for  his  opinion  as  to  this  gentle- 
man and  his  maintaining  his  agreement. 

Mb.  Eeed  :  I  object  to  his  opinion  or  any  evidence  on  it. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness:  To  the  best  of  my  judgment,  Mr.  Worth 
would  do  whatever  he  agreed  to  do. 

Q.  And  if  he  said  he  was  going  to  quote  a  certain  price 
and  told  other  manufacturers  that  he  was  going  to  quote  a 
certain  price,  do  you  think  he  would  quote  that  price? 

Me.  Reed:  Objected  to  as  incompetent. 

The  Witness:  That  I  do  not  know;  I  couldn't  answer  that. 
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By  Me.  Colton  : 

Q.  Don't  you  think  that  lie  would  stand  by  his  word  in 
reference  to  what  he  said  he  was  going  to  do  ? 

Mb.  Reed  :  Objected  to  as  incompetent. 
The  Witness  :  I  said  once  that  I  think  he  would  do  what 
he  agrees  to  do. 

By  Me.  Colton  : 

Q.  And  what  he  said  he  would  do,  he  would  do  that  too  ? 

Me.  Reed:  Objected  to  as  incompetent. 
The.  Witness  :  I  expect  he  would. 

By  Me.  Colton: 

Q.  Then  you  have  not  any  reason  to  know  whether  he 
abided  by  whatever  minimum  price  he  may  have  agreed  on 
with  different  manufacturers  f 

A.  No,  sir;  I  have  no  reason  to  know  anything  about  it. 

Q.  And  you  have  no  reason  to  know  whether  he  abided  by 
the  different  minimum  prices  that  he  announced  at  various 
meetings  from  time  to  time  ? 

A.  I  have  no  knowledge  of  that  whatever.  j 

Q.  What  price  did  you  quote  on  structural  material  in 
1903? 

A.  I  did  not  sell  structurals  in  1903. 

Q.  You  were  selling  only  plates  in  1903  ? 

A.  Yes. 

Q.  The  only  material  that  you  were  selling  during  the 
period  of  1903  to  1909  that  was  manufactured  by  the  Corpora- 
tion was  plates,  was  it  not? 

A.  Plates ;  that  is  all.  Plates  or  light  sheets,  down  to  No. 
12  gauge. 

Q.  Well,  if  No.  12  gauge  and  up  are  called — ^you  mean 
light  plates  down  to  No.  12? 

A.  You  can  call  them  light  plates. 

Q.  Plates;  taking  in  the  entire  range  from  No.  12  and 
heavier,  then  you  were  selling  only  plates  ? 

A.  Selling  only  plates,  yes. 

Q.  What  were  you  quoting  on  plates  in  1903  ? 

A.  I  could  not  answer  that;  it  is  too  long  ago. 
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Q.  What  price  was  given  to  you  in  1903? 

A.  I  could  not  tell  you ;  that  has  passed  out  of  my  mind. 

Q.  What  price  was  the  Carnegie  Company  quoting  in 
1903? 

A.  I  have  no  idea. 

Q.  You  have  no  recollection  on  that? 

A.  Not  at  all. 

Q.  Take  1904,  have  you  any  recollection? 

A.  No,  I  would  not  attempt  to  quote  those  prices  in  the 
years  I  was  selling  for  Worth,  from  memory. 

Q.  You  do  not  recall  the  different  prices? 

A.  No,  sir. 

Q.  Or  the  prices  which  the  other  manufacturers  quoted? 

A.  No,  they  varied  of  course  as  conditions  warranted.  My 
recollection  is  that  early  in  1904  we  had  lower  prices  than 
we  had  in  1903. 

Q.  There  was  a  break  in  there,  was  there  not? 

A.  Yes;  that  is  my  recollection  about  it  now. 

Q.  There  was  a  break  that  was  common  to  the  different 
manufacturers  ? 

A.  Yes. 

Q.  And  in  1905,  do  you  recall  anything  about  prices  that 
were  quoted  by  your  company  and  the  other  companies? 

A.  No,  sir. 

Q.  You  cannot  give  any  definite  information  in  regard 
to  1905? 

A.  No,  sir;  I  cannot. 

Q.  In  1906,  do  you  remember  anything  about  the  prices 
that  were  quoted  by  the  different  companies? 

A.  No. 

Q.  You  cannot  give  any  definite  information  as  to  the 
prices  you  were  quoting  in  1906? 

A.  No. 

Q.  Take  the  year  1907. 

A.  I  think  in  1907 — my  best  recollection  is  that  plates 
were  sold  on  the  basis  of  $1.60  Pittsburgh. 

Q.  And  that  was  the  basis  on  which  you  were  selling  as 
a  general  rule? 
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A.  Yes. 

Q.  And  the  basis  on  which  the  manufacturers  were  gener- 
ally selling,  as  a  general  rule? 

A.  Yes ;  that  is  my  impression. 

Q.  And  hack  of  1907  you  cannot  give  me  the  prices  at 
which  the  manufacturers  were  generally  selling? 

A.  No. 

Q.  Now,  in  1908,  can  you  give  me  the  base  price  for  that 
year? 

A.  No,  I  could  not. 

Q.  In  1909  do  you  recall  a  sharp  cut  in  the  price  of  plates  ? 

A.  Yes,  plates  went  down  considerably  in  1909. 

Q.  The  prices  went  down  after  Judge  Gary  announced  in 
an  open  meeting  that  he  was  going  to  compete  with  his  hands 
untied? 

Mr.  Reed:  I  object  to  that,  because  there  is  no  such  evi- 
dence in  this  case. 

Mr.  Colton  :  Mr.  Worth  so  testified ;  that  is  my  best  recol- 
lection. 

By  Mr.  Colton  : 

Q.  You  recall  the  cut,  although  you  do  not  remember  the 
cause  of  the  cut? 

A.  I  remember  there  was  a  break  in  the  price  in  1909. 

Q.  Do  you  remember  how  extensive  the  cut  was? 

A.  No,  I  don't  recall. 

Q.  And  that  break  was  common  to  the  different  manufac- 
turers, was  it  not  ? 

A.  Yes,  to  the  best  of  my  knowledge. 

Q.  Was  there  not  a  wide  range  of  prices  from  the  early 
part  of  1909,  say  from  February  along  to  October,  to  the  best 
of  your  recollection  ? 

A.  There  was  a  considerable  variation  there,  among  the 
different  manufacturers;  I  should  say  possibly  as  much  as 
four  dollars  a  ton — two  dollars  to  four  dollars. 

Q.  Now,  coming  down  to  the  period  since  you  have  been  in 
business — I  did  not  get  the  date  that  you  started  in  business 
for  yourself. 

A.  January  1, 1909. 
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Q.  "What  tonnage  of  plain  structural  material  did  you  buy 
in  1909? 

A.  In  1909  I  am  under  the  impression  that  we  bought 
probably  2,000  tons  all  told,  shapes,  plates  and  bars;  about 
half  of  that  would  be  structurals. 

Q.  About  one-half  would  be  ? 

A.  Well,  less  than  one-half;  not  over  35  per  cent,  would 
be  structural. 

Q.  Thirty-five  per  cent.,  approximately,  would  be  struc- 
turals? 

A.  Yes. 

Q.  That  would  be  beams,  channels  and  angles? 

A.  Yes ;  beams,  channels  and  angles. 

Q.  What  different  companies  quoted  you  on  plain  struc- 
tural in  the  year  1909? 

A.  Tennessee  Coal,  Iron  &  Railroad  Company. 

Q.  How  much  did  they  quote  you  on  angles  ? 

A.  You  are  asking  about  structural,  now,  are  you? 

Q.  Yes. 

A.  They  would  quote  on  angles,  and  we  bought  consider- 
able that  year  through  the  Scully  Steel  &  Iron  Company  of 
Chicago.  They  were  jobbers;  they  had  prices  as  favorable 
to  us  as  we  could  purchase  direct  from  the  mill. 

Q.  Anybody  else? 

A.  Cambria. 

Q.  Now,  can  you  recall  what  tonnage  you  bought  from 
manufacturers  ? 

A.  No,  sir. 

Q.  You  do  not  know  where  Scully  got  his  steel,  do  you? 

A.  He  bought  from  the  Illinois  Steel  Company  and  the 
Carnegie  Steel  Company — principally  from  the  Illinois. 

Q.  Most  of  your  steel  in  1909  came  directly  or  indirectly 
from  the  mills  of  the  Corporation? 

A.  Yes. 

Q.  You  are  simply  speaking  of  plain  structural  material? 

A.  Yes ;  we  did  not  buy  any  fabricated  material  at  all. 

Q.  In  1910  is  the  same  thing  true? 

A.  No ;  after  1909  we  bought  less  and  less  from  Scully,  and 
bought  directly  from  the  mills,  and  our  purchases  increased 
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with  the  Cambria,  so  far  as  beams  and  channels  were  con- 
cerned. 

Q.  Going  back  to  1909,  do  you  remember  a  break  in  struc- 
tural in  1909  also? 

A.  Yes,  everything  broke  all  along  the  Une. 

Q.  And  there  was  a  wide  variation  all  along  the  line  in 
1909? 

A.  Yes. 

Q.  In  1910  what  percentage  of  your  plain  structural  did 
you  get  from  the  Cambria? 

A.  I  suppose  we  bought  maybe  75  per  cent,  in  tonnage 
from  the  Cambria. 

Q.  What  percentage  did  you  get  from  the  Tennessee  Coal, 
Iron  &  Railroad  Company? 

A.  Twenty-five  per  cent.;  we  bought  practically  the  bal- 
ance of  our  needs,  outside  of  a  few  odds  and  ends  that  we 
might  pick  up  somewhere  else,  one  place  and  another. 

Q.  What  percentage  of  angles? 

A.  That  was  angles  that  we  bought  from  the  Tennessee 
Company. 

Q.  You  bought  practically  all  your  angles  from  the  Ten- 
nessee Company,  and  practically  all  your  other  structural 
from  the  Cambria? 

A.  Yes ;  broadly  speaking,  that  was  about  the  way  it  was 
divided. 

Q.  What  companies  quoted  you  in  1910  on  plain  struc- 
tural? 

A.  Jones  &  Laughlin  possibly,  and  I  would  say  that  the 
principal  companies  quoted,  because  we  asked  for  prices  from 
the  various  ones  ia  order  to  keep  well  posted  on  the  market 
from  time  to  time. 

Q.  And  you  do  not  recall  the  quotations,  in  1910? 

A.  No,  I  would  not  attempt  to  recall. 

Q.  Don't  you  recall  enough  about  quotations  to  know  that 
there  was  a  great  deal  more  uniformity  in  1910  than  there 
was  in  1909? 

A.  Well,  no,  I  would  not  say  that  I  remember  that. 

Q.  You  have  no  recollection  on  it  one  way  or  the  other 
have  you? 
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A.  No,  sir. 

Q.  And  you  don't  recall  what  the  different  quotations 
were  in  1910? 

A.  No,  sir. 

Q.  Nor  how  many  different  mills  you  got  quotations 
from? 

A.  No,  sir. 

Q.  Nor  how  many  of  them  were  alike  and  how  many  were 
different  in  1910? 

A.  No. 

Q.  How  about  1911? 

A.  I  would  say  that  is  true  with  us  practically  right  along ; 
when  we  get  prices  in  response  to  an  inquiry  we  decide 
what  we  are  going  to  do  with  this  particular  inquiry,  or  what 
particxdar  contract  we  are  going  to  make,  and  that  is  dis- 
missed from  my  mind ;  I  do  not  remember  the  prices  the  next 
week. 

Q.  You  do  not  have  to  recall  the  prices  any  more? 

A.  No,  sir. 

Q.  In  1911,  did  you  know  enough  about  the  plain  struc- 
tural business  to  know  that  there  was  a  sharp  break  in  prices 
then  also? 

A.  I  remember  there  was  a  break,  but  which  year  it  came 
in  I  do  not  recall ;  I  could  not  state  positively  that  it  was  1911. 

Q.  Nor  what  was  the  extent  of  the  break  in  structural? 

A.  No,  sir;  I  couldn't  tell  you. 

Q.  About  six  dollars  a  ton? 

A.  I  don't  recall. 

Q.  Would  your  percentage  from  1910  to  date  be  about  the 
same  as  between  the  Tennessee  Company  and  the  Cambria? 

A.  Yes,  excepting  that  just  at  the  present  time  we  do  not 
happen  to  be  buying  much  from  the  Cambria ;  we  are  buying 
more  from  Jones  &  Laughlin  of  Pittsburgh. 

Q.  Suppose  we  take  it  by  different  years,  then.  How  was 
it  in  1911? 

A.  The  pecentage  that  I  gave  you  at  the  be,ginning  would 
hold  about  the  same,  but  our  tonnage  increased.    Our  tonnage 
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is  about  3,000  tons  a  year,  as  against  2,000  tons  a  year.  I 
mentioned  that  first. 

Q.  And  it  wordd  be  about  25  per  cent,  to  the  Tennessee 
Company  and  75  per  cent,  to  the  Cambria? 

A.  You  are  speaking  of  structural? 

Q.  Speaking  of  structural. 

A.  Yes,  I  would  say  that. 

Q.  In  1912,  give  the  diffeient  comT>anies  and  the  per- 
centage, on  angles,  first. 

A.  The  Tennessee  Company  would  practically  get  all  of 
our  angles ;  that  is,  all  within  the  sizes  that  they  make. 

Q.  And  about  100  per  cent,  of  all  they  make  ? 

A.  Yes ;  that  we  could  use.  We  bought  practically  all  our 
requirements  within  their  capacity  from  them. 

Q.  And  that  would  be  about  25  per  cent,  of  your  total 
plain  structural  purchases? 

A.  Yes. 

Q.  And  the  rest  of  it  would  be  divided  up  between  the 
Cambria  and  Jones  &  Laughlin? 

A.  Well,  the  Cambria,  the  Carnegie  Steel  Company,  and 
occasionally  a  car  from  the  Illinois  Steel  Company,  and  maybe 
the  Eastern  Steel  Company;  principally  Cambria,  though. 

Q.  How  much  from  the  Carnegie  and  the  Illinois? 

A.  Well,  we  bought  several  carloads  from  Carnegie  in 
1912.    I  do  not  know — ^probably  100  tons. 

Q.  What  percentage  would  that  be? 

A.  What  percentage  of  our  total  structurals,  you  mean? 

Q.  Yes. 

A.  Probably  ten  per  cent. ;  no,  not  ten  per  cent. ;  not  more 
than  five  per  cent. 

Q.  In  1913,  of  your  angles,  first;  is  the  same  thing  true 
about  the  Tennessee  Company? 

A.  Yes. 

Q.  StUl  constituting  about  25  per  cent,  of  your  purchases 
in  plain  structural? 

A.  I  would  say  so,  yes. 

Q.  What  percentage  of  your  others,  in  1913,  did  you  get 
from  the  United  States  Steel  Corporation? 
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A.  In  1913  we  bought  very  little  other  from  the  United 
States  Steel  Corporation. 

Qi.  Not  more  than  five  per  cent.? 

A.  Not  more  than  that,  if  that.  Our  other  purchases  have 
been  from  the  independent  concerns. 

Q.  From  Jones  &  Laughlin  in  1913  ? 

A.  Yes,  and  the  Portsmouth  Steel  Company. 

Q.  Now,  give  for  the  years  1909  to  1913,  inclusive,  the 
number  of  tons  that  you  got  of  structural  steel  each  year, 
plain  structural,  including  angles. 

A.  I  would  say  in  the  neighborhood  of  1,200  tons  per 
annum,  except  possibly  the  first  year  it  would  not  be  quite 
so  much. 

Q.  Take  your  bars  for  those  same  years.  Will  you  give 
the  tonnage  in  bars? 

A.  The  bars  would  run  possibly  200  tons. 

Q.  Your  purchases  of  bars  are  almost  insignificant,  then^ 
as  compared  with  your  other  purchases? 

A.  Yes ;  not  very  much. 

Q.  Do  you  get  separate  quotations  on  bars,  usually,  or 
do  you  get  them  at  the  same  time  you  get  your  structural 
quotations  ? 

A.  We  usually  get  it  all  together;  we  get  prices  on  three 
items,  shapes,  plates  and  bars. 

Q.  In  1909  from  what  companies  did  you  purchase  your 
bars  ? 

A.  Principally  from  the  Tennessee  Coal,  Iron  &  Eailroad 
Company;  we  got  some  through  the  Scully  Steel  &  Iron  Com- 
pany, which  came,  I  think,  from  the  Illinois  Steel  Company. 

Q.  Then  practically  your  entire  purchases  of  bars  came 
from  the  mills  of  the  Steel  Corporation  in  1909? 

A.  Yes. 

Q.  How  about  1910? 

A.  The  same  thing  would  apply. 

Q.  In  1911? 

A.  Yes ;  we  bought  very  few  bars  outside  the  Tennessee 
Coal,  Iron  &  Railroad  Company.  We  bought  a  few  from 
the  Eepublic  one  year,  I  recall. 
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Q.  Would  you  say  in  1912  and  1913  you  bought  substan- 
tially all  your  bars  from  the  Tennessee  Coal,  Iron  &  Railroad 
Company? 

A.  Yes. 

Q.  And  you  haven't  any  better  recollection  of  the  prices 
of  bars  than  you  have  of  structural  steel? 

A.  No. 

Q.  Take  plates,  and  give  your  tonnage  for  each  of  those 
years,  1909  to  1913,  inclusive. 

A.  I  would  say  in  1909  we  probably  bought  1,000  tons  of 
plates,  and  the  other  years  I  would  say  that  the  tonnage 
would  be  about  1,500  tons,  approximately. 

Q.  What  company  did  you  get  your  plates  from  in  1909? 

A.  The  Tennessee  Company,  the  Portsmouth  Steel  Com- 
pany and  the  Illinois  Steel  Company. 

Q.  What  percentage  did  you  get  from  the  United  States 
Steel  Corporation's  subsidiaries  in  1909? 

A.  I  do  not  recall,  but  the  tonnage  bought  outside  of  the 
Steel  Corporation  would  be  very  small  for  1909. 

Q.  In  1910? 

A.  Well,  I  would  say  in  1910,  1911  and  1912,  right  along, 
we  bought  about,  I  would  say  15  per  cent,  or  maybe  20  per 
cent,  from  the  United  States  Steel  Corporation. 

Q.  And  this  keen  competition  for  your  business  in  plates, 
so  far  as  it  has  been  keen,  has  resulted  in  the  Corporation's 
getting  about  85  per  cent,  of  your  business  ? 

A.  Yes. 

Mb.  Colton  :  That  is  all. 

REDIRECT  EXAMINATION 

By  Mb.  Reed:  ■ 

Q.  That  is  in  plates? 
A.  That  is  in  plates. 

Q.  A  very  much  smaller  percentage  of  the  others? 
A.  Yes. 
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Mb.  Colton:  He  lias  specified  the  percentage  in  each  case. 
Me.  Eeed:  I  am  asking  Mr.  Hunt. 
The  Witness:  Yes. 

(Whereupon  a  recess  was  taken  until  two  o'clock  p.  m.) 


AFTER  RECESS. 

JAMES  D.  MOORE 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  b»- 
ing  first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Me.  Reed: 

Q.  You  live  in  Birmingham,  do  youf 

A.  Yes,  sir. 

Q.  And  you  are  in  the  hardware  business!  i 

A.  Yes,  sir. 

Q.  In  the  Moore-Hendley  Hardware  Company,  I  believe? 

A.  Yes,  sir. 

Q.  What  is  your  office  ia  that  company? 

A.  President  of  the  company. 

Q.  How  long  have  you  been  president? 

A.  Since  its  organization. 

Q.  When  was  that? 

A.  The  Moore-Hendley  Company  was  organized  in  1909. 

Q.  And  prior  to  that? 

A.  Prior  to  that  it  was  the  Moore  &  Hendley  Hardware 
Company,  which  was  organized  in  1888.  Then,  prior  to  that, 
we  had  a  partnership  which  ran  back  in  1882. 

Q.  And  you  have  been  in  the  hardware  business  in  Birm- 
ingham since  1882,  have  you? 

A.  Since  February  1,  1882. 

Q.  For  how  long  were  you  familiar  with  the  buying  of 
steel  materials  that  was  done  for  your  firm  or  for  your  com- 
pany? 
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A.  I  was  the  buyer  from  the  organization  in  1882  up  to 
1907. 

Q.  Were  you  familiar  witli  the  buying  after  1907? 

A.  I  saw  the  bills,  yes,  sir.     I  would  read  the  mail  and 
notice  the  invoices. 

Q.  And  would  you  see  the  quotations  that  were  submitted 
on  important  purchases? 

A.  Yes,  sir.    I  have  access  to  them,  of  course,  all  the  time. 

Q.  How  long  did  that  continue? 

A.  Up  until  the  present  time. 

Q.  What  kind  of  steel  materials  do  you  buy?    Let  me  ask 
you  as  to  the  different  items:   Do  you  buy  wire  products? 

A.  Yes,  sir. 

Q.  Including  nails? 

A.  Nails,  wire,  barbed    wire,    fencing,    poultry    netting, 
screen  cloth. 

Q.  Do  you  buy  sheets? 

A.  Yes,  sir. 

Q.  Both  plain  and  corrugated? 

A.  Yes,  sir. 

Q.  Black  and  galvanized? 

A.  Yes,  sir. 

Q.  Do  you  buy  pipe? 

A.  Yes,  sir. 

Q.  Do  you  buy  bars  ? 

A.  Yes,  sir. 

Q.  Do  you  buy  shafting  ? 

A.  Yes,  sir. 

Q.  What  quantity  of  wire  products  do  you  buy  annually! 

A.  I  could  not  be  very  accurate  about  that,  because  it 
would  require  looking  up  my  records  to  see. 

Q.  I  do  not  expect  you  to  be  accurate,  but  I  wish  you  would 
give  us  some  approximation,  Mr.  Moore. 

A.  In  recent  years  ? 

Q.  Yes. 

A.  I  should  say  about  500  tons  a  year,  all  the  wire  pro- 
ducts combined. 

Q.  About  what  percentage  of  that  do  you  buy  from  the 
American  Steel  &  Wire  Company? 
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A.  When  you  combine  the  whole  of  it  it  would  be  about 
45  per  cent.,  roughly,  I  would  say.  In  some  particular  items 
in  that  we  buy  less  and  some  more ;  but  the  average  percentage 
would  be  about  45. 

Q.  Which  are  the  items  of  which  you  buy  the  least  from 
them? 

A.  We  do  not  buy  as  much  nails  and  wire  as  we  do  fence. 
The  percentage  of  fence  is  a  larger  percentage  than  it  is  of 
nails  and  wire. 

Q.  Could  you  give  us  approximately  the  percentage  that 
you  get  from  them  in  fence  and  in  wire  and  nails  ? 

A.  Of  fence  we  buy  practically  all  our  fence  from  them; 
say  90  per  cent,  of  it. 

Q.  How  is  it  with  nails  and  wire? 

A.  With  nails  and  wire  it  would  not  exceed  25  per  cent,  for 
the  last  year  or  two. 

Q.  Do  you  buy  on  a  competitive  basis  ? 

A.  Yes,  sir;  of  course. 

Q.  From  what  companies  do  you  get  quotations  on  wire 
products  ? 

A.  Of  nails  and  plain  wire,  we  buy  a  good  deal  from  what 
has  been  known  as  the  Southern  Steel  Company 

Q.  You  did  not  catch  my  question,  Mr.  Moore.  I  asked 
what  companies  submitted  quotations  on  these  products? 

A.  We  get  quotations  from  the  Atlanta  Steel  Company, 
the  Southern  Steel  Company  and  the  Jones  &  Laughlin  Com- 
pany. 

Q.  The  American  Steel  &  Wire  Company  of  course? 

A.  The  American  Steel  &  Wire  Company. 

Q.  The  Pittsburgh  Steel  Company? 

A.  The  Pittsburgh  Steel  Company,  yes,  sir. 

Q.  Wickwire? 

A.  Not  in  nails  and  wire.  They  are  mostly  in  poultry  net- 
ting and  screen  wire. 

Q.  Eoebling? 

A.  Not  in  nails  and  wire.  We  handle  Eoebling  products, 
but  not  their  nails  and  wire. 

Q.  The  Wright  Wire  Company? 
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A.  The  Wright  Wire  Company ;  we  buy  a  good  deal  from 
them,  yes,  sir. 

Q.  They  are  rather  important  in  the  poultry  netting  busi- 
ness, are  they  not? 

A.  Yes ;  that  is  the  largest  item  that  we  buy  from  them. 

Q.  The  Gilbert  &  Bennett  Company? 

A.  No,  sir ;  we  do  not  buy  much  from  Gilbert  &  Bennett. 

Q.  Do  they  give  you  quotations? 

A.  Yes;  their  man  comes  south  and  gives  us  quotations, 
but  we  do  not  buy  very  much  from  them. 

Q.  Do  you  find  that  these  quotations  that  you  receive  on 
wire  products  vary? 

A.  Yes,  sir. 

Q.  How  long  has  that  been  so  ? 

A.  It  has  been  so  practically  all  the  time — slight  varia- 
tions ;  perhaps  not  a  great  deal,  but  enough  to  turn  the  course 
of  the  trade. 

Q.  Now,  in  sheets :  What  percentage  of  your  sheets  do  you 
buy  from  the  Steel  Corporation? 

A.  Taking,  say,  the  last  three  years,  perhaps  it  would 
average  about  thirty  per  cent.  If  you  will  take  1913,  it  will 
not  average  over  10  per  cent. 

Q.  That  is,  1913  taken  by  itself? 

A.  Taken  by  itself,  yes ;  it  would  not  average  over  ten  per 
cent. 

Q.  About  how  many  tons  of  sheets  do  you  buy  in  the 
course  of  a  year? 

A.  I  think  about  350.  That  would  be  a  rough  guess.  You 
understand  that  none  of  these  figures  are  intended  to  be  ex- 
actly accurate,  because  they  are  just  estimates. 

Q.  Tell  us  the  names  of  some  of  the  companies  that  quote 
you  on  those  products. 
.  A.  On  sheets? 

Q.  Yes. 

A.  The  Portsmouth  Steel  Company,  Delphos,  the  Trum- 
bull Steel  Company,  the  Youngstown  Sheet  &  Tube  Company. 
Altogether  we  bought  from  nine  people — I  do  not  know  that 
I  can  give  their  names  right  now. 

Q.  It  is  not  necessary  to  go  over  all  of  them  again. 
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A,  We  bought  those  products  from  nine  different  people. 

Q.  And  you  have  had  quotations  from  others  that  you 
have  not  bought  from? 

A.  Yes. 

Q.  Do  you  find  varying  quotations  there? 

A.  Yes,  sir. 

Q.  And  that  has  been  so  right  along? 

A.  Yes,  sir.  When  orders  are  scarce  and  the  manufactur- 
ers are  hunting  a  little  more  industriously  for  orders,  we  find 
a  little  more  variation.  When  orders  are  easily  obtained, 
and  everybody  has  got  all  the  business  they  need,  then  there 
is  liable  to  be  less  variation  in  price. 

Q.  They  naturally  do  not  fight  for  it  so  hard  in  those 
times  ? 

A.  They  do  not  fight  for  it  so  hard  in  those  times. 

Q.  About  how  many  tons  of  pipe  and  tubes 

A.  I  should  say  about  400  tons. 

Q.  What  part  of  that  have  you  got  from  the  Steel  Corpo- 
ration? 

A.  About  50  per  cent.  I  would  say  roughly  about  half 
of  it. 

Q.  What  competitors  of  the  Steel  Corporation  have  sub- 
mitted quotations  to  you? 

A.  On  pipe? 

Q.  Yes. 

A.  There  is  the  Youngstown  Sheet  &  Tube  Company  and 
the  Eepublic  Iron  &  Steel  Company;  those  are  the  principal 
ones  we  draw  from.  There  may  be  some  of  the  others  too. 

Q.  Has  the  La  Belle  Company  quoted  you? 

A.  Yes. 

Q.  Spang,  Chalfant  &  Company? 

A.  Yes.  Spang,  Chalfant  &  Company  several  years  ago 
sold  a  good  deal  of  pipe;  not  so  much  recently. 

Q.  The  Mark  Manufacturing  Company? 

A.  The  Mark  Manufacturing  Company,  yes.  We  buy 
some  from  them. 

Q.  Quotations  on  pipe  are  made  by  discounts  from  a  fixed 
list,  are  they  not? 

A.  Yes. 
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Q.  Do  you  find  that  those  discounts  vary? 

A.  Yes,  sir. 

Q.  And  that  has  been  so  right  along? 

A.  That  has  been  so  right  along ;  yes,  sir. 

Q.  Since  1901,  say? 

A.  Yes ;  since  1901.  They  usually  have  what  is  known  as 
a  market  price,  but  then  there  is  a  deviation  made  from  that, 
which  is  not  given  to  the  public  generally,  you  know.  There 
is  where  the  difference  comes  in. 

Me.  Colton:  What  are  you  speaking  of  now? 
The  Witness:  The  trade  papers  will  quote- 


Me.  Colton  :  I  mean  what  product  are  you  speaking  of? 
The  Witness  :  Pipe — tubes,  as  they  are  sometimes  called. 

By  Me.  Reed  : 

Q.  Then  they  make  discounts  beyond  that  1 

A.  Yes. 

Q.  And  negotiations  with  you? 

A.  Yes. 

Q.  In  bars,  what  tonnage  do  you  buy  ? 

A.  You  mean  the  quantity? 

Q.  Yes. 

A.  I  would  say  between  400  and  500  tons;  500  tons,  per- 
haps. 

Me.  Colton  :  Was  that  bars  1 
The  Witness  :  Steel  bars. 

By  Me.  Eeed  : 

Q.  Wliat  companies  quote  to  you  on  them? 

A.  The  Gulf  States. 

Q.  The  T.  C.  &  I.? 

A.  The  T.  C.  &  I. 

Q.  The  Knoxville? 

A.  The  KnoxviUe;  yes,  sir. 

Q.  The  Knoxville  quotes  on  steel  bars  as  well  as  iron, 
does  it  not? 

A.  Recently  they  have.  They  have  been  confining  their 
product  chiefly  to  iron  up  to  within  the  last  year. 
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Q.  They  have  recently  gone  in  the  steel  business,  have 
they? 

A.  Yes.  It  has  only  been  within  the  last  three  years  that 
steel  bars  are  the  principal  product.  Formerly  we  found  iron 
bars  more — sold  mostly  iron,  but  I  do  not  think  any  of 
the  rolling  mills  in  this  district  have  rolled  iron  bars  in  the 
last  six  years,  or  the  last  six  or  seven  years. 

Q.  The  demand  has  changed? 

A.  The  demand  has  changed. 

Q.  Within  the  last  few  years'? 

A.  Yes;  and  it  has  gone  from  iron  bars  to  steel  bars. 
There  has  always  been  a  demand  ia  the  larger  sizes  for  steel 
bars,  but  the  smaller  bars  formerly  were  mostly  iron,  and 
now  they  are  mostly  steel. 

Q.  Then  are  there  some  re-rollers  down  here  tool 

A.  Yes,  sir. 

Q.  "Who  quote  to  you  on  bars? 

A.  Yes. 

Q.  How  many  re-roUing"  mills  are  there  in  Birmingham? 

A.  Only  one  that  I  know  of.  Well,  there  were  two,  but 
I  believe  one  of  them  has  failed,  or  had  trouble. 

Q.  Do  you  find  the  same  variation  ia  quotations  on  bars? 

A.  Yes,  sir. 

Q.  And  you  have  for  twelve  years? 

A.  Yes,  sir;  there  is  always  some  market  difference. 

Q.  Depending  on  the  eagerness  of  the  different  concerns 
to  contract? 

A.  Yes,  sir.    As  a  rule  you  can  find  that  to  be  the  case. 

Q.  Do  you  buy  much  shafting,  Mr.  Moore? 

A.  Yes,  sir;  we  buy  a  good  deal  of  shafting. 

Q.  What  tonnage? 

A.  I  would  say  100  tons  or  150  tons  of  shafting. 

Q.  I  neglected  to  ask  you  what  percentage  of  your  bars 
you  bought  from  the  Tennessee  Company. 

A.  Five  per  cent.,  about. 

Q.  What  percentage  of  your  shafting  do  you  buy  from 
the  United  States  Steel  Corporation  or  any  of  its  subsid- 
iaries ? 
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A.  None. 

Q.  Where  do  you  get  most  of  your  shafting,  Mr.  Moore? 

A.  "We  have  gotten  most  of  it  from  the  Eepublic,  of  late. 

Q.  What  other  companies  have  quoted  to  you  on  it? 

A.  There  is  a  shafting  maker  in  Youngstown,  and  then  the 
Cumberland  Iron  &  Steel  Company,  I  believe  it  i&. 

Q.  Have  Jones  &  Laughlin  quoted  you? 

A.  Yes;  Jones  &  Laughlin. 

Q.  And  the  Union  Drawn  Steel  Company? 

A.  Yes;  that  is  one. 

Q.  The  Columbia  Steel  Shafting  Company? 

A.  Yes,  sir;  the  Columbia  Steel  Shafting  Company. 

Q.  Does  the  American  Steel  &  Wire  Company  quote  to 
you  on  shafting  too? 

A.  Not  regularly,  because  we  have  not  bought  from  them 
for  a  good  while;  but  they  will  do  it  any  time  that  we  ask 
them  to  do  so. 

Q.  Do  you  find  any  difference  in  the  conditions  with  re- 
gard to  shafting 

A.  (Interposing)    Yes,  sir. 

Q.  Do  you  find  the  difference  in  quotations  that  you  spoke 
of? 

A.  Yes. 

Q.  Are  the  conditions  the  same  in  shafting 

Mk.  Colton  :  I  object  to  that  form  of  question.  It  is  lead- 
ing, and  leads  the  witness  to  compare  a  group  of  products 
that  may  differ  very  materially  one  from  another,  and  asks 
for  a  conclusion  upon  a  state  of  facts  extending  over  a  large 
number  of  years. 

By  Mb.  Eeed: 

Q.  Are  the  conditions  the  same  in  shafting  as  in  these 
«jther  steel  materials  that  you  spoke  of? 

A.  You  mean  competitive? 

Q.  Yes ;  are  the  competitive  conditions  the  same  ? 

A.  Yes. 

Q.  Since  the  United  States  Steel  Corporation  was  formed 
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in  1901,  has  there  been  competition  for  your  business  in  each 
of  these  different  kinds  of  steel  products? 

A.  I  would  say  yes. 

Q.  And  has  that  competition  continued  ever  since  that 
time? 

A.  It  has  continued  all  the  while,  yes. 

Q.  Has  it  been  active  or  otherwise? 

A.  It  has  been  active.  It  has  been  more  active,  I  would 
say,  when  orders  are  scarce.  There  might  be  a  variation 
in  that  respect,  owing  to  the  condition  of  the  market. 

Q.  Have  you  in  Birmingham  noticed  any  change,  either 
an  increase  or  a  decrease,  in  the  size  and  importance  of  the 
competitors  of  the  Steel  Corporation? 

A.  Yes,  sir. 

Q.  Which  have  you  noticed? 

A.  Particularly  in  nails  and  wire,  and  in  sheet  products. 

Q.  Has  there  been  an  increase  or  a  decrease? 

A.  There  has  been  an-  increase  in  the  outside  competition ; 
a  decided  increase. 

Q.  Has  there  been  any  time  since  the  Steel  Corporation 
was  formed  in  1901  when  you  could  not  have  bought  all  of 
your  requirements  of  any  of  these  products  from  competitors 
of  the  Steel  Corporation? 

A.  In  the  very  early  formation  they  perhaps  had  nearer 
control  of  the  nails  and  wire  than  almost  any  other  line. 

Q.  I  am  not  speaking  of  the  formation  of  the  American 
Steel  &  Wire  Company,  but  of  the  formation  of  the  United 
States  Steel  Corporation,  from  two  or  three  years  later. 

A.  No;  there  has  never  been  a  time,  I  feel  quite  sure, 
when  we  could  not  supply  ourselves  with  all  our  material 
outside  of  the  Steel  Corporation. 

Q.  Have  you  been  familiar  with  the  steel  business  as  a 
purchaser  in  the  south,  and  particularly  in  the  Birmingham 
district,  since  1907? 

A.  As  a  merchant,  yes;  practically  as  a  merchant  would 
naturally  be. 

Q.  Did  you  feel  in  1907,  or  have  you  felt  since,  or  do  you 
feel  now,  that  the  purchase  of  the  Tennessee  Coal,  Iron  & 
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Railroad  Company  by  the  United  States  Steel  Corporation 
was  an  injury  to  the  consumers  of  steel  products  in  the  south? 

Me.  Colton  :  I  object  to  the  witness  expressing  any  opinion 
except  in  regard  to  his  own  business ;  he  has  not  been  shown 
to  have  any  knowledge  as  to  the  others. 

(The  question  was  repeated  by  the  stenographer.) 
The  Witness:  I  have  not  felt  so;  I  have  felt  that  it  has 
been  a  benefit  rather  than  a  disadvantage. 

By  Me.  Eeed: 

Q.  In  what  way  has  it  been  a  benefit? 

A.  So  far  as  I  have  been  able  to  observe,  they  have  not 
restrained  any  competition,  and  they  have  developed  this  dis- 
trict very  much,  and  made  conditions  in  that  particular  line 
very  much  better  than  they  were  before.  I  have  observed 
that  the  independents,  as  they  are  sometimes  termed,  have 
increased  in  their  percentage  of  output  very  decidedly,  while 
the  Steel  Corporation  has  increased  its  percentage;  perhaps 
it  has  doubled  or  more  than  doubled  what  it  was. 

Q.  Increased  its  percentage? 

Me.  Colton  :  I  object  to  that. 

Me.  Eeed  :  There  can  be  no  sense  in  letting  a  witness  make 
a  verbal  slip  and  not  call  attention  to  it.  How  can  it  be  pos- 
sible for  both  of  them  to  increase  their  percentage? 

Me.  Colton:  I  do  not  know  how  it  can  be  possible;  he 
said  they  had  increased  it. 

The  Witness:  Increased  their  tonnage;  that  is  what  I 
meant,  increased  their  tonnage  and  decreased  their  percen- 
tage. That  is  the  point  I  was  getting  at.  While  they  have 
increased  their  tonnage,  their  percentage  has  decreased, 
which  shows  that  the  independents  have  grown  more  rapidly 
than  they  have. 

Me.  Eeed:  Cross  examine. 

CEOSS  EXAMINATION 
By  Me.  Colton: 

Q.  Did  you  confine  your  testimony  entirely  to  the  par- 
ticular products  that  you  had  knowledge  of  as  a  purchaser' 

A.  Yes. 
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Q.  You  did  not  intend  to  speak  of  any  product  outside  of 
those  you  purcliased,  did  you? 

A.  Only  sucla  as  I  am  familiar  with  in  the  conduct  of  my 
business. 

Q.  Now,  don't  you  know  that  the  Steel  Corporation  has 
very  decidedly  increased  the  percentage  of  hars  that  are 
manufactured  in  this  country  during  the  last  five  years  ? 

A.  No,  sir;  I  do  not  know  that. 

Q.  You  don't  know  a  thing  about  that,  do  you? 

A.  I  don't  know  that. 

Q.  You  don't  know  a  thing  about  it  one  way  or  the  other, 
in  steel  bars,  do  you? 

A.  I  know  perhaps  a  thing  about  it. 

Q.  All  right;  if  you  can  tell  within  25  per  cent,  of  how 
many  steel  bars  in  the  United  States  are  manufactured  by 
the  United  States  Steel  Corporation,  do  so. 

A.  I  can  not  do  that. 

Mk.  Ebed:  What  justification  is  there  for  the  statement 
that  it  has  very  much  increased  its  production  in  steel  bars  ? 

Mr.  Colton:  I  think,  Mr.  Keed,  that  is  correct.  Now,  I 
object  to  your  informing  the  witness  at  this  time;  I  am  taking 
this  up  on  cross  examiaation.  It  is  my  opinion,  based  on  my 
knowledge  of  the  evidence,  and  it  is  a  proper  question  on  cross 
examination  in  any  event. 

Me.  Ebed:  Have  you  quite  finished? 

Me.  ColiTon  :  Yes. 

Me.  Reed:  I  object  to  counsel  making  statements  of  fact 
which  are  not  only  not  supported  by  the  record,  but  are  dis- 
tinctly contradicted  by  it. 

By  Me.  Colton: 

Q.  You  have  stated  that  you  do  not  know  within  25  per 
cent. 

A.  Not  particularly  steel  bars. 

Q.  I  am  speaking  of  steel  bars. 

A.  I  did  not  state  whether  it  had  decreased  or  increased, 
with  reference  to  steel  bars ;  I  was  talking  with  reference  to 
nails  and  wire,  and  with  reference  to  sheets. 


10552 


JAMES  D.  MOOEE. 


Q.  Do  you  now  know  what  percentage  of  sheets  in  the 
United  States  are  manufactured  by  the  Steel  Corporation? 

A.  No;  I  haven't  figured  it  out  definitely,  the  exact  per- 
centage. 

Q.  You  haven't  any  idea  about  it? 

A.  I  know  that  there  has  been  an  increase,  from  all  re- 
cords that  I  read,  gathering  information  from  trade  papers 
and  statements  generally. 

Q.  The  papers  and  statistics  themselves  would  be  far 
more  accurate  than  any  knowledge  that  you  have  on  that  sub- 
ject, would  they  not? 

A.  Yes. 

Q.  If  we  have  in  evidence  Swank's  Statistics,  you  would 
not  want  to  put  your  opinion  against  those  statistics,  would 
you? 

A.  Certainly  not.  As  I  stated  at  the  outset,  mine  were 
general  impressions. 

Q.  Just  sort  of  hearsay  and  general  impressions? 

A.  General  impressions  that  I  have  got  from  the  conduct 
of  my  business. 

Q.  And  reading  statistics? 

A.  That  is  the  only  definiteness  that  I  am  supposed  to 
have  about  it;  I  have  not  prepared  myself  in  order  to  testify, 
nor  looked  up  statistics  with  a  view  of  being  accurate. 

Q.  And  in  general,  you  have  no  definite  knowledge  with 
reference  to  that? 

A.  No  further  than  a  merchant  would  have  in  buying  these 
products  and  reading  trade  papers,  and  things  of  that  kind, 
as  a  merchant  would  naturally  do ;  and  I  diligently  read  trade 
papers,  the  best  authority  I  can  find  on  the  subject. 

Q.  Which  trade  papers  do  you  consider  the  best  authority 
you  can  find  on  the  subject? 

A.  I  consider  the  Iron  Age  as  being  one  of  the  leading 
papers. 

Q.  The  best  authority  on  tonnage  and  prices,  and  so  forth? 

A.  And  then  the  Iron  Trade  Review  gives,  I  think,  good 
information,  published  in  Cleveland. 

Q.  Those  papers  you  think  are  the  best  authority  on  prices 
and  tonnage  and  things  of  that  kind? 
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A.  I  think  they  are  very  good  authority  for  a  merchant, 
and  are  accepted  by  him.  I  do  not  claim  to  be  a  critical  judge 
of  those  kinds  of  things,  but  that  is  the  impression  I  have. 

Q.  Take  your  wire  fencing  since  1901 ;  what  percentage  of 
that  have  you  gotten  from  the  American  Steel  &  Wire  Com- 
pany ? 

A.  Up  to  three  years  ago  we  got  practically  none  of  it. 

Q.  What  tonnage  of  fencing  did  you  use  in  1901? 

A.  I  suppose  we  did  not  use  so  much  of  it  then  as  we  do 
now,  but  I  would  estimate  about  100  tons. 

Q.  About  100  tons  a  year,  up  to  three  or  four  years  ago? 

A.  Yes. 

Q.  From  whom  did  you  get  that  100  tons? 

A.  At  one  time  we  bought  it  all  practically  from  the  Pitts- 
burgh Steel  Company. 

Q.  In  1901  do  you  mean  you  bought  a  single  ton  of  wire 
fencing  from  the  Pittsburgh  Steel  Company? 

A.  No;  since  they  were  organized.    T  don't  know  the  date. 

Q.  Tou  do  not  know  when  they  were  organized? 

A.  When  the  Pittsburgh  Company  was  organized? 

Q.  Yes. 

A.  I  do  not  know  exactly  about  the  date;  no,  sir,  but  it 
was  somewhere — it  is  my  memory- — about  1902  or  1903,  some- 
where along  there. 

Q.  In  1901  from  what  company  did  you  get  your  fencing? 

A.  Well,  we  did  not  handle  very  much  of  it  then,  in  1901. 

Q.  You  did  not  handle  much  of  it  down  to  1907 ;  only  about 
100  tons? 

A.  Yes ;  not  a  great  deal  of  it. 

Q.  In  1907  what  was  your  tonnage;  still  only  about  100 
tons? 

A.  About  100  tons  to  150  tons. 

Q.  And  in  1908  still  only  about  100  or  150  tons? 

A.  Yes ;  up  to  three  years  ago  it  would  not  exceed  that. 

Q.  Was  not  your  tonnage  very  much  less  in  1908  than  it 
was  in  1907? 

A.  On  fence  products,  I  would  not  know  whether  it  was. 
Our  business  generally  was  off  in  1908  considerably,  than  it 
was  in  1907,  but  not  so  much  so  on  fence  products. 
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Q.  Three  years  ago  you  began  purchasing  from  the  Ameri- 
can Steel  &  Wire  Company,  and  the  amount  of  tonnage  that 
you  were  buying  increased,  did  it  not? 

A.  Increased;  yes,  sir. 

Q.  What  three  years  are  you  speaking  of? 

A.  1911,  1912  and  1913. 

Q.  Give  your  tonnage  for  each  year  in  wire  fencing. 

A.  I  could  not  do  that  accurately. 

Q.  Could  you  do  it  approximately? 

A.  I  stated  awhile  ago — what  was  it  I  stated? 

Q.  Give  now  what  you  recall,  to  the  best  of  your  recollec- 
tion. You  do  not  need  to  worry  about  what  you  stated  awhile 
ago. 

A.  I  think  I  stated 

Q.  (Interposing)  I  do  not  care  what  you  stated  awhile 
ago.    I  want  you  to  give  your  best  recollection  now. 

A.  From  400  tons  to  450  tons. 

Q.  From  400  to  450  tons? 

A.  That  means  now — ^you  mean  on  fencing  alone? 

Q.  That  is  what  I  was  asking  about. 

A.  I  think  I  stated  that  as  to  wire  products. 

Q.  Give  your  best  recollection  in  regard  to  fencing. 

A.  Well,  it  would  not  be  over — just  fencing  alone;  that 
would  be  about  100  to  120  or  125  tons. 

Q.  125  tons  each  year? 

A.  Yes. 

Q.  In  1901  where  did  you  get  your  wire  nails  ? 

A.  Got  that  from  different  people! 

Q.  What  different  people? 

A.  I  would  not  be  positive  now;  I  know  in  a  general  way 
back  in  that  period ;  as  to  whether  it  was  1901  or  not  I  would 
not  want  to  say. 

Q.  Do  you  recollect  a  single  person  from  whom  you  pur- 
chased wire  nails  in  1901,  other  than  the  American  Steel  & 
Wire  Company? 

A.  We  were  purchasing  naUs  along  in  that  period  from 
Norton  Iron  Works,  and  at  one  time  from  the  Salem  Wire 
Nail  Company,  I  recollect,  about  that  period. 
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Q.  What  other  companies  have  you  in  mind  for  what  yoij 
call  "about  that  period"? 

A.  I  don't  remember  now;  I  haven't  looked  it  up. 

Q.  The  Consolidated  Steel  &  Wire? 

A.  Yes,  we  bought  a  good  many  from  the  Consolidated. 

Q.  And  Oliver  &  Eoberts? 

A.  Oliver  &  Eoberts,  yes. 

Q.  Along  about  that  period? 

A.  Along  in  those  periods,  yes ;  I  would  not  be  definite  as 
to  the  years. 

Q.  But  it  was  about  1901,  or  somewhere  along  there? 

A.  I  think  so. 

Q.  And  you  do  not  know  that  at  that  time  the  Oliver  & 
Roberts  Company  had  been  absorbed  by  the  American  Steel 
&  Wire  Company? 

A.  I  expect  I  knew  it  about  the  time  they  were  absorbed. 

Q.  But  you  do  not  know  when  they  were  absorbed,  do  you  ? 

A.  No,  sir;  I  have  not  charged  my  memory  with  exact 
dates. 

Q.  And  you  do  not  know  that  the  Consolidated  Steel  & 
Wire  Company  was  absorbed  by  the  American  Steel  &  Wire 
Company  of  New  Jersey,  do  you? 

A.  Yes. 

Q.  You  do  not  know  when  it  was  absorbed,  do  you? 

A.  Not  the  year;  no,  sir. 

Q.  And  you  did  not  know  that  the  Salem  Wire  Company 
was  absorbed? 

A.  Yes,  I  knew  that. 

Q.  But  you  didn't  know  the  year  they  were  absorbed? 

A.  No,  sir ;  but  I  bought  from  them  before  they  went  into 
it ;  I  thought  that  is  what  you  were  getting  at. 

Q.  I  said  1901,  which  is  one  of  the  years  you  testified  about. 

A.  Yes. 

Q.  As  if  you  knew  what  year  it  was. 

A.  No,  I  said  I  did  not  know  what  year  it  was,  and  I  would 
not  testify  as  to  the  exact  date. 

Me.  Eeed  :  I  object  to  this  argument. 

The  Witness  :  I  told  you  my  memory  as  to  the  years. 
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By  Me.  Colton  : 

Q.  Maybe  I  am  mistaken,  but  as  I  understood  you,  you  did 
not  claim  to  have  any  recollection  as  to  the  conditions,  and 
what  companies  you  were  buying  from  in  1901,  in  mre  nails. 

A.  I  stated  I  did  not,  and  would  not  be  accurate  as  to  years 
and  time. 

Q.  And  the  same  thing  is  true  of  1902,  is  it? 

A.  I  have  not  charged  my  memory  with  the  particular 
dates ;  no,  sir. 

Q.  And  you  could  not  tell  me  what  percentage  of  your 
nails  you  were  purchasing  from  subsidiaries  of  the  American 
Steel  &  Wire  Company  in  1901,  could  you? 

A.  No,  sir ;  I  could  not,  because  I  haven't  looked  it  up. 

Q.  And  you  do  not  know  what  percentage  of  the  entire 
wire  nail  production  the  American  Steel  &  Wire  Company 
controlled  in  1901,  do  you? 

A.  I  do  not,  except  general  statements;  I  do  not  know. 

Q.  You  do  not  know  what  percentage  they  controlled  in 
1901? 

A.  No,  sir. 

Q.  In  1902,  you  don't  know? 

A.  No,  sir. 

Q.  In  1903,  you  don't  know? 

A.  No,  sir. 

Q.  In  1904,  you  don't  know,  do  you? 

A.  No. 

Q.  In  1905,  you  do  not  know,  do  you  1 

A.  I  do  not  know  any  date  exactly. 

Q.  You  haven't  any  idea  of  the  exact  percentage  of  their 
control  for  any  year,  have  you  ? 

A.  I  have  some  general  idea,  but  I  would  not  know  what 
it  was. 

Q.  You  haven't  any  idea  what  percentage  of  the  entire 
wire  rod  business  they  took  over,  have  you  ? 

A.  No,  sir. 

Q.  You  do  not  know  of  any  wire  rod  mill 

A.  (Interposing)  My  testimony  on  that  would  not  be  worth 
anything. 
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Q.  You  know  in  a  general  way  that  wire  nails  are  made 
from  wire  rods,  don't  you?    Do  you  know  that? 

A.  I  have  seen  it,  but  I  thought  that  was  a  question  un- 
necessary to  ask,  almost. 

Q.  I  just  wanted  to  know. 

A.  Yes. 

Q.  And  you  do  not  know  whether  they  got,  at  the  forma- 
tion, about  90  to  98  per  cent,  of  the  entire  wire  rod  produc- 
tion? 

Me.  Eebd:  Whom  do  you  mean  by  "they"? 
Me.  Colton  :  The  American  Steel  &  Wire  Company. 
Me.  Reed:  The  formation  of  that? 

Me.  Coltok  :  The  formation  of  the  American  Steel  &  Wire 
Company,  yes. 

The  Witness  :  Repeat  the  question,  please. 

(The  question  was  repeated  by  the  stenographer.) 

By  Me.  Colton: 

Q.  Do  you  know  whether  the  American  Steel  &  Wire 
Company,  at  its  formation,  secured  about  98  per  cent,  of  the 
entire  wire  rod  production?  , 

A.  I  do  not  know,  except,  as  I  say,  statements  that  I  heard 
made. 

Q.  Your  knowledge  in  regard  to  that  is  purely  hearsay? 

A.  Purely  hearsay,  and  what  I  have  read  in  the  trade 
papers. 

Q.  That  is,  through  reading  matter  and  other  hearsay 
matter? 

A.  Yes ;  not  positive  knowledge. 

Q.  And  that  condition  continued  down  to  1903,  as  I  un- 
derstand you,  as  to  your  knowledge? 

A.  Yes,  all  my  knowledge  is  of  that  kind. 

Q.  That  is  true  all  the  way  down,  is  it? 

A.  All  the  way  down,  yes;  I  haven't  made  it  a  point  to 
ferret  out  and  prove  these  facts  that  I  have  seen  stated,  for 
the  purpose  of  testifying. 

Q.  And  you  haven't  any  recollection  as  to  the  percentage 
of  your  business  that  you  were  giving  to  the  American  Steel 
&  Wire  Company  for  any  year  prior  to  1903,  have  you? 
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A.  I  couldn't  tell  you  without  going  into  my  records. 

Q.  Looking  at  your  books'? 

A.  Looking  at  my  books. 

Q.  And  you  do  not  know  what  companies  quoted  you  for 
any  of  those  years,  1901,  1902  and  1903? 

A.  As  I  told  you,  I  could  not  be  accurate  about  the  years. 
I  know  whom  I  bought  from  along  in  those  years,  along  in  the 
past,  but  as  to  the  particular  year,  I  would  not  want  to 
testify. 

Q.  Now,  for  what  you  call  "that  period,"  let  that  period 
run  down ;  we  have  had  it  up  for  3  901,  and  you  gave  the  dif- 
ferent companies  from  which  you  thought  you  bought  in  1901. 
Suppose  you  do  the  same  thing  for  1902  and  1903. 

A.  No,  in  some  of  those  periods  we  were  buying  cut  nails, 
and  we  did  not  carry  anything  else  but  cut  nails,  and  the 
American  Steel  &  Wire  Company  went  into  the  wire  nail  pro- 
duct, and  for  a  long  time  since  I  have  been  in  the  hardware 
business,  cut  nails  were  the  only  stock  of  hardware  in  this  part 
of  the  country. 

Q.  During  that  period  you  were  not  buying  wire  nails 
at  all? 

A.  No ;  in  some  periods  since  I  have  been  in  the  hardware 
business  we  were  not. 

Q.  You  can  not  testify  which  period  you  were  buying  cut 
nails  in,  can  you? 

A.  There  came  a  period  when  we  carried  two  stocks. 

Q.  When  was  that? 

A.  The  exact  year  I  would  not  want  to  say. 

Q.  Give  it  to  me  as  near  as  you  can. 

A.  I  would  say  along  about  1890. 

Q.  Along  about  1890? 

A.  Yes,  1888  or  1890;  somewhere  along  there. 

Q.  I  am  speaking  about  1902  and  1903 ;  what  were  you  buy- 
ing then  ? 

A.  In  1902  and  1903? 

Q.  Yes. 

A.  At  that  time  we  were  buying  wire  nails  altogether. 

Q.  You  were  buying  wire  nails  altogether?  From  what 
companies  were  you  buying  wire  nails  during  1902  and  1903, 
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that  you  now  have  any  recollection  about,  if  you  have  any 
recollection  on  the  subject? 

A.  1902  and  1903? 

Q.  Yes. 

A.  Well,  I  don't  remember  just  now;  I  would  have  to  go 
back  and  look  at  the  records  to  see  just  whom  we  did  buy 
from.  At  that  time  the  Consolidated  and  the  Salem  Wire  Nail 
Company  had  been  absorbed  by  the  Steel  Corporation,  as  I 
understand  it ;  by  the  American  Steel  &  Wire  Company,  had 
they  not? 

Q.  Well,  were  you  getting  your  nails  from  them? 

A.  As  I  told  you,  I  did  not  look  up  the  records,  and  did 
not  come  here  with  all  these  dates  iu  mind. 

Q.  You  do  not  know  what  prices  that  company  was  quoting 
at  that  time,  the  American  Steel  &  Wire  Company? 

A.  No,  not  from  memory;  no,  sir. 

Q.  You  do  not  know  what  price  any  other  company  was 
quoting  at  that  time,  do  you? 

A.  No,  sir ;  I  would  not  know  what  anybody  was  quoting, 
what  any  of  them  were  quoting;  I  would  know  just  about  as 
much  what  they  were  quoting  as  what  anybody  else  was 
quoting. 

Q.  Would  that  be  true  down  to  1907,  that  your  knowledge 
would  be  as  indefinite  as  it  is  for  1902  and  1903,  down  to  1907? 

A.  I  would  not  want  to  testify  as  to  any  particular  price 
or  any  particular  date,  without  going  and  looking  it  up. 

Q.  Or  as  to  what  companies  were  quoting  you? 

A.  I  was  getting  quotations  from  the  principal  compan- 
ies in  existence,  whatever  they  were. 

Q.  Give  the  first  year  in  which  you  were  getting  quota- 
tions from  any  other  company  than  the  American  Steel  & 
Wire  Company,  that  you  can  recall. 

A.  I  told  you  I  bought  from  the  Norton  Iron  Works,  a 
good  many. 

Q.  In  what  year? 

A.  I  don't  remember  the  particular  year;  we  bought  on 
up  to  recent  years. 

Q.  Name  any  other  company  than  the  Norton  and  the 
American  Steel  &  Wire  Company  from  which  you  purchased? 
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A.  I  bought  from  some  of  those  companies  which  you  say 
were  absorbed;  that  is,  the  Consolidated  Nail  &  Wire  Com- 
pany, the  Salem  Wire  Nail  Company.  I  do  not  remember  now 
all  the  people  I  did  buy  from. 

Q.  And  you  do  not  remember  what  the  quotations  were  ? 

A.  No,  sir. 

Q.  Nor,  at  a  given  time,  how  many  were  alike  and  how 
many  were  different? 

A.  No. 

Q.  And  that  is  true  of  the  entire  period  down  to  1907? 

A.  I  know  there  has  been  a  variation.  You  could  always 
find  a  variation,  by  testing  the  market  among  all  the  makers. 

Q.  Yes ;  if  you  went  among  all  the  makers,  you  could  get 
somebody  to  come  under  the  market  price? 

A.  Yes,  sir. 

Q.  The  market  price  sometimes  changed  itself? 

A.  Sometimes  the  market  price  was  not  a  very  steady 
price. 

Q.  And  at  other  times  it  was  a  fairly  steady  price? 

A.  A  fairly  steady  price. 

Q.  And  that  fairly  steady  price  extended  over  considerable 
periods  of  time,  at  times? 

A.  I  do  not  know  about  that. 

Q.  Well,  several  months? 

A.  Perhaps  so. 

Q.  And  this  market  price  you  would  find  quoted  in  the 
trade  papers? 

A.  Yes,  sir. 

Q.  And  you  have  studied  this  market  price,  as  an  advan- 
tageous thing  for  you  to  know  ia  your  business  ? 

A.  Yes.  Usually  the  trade  papers  are  somewhere  near 
right,  but  the  best  evidence  was  always  the  direct  quotation 
from  the  manufacturers  to  the  particular  dealer. 

Q.  Yes,  as  you  have  previously  stated,  in  answer  to  a 
previous  question? 

A.  Yes.  The  trade  papers,  however,  usually  gave  a  fair 
idea  of  what  the  market  price  was ;  gave  you  a  pretty  accurate 
idea  of  what  the  market  price  was,  and  specially  to  a  man  who 
was  posted  in  the  business  of  buying,  it  would  be  a  good 
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guide  as  to  practically  what  the  market  price  was,  although 
the  trade  paper  price  was  rarely  ever  the  lowest  price  at  which 
a  good  buyer  could  buy  his  goods. 

Q.  By  shopping  around  you  could  get  under  that  price 
from  somebody? 

A.  Yes;  from  somebody.  Somebody  that  wanted  orders 
bad  enough  would  cut  under  it. 

Q.  Especially  a  good  buyer  could  get  that  lower  price? 

A.  Yes.    I  guess  you  might  add  that  if  you  want  to. 

Q.  Is  not  that  the  fact? 

A.  Yes. 

Q.  I  don't  want  to  add  anything  that  is  not  the  fact. 

A.  I  agree  with  you. 

Q.  Did  you  notice  the  Iron  Age  to  quote  the  price  of  the 
leading  steel  interests  in  wire  nails  from  time  to  time?  Did 
you  ever  hear  it  quoted  that  way? 

A.  Did  you  ask  if  I  noticed? 

Q.  Did  yod  notice  the  Iron  Age  quoted  the  price  of  the 
leading  steel  interests? 

A.  They  did  not  always  mention  the  maker.  They  would 
quote  the  market  and  state  the  article. 

Q.  Did  they  not  frequently  mention  it  as  the  price  of  the 
leading  interests  in  wire  nails? 

A.  My  recollection  is  that  there  was  a  headirlg  "wire 
nails, ' '  and  then  they  quoted  the  price.  It  would  not  say  who 
would  furnish  them. 

Q.  You  do  not  remember  one  way  or  the  other,  as  to 
whether  they  did  at  times  specify  the  price  of  the  leading  in- 
terest— that  the  leading  interest  was  quoting  so  and  so? 

A.  I  would  not  say  they  never  did,  but  it  was  not  a  rule. 

Q.  You  do  not  mean  to  say  that  there  was  no  more  varia- 
tion in  the  price  of  sheets  than  there  was  in  wire  nails,  do 
you? 

A.  I  did  not  make  any  comparison  between  the  two. 

Q.  You  did  not  intend  to  compare  the  variations,  what- 
ever variations  there  were  in  wire  nails  with  sheets,  then,  did 
you? 

A.  No,  sir;  not  necessarily.  The  variations  are  on  ail 
products. 
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Q.  But  what  I  am  trying  to  get  at  is  this:  You  do  not 
mean  to  say  that  there  was  not  a  greater  variation  in  sheets 
than  there  was  in.  wire  nails,  do  you? 

A.  You  mean  a  difference  in  tonnage? 

Q.  No ;  a  variation  in  price  as  between  different  makers, 
when  there  was  any  variation  between  the  different  makers 
in  sheets? 

A.  I  don't  know  that  I  get  your  idea  fully. 

Q.  I  will  strike  that  question  out  and  ask  another. 

You  do  not  mean  to  say  that  the  variation  in  price  in  wire 
products  was  about  the  same  as  the  variation  in  price  was  in 
the  sheet  products,  do  you? 

A.  No,  sir ;  I  do  not  mean  to  say  that. 

Q.  You  did  not  understand  any  question  on  your  direct 
examination  to  call  for  that  comparison,  did  you? 

A.  No,  sir.    Was  there  such  a  question? 

Q.  My  recollection  was  that  there  was,  but  I  would  not  be 
sure  about  it. 

A.  I  do  not  think  there  was  any  comparison  between 
sheets  and  wire  products,  as  to  the  exact  variation  being  the 
same. 

Q.  That  is  what  I  thought. 

A.  No,  sir.  I  did  not  understand  any  such  question  as 
that. 

Q.  And  there  would  not  be  any  analogy,  either,  as  to  the 
variation  between  pipe  and 

A.  (Interposing)  No,  sir;  pipe  was  controlled  by  one  sales 
manager  and  sheets  and  wire  products  by  another.  They 
came  out  of  different  oflfices. 

Q.  You  mean,  different  offices  of  the  Corporation? 

A.  Yes,  sir. 

Q.  And  the  variation  in  price  was  different  for  those 
different  products,  so  far  as  there  was  variation? 

A.  Yes,  sir.  One  was  not  related  to  or  governed  by  the 
other,  so  far  as  I  know. 

Q.  And  when  there  was  any  range  in  variation,  you  do 
not  mean  to  say  that  the  range  in  variation  in  sheets  was 
about  the  same  as  the  range  in  variation  in  wire  nails,  do  you? 

A.  No,  sir ;  I  would  not  say  that. 
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Q.  And  you  do  not  mean  that  the  range  in  variation,  when 
there  was  any  variation  in  wire  nails,  was  about  the  same  as 
it  was  in  pipe,  do  you? 

A.  I  did  not  mean  to  make  any  comparison  between  the 
two  at  all. 

Q.  You  did  not  intend  to  compare  the  variation  or  range 
of  variation  in  any  of  these  products,  in  any  of  your  answers  ? 

A.  Not  pipe  and  wire,  nor  sheets  and  pipe,  or  wire,  or 
anything  of  that  kind;  no,  sir. 

Q.  Or  shafting  or  wire  ? 

A.  No,  sir. 

Q.  Or  shafting  with  bars? 

A.  What  I  mean  to  say  is  that  there  is  variation  in  any 
or  all  of  them ;  that  if  you  shop  the  market  through  thorough- 
ly, there  is  variation;  but  that  the  variation  in  one  did  not 
necessarily  regulate  the  variation  in  the  other.  If  you  knew 
what  the  variation  in  wire  was,  that  would  not  tell  you  what 
the  variation  in  sheets  was.  If  you  knew  what  the  variation 
in  wire  was,  that  would  not  tell  you  what  the  variation  in 
tubes  was,  or  anything  of  that  kind.  I  did  not  mean  to  say 
that,  because  one  is  not  related  to  the  other,  and  not  con- 
trolled by  the  other.  It  is  controlled  by  the  market  of  each 
one;  and  the  market  for  one  kind  of  article  might  be  under 
different  conditions  at  the  same  period  from  the  market  for 
another.  One  might  be  very  firm  in  the  market  and  another 
might  be  variable  in  the  market. 

Q.  Take  the  year  1908  and  the  year  1909;  do  you  recall 
the  variation  in  prices  during  those  years? 

A.  No,  sir;  I  am  not  going  to  be  accurate  as  to  the  par- 
ticular date,  in  anything  like  that,  because 

Q.  You  do  not  mean  to  say 

Me.  Eebd  :  What  were  you  going  to  say  when  Mr.  Colton 
interrupted  you,  Mr.  Moore? 

The  Witness  :  I  was  going  to  say  that  I  did  not  have  any 
of  those  particular  quotations  and  dates  tied  up  in  a  way  that 
I  could  be  accurate  about  them. 

By  Mb.  Colton: 

Q.  You  do  not  undertake  to  say  that  it  is  not  a  fact  that 
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during  periods  of  time  such  as  1908,  when  the  demand  was 
very  slight,  or  at  least  when  the  production  was  only  about 
50  per  cent,  of  the  capacity  of  the  different  steel  mills,  prices 
were  not  held  more  tightly  during  that  period  than  they  were 
during  the  period  such  as  1909,  when  the  production  had 
greatly  increased,  do  you? 

A.  You  mean  to  ask  if  the  prices  were  held  more  tightly? 

(By  request,  the  stenographer  repeated  the  question.) 

By  Mk.  Colton: 

Q.  I  wish  to  ask  whether  you  mean  to  assert  that  there 
were  not  such  periods  of  time,  when,  even  though  the  pro- 
duction was  only  a  small  part  of  the  capacity  of  the  different 
companies,  nevertheless  prices  were  beld  more  tightly  than 
they  were  when  the  mills  were  producing  70  or  80  per  cent, 
of  their  capacity! 

A.  I  could  not  say  as  to  that. 

Q.  You  never  were  informed  as  to  what  extent  mills  were 
running,  as  to  whether  they  were  running  full,  and  as  a  gen- 
eral rule  you  do  not  know  to  what  extent  they  were  ninning 
full? 

A.  As  a  general  rule  I  would  have  some  idea.  I  know  that 
my  information,  at  least,  in  1908,  is  that  the  mills  were  not 
running  full,  because  there  was  not  the  demand  for  it. 

Q.  Do  you  recall  a  cut  in  the  price  of  products  generally 
in  1909 — the  products  generally  that  you  were  purchasiag? 

A.  Somewhere  in  that  neighborhood.  I  would  not  be  ac- 
curate as  to  the  particular  year  or  date.  I  recollect  periods 
when  prices  were  cut. 

Q.  Do  you  not  recollect  enough  about  it  to  recall  that*  the 
cut  came  after  the  mills  had  begun  to  run  at  a  considerably 
higher  rate  of  their  capacity  than  they  were  during  the  year 
1908? 

A.  I  recollect  at  one  period  when  there  was  a  decline  in 
some  price  and  when  the  demand  was  not  very  great — ^I  mean 
when  business  was  not  very  flush. 

Q.  You  do  not  recollect  whether  the  declirie  came  in  1908 
or  1909,  do  you? 

A.  Do  vou  mean  the  decline? 
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Q.  Yes. 

A.  The  decline  came,  the  tuming  point,  in  the  latter  part 
of  1907,  and  continued  on  perhaps  through  1908. 

Q.  Then  the  prices  hegan  to  go  up  in  the  early  part  of 
1909,  did  they? 

A.  Well,  I  am  not  going  to  be  accurate  as  to  the  date. 

Q.  Have  you  not  got  that  entirely  twisted — is  it  not  a  fact; 
that  prices  were  fairly  well  maintained  duri%  the  year  1908, 
and  then,  in  1909,  there  was  a  decided  cut  in  price  in  wire 
products  ? 

A.  I  would  not  testify  as  to  that.  That  might  be.  I  db 
not  say  that  that  is  not  the  case,  but  I  would  not  testify  to  it. 

Q.  Your  recollection  in  reference  to  prices  is  very  in- 
definite, is  it  not? 

A.  As  to  dates. 

Q.  As  to  any  period  of  time,  is  it  not? 

A.  As  to  coupling  the  particular  happening  with  some 
particular  date,  that  I  am  not  prepared  to  do,  because,  as  I 
said,  I  have  not  prepared  myself  as  a  witness  to  study  out 
these  points  and  answer  them  accurately.  I  could  get  that 
information  by  going  back  on  the  records. 

Q.  What  percentage  of  your  pipe  is  iron  pipe?    Any? 

A.  None  now.  At  one  time  we  sold  some,  but  never  a 
very  large  percentage,  since  they  began  to  make  steel  pipe. 
At  one  time  it  was  practically  all  iron  pipe. 

Q.  From  the  American  Steel  &  Wire  Company  you  have 
been  purchasing  about  45  per  cent,  for  the  last  how  many 
years,  of  your  wire  products? 

A.  Three  years. 

Q.  And  before  that  you  purchased  a  larger  percentage 
from  the  American  Steel  &  Wire  Company,  did  you  not? 

A.  I  did  not  go  into  the  percentage  in  those  years. 

Q.  I  know  you  did  not  on  your  direct  examination,  but  I 
am  now  asking  you  for  the  facts,  if  you  know. 

A.  I  say  my  memory  is  not  good  enough  to  enable  me 
to  give  you  the  percentage  in  those  years. 

Q.  Don't  you  know  that,  as  a  matter  of  fact,  you  did  pur- 
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chase  a  larger  percentage  from  the  American  Steel  &  Wire 
Company  during  1901  than  you  did  during  1913? 

A.  A  larger  percentage? 

Q.  Yes. 

A.  No ;  I  have  not  made  that  comparison.  I  do  not  know. 
It  may  possibly  be  true ;  but  I  would  not  testify  to  it.  I  would 
not  say  that  it  is  not  true,  nor  that  it  is  true,  because  I  have 
not  looked  that  up  to  see. 

Q.  What  did  you  look  up  ? 

A.  I  am  going  largely  on  my  memory  of  the  last  two 
or  three  years,  where  it  is  fresh. 

Q.  You  are  not  trying  to  testify  to  the  period  back  of  that 
time  with  any  definiteness? 

A.  No,  sir. 

Q.  What  percentage  of  your  bars  are  iron? 

A.  Now? 

Q.  Yes. 

A.  None,  practically.  Well,  yes,  we  do  supply  still  some 
bar  iron,  but  it  is  growing  less  every  day.  More  steel  bars 
are  being  used  every  day.  I  don't  know  exactly  what  the 
percentage  is  now,  but  a  small  percentage  of  iron. 

Q.  What  percentage  did  you  buy  from  the  Tennessee  Com- 
pany in  1910  of  steel  bars? 

A.  For  1910?    I  do  not  recollect. 

Q.  In  1911? 

A.  Well,  in  1911,  1912  and  1913,  the  last  two  or  three 
years,  about  five  per  cent. 

Q.  What  are  your  sheets  ?    Are  they  iron  sheets  ? 

A.  Steel  sheets. 

Q.  Are  you  sure  they  are  steel  sheets  ? 

A.  Only  as  the  people  we  buy  them  from  tell  us.  That 
is  all  I  know  about  it. 

Q.  They  all  tell  you  they  are  steel  sheets? 

A.  Yes,  sir. 

Q.  What  tonnage  did  you  get  from  the  American  Sheet 
&  Tin  Plate  Company  in  1910? 

A.  I  could  not  say  for  that  particular  year. 

Q.  For  1911? 
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A.  On  an  average- 


Q.  No;  for  1911.  I  do  not  want  an  average.  I  want  to 
know  what  yon  got  for  1911,  if  yon  have  any  recollection  abont 
it. 

A.  I  could  not  answer  that  exactly. 

Q.  In  1912:  do  you  have  any  recollection  about  that  year? 
What  percentage  did  you  get  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  My  memory  is  about  30  per  cent. 

Q.  What  tonnage? 

A.  Between  400  tons  and  500  tons. 

Q.  What  kind  of  sheets? 

A.  Black  sheets  and  galvanized  sheets. 

Q.  Between  400  and  500  tons  you  got  from  the  American 
Sheet  &  Tin  Plate  Company? 

A.  No.    I  mean  our  product  altogether. 

Q'.  I  asked  about  the  American  Sheet  &  Tin  Plate  Com- 
pany. 

A.  I  say  about  30  per  cent. 

Q.  I  would  like  to  know  what  your  tonnage  was,  if  you 
have  any  recollection  about  your  tonnage? 

A.  I  gave  you  the  tonnage. 

Q.  What  was  it  from  the  American  Sheet  &  Tia  Plate 
Company? 

A.  Take  30  per  cent,  of 

Q.  No.  I  want  to  know  whether  you  have  any  recollec- 
tion about  what  tonnage  you  got  from  them? 

A.  Not  accurately.     I  have  not  figured  it  up. 

Q.  You  might  be  ten  or  fifteen  per  cent,  off? 

A.  Yes;  I  might  be. 

Q'.  Or  twenty  or  twenty-five  per  cent,  off? 

A.  I  don't  think  so. 

Q.  But  you  would  not  be  sure? 

A.  No.  I  am  sure  enough  to  know  that  there  would  not  be 
that  much  variation. 

Q.  You  do  not  think  you  could  get  as  far  wrong  as  25 
per  cent.? 
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A.  I  don't  think  so,  no.  I  do  not  intend  to  be  accurate, 
however,  as  I  said  when  I  started  off,  in  what  I  am  testifying. 
I  am  speaking  in  a  general  way,  so  as  to  give  you  just  some 
idea. 

Q.  Do  you  know  how  long  the  shafting  pool  was  continued? 

A.  I  did  not  know  they  had  a  shafting  pool. 

Q.  I  believe  you  said  you  did  not  intend  to  compare  the 
relative  amount  of  competition  in  any  of  these  products  with 
any  other  products?    Is  that  correct? 

A.  That  was  not  exactly  the 

Q.  Well,  do  you 

Mr.  Reed  :  One  moment,  Mr.  Colton.    Let  him  finish. 
The  Witness  :  What  you  asked  me  about  was  the  relative 
variation. 

By  Me.  Colton  : 

Q.  Very  well,  go  ahead. 

A.  What  was  your  last  question? 

Q.  Did  you  intend  to  compare  the  relative  competition  in 
shafting  with  the  competition  in  wire  nails,  for  example? 

A.  I  say  there  has  been  competition  in  all  these  articles. 

Q.  But  do  you  intend  to  make  any  comparison  between 
shafting  and  wire  nails,  in  respect  to  competition? 

A.  No,  sir;  I  am  not  making  any  comparison.  I  just  say 
there  is  competition.  I  am  not  making  any  comparison  about 
them  at  all,  as  to  whether  the  competition  was  closer  in  one 
or  less  close  in  another.    I  do  not  say 

Q.  You  would  not  attempt  to  make  any  such  comparison 
as  to  any  of  these  different 

Mr.  Reed  :  Let  him  finish  one  answer,  please,  Mr.  Colton. 

The  Witness:  There  is  competition  in  all  of  them,  but  I 
am  not  making  any  comparison  as  to  competition  in  one  as 
against  competition  in  the  other. 

Mr.  Colton  :  That  is  all. 

Mr.  Reed  :  That  is  all. 
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F.  RUSH  SIMPSON 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Mb.  Reed  : 

Q.  You  live  in  Birmingham,  do  you? 

A.  Yes,  sir. 

Q.  You  are  with  the  Wimberly  &  Thomas  Hardware  Com- 
pany? 

A.  Yes,  sir. 

Q.  In  what  capacity? 

A.  Buyer. 

Q.  What  kind  of  steel  materials  do  you  buy  for  that  com- 
pany? 

A.  Practically  80  per  cent,  of  our  consumption,  all  heavy 
stuff  and  shelf  stuff. 

Q.  That  is,  80  per  cent,  of  all  the  materials  your  company 
uses? 

A.  Yes,  sir. 

Q.  And  of  what  varieties  does  that  80  per  cent,  consist  1 
Do  you  buy  wire  ? 

A.  Yes,  sir. 

Q.  About  what  tonnage  annually  in  wire  products? 

A.  That  includes  nails  and  barbed  wire  and  plain  wire 
and  smooth  wire  1 

Q.  All  wire  products,  yes. 

A.  I  should  say  about  2,000  tons  in  a  year's  time. 

Q.  And  about  what  percentage  of  that  do  you  get  from 
the  American  Steel  &  Wire  Company? 

A.  Well,  at  present  I  should  about  half.  It  has  varied  in 
years. 

Q.  Has  the  percentage  which  you  get  from  the  American 
Steel  &  Wire  Company  tended  to  increase  or  to-  decrease? 

A.  That  is  a  hard  question  to  answer.  It  goes  by  spurts. 
It  depends  upon  conditions. 

Q.  Do  you  buy  on  a  competitive  basis? 

A.  On  a  competitive  basis ;  yes,  sir. 
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Q.  What  companies  quote  to  you  on  wire  products? 

A.  Tlie  principal  quotations  I  get  now  are  from  the  Gulf 
States  Steel  Company,  the  Atlanta  Steel  Company,  the  Pitts- 
burgh Steel  Company,  the  Youngstown — I  cannot  remember 
the  balance  of  that  name — Jones  &  Laughlin ;  and  there  is  the 
Norton  Iron  &  Steel  Company — I  do  not  know  whether  they 
are  in  business  now  or  not.  I  have  not  heard  from  them 
lately.  Also  the  Kelly  Iron  &  Steel  Company;  that  is  about 
all  I  can  remember  now. 

Q.  I  neglected  to  ask  you  how  long  you  had  been  buyer 
for  the  Wimberly  &  Thomas  Company. 

A.  Approximately  twelve  years. 

Q.  Do  the  quotations  that  you  get  on  wire  products  from 
these  different  companies  vary  or  are  they  all  alike? 

A.  They  invariably  vary. 

Q.  How  long  has  that  been  so  ? 

A.  Pretty  nearly  all  the  time.  There  is  always  somebody 
lower  than  the  others. 

Me.  Colton:  What  is  that? 

The  Witness:  There  is  always  somebody  lower  than  the 
others ;  more  than  one  lower,  probably. 

By  Me.  Reed  : 

Q.  Do  you  buy  sheets? 

A.  Yes. 

Q.  Both  plain  and  corrugated  sheets? 

A.  Yes. 

Q.  Both  black  and  galvanized  sheets? 

A.  Yes. 

Q.  And  what  tonnage  of  all  kinds  of  sheets  do  you  buy  in 
the  course  of  the  year? 

A.  In  these  flat  sheets,  which  are  called  the  lighter  gauges, 
which  is  the  only  thing  I  carry,  I  will  use  probably  in  a  year's 
time,  about  500  tons. 

Q.  From  what  companies  do  you  get  quotations  on  sheets? 

A.  From  the  American  Eolling  Mill  Company,  from  Fol- 
lansbee  Brothers,  the  Southern  Sheet  &  Tin  Plate  Company. 

Q.  Where  are  they? 
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A.  At  AsHand,  Kentucky ;  from  Berger  Brothers,  the  De- 
forest Steel  &  Iron  Company,  and  there  are  some  more  of 
them.  There  are  some  others,  but  I  don't  remember  them 
now. 

Q.  The  Parkersburg  Company? 

A.  Yes ;  the  Parkersburg  Company. 

Q.  The  Brier  Hill? 

A.  Yes. 

Q.  The  Youngstown  Sheet  &  Tube  Company?  ; 

A.  Yes. 

Q.  The  Youngstown  Iron  &  Steel? 

A.  No. 

Q.  Fannin  &  McCuUough? 

A.  Yes. 

Q.  Did  you  say  that  you  bought  any  from  the  Youngstown 
Iron  &  Steel  Company? 

A.  No. 

Q.  Did  you  get  quotations  from  them? 

A.  We  have  had,  yes. 

Q.  They  used  to  be  called  the  Youngstown  Iron  &  Steel 
Eoofing  Company? 

A.  Yes. 

Q.  Do  you  get  quotations  from  the  Newport  EoUing  Mill 
Company? 

A.  Not  recently;  we  have  not  had  in  years. 

Q.  Vfhat  percentage  of  the  sheets  that  you  have  bought 
have  you  bought  from  the  American  Sheet  &  Tin  Plate  Com- 
pany? 

A.  None. 

Q.  How  long  have  you  been  buying  sheets? 

A.  About  three  years ;  two  years  and  a  half  or  three  years, 
approximately. 

Q.  And  your  answer  covers  the  whole  period  during  which 
you  have  been  buying  sheets? 

A.  Well,  for  that  two  and  a  half  or  three  years. 

Q.  Have  you  had  quotations  from  the  American  Sheet  & 
Tin  Plate  Company? 

A.  Not  that  I  know  of;  I  haven't  seen  any. 

Q.  Have  you  asked  them  for  quotations? 
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A.  No,  sir. 

Q.  Is  there  corapetition  among  these  different  sheet 
makers  that  you  have  named? 

A.  Yes. 

Q.  Is  it  keen  or  otherwise? 

A.  Well,  it  is  rather  active  at  times ;  there  is  variation  in 
prices  from  the  different  quotations. 

Q.  You  find  their  quotations  vary? 

A.  Yes. 

Q.  And  have,  during  the  three  years  you  have  been  buy- 
ing? 

A.  Eight  along. 

Q.  Do  you  buy  bars,  too? 

A.  Mercantile — merchant  bars. 

Q.  Are  they  both  iron  and  steel? 

A.  Yes. 

Q.  What  tonnage  of  steel  bars  do  you  buy  annually? 

A.  I  should  say  about  500  tons,  approximately,  combined. 

Q.  How  long  have  you  been  buying  steel  bars? 

A.  We  have  always  carried  steel  bars,  ever  since  I  have 
been  buying;  that  is,  a  small  amount  to  start  with.  It  has 
grown  up  some. 

Q.  Do  you  get  quotations  on  them  from  different  manu- 
facturers ? 

A.  Yes. 

Q.  Name  some  of  them,  please. 

A.  The  Kjioxville  Iron  Company. 

Mr.  Colton:  Are  you  sticking  to  steel? 

The  Witness:  And  the  Gulf  States  Steel  Company;  the 
Southern  Iron  &  Commission  Company,  of  Birmingham,  and 
the  Atlanta  Steel  Company,  on  steel  bars. 

By  Mr.  Ebed: 

Q.  And  the  Tennessee? 

A.  Yes,  the  Tennessee  Company. 

Q.  The  Eepublic? 

A.  I  have  had  them,  but  not  recently.'' 

Q.  Jones  &  Laughlin? 

A.  Very  seldom. 


p.   ETJSH  SIMPSON. 


10573 


Q.  What  percentage  of  your  purchases  of  steel  bars  in  the 
last  four  or  five  years  have  you  bought  from  the  Steel  Cor- 
poration or  its  subsidiaries? 

A.  The  Tennessee  Coal,  Iron  &  Eailroad  Company,  at  Bes- 
semer; I  have  bought  very  little  there.  It  would  be  a  hard 
matter  for  me  to  approximate  that,  because  the  purchases 
have  been  so  limited. 

Q.  Have  you  bought  as  much  as  ten  per  cent,  of  your  bar 
purchases  from  them? 

A.  I  do  not  think  that  would  miss  it  far;  ten  to  fifteen 
per  cent. 

Q.  Do  you  find  that  the  quotations  vary  in  bars,  too,  Mr. 
Simpson? 

Mr.  Colton:  Speaking  as  to  the  last  three  or  four  years? 
Me.  Eeed  :   Speaking  of  the  present.    If  you  will  give  me 
time,  I  will  get  it  all  out ;  if  I  do  not,  you  can  get  it  out. 

By  Mr.  Eeed: 

Q.  How  long  has  it  been  so,  that  you  have  found  quotations 
varying  on  bars  ? 

A.  Always  had  variations,  since  I  have  been  buying  goods, 
practically  speaking;  we  very  seldom  find  them  all  alike. 

Mk.  Eeed  :  You  may  cross  examine. 

CEOSS  EXAMINATION 

By  Mr.  Colton: 

Q.  Now,  in  steel  bars,  prior  to  the  acquisition  of  the  Ten- 
nessee Company  by  the  United  States  Steel  Corporation,  you 
were  quoted  by  the  Illinois  Steel  Company,  the  Carnegie  Steel 
Company  and  the  Tennessee  Company,  were  you  not? 

A.  What  are  the  other  names ;  the  Carnegie  and  the  Ten- 
nessee Company? 

Q.  Yes ;  on  bars,  steel  bars. 

A.  Since  when! 

Q.  Prior  to  the  acquisition  of  the  Tennessee  Coal,  Iron  & 
Eailroad  Company  by  the  United  States  Steel  Corporation, 
if  you  know  when  that  was. 
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A.  Sometimes  it  was  unnecessary  to  shop  for  it. 
Q.  Sometimes  they  were  willing  to  let  yon  have  it? 
A.  Yes. 

(Whereupon  an  adjournment  was  taken  until  Monday, 
January  12,  1914,  at  10:30  o'clock  a.  m.) 
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ONE  HUNDEED  AND  THIRTY-NINTH  DAY. 

Fedbbal  Building, 
Birmingham,  Alabama. 

Monday,  January  12,  1914. 

Before  Special  Examiner  John  Aethue  Brown. 

Present  on  behalf  of  the  United  States,  Me.  Colton. 
Present  on  behalf  of  the  Defendants,  Me.  Eeed. 


WALKEE  L.  WELLFOED 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  Where  do  you  live? 

A.  Memphis,  Tennessee. 

Q.  How  long  have  you  lived  there? 

A.  I  have  lived  there,  with  the  exception  of  six  years  in 
New  Orleans,  all  my  life. 

Q.  What  is  your  occupation? 

A.  Secretary  and  treasurer  of  the  Chickasaw  Cooperage 
Company. 

Q.  How  long  have  you  been  secretary  and  treasurer  of 
that  company? 

A.  About  seventeen  years.  Prior  to  that  time  I  had 
charge  of  the  New  Orleans  branch  until  my  father  died,  who 
was  secretary,  and  I  succeeded  him. 

Q.  You  have  been  connected  with  the  company  since  the 
early  nineties,  have  you? 

A.  Yes. 

Q.  In  what  business  is  the  Chickasaw  Cooperage  Company 
engaged? 
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A.  Mamifaoturers  of  barrels. 

Q.  Do  you  manufacture  or  do  you  buy  the  barrel  hoops 
that  you  use? 

A.  We  buy  the  hoops.    We  use  steel  hoops. 

Q.  About  how  many  tons  of  steel  hoops  do  you  buy  an- 
nually? 

A.  Well,  it  has  ranged  from  about  2,500  tons  to  4,500 
tons  annually, 

Q.  You  must  be  one  of  the  largest  buyers  of  hoops  in  the 
country,  then? 

A.  Yes,  we  are. 

Q.  Do  you  buy  on  a  competitive  basis? 

A.  Well,  I  guess  we  do;  we  buy  all  of  our  hoops  from 
the  Sharon  Steel  Hoop  Company. 

Q.  Do  you  get  quotations  from  other  manufacturers? 

A.  Continually. 

Q.  Do  other  manufacturers  solicit  your  business? 

A.  Yes. 

Q.  Give  us  the  names  of  some  competitors  of  the  Sharon 
Steel  Hoop  Company  who  seek  your  business. 

A.  Well,  the  Carnegie  Steel  Company,  the  Pittsburgh 
Steel  Company,  and  the  Alton  Steel  Company. 

Q.  That  is  a  new  concern? 

A.  That  is  a  new  concern,  about  a  year  or  a  year  and  a 
half  old;  and  the  Atlanta  Steel  Company,  they  are  very  ac- 
tive in  solicitiag  our  business,  and  there  is  a  new  concern 
— Mr.  Connors — I  think  it  is  the  Gulf — ^well,  I  don't  exactly 
remember  the  name  of  it — the  Gulf  Manufacturing  Company, 
I  believe. 

Q.  Is  it  the  Gulf  States  Steel  Company? 

A.  Yes,  the  Gulf  States  Steel  Company. 

Q.  Does  the  West  Leechburg  Steel  Company  solicit  your 
business  ? 

A.  Yes;  I  should  have  stated  the  West  Leechburg  Steel 
Company  also. 

Q.  How  about  the  Connors- Weyman  Steel  Company,  of 
which  Mr.  Connors  is  president? 
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A.  "We  were  solicited  recently,  I  should  say  in  the  last 
four  months,  hy  them. 

Q.  They  are  located  here  in  Birmingham,  are  they? 

A.  I  think  so ;  I  thought  they  were  in  Anniston,  but  maybe 
not ;  they  may  be  in  Birmingham. 

Q.  And  you  say  you  have  bought  all  your  requirements, 
however,  from  the  Sharon  Steel  Hoop  Company? 

A.  Yes,  except  an  occasional  car  from  Atlanta,  when  I 
fall  down  in  giving  my  specifications,  and  we  have  to  have 
a  car  right  quick. 

Q.  How  long  have  you  been  buying  all  your  requirements 
from  the  Sharon  Steel  Hoop  Company? 

A..  Ever  since  they  have  been  in  business;  about  eleven 
years,  I  think. 

Q.  Is  the  competition  keen  or  otherwise  among  these  hoop 
manufacturers  ? 

Mr.  Colton:  Just  a  moment.  I  object  to  that  on  the 
ground  that  the  witness  is  incompetent  to  answer  that  ques- 
tion. 

The  Witness:  I  think  the  competition  is  keen,  judging 
from  the  efforts  they  make  to  get  the  business. 

By  Mr.  Eeed: 

Q.  And  in  a  general  way  what  are  your  reasons  for  adher- 
ing as  closely  as  you  do  to  the  Sharon  Steel  Hoop  Company? 

A.  Well,  friendship  had  a  great  deal  to  do  with  it.  Morris 
Buckman,  who  organized  the  Sharon  Steel  Hoop  Company, 
and  who  was,  prior  to  that  time,  the  general  manager  of 
sales  for  the  American  Steel  Hoop  Company,  which  was  what 
I  believe  they  call  the  trust 

Q.  Some  people  who  do  not  know  the  facts  call  it  the  trust, 
I  believe? 

Mr.  Colton  :  Just  a  moment.    I  object  to  that  as  leading. 
Mr.  Eeed:  What  is  leading  about  that,  Mr.  Colton? 
Mr.  Colton:  Well,  it  is  misleading,  and  suggestive  to  the 
witness  what  kind  of  answer  you  want. 

Mr.  Eeed:  I  would  ask  counsel  for  the  Government  to 
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take  one  position  or  the  other,  and  state  whether  it  is  leading 
or  misleading. 

Mb.  Colton  :  It  is  misleading  to  the  witness  to  state  some- 
thing that  may  be  erroneous,  and  it  is  suggestive  and  im- 
proper in  form. 

Me.  Eeed  :  Now,  will  you  tell  us  how  far  Mr.  Wellf ord  had 
gone  before  the  storm  broke? 

Me.  Colton:  Is  that  a  remark  for  the  record?  Then  I 
object  to  it  as  improper. 

Me.  Eeed:  There  are  some  people  who  do  not  know  what 
the  trust  is,  Mr.  Colton. 

Me.  Colton:  Then  I  object  on  the  ground  that  it  is  im- 
proper for  counsel  to  make  statements  of  that  kind  to  the 
■witness. 

Mr.  Eeed  :  Will  you  read  how  far  Mr.  Wellf  ord  had  gone  ? 

(The  question  and  answer  under  discussion  were  repeated 
by  the  stenographer.) 

By  Me.  Eeed: 

Q.  I  think  I  interrupted  you,  Mr.  Wellford. 

A.  Morris  Buckman  was  a  great  friend  of  mine,  and  I 
gave  him  the  first  order  when  the  Sharon  Steel  Hoop  Com- 
pany was  organized,  and  I  contiaued  to  buy  from  him 
through  the  fact  that  they  made  what  I  thought  to  be  the 
best  hoop,  and  because  I  thought  it  was  well  to  keep  up  com- 
petition in  the  steel  business. 

Q.  Well,  now,  how  about  the  prices  that  the  Sharon  Steel 
Hoop  Company  quoted  to  you? 

A.  I  believe  we  have  gotten  the  lowest  prices  that  were 
prevalent;  iu  fact,  I  am  sure  of  it. 

Q.  Do  the  quotations  that  are  made  to  you  by  these  dif- 
ferent manufacturers  vary,  or  are  they  alike  ? 

A.  They  vary  considerably. 

Q.  How  long  has  that  been  so? 

A.  Oh,  for  probably  ten  years. 

Q.  Have  you  observed  any  indication  of  a  combioation 
among  the  makers  of  steel  hoops  to  fix  the  prices? 

A.  I  have  not. 
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CEOSS  EXAMINATION 

By  ]\Ie.  Colton  : 

Q.  You  have  bouglit  exclusively,  as.  I  understand,  from  th.e 
Sharon  Hoop  Company  on  account  of  friendship  and  on  ac- 
count of  the  further  fact  that  you  thought  it  well  to  support 
an  independent  company.    Is  that  correct? 

A.  That  is  true. 

Q.  Are  you  or  not  aware  that  the  United  States  Steel 
Corporation,  through  its  subsidiaries,  has  controlled  about 
70  per  cent,  of  the  production  in  steel  hoops? 

A.  No;  I  am  not  aware 

Me.  Eeed:  One  moment.    I  have  an  objection  to  make. 

Mr.  Colton:  The  witness  has  already  answered. 

Mb.  Eeed  :  He  had  not  finished  his  answer.    Let  him  finish. 

The  Witness:  On  the  contrary,  I  understand  that  the 
independent  mills  handled  at  least  60  per  cent. 

Mr.  Colton:  You  have  waited  until  his  answer  was  fin- 
ished, and  I  will  now  ask  him:  What  information  have  you 
in  reference  to  the  tonnage  handled  by  the  independent  mills 
in  hoops? 

The  Witness  :  From  statements  that  they  have  made  from 
time  to  time. 

By  Mr.  Colton: 

Q.  Purely  hearsay,  is  it  not? 

A.  And  from  the  fact  that  I  have  a  pretty  good  knowledge 
of  who  the  other  cooperage  manufacturers  buy  from. 

Q.  Can  you  state  the  capacity  of  any  mill? 

A.  You  mean  the  capacity  of  a  steel  mill? 

Q.  Yes;. 

A.  I  don't  know  that  I  can.  I  have  heard  them,  but  I 
forget  detailed  figures  of  that  kind. 

Q.  You  have  no  personal  knowledge  of  the  capacity  of 
any  of  the  different  mills  of  the  hoop  company,  have  you? 

A.  No,  sir;  I  have  not. 

Q.  Do  you  know  which  are  those  of  the  American  Hoop 
Company  and  which  the  mills  of  the  Carnegie  Steel  Com- 
pany? 
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A.  If  I  understand  correctly,  all  the  steel  hoop  mills  are 
the  property  of  the  Carnegie  Steel  Company. 

Q.  Do  you  know  when  they  were  combined  ia  the  Carnegie 
Steel  Company? 

A.  No,  I  do  not  know 

Q.  And  you  know,  do  you  not 

Mk.  Eebd  :  One  moment.    Let  him  finish. 
The  Witness:  I  do  not  know  exactly  when  it  was  done, 
but  it  was  several  years  ago. 

By  Me.  Colton: 

Q.  Are  you  familiar  with  Swank's  statistics? 

A.  No,  I  am  not. 

Q.  Do  you  know  to  what  association  the  statistics  of  the 
various  steel  mills  are  reported  by  the  manufacturers  them- 
selves ? 

A.  I  do  not  know  that  I  could  call  the  name  of  it.  I  know 
there  is  an  association,  and  I  believe  they  call  it  the  American 
Steel  &  Iron  Institute. 

Q.  The  American  Steel  &  Iron  Institute? 

A.  I  think  that  is  it. 

Q.  And  the  figures  of  that  association  are  els  accurate  as 
iany  you  know  of,  are  they  not? 

A.  I  would  suppose  so. 

Q.  And  you  would  not  put  your  judgment  up  against  the 
figures  of  that  association,  would  you? 

A.  No,  sir;  I  would  not. 

Q.  You  would  accept  those  as  superior  to  any  knowledge 
that  you  have  on  the  subject,  would  you  not? 

A.  I  suppose  that  they  know  more  about  it  than  I  do. 

Q.  They  get  the  reports  direct  from  the  manufacturers? 

A.  I  guess  so. 

Q.  And  you  don't  know  what  their  report  is  in  reference 
to — - 

A.  No,  I  do  not. 

Q.  You  do  not  know  that  their  report  in  reference  to 
hoops  and  bands  and  cotton  ties  is  that  about  72  per  cent,  of 
the  production  of  the  United  States  is  controlled  by  the 
United  States  Steel  Corporation? 
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Me.  Reed  :  Objected  to  for  the  reason  tliat  there  is  no  such 
evidence  in  this  case,  and  for  the  further  reason  that  it 
affirmatively  appears  that,  lumping  hoops  and  bands  and  cot- 
ton ties,  the  percentage  of  the  Steel  Corporation  is  much  less 
than  that  stated  by  counsel  for  the  Government. 

The  Witness:  I  was  not  thinking  of  cotton  ties,  because 
very  few  of  the  independent  mills,  as  I  understand  it,  manu- 
facture cotton  ties.  Some  of  them  manufacture  some,  but  the 
Sharon  makes  very  few  cotton  ties. 

By  Me.  Colton: 

Q.  That  is,  as  I  understand  you,  the  lumping  of  those 
things  might  tend  to  increase  the  Corporation's  percentage, 
for  aught  you  know? 

A.  I  think  it  probably  would,  because  there  is  no  money 
in  cotton  ties.    It  is  just  a  filler. 

Q.  You  say  there  is  no  money  in  cotton  ties  ? 

A.  No,  sir;  there  is  no  money  in  cotton  ties. 

Q.  Don't  you  know  that,  as  a  matter  of  fact,  there  was 
enough  money  in  cotton  ties  for  the  American  Steel  Hoop 
Company  to  pay  the  Illinois  Steel  Company  $150,000  a  year 
to  keep  out  of  the  business,  before  those  companies  went  into 
the  United  States  Steel  Corporation? 

A.  But  I  am  talking  about  now. 

Q.  I  am  asking  you  whether  that  is  a  fact. 

A.  I  know  that  it  was  reported  something  of  that  kind; 
but  cotton  ties  years  ago  sold  for  a  very  much  higher  price 
and  the  cost  of  manufacture  was  very  much  less  than  it  is 
now. 

Q.  Do  you  know  how  much  it  costs  the  Steel  Corporation 
to  manufacture  cotton  ties? 

A.  'No,  I  do  not,  naturally.  They  hardly  know  themselves, 
I  suppose. 

Q.  You  don't  know  anything  about  it,  do  you? 

A.  I  know  a  good  deal  about  it,  from  talking  with  the 
various  inanufacturers,  and  their  telling  me. 

Q.  What  do  you  know  about  the  cost  of  manufacturing 
cotton  ties  to  the  Steel  Corporation,  as  to  what  it  costs  them? 

A.  I  don't  know  the  details  of  the  manufacture  of  steel. 
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but  I  have  talked  with  the  various  steel  manufacturers  from 
time  to  time,  and  we  have  talked  costs,  and  I  am  informed  by 
several  of  them  that  there  is  no  money  in  the  cotton  tie  busi- 
ness. 

Q.  But,  aside  from  that  hearsay  statement,  you  have  no 
information  yourself  on  the  subject? 

A.  Certainly  not.  I  am  not  in  the  steel  business  and 
naturally  could  not  know  the  details  of  the  manufacture  of 
steel. 

Q.  You  have  no  way  of  checking  up  the  amount  of  money 
that  the  Coiporation  makes  on  its  cotton  tie  business? 

A.  No,  sir;  I  have  not;  but  I  do  not  believe  they  make 
much  on  it. 

Q.  Your  belief  is  not  based  on  any  knowledge  of  your  own, 
is  it? 

A.  My  belief  is  simply  based  on  statements  made  to  me 
by  various  makers. 

Q.  What  manufacturer  ever  gave  you  any  detailed  state- 
ment of  cost  in  respect  to  cotton  ties? 

A.  I  have  had  detailed  statements  from  the  Sharon  Steel 
Hoop  Company,  and  I  have  had  detailed  statements  from 

Q.  What  was  that  detailed  statement? 

A.  I  cannot  remember  the  figures,  because  the  details  of 
the  matter  are  something  that  I  could  not  remember.  I  have 
too  many  details  of  my  own  to  remember,  to  try  to  keep  those 
things  in  my  mind,  and  I  simply  retain  the  facts,  the  results, 
and  not 

Q.  Is  it  not  a  fact 


Mr.  Eebd  :  One  moment,  Mr.  Colton.  Please  let  him  finish 
some  of  his  answers. 

The  Witness  :  I  merely  retain  the  results,  and  not  the  de- 
tails on  which  the  results  are  founded.  The  Atlanta  Steel 
Company,  Mr.  Eose  has  told  me,  have  found  that  there  was 
practically  nothing  in  the  cotton  tie  business. 

By  Mk.  Colton: 

Q.  You  know  that  the  Atlanta  Steel  Company  has  to  get 
its  steel  at  a  great  distance,  does  it  not? 
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A.  No,  I  do  not  know  that.  I  think  they  make  their  steel 
right  at  Atlanta. 

Q.  Do  you  know  where  they  get  their  raw  material  to 
make  the  steel? 

A.  It  can  be  gotten  from  Birmingham,  which  is  not  a 
great  distance. 

Q.  It  is  a  very  considerable  distance,  is  it  not? 

A.  I  do  not  think  so.  I  would  not  call  a  three  hours'  ride 
a  considerable  distance. 

Q.  Do  they  make  any  pig  iron? 

A.  No;  they  do  not  make  pig  iron;  but  as  far  as  that  is 
concerned,  the  Sharon  Steel  Hoop  Company  do  not  make  pig 
iron,  and  they  have  to  get  their  iron  from  up  on  Lake  Su- 
perior. 

Q.  It  is  a  very  much  higher  grade  ore.  Don't  you  know 
that? 

A.  I  don't  know  that  it  is.  There  is  some  ore  down  here 
which  is  too  pure  to  be  used  by  itself,  and  has  to  be  mixed 
with  other  ore. 

Q.  Birmingham  ores,  you  mean? 

A.  There  are  some  ores  in  this  district  which  are  too  rich 
to  be  used  for  some  purposes ;  the  iron  is  too  pure.  I  am  in- 
formed that  that  is  a  fact. 

Q.  You  are  informed  that  the  Birmingham  ores,  many  of 
them  are  superior  to  the  Lake  Superior  ores? 

A.  Or  just  as  good. 

Q.  But  you  don't  have  any  knowledge  about  ore,  any  more 
than  you  have  the  production  of  steel,  do  you? 

A.  No ;  I  am  not  a  chemist. 

Q.  This  is  just  simply  hearsay  that  you  are  giving? 

A.  Everything  is  more  or  less  hearsay,  because  no  man 
can  know  everything  of  his  own  knowledge. 

Q.  Yes.  What  you  know  of  your  own  knowledge  is  worth 
something? 

A.  I  don't  know  whether  it  is  or  not.  Some  things  that  I 
know  of  my  own  knowledge  are  not  worth  very  much  to  me. 

Q.  You  think  what  you  know  by  hearsay  is  worth  more  ? 

A.  Some  of  it  is,  very  much  more. 
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Q.  And  one  of  those  things  would  be  that  the  ore  down 
here  is  superior  to  the  Lake  Superior  ore  on  a  general  aver- 
age? 

A.  That  would  be  of  no  benefit  to  me,  but  it  is  very  pleas- 
ant to  know  some  things. 

Q.  You  would  not  undertake  to  say,  as  a  matter  of  fact, 
whether  the  ore  that  they  use  from  the  Lake  Superior  dis- 
trict averages  over  50,  and  the  ore  down  here  is  under  38? 
You  would  not  make  any  statement  about  that? 

A.  I  don't  know  those  details,  but  after  the  iron  is  ex- 
tracted, the  quality  of  the  iron  is  what  they  are  after,  in  the 
end. 

Q.  The  iron  manufactured  in  this  district  is  superior  to 
that  of  other  districts? 

A.  I  say  some  of  the  ore  in  this  district,  I  am  informed,  is 
very  pure,  and  in  fact  too  pure  to  use  for  some  purposes,  and 
has  to  be  mixed  with  other  ore.  It  is  the  same  thing  in  cop- 
per. The  Lake  Superior  copper  is  too  pure  to  be  used  for 
some  purposes,  and  they  have  to  mix  it  with  alloys  in  order 
to  use  it.  They  make  practically  all  of  the  copper  wire  of 
the  Lake  Superior  copper. 

Q.  You  don't  know  what  percentage  of  this  ore  down  here 
is  too  pure,  and  has  to  be  mixed  with  other  ore? 

A.  No,  I  do  not. 

Q.  And  you  do  not  know  what  it  costs  the  Atlanta  Steel 
Company  per  ton  to  manufacture  steel,  do  you? 

A.  No,  I  do  not.  I  do  not  suppose  it  would  cost  them 
very  much  more  than  it  would  anyone  else. 

Q.  Although  they  have  to  buy  their  pig  iron  ? 

A.  Even  if  they  have  to  buy  their  pig  iron. 

Q.  And  you  don't  know  anything  about  it,  do  you? 

A.  I  do  not  know  anything  about  it  from  personal  know- 
ledge, but,  as  a  matter  of  fact,  the  Atlanta  Steel  Company 
has  been  operating  for  a  number  of  years,  and  seems  to  be 
prosperous,  and  that  fact,  itself,  would  prove  that  they  were 
able  to  get  along. 

Q.  Do  you  know  how  much  tonnage  they  have  turned  out? 

A.  No,  I  do  not.  It  is  not  as  much  as  the  United  States 
Steel  Corporation,  however. 
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Q.  It  is  not  one-thousandth  part  of  the  production  of  the 
Corporation,  is  it? 

A.  I  am  not  going  into  percentages.  I  could  not  remember. 

Q.  You  could  not  say  whether  it  was  one-thousandth  part 
of  it  or  not? 

A.  I  do  not  suppose  the  Steel  Corporation  is  afraid  of 
the  Atlanta  Company  breaking  up  its  business. 

Q.  Well,  I  suppose  not.  Did  you  know  that  the  Steel  Cor- 
poration manufactured,  for  the  year  1912,  about  17,000,000 
tons  of  ingots? 

A.  Oh,  I  know  they  manufactured  an  enormous  quantity; 
in  fact,  it  is  too  large  for  you  to  grasp ;  it  is  an  enormous  big 
organization. 

Q.  Now,  your  relations  with  the  Sharon  Steel  Hoop  Com- 
pany have  been  generally  known  to  the  trade,  haven't  they? 

A.  Yes ;  that  is,  they  know  that  I  bought  from  the  Sharon 
Steel  Hoop  Company. 

Q.  Regularly? 

A.  Yes. 

Q.  What  is  the  first  year  that  you  now  recall  that  you 
were  solicited  by  the  Atlanta  Steel  Company  in  hoops  ? 

A.  I  could  not  say ;  it  seems  to  me  it  is  about  six  or  seven 
years  ago. 

Q.  What  size  hoops  do  they  solicit  you  on? 

A.  They  solicited  on  all  sizes  of  hoops  that  I  use.  The 
widest  hoop  that  I  use  is  two  inches  and  the  narrowest  is  one 
and  one-eighth  inches,  and  the  heaviest  gauge  I  use  is  No.  16, 
and  the  lightest  is  No.  19. 

Q.  You  did  not  submit  any  proposition  of  tonnage,  did 
you? 

A.  I  told  them  what  I  used;  in  fact,  that  is  generally 
known,  about  the  tonnage  we  use. 

Q.  I  did  not  ask  you  if  it  was  generally  known. 

Mb.  Eebd  :  You  started  by  asking  whether  it  was  generally 
known. 

Mr.  Colton  :  No,  I  did  not ;  I  asked  him  whether  they  sub- 
mitted any  specific  tonnage  on  which  to  bid. 
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The  Witness  :  I  told  them  about  what  tonnage  we  used  in 
a  year. 

By  Mb.  Colton: 

Q.  Did  you  ask  them  to  make  a  bid  on  the  tonnage  that 
you  used  in  a  year? 

A.  I  did,  and  they  bid. 

Q.  The  first  year  did  you  ask  that? 

A.  Yes,  I  asked  that  the  first  year ;  every  year  since  the 
first  year  they  have  been  after  it. 

Q.  The  first  year  did  you  ask  them? 

A.  Tes,  I  suppose  I  did. 

Q.  You  say  you  suppose  you  did? 

A.  I  think  I  did. 

Q.  You  do  not  remember,  do  you? 

A.  I  do  not  remember  whether  it  was  the  first  year  or  the 
second  year,  or  the  first  time  I  saw  them  or  the  fifth  time  I 
saw  them. 

Q.  You  don't  remember  when  it  was,  do  you? 

A.  I  don't  remember  when  it  was;  it  was  four  or  five  or 
six  years  ago. 

Q.  And  you  do  not  remember  how  many  times  you  sub- 
mitted any  definite  tonnage  for  them  to  bid  on? 

A.  No,  I  do  not.  Mr.  Rose  has  been  in  my  ofiice  I  expect 
a  dozen  times,  and  there  are  hundreds  of  people  coming  in 
there,  and  I  keep  no  record  of  the  times  they  call  or  when 
they  call. 

Q.  And  you  only  gave  him  an  occasional  car  when  you 
fell  down  on  your  specifications  ? 

A.  Yes,  and  I  paid  him  a  higher  price  for  the  hoops  than 
I  was  paying  on  my  contract. 

Q.  You  paid  him  a  higher  price  than  you  did  to  the  com- 
pany to  whom  you  were  giving  your  entire  business? 

A.  Yes. 

Q.  Did  he  quote  you  on  your  entire  business  the  first  time  ? 

A.  Yes,  he  has  made  me  quotations  from  time  to  time 

Q.  (Interposing)  Do  you  recall  what  price  he  quoted  to 
you  the  first  time? 
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Me.  Reed:  Let  Mm  finisli  the  answer.  Eead  the  answer 
up  to  the  place  he  was  interrupted. 

(The  answer  was  repeated  by  the  stenographer.) 
The  Witness:  (Continuing)  And  those  quotations  have 
been  different,  because  there  is  a  fluctuation  in  the  price  of 
hoops  continually.  Frequently  it  is  from  month  to  month, 
and  sometimes  in  the  same  month  there  will  be  a  different 
price,  and  it  is  up  and  down,  and  Mr.  Rose  has  made  me  dif- 
ferent quotations,  but  I  could  not  tell  you  what  was  the  price 
of  hoops  in  any  month,  hardly,  without  going  back  to  the 
records,  because  I  cannot  keep  those  figures  in  my  mind.  1 
have  too  many  figures  to  keep  in  my  mind. 

By  Me.  Colton: 

Q.  You  do  not  mean  to  say  that  the  price  of  hoops  has  not 
continued  for  a  month  or  more? 

A.  Oh,  the  prices  have  oontiaued,  but  there  has  been 
a  variation,  and  it  would  be  impossible  for  me  to  tell  what 
they  are  at  a  particular  time.  There  is  no  interest  for  me 
to  know  what  hoops  were  five  years  ago,  and  for  that  reason 
I  do  not  try  to  keep  those  things  in  my  mind. 

Q.  As  I  understand  it,  they  vary  during  a  single  month, 
and  at  times  they  continue  for  several  months? 

A.  Yes;  hoops,  right  now,  are  very  low;  they  have  been 
going  down  for  the  last  three  months  considerably,  the  busi- 
ness has  fallen  off,  and  the  mills  are  largely  idle ;  that  is,  they 
laid  off  a  great  many  men,  and  they  are  hunting  business,  and 
that  naturally  brings  down  the  price,  just  as  all  prices  in  this 
country  are  depressed  now  on  account  of  the  lack  of  business. 

Q.  You  are  about  as  well  informed  about  other  prices,  I 
suppose,  as  you  are  about  ore? 

A.  Just  about  in  the  same  way ;  I  get  my  information  from 
others,  because  I  am  in  only  one  business,  and  naturally  have 
to  get  my  information  from  other  sources. 

Q.  Do  you  know  anything  about  how  the  prices  ranged 
during  the  year  1909  ? 

A.  No,  I  could  not  tell  you  how  the  prices  ranged  in  any 
year  without  reference  to  records. 

Q.  You  make  your  contracts  annually,  don't  you? 
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A.  Usually  for  a  period  of  six  montlis. 

Q.  After  you  have  made  your  contract  you  have  got  your 
requireraents  taken  care  of,  haven't  you? 

A.  We  have  got  our  requirements  taken  care  of,  and  guar- 
anteed against  decline. 

Q.  And  you  have  relations  established  with  one  company, 
have  you  not! 

A.  Yes. 

Q.  So  that  that  makes  you  less  interested  than  you  would 
otherwise  be  in  the  prices  of  hoops'? 

A.  No,  because  if  the  price  goes  down,  I  get  the  benefit  of 
it,  and  if  the  price  goes  up,  I  am  that  much  in. 

Q.  If  the  price  goes  down — to  what  do  you  look  to  see 
whether  the  price  has  gone  down? 

A.  I  get  prices  from  other  concerns  all  the  time  that  are 
continually  making  prices,  and  I  can  keep  up  with  the  market 
in  that  way ;  and  I  read  the  trade  papers,  and  discuss  matters 
with  my  competitors,  and  there  are  various  ways  of  finding 
out  these  things. 

Q.  And  if  the  trade  paper  recites  a  price  as  having  gone 
down,  you  inform  the  Sharon  Company  ? 

A.  No,  because  generally  the  Sharon  knows  about  it  be- 
fore I  do,  and  they  tell  me ;  and  that  is  the  same  case  with  any 
of  the  companies. 

Q.  The  Sharon  Company  is  generally  informed  as  to  what 
its  competitors  are  doing  more  quickly  than  you  are  ? 

A.  They  are,  naturally  so;  I  am  informed  as  to  what  my 
competitors  are  doing,  too,  before  most  people  are. 

Q.  I  am  just  asking  the  fact. 

A.  Yes,  certainly. 

Q.  Have  you  ever  informed  the  Sharon  Company  as  to  a 
reduction  in  price  ? 

A.  I  have,  when  I  have  heard  that  the  prices  were  being 
reduced,  I  have  informed  the  Sharon. 

Q.  Do  you  have  any  idea  of  how  many  times  you  have  in- 
formed the  Sharon  Company  during  the  first  year  of  a  reduc- 
tion in  price  ? 

A.  No,  I  could  not  tell;  I  could  not  tell  you  how  many 
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years  or  how  many  times  a  year,  or  the  number  of  times  dur- 
ing a  period  of  eleven  years. 

Q.  There  have  been  several  times? 

A.  There  have  been  several  times  during  a  period  of 
eleven  years. 

Q.  You  would  first  have  a  price  fixed  for  your  six  months  ? 

A.  Yes. 

Q.  And  that  price  would  be  subject  to  change,  provided 
the  market  quotations  changed? 

A.  Yes. 

Q.  And  if  there  was  a  change  made  in  the  quotations  you 
would  inform  the  Sharon  Company  of  that,  having  first 
learned  that  market  change  from  some  one  of  your  competi- 
tors or  from  the  trade  papers,  such  as  the  Iron  Age ;  is  that 
correct  ? 

A.  Well,  I  do  not  read  the  Iron  Age. 

Q.  What  other  paper  do  you  read? 

A.  I  read  the  cooperage  papers.  You  see,  we  get  more 
information  from  the  cooperage  papers  than  we  do  from  the 
Iron  Age.  I  would  have  to  wade  through  pages  and  pages 
of  information  that  would  do  me  no  good,  whereas  in  our 
cooperage  trade  papers  they  glean  out  what  is  interesting  to 
us,  and  I  get  it  from  them. 

Q.  And  you  cannot  give  me  any  idea  as  to  the  number  of 
times  during  those  early  years  that  prices  changed  within  a 
six-months'  period? 

A.  No;  the  changes  were  more  radical  in  the  early  years 
than  they  are  now ;  prices  are  more  stable  now  than  they  were 
at  that  time.  I  would  rather  see  them  stable,  as  a  matter  of 
fact ;  I  would  like  to  buy  hoops  at  one  fixed  price,  regardless 
of  what  it  is,  for  twenty  years,  than  to  have  the  fluctuations. 

Q.  You  believe  in  uniform  prices  ? 

A.  I  believe  in  uniform  prices  because  it  enables  me  to 
make  contracts  ahead  then,  and  I  know  what  to  do ;  whereas 
when  prices  are  fluctuating  very  much  it  makes  it  very  diffi- 
cult for  me  to  figure  ahead  as  to  what  I  can  do.  I  make  con- 
tracts for  four  or  five  years  at  times,  to  supply  cooperage  for 
five  years,  and  I  have  got  to  take  quite  a  chance  on  hoops  and 
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materials,  and  consequently  it  would  be  of  very  material 
benefit  to  me  if  I  had  some  fixed  price  for  most  of  those  things. 

Q.  It  would  not  make  so  much  difference  to  you  what  the 
price  was,  so  long  as  it  was  fixed? 

A.  That  is  it;  within  reason,  of  course.  I  want  everybody 
to  make  a  profit  out  of  their  business,  but  I  would  not  want 
them  to  fix  a  price  where  they  would  get  to  be  millionaires  in 
a  couple  of  weeks. 

Q.  But  as  to  that  you  haven't  any  information? 

A.  As  to  their  getting  to  be  millionaires  in  a  couple  of 
weeks ;  no. 

Mr.  Reed  :  I  object  to  all  this  as  not  cross  examination. 

Mr.  Colton:  The  witness  continually  volunteers  all  Mnds 
of  information. 

Mr.  Reed  :  What  difference  can  it  possibly  make  as  to  Mr. 
Wellford's  belief  in  one  policy  or  another?  It  is  facts  that 
we  are  interested  in. 

Me.  Colton  :  I  do  not  think  it  makes  a  particle  of  differ- 
ence, but  he  is  continually  expressing  them,  all  the  same. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIRECT  EXAMINATION 

By  Mr.  Reed: 

Q.  You  live  in  Birmingham,  do  you  not? 

A.  Yes. 

Q.  What  is  your  occupation? 

A.  Manufacturer  of  steel  hoops  and  cotton  ties. 

Q.  How  long  have  you  been  in  that  business? 

A.  Let  me  see;  over  thirteen  years. 

Q.  With  what  company  did  you  begin  ? 

A.  With  the  Atlanta  Steel  Company,  of  Atlanta,  Georgia. 
The  Atlanta  Steel  Hoop  Company  it  was  called  in  those  days. 

Q.  The  Atlanta  Steel  Hoop  Company? 
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A.  Yes,  first. 

Q.  It  subsequently  changed  its  name  to  the  Atlanta  Steel 
Company? 

A.  To  the  Atlanta  Steel  Company ;  yes,  sir. 

Q.  When  did  you  start  with  that  company? 

A.  In  1900. 

Q.  And  what  was  your  position  in  it? 

A.  Secretary  and  treasurer. 

Q.  How  long  did  you  continue  to  be  secretary  and  treas- 
urer of  that  company? 

A.  Eight  years. 

Q.  That  brought  you  up  to  1908,  I  believe? 

A.  Yes;  I  was  with  them  approximately  eight  years.  I 
left  them  about  August  of  1907. 

Q.  And  then  with  what  company  did  you  connect  your- 
self? 

A.  I  came  over  here  in  1908  and  organized  the  Connors- 
Weyman  Steel  Company. 

Q.  You  became  president  of  that,  T  believe? 

A.  Yes. 

Q.  And  have  remained  so  until  the  present? 

A.  Yes. 

Q.  What  does  the  Connors- Weyman  Steel  Company  make? 

A.  Steel  hoops  and  cotton  ties. 

Q.  Going  back  to  the  year  1900,  when  you  started  with 
the  Atlanta  Steel  Hoop  Company,  what  products  was  it  mak- 
ing? 

A.  Steel  hoops  and  cotton  ties. 

Q.  Any  bar  mill  products  ? 

A.  Very  few  at  the  beginning;  not  enough,  scarcely,  to 
mention. 

Q.  Did  it  diversify  its  products  between  1900  and  1907, 
when  you  left  them? 

A.  Yes. 

Q.  And  what  new  products  did  it  make? 

A.  They  made  steel  nails  and  wire,  spike  rods,  standard 
spikes,  and  a  limited  quantity  of  merchant  bars. 

Q.  And  light  rails? 
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A.  Light  rails  too. 

Q.  In  1900  was  the  Atlanta  Steel  Company  making  any- 
steel? 

A.  No. 

Q.  When  did  it  begia  to  make  steel? 

A.  In  1901. 

Q.  How  many  furnaces  did  it  put  in  at  first? 

A.  At  first  it  merely  had  one  hoop  mill,  an  eight-iach 
hoop  mill,  and  one  furnace  for  reheatiag  the  material. 

Q.  That  was  a  reheating  furnace,  not  an  open  hearth  fur- 
nace? 

A.  No ;  no,  indeed. 

Q.  When  did  it  first  begia  the  manufacture  of  steel  ingots  f 

A.  In  1906. 

Q.  How  many  open  hearth  furnaces  did  it  build  at  that 
time? 

A.  Two. 

Q.  I  assume,  of  course,  that  you  used  the  open  hearth 
process  ? 

A.  Yes ;  two  billet  furnaces. 

Q.  What  capacity? 

A.  35  tons  each. 

Q.  How  much  steel  did  it  make  in  1906  ? 

A.  Approximately  30,000  tons. 

Q.  In  1907  how  much  steel  did  it  make? 

A.  About  36,000  tons. 

Q.  Was  that  for  the  last  year  or  just  up  to  the  time  you 
left  it? 

A.  That  was  for  a  whole  year.  I  was  in  touch  with  it 
throughout  1907 ;  after  I  left  it  I  was  a  director. 

Q.  Prior  to  1906,  when  you  began  to  make  your  steel, 
I  presume  you  bought  billets? 

A.  Yes. 

Q.  Did  you  buy  them  on  a  competitive  basis? 

A.  I  did. 

Q.  From  what  companies  ? 

A.  Well,  I  bought  from  the  Carnegie  and  the  Jones  & 
Laughlin  Steel  Company  principally. 
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Q.  Do  you  get  quotations  from  any  other  makers  of  steel 
billets? 

A.  Yes. 

Q.  Will  you  tell  us  the  names  of  some  of  them? 

A.  In  addition  to  the  Carnegie  and  Jones  &  Laughlin  Steel 
Company,  I  got  quotations  at  first  from  the  Illinois  Steel 
Company  and  the  Sharon  Steel  Company;  those  are  all  I 
remember  at  first. 

Q.  Did  you  get  any  quotations  on  steel  billets  between  1900 
and  1906  from  the  Tennessee  Company? 

A.  Yes. 

Q.  From  the  Portsmouth  Steel  Company? 

A.  Yes. 

Q.  From  the  Andrews  Steel  Company? 

A.  Yes. 

Q.  And  the  Youngstown  Sheet  &  Tube  Company? 

A.  Yes. 

Q.  And  the  Eepublic? 

A.  Yes. 

Q.  Did  you  import  any? 

A.  Yes,  we  imported  some. 

Q.  The  Andrews  Steel  Company  is  at  Cincinnati,  is  it 
not? 

A.  Yes. 

Q.  About  how  many  tons  of  billets  were  you  buying  each 
year? 

A.  Approximately  10,000  tons  a  year. 

Q.  What  percentage  of  your  billet  purchases  were  from 
the  Steel  Corporation,  and  what  percentage  from  its  com- 
petitors ? 

A.  You  mean  during  what  years;  during  1900  to  what? 

Q.  To  1906. 

A.  We  bought  9,000  tons  from  the  Carnegie  Company  and 
36,000  tons  from  the  other  companies. 

Q.  That  is,  from  companies  outside  of  the  Steel  Corpora- 
tion? 

A.  Companies  outside  of  the  Steel  Corporation. 
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Q.  You  bought  about  80  per  cent,  of  your  billets,  then, 
from  the  Steel  Corporation's  competitors? 

A.  Approximately. 

Q.  Was  there  competition  among  these  billet  makers  1 

A.  Yes. 

Q.  What  kind  of  competition  was  it? 

A.  I  considered  it  very  active  competition. 

Q.  Did  the  prices  that  they  quoted  you  vary  or  were  they 
all  alike? 

A.  They  varied. 

Q.  Was  that  so  throughout  that  period,  Mr.  Connors? 

A.  Yes,  sir. 

Q.  Since  you  came  over  to  Birmingham  and  became  presi- 
dent of  the  Connors-Weyman  Steel  Company  have  you  been 
buying  billets? 

A.  Yes,  sir. 

Q.  About  what  quantity  do  you  buy  annually? 

A.  About  5,000  tons. 

Q.  Is  there  competition  for  your  purchases  in  billets  here  ? 

A.  Yes,  sir;  there  is. 

Q.  Does  each  of  these  companies  that  you  have  named  as 
competing  in  Atlanta  compete  for  your  business  here? 

A.  Yes,  sir. 

Q.  Are  there  any  others  in  addition  to  those  which  com- 
pete here? 

A.  In  addition  to  those  I  have  named  is  the  Gulf  States 
Steel  Company  now,  formerly  the  Southern  Iron  Company, 
the  Grand  Crossing  Tack  Company,  the  Cambria  Steel  Com- 
pany.   I  believe  that  is  all  in  addition  to  those  I  have  named. 

Q.  Do  you  find  the  same  variation  in  quotations  in  your 
purchases  here? 

A.  I  do. 

Q.  Is  competition  keen  for  your  business? 

A.  Yes. 

Q.  How  long  has  that  been  so,  Mr.  Connors  ? 

A.  Well,  it  has  been  so  for  the  last  14  years,  ever  since 
I  have  been  in  the  steel  business. 

Q.  Did  you  ever  hear  of  a  billet  pool  or  a  billet  agreement 
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in  the  early  days  of  your  experience,  say  in  1900,  up  to  about 
1903  or  1904? 

A.  I  have  heard  of  it,  I  think,  naore  particularly  in  1903 
and  1904. 

Q.  Did  that  billet  pool  effectually  restrain  competition 
as  far  as  you  were  concerned? 

Mk.  Colton  :  Just  one  moment.  I  object  to  the  witness 
answering  this  question  on  the  ground  that  he  cannot  know 
what  was  the  arrangement  between  the  different  manufac- 
turers as  to  the  minimum  price  and  as  to  whether  they  stuck 
to^  their  minimum  price. 

The  Witness  :  It  did  not  affect  it  as  far  as  my  institution 
was  concerned. 

By  Me.  Eeed: 

Q.  How  did  you  know  that  it  did  not,  Mr.  Connors  ?  What 
was  your  experience,  in  other  words,  as  to  that? 

A.  Well,  I  got  competitive  prices,  and  I  always  found 
that  there  was  a  lower  price,  which  I  took. 

Q:  And  did  you  know,  from  time  to  time,  what  the  mini- 
mum price  fixed  by  the  billet  pool  was,  or  was  supposed  to 
be? 

A.  I  had  an  idea  what  it  was.  I  don't  remember  that 
figure. 

Q.  I  did  not  ask  you  whether  you  remembered  the  figure 
now. 

A.  But  I  do  know  that  I  got  them  less. 

Q.  Were  you  at  the  time  advised  of  what  this  so-called 
pool  price  was? 

A.  Merely  from  hearsay. 

Q.  Were  you  able  to  beat  the  price  that  you  were  advised 
was  the  pool  price? 

A.  I  was. 

Q.  I  have  not  asked  you,  Mr.  Connors,  what  proportion 
of  your  billet  purchases,  since  you  came  to  Birmingham,  have 
been  made  from  the  subsidiary  companies  of  the  United 
States  Steel  Corporation? 
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A.  Since  I  came  to  Birmingham  all  my  purchases  have 
been  made  from  outside  concerns. 

Q.  You  have  not  bought  any  billets  at  all  from  the  Steel 
Corporation? 

A.  No  billets  from  the  Steel  Corporation. 

Q.  Have  you  had  any  difficulty  in  obtaining  an  adequate 
supply  of  billets? 

A.  None  whatever. 

Q.  Do  you  buy  any  bars? 

A.  Only  to  a  very  limited  extent. 

Q.  Do  you  buy  enough  to  amount  to  an  appreciable  part 
of  your  business? 

A.  No. 

Q.  How  many  tons  of  steel  products  do  you  make  in  a 
year,  Mr.  Connors? 

A.  Approximately  5,000  tons. 

Q.  What  are  your  principal  products  at  the  present  time? 

A.  Cotton  ties  and  steel  hoops. 

Q.  Which  is  the  larger  part  of  your  business? 

A.  Cotton  ties. 

Q.  Have  you  any  competition  in  cotton  ties? 

A.  Plenty  of  it. 

Q.  Tell  us  the  names  of  some  of  your  competitors? 

A.  The  Atlanta  Steel  Company,  the  Sharon  Steel  Com- 
pany, the  Pittsburgh  Steel  Company  and  the  Carnegie  Steel 
Company. 

Q.  Does  the  Alton  Steel  Company  make  cotton  ties  too  I 

A.  Yes. 

Q.  How  long  have  they  been  making  them? 

A.  Only  since  the  latter  part  of  1913. 

Q.  They  are  a  new  concern,  are  they? 
'   A.  Yes. 

Q.  Are  there  any  cotton  ties  imported? 

A.  Yes;  there  are  some. 

Q.  So  that  you  are  in  competition  also  with  the  foreign 
makers? 

A.  Yes,  sir. 

Q.  How  do  you  rank  among  the  manufacturers  of  cotton 
ties  of  the  country? 
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A.  About  one-tMrd. 

Q.  That  is,  you  are  third  in  the  list,  do  you  mean? 

A.  Approximately,  yes. 

Q.  How  do  you  rank  among  the  manufacturers  of  hoops? 

A.  I  am  at  the  last  of  the  list. 

Q.  Have  you  any  combinations  or  agreements  with  your 
competitors  to  fix  prices? 

A.  None  whatever. 

Q.  Or  to  limit  output? 

A.  No. 

Q.  Or  to  divide  territory? 

A.  No. 

Q.  Have  you  had  any? 

A.  No. 

Q.  Either  here  or  in  Atlanta? 

A.  No ;  at  neither  place. 

Q.  And  is  that  true  of  each  of  the  products  that  you  have 
made  in  the  two  places? 

A.  Yes,  sir. 

Q.  How  has  the  competition  been  throughout  your  ex- 
perience in  the  steel  business? 

Me.  Colton  :  You  are  limiting  it  to  his  products,  of 
course  ? 

Me.  Eeed  :  I  mean,  of  course,  in  your  products,  Mr.  Con- 
nors. 

The  Witness  :  Just  about  as  keen  as  it  is  possible  for  any 
line  to  be. 

By  Me.  Eeed: 

Q.  How  have  you  found  the  competition  of  the  Steel  Cor- 
poration? Have  they  resorted  to  unfair  methods  of  compe- 
tition? 

A.  No;  I  have  never  considered  that  they  resorted  to  un- 
fair means. 

Q.  Have  you  found  them  resorting  to  underhand  or  dis- 
creditable methods  in  the  effort  to  fight  you  ? 

A.  No. 

Q.  Where  is  your  market  for  cotton  ties  and  hoops? 
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A.  In  Georgia,  Alabama,  Mississippi,  Louisiana  and 
Texas.    In  fact  all  through  the  cotton  belt. 

Q.  You  sell  in  all  these  southern  states  that  you  have 
named? 

A.  Yes,  sir;  in  all  of  those  southern  states  that  I  have 
named. 

Q.  You  spoke  of  having  competition.  Do  you  have  it  in 
each  and  all  of  these  southern  states  in  which  you  sell? 

A.  Everywhere. 

Q.  As  a  competitor,  or  as  a  customer,  Mr.  Comiors,  do 
you  feel  that  the  purchase  of  the  Tennessee  Coal,  Iron  & 
Eailroad  Company  by  the  Steel  Corporation  worked  you  any 
injury? 

A.  It  has  never  worked  any  injury  to  me  and,  so  far  as  I 
can  see,  I  do  not  think  it  has  worked  any  injury  to  anyone. 

Q.  Do  you  know  of  anyone  who  has  been  injured  by  the 
purchase  ? 

A.  None. 

Q.  Has  it  been  of  any  advantage  to  Birmingham  or  to  the 
south  as  a  whole? 

Mb.  Colton:  I  object  to  such  a  general  question.  The 
witness  has  in  no  way  been  shown  to  be  competent  to  an- 
swer a  question  of  that  kind. 

The  Witness  :  I  consider  it  has  been  a  very  great  advan- 
tage to  the  Birmingham  district. 

By  Me.  Ebed  : 

Q.  And  has  it  been  of  any  advantage  to  the  southern  cus- 
tomers generally? 

Me.  Colton:  I  object.  The  witness  has  answered  the 
same  question  asked  him  and  answered  it  as  to  the  Birming- 
ham district.    I  object  to  the  witness's  answering  generally. 

The  Witness  :  I  think  it  has  been  a  decided  advantage. 

Me.  Colton:  What  is  that  answer? 

The  Witness  :  I  think  it  has  been  of  decided  advantage. 

By  Me.  Eeed  : 

Q.  From  the  standpoint  of  the  competitors  and  the  cus- 
tomers in  steel  products  in  the  south,  do  you  feel  that  the 
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separation  of  the  Tennessee  Company  from  the  Steel  Cor- 
poration wonld  or  would  not  be  a  misfortune,  Mr.  Connors  ? 
A.  I  think  it  would  be  a  misfortune. 

CEOSS  EXAMINATION 

By  Mr.  Colton  : 

Q.  In  what  way  would  the  separation  of  the  Tennessee 
Company  from  the  United  States  Steel  Corporation  affect 
your  cotton  tie  business,  Mr.  Connors? 

A.  I  do  not  know  that  it  would  affect  my  cotton  tie  busi- 
ness at  all.  No  cotton  ties  are  made  here  by  the  Tennessee 
Company. 

Q.  In  what  way  would  it  affect  your  billet  purchases? 

A.  I  do  not  know  that  it  would  affect  my  billet  purchases 
in  any  way. 

Q.  In  what  way  would  it  affect  your  manufacture  and  sale 
of  steel  hoops? 

A.  I  cannot  say  where  it  would  affect  that  either,  one  way 
or  the  other. 

Q.  Do  they  make  hoops? 

A.  They  do  not  make  hoops  here.  The  Corporation 
makes  hoops  in  the  North. 

Q.  Have  I  named  all  of  your  products? 

A.  Yes. 

Q.  You  don't  know  any  way  in  which  it  would  affect  you 
to  have  the  Tennessee  Company  separated  from  the  Corpora- 
tion, as  a  competitor  or  a  customer  ? 

A.  I  think  it  would  be  rather  in  the  nature  of  a  calamity 
to  the  district  to 

Q.  In  what  way 


Mr.  Keed  :  Let  him  finish,  Mr.  Colton. 

Mr.  Colton:  I  asked  him  personally,  and  I  said  nothing 
about  the  district. 

Mr.  Ebbd  :  He  cannot  answer  in  two  words.  He  is  telling 
you  how  it  would  affect  him. 

The  "Witness:  What  affects  the  district  would  in  a  gen- 
eral way  more  or  less  affect  me,  as  well  as  any  other  manu- 
facturing enterprise  here. 
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By  Mb.  Colton  : 

Q.  In  what  way  would  it  be  a  calamity  to  the  district? 

A.  The  large  expenditures  of  money  which  they  have  made 
have  been  of  benefit  to  this  district  and  this  section  of  the 
country.  While  it  would  not  affect  any  of  my  products,  yet 
they  cannot  spend  money  in  this  district  without  my  getting  a 
little  of  it. 

Q.  It  aids  the  prosperity  of  the  district  to  have  twenty  or 
thirty  million  dollars  spent  in  it.  I  can  understand  that.  Is 
that  correct? 

A.  That  is  it. 

Q.  And  if  the  Tennessee  Company  continues  to  get  an 
adequate  supply  of  money  from  other  sources,  it  will  con- 
tinue— everybody  will  get  some  of  that  money  that  is  spent  in 
the  district,  as  you  say? 

A.  I  think  so. 

Q.  And  in  what  way  would  the  separation  of  the  Tennes- 
see Company  affect  the  southern  manufacturers  of  steel,  if 
at  all?    And  which  ones  would  it  affect? 

A.  I  think  it  would  affect  us  all.  Their  policy  down  here, 
we  people  consider,  has  been  a  generous  one.  We  buy  from 
them  and  they  buy  from  us,  and  the  interchange  of  trade  has 
been  of  great  advantage  to  us  all. 

Q.  Let  us  take  the  southern  manufacturers  you  had  in 
mind.  What  southern  manufacturers  of  steel  did  you  have 
in  mind  when  you  answered  Mr.  Reed's  question?  Suppose 
we  first  take  manufacturers  and  sellers  of  billets,  if  any,  in  the 
South — south  of  the  Tennessee  line,  let  us  say,  other  than  the 
United  States  Steel  Corporation  or  the  Tennessee  Company. 

A.  The  Tennessee's  policy  under  the  U.  S.  Steel  Corpora- 
tion has  been  a  fixed  one.  They  have  handled  their  competi- 
tors in  a  broad  way,  and  I  believe,  as  I  have  stated 

Q.  Just  a  moment. 

Me.  Reed  :  Let  him  finish  his  answer,  Mr.  Colton. 

Me.  Colton  :  I  have  a  right  to  call  the  attention  of  the  wit- 
ness to  my  question,  and  to  the  fact  that  he  is  not  answering 
it.  I  shall  object  to  his  answer  as  volunteered  and  not  re- 
sponsive. I  ask  to  have  the  stenographer  read  the  question, 
and  I  ask  the  witness  to  pay  attention  to  it. 
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Mr.  Reed:  After  having  been  rebuked,  and  the  objection 
having  been  entered  by  counsel  for  the  Government,  and  hav- 
ing been  reminded  of  what  the  original  question  was,  I  insist 
that  the  witness  be  allowed  to  answer  the  question  in  his  own 
way,  and  I  ask  the  stenographer  to  read  the  answer  as  far  as 
Mr.  Connors  had  gone. 

(The  stenographer  repeated  the  question  and  the  unfin- 
ished answer  as  follows :) 

"Q.  Let  us  take  the  southern  manufacturers  you  had  in 
mind.  What  southern  manufacturers  of  steel  did  you  have 
in  mind  when  you  answered  Mr.  Eeed's  question?  Suppose 
we  first  take  manufacturers  and  sellers  of  billets,  if  any,  in 
the  South — south  of  the  Tennessee  line,  let  us  say,  other  than 
the  United  States  Steel  Corporation  or  the  Tennessee  Com- 
pany. 

"A.  The  Tennessee's  policy  under  the  U.  S.  Steel  Corpo- 
ration has  been  a  fixed  one.  They  have  handled  their  competi- 
tors in  a  broad  way,  and  I  believe,  as  I  have  stated " 

The  Witness  :  I  believe  that  the  money 

Me.  Colton  :  I  object  to  the  statement  made  by  the  witness 
up  to  this  point  on  the  ground  that  it  is  not  responsive  to  the 
question. 

Me.  Eeed:  If  the  examiner  please:  The  witness  has  now 
been  interrupted  four  times  by  Mr.  Colton 's  reiteration  of 
the  same  objection. 

Me.  Colton  :  I  beg  your  pardon.  I  have  not  interrupted 
him  four  times. 

Me.  Eeed:  (Continuing)  And  I  submit  to  the  Examiner 
that  the  witness  has  a  right  to  finish  his  answer  before  being 
interrupted   any  further. 

The  Examinee  :  Mr.  Connors,  finish  your  answer,  bearing 
in  mind  the  question  asked  by  counsel  for  the  Government. 

(By  request  of  the  witness  the  stenographer  repeated  the 
question  and  the  unfinished  answer  thereto  as  follows:) 

"Q.  Let  us  take  the  southern  manufacturers  you  had  in 
mind.  What  southern  manufacturers  of  steel  did  you  have 
in  mind  when  you  answered  Mr.  Eeed's  question?    Suppose 
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we  first  take  manufacturers  and  sellers  of  billets,  if  any,  in 
the  South.— south  of  the  Tennessee  line,  let  us  say,  other  than 
the  United  States  Steel  Corporation  or  the  Tennessee  Com- 
pany. 

''A.  The  Teimessee's  policy  under  the  U.  S.  Steel  Corpo- 
ration has  been  a  fixed  one.  They  have  handled  their  competi- 
tors in  a  broad  way,  and  I  believe,  as  I  have  stated " 

The  Witness:  The  billet  manufacturers,  as  well  as  all 
other  manufacturers  in  the  steel  business,  would  be  hurt  by 
the  separation  of  the  Tennessee  Company. 

Me.  Colton:  Are  you  through?    Read  the  question. 

(The  stenographer  again  repeated  the  question  referred 
to.) 

The  Witness:  Eead  the  answer.  Didn't  that  embrace 
that? 

By  Me.  Colton  : 

Q.  You  didn't  mention  any  billet  manufacturers  south  of 
the  Tennessee  line  other  than  the  United  States  Steel  Corpo- 
ration ;  I  asked  you  to  name  those,  if  you  had  any  in  mind. 

A.  Do  you  ask  me  that  question  now? 

Q.  Yes,  I  do. 

A.  The  Gulf  States  Steel  Company  and  the  Atlanta  Steel 
Company  are  makers  of  billets. 

Q.  Do  you  know  whether  the  Atlanta  Steel  Company  sells 
billets? 

A.  Sometimes  it  does. 

Q.  Do  you  know  whether  it  is  not  a  fact  that  they  have 
used  practically  all  of  their  own  billets  in  their  oa\ti  manu- 
facture ? 

A.  They  do  not  use  all  of  their  own  billets,  quite. 

Q.  Don't  you  know  that  the  Standard  Company,  the 
Southern  Company  or  the  Grulf  States  Company — is  that  all 
the  same  thing,  the  one  that  goes  into  the  hands  of  a  receiver 
from  time  to  time — that  they  use  their  own  billets  in  their 
own  finished  product? 

Mr.  Reed:  I  object  to  the  statement  that  the  Southern, 
the  Standard,  or  the  Gulf  States  goes  into  the  hands  of  a 
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receiver  from  time  to  time,  there  being  no  evidence  ia  tMs 
case  that  there  has  ever  been  more  than  one  receivership  of 
that  company. 

The  "Witness  :  I  will  ask  you  to  repeat  that. 

By  Mr.  Colton  : 

Q.  Do  you  know  to  what  extent  the  Standard  Company 
uses  its  own  billets'? 

A.  The  Standard  has  plenty  of  billets  for  sale,  I  know. 

Q.  You  do  not  know  to  what  extent  they  use  their  own 
billets? 

A.  No. 

Q.  Have  you  named  all  the  billet  manufacturers  south  of 
the  Tennessee  liae  that  you  know  of  in  the  South,  other  than 
the  Tennessee  Company? 

A.  Yes. 

Q.  Now,  in  what  way  would  the  separation  of  the  Ten- 
nessee Company  from  the  United  States  Steel  Corporation 
injure  either  cf  those  two  billet  manufacturers  tha^t  you 
have  referred  to? 

A.  The  Tennessee  Company,  with  its  large  expenditures, 
has  required  a  great  deal  of  iron  and  steel,  and  if  they  are 
allowed  to  keep  on  with  their  expenditures,  they  will  require 
a  great  deal  more;  all  manufacturers  of  steel  products,  in- 
cluding billets,  would  naturally  be  damaged  considerably  if 
those  large  operations  were  stopped.  Therefore  I  consider 
it  a  great  advantage  to  have  the  Tennessee  Company  owned 
by  the  United  States  Steel  Corporation. 

.  Q.  If  money  continues  to  come  into  the  Tennessee  Com- 
pany from  other  sources,  it  would  not  affect  it  then? 

A.  No. 

Q.  Then  you  assume  that  the  Tennessee  Company  will  not 
be  able  to  get  money  from  any  source  except  the  Steel  Cor- 
poration ?    Is  that  your  assumption  ? 

A.  It  has  not  been  able  to  get  it  in  the  past. 

Q.  Do  you  know  anything  about  to  what  extent  the  syn- 
dicate had  taken  means  to  raise  money  for  the  Tennessee 
Company  before  it  was  absorbed  by  the  United  States  Steel 
Corporation? 
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A.  I  do  not  know  what  means  they  took,  but  I  know  that 
they  did  not  succeed,  for  they  did  not  get  the  money. 

Q.  Do  you  know  how  much  money  they  had  actually  raised, 
of  your  own  knowledge? 

A.  I  do  not,  but  I  know  they  did  not  raise  enough,  because 
they  did  not  pay  their  bills  promptly. 

Q.  But  you  don't  know  how  much  money  they  raised? 

A.  I  do  not. 

Q.  Do  you  know  how  long  the  syndicate  had  charge  of  the 
Tennessee  Company  before  the  Steel  Corporation  got  it? 

A.  No,  but  the  Tennessee  Company  had  never  paid  debts 
promptly  until  the  United  States  Steel  Corporation  got  it, 
because  I  have  been  a  creditor  and  I  know  what  I  am  talking 
about. 

Q.  Did  you  have  any  bill  in  1907  that  was  unpaid  by  the 
Tennessee  Company? 

A.  I  can  not  recall;  I  have  had  so  many  of  them  that 
I  can  not  recall  any  particular  one. 

Q.  You  can  not  recall  any  in  1907? 

A.  No. 

Q.  And  you  do  not  know  when  the  syndicate  first  acquired 
charge  of  it? 

A.  About  seven  years  ago;  I  don't  remember  the  exact 
date. 

Q.  Do  you  know  as  to  the  wealth  of  John  W.  Gates,  who 
was  one  of  the  members  of  the  svndicate  that  had  charge  of 
it? 

A.  I  have  always  understood  that  he  was  a  wealthy  man. 

Q.  Did  you  know  anything  about  the  wealth  of  Mr.  Payne, 
of  the  Standard  Oil  Company,  another  one  of  the  men  in  that 
syndicate? 

A.  Nothing  except  from  hearsay. 

Q.  And  that  it  was  generally  reputed  that  he  was  a  man 
of  wealth? 

A.  Yes,  I  have  understood  that. 

Q.  Did  you  know  anythmg  about  Mr.  Hanna,  another 
member  of  the  syndicate? 

A.  No. 
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Q.  Don't  you  know  of  him  as  a  large  dealer  in  ore? 
A.  Only  by  hearsay. 

Q.  You  do  not  know  how  much  money  the  syndicate  had 
raised,  nor  the  wealth  of  the  syndicate? 
A.  No. 

Mr.  Eeed  :  Or  the  wealth  of  the  individuals ;  which  are  you 
asking  him  about? 

Mk.  Colton:  I  am  asking  him  about  both,  and  he  has 
answered. 

By  Mk.  Colton: 

Q.  Now,  would  it  affect  them  in  the  other  products  any 
more  than  it  would  in  billets,  to  separate  the  Tennessee  Com- 
pany from  the  United  States  Steel  Corporation? 

A.  I  will  repeat  what  I  have  said;  I  think  it  would  be 
harmful  to  all. 

Q.  That  is  a  mere  conclusion;  I  want  to  know  whether  it 
would  affect  them  in  the  same  way,  or  affect  them  in  a  differ- 
ent way. 

A.  Approximately  in  the  same  way. 

Q.  The  only  idea  is  that  it  would  stop  the  expenditure 
of  money  to  take  the  Tennessee  Company  from  the  United 
States  Steel  Corporation? 

A.  I  have  thought  so,  yes ;  I  think  so. 

Q.  That  is  the  only  way  in  which  you  think  it  would 
hurt  the  manufacturers  of  steel,  what  few  manufacturers 
of  steel  there  are  in  the  South? 

A.  To  stop  this  large  development  which  they  have  under- 
taken here  in  this  district  would  hurt  Birmingham,  all  the 
manufacturers,  all  the  merchants,  and,  in  my  opinion,  would 
hurt  the  South. 

Q.  If  it  were  stopped? 

A.  Yes. 

Q.  But  if  money  came  in  from  elsewhere,  the  money  com- 
ing from  elsewhere  would  be  just  as  good  for  the  country  as 
from  the  United  States  Steel  Corporation? 

A.  Yes ;  there  is  no  question  about  it. 

Q.  It  is  just  a  question  of  money? 
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A.  It  is  just  a  question  of  money,  which  we  have  not  had 
until  lately. 

Q.  Now,  in  1902  you  were  connected  with  what  company? 

A.  The  Atlanta  Steel  Hoop  Company. 

Q.  What  was  your  total  tonnage  in  all  steel  products? 

A.  In  1900? 

Q.  Yes. 

A.  The  first  purchase  we  made  was  from  the  Carnegie,  of 
steel,  in  1900,  but  we  did  not  commence  to  work  it  until  the 
next  year,  until  after  the  mill  had  been  built,  so  that  it  was 
in  1901  we  commenced  operating. 

Q.  Then  you  were  not  engaged  in  the  steel  business  until 
during  1900? 

A.  I  was  engaged  in  buying,  and  building  a  mill;  about  as 
hard  as  it  was  possible  for  a  man  to  be. 

Q.  From  whom  did  you  buy  your  steel  in  1900,  the  Car- 
negie Company? 

A.  From  the  Carnegie  Company. 

Q.  You  bought  all  your  requirements  in  that  year  from 
the  Carnegie  Company? 

A.  Just  bought  one  lot,  7,000  tons. 

Q.  In  what  form  did  you  buy  it  ? 

A.  In  the  shape  of  inch  and  a  half  square  billets. 

Q.  Do  you  recall  about  what  time  in  the  year  you  bought 
those  billets  ? 

A.  November  13,  1900. 

Q.  Do  you  recall  about  the  price  you  paid  for  the  billets 
then? 

A.  $19,  Pittsburgh. 

Q.  What  was  the  next  purchase  of  billets  that  you  made  ? 

A.  From  the  Tennessee  Coal,  Iron  &  Railroad  Company  in 
1901. 

Q.  Do  you  recall  about  the  price  you  paid  for  them? 

A.  $23  f.  o.  b.  Ensley. 

Q  What  date  was  that  in  1901? 

A.  I  made  three  purchases  in  1901 ;  March  9th,  500  tons ; 
March  27th,  10,000  tons ;  May  9th,  3,000  tons. 

Q.  To  which  did  that  price  of  $23  apply? 

A.  It  applies  to  all  three  purchases. 
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Q.  And  they  were  all  made  from  the  Tennessee  Company? 

A.  Yes. 

Q.  Those  were  the  purchases  that  you  made  in  that  year, 
1901? 

A,  Yes. 

Q.  At  that  time  the  Tennessee  Company  and  the  Carnegie 
Steel  Company  and  the  Illinois  Steel  Company  were  in  com- 
petition for  your  business  ? 

A.  Yes. 

Q.  In  1902  what  purchases  did  you  make  of  billets  ? 

A.  Let  me  see;  I  did  not  make  any  billet  purchases  in 
1902. 

Q.  You  bought  enough  billets  in  1901  to  last  you  through 
1902? 

A.  To  last  us  through  1902. 

Q.  Take  the  year  1903 ;  what  purchases  did  you  make  that 
year? 

A.  I  bought  3,000  tons  from  Germany. 

Q.  At  what  price  ? 

A.  $28.75  delivered  Atlanta.  Later  during  the  year  I 
bought  2,000  tons  from  the  Carnegie  Company. 

Q.  At  what  price  ? 

A.  $27.75  delivered. 

Q.  What  was  it  f.  o.  b.  Pittsburgh? 

A.  I  don't  remember  what  it  was  f.  o.  b.  Pittsburgh,  be- 
cause the  contract  made  that  price  delivered;  the  freight,  I 
presume,  was  $4.50  a  ton. 

Q.  Any  other  purchases  in  1903? 

A.  None. 

Q.  Now,  taking  1904;  from  what  companies  did  you  pur- 
chase ? 

A.  I  bought  12,500  tons  from  Jones  &  Laughlin  Steel  Com- 
pany, Pittsburgh. 

Q.  At  what  time  in  the  year  did  you  get  that? 

A.  That  was  divided  into  three  purchases;  the  first  was 
March  16th,  6,000  tons;  October  22d,  5,000  tons;  and  Novem- 
ber 11th,  1,500  tons. 

Q.  Do  you  recall  your  purchases  also  for  1905  ? 

A.  Yes ;  from  the  Jones  &  Laughlin  Steel  Company. 
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Q.  What  were  the  different  tonnages? 

A.  7,000  tons. 

Q.  Give  the  dates  of  the  purchases,  if  you  know  them. 

A.  AprU  16, 1905. 

Q.  Just  one  purchase? 

A.  That  one  purchase,  7,000  tons. 

Q.  "What  was  the  price  you  paid  for  that  7,000  tons  ? 

A.  $27.64  delivered  in  Atlanta. 

Q.  I  suppose  you  have  refreshed  your  memory  as  to  these 
figures  ? 

A.  Yes. 

Q.  Did  you  refresh  it  from  the  contracts  that  you  made 
yourself? 

A.  Yes. 

Q.  What  was  the  next  purchase  you  made  of  billets  ? 

A.  1908  was  the  next  purchase,  after  I  came  over  here. 

Q.  You  did  not  make  any  purchase  from  the  16th  of 
AprU,  1905? 

A.  No.    You  see,  Atlanta  made  its  steel  after  that  time. 

Q.  Now,  during  the  existence  of  the  billet  pool,  what  was 
the  minimum  price  in  the  billet  pool  ? 

A.  I  don't  remember  that. 

Q.  You  do  not  know  to  what  extent  the  members  of  the 
billet  pool  violated  their  agreement  among  themselves? 

A.  I  know  they  said  there  was  a  pool,  and  I  knew  the 
figure  at  that  time.  I  bought  less,  and  some  of  my  friends  did 
the  same. 

Q.  Some  of  them  got  under  the  pool  price,  and  you  got 
under  the  pool  price? 

A.  I  presume  so. 

Q.  Do  you  know  that  you  got  under  the  pool  price? 

A.  I  know  I  got  under  the  price  they  told  me  was  the  price 
the  pool  was  asking,  but  whether  or  not  there  was  a  pool  is 
something  that  I  don't  know  anything  about. 

Q.  It  was  generally  understood  at  that  time,  was  it  not  ? 

A.  Well,  it  was  current  talk;  there  was  a  kind  of  rumor; 
I  never  knew  whether  it  was  true  or  not. 

Q.  The  violation  on  the  part  of  these  different  makers  of 
a  pooling  agreement  is  nothing  very  unusual  at  times? 
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A.  I  don't  know  whether  it  is  or  not. 

Q.  And  you  can  not  recall  for  any  of  these  years  the 
different  pool  prices  during  which  the  pool  existed? 

A.  I  don't  know  that  the  pool  existed.  The  fact  that  I 
got  the  billets  at  a  less  price  than  what  the  pool  was  showed 
me  there  was  no  pool. 

Q.  Any  one  violating  the  agreement  would  give  you  a 
price  less  than  the  pool  price,  would  they  not? 

A.  If  there  was  a  pool  price,  and  I  got  a  less  price,  it 
certainly  would  be  a  violation  on  the  part  of  the  seller. 

Q.  And  you  can  not  tell  whether  it  was  a  violation  of  the 
pooling  agreement  or  not,  could  you,  when  there  was  a  price  ? 

A.  I  do  not  know  whether  there  was  any  pool  or  not,  ex- 
cept from  hearsay. 

Q.  What  I  am  getting  at  is  this :  assuming  you  get  a  price 
of  $22,  unless  you  know  what  the  minimum  price  is,  you  do 
not  know  whether  that  price  conforms  to  the  minimum  price 
agreed  upon  between  the  different  manufacturers,  do  you? 

A.  No. 

Q.  Do  you  know  from  any  source — and  the  only  source 
you  claim  to  know  anything  about  the  pool  price  from — was 
hearsay? 

A.  Yes. 

Q.  Now,  if  you  did  know  about  that  price  of  $22  as  the 
minimum  price  from  hearsay,  if  you  got  $19  you  do  not  know 
whether  that  is  a  violation  of  the  pool  agreement  or  not,  do 
you? 

A.  If  there  is  a  pool  agreement,  it  certainly  would  be  a 
violation. 

Q.  And  you  can  not  state,  from  the  fact  that  you  got  $19, 
when  the  price  was,  or  was  supposed  to  be,  $22  for  the  pool, 
whether  it  was  due  to  the  fact  that  there  was  no  pool,  or 
whether  it  was  due  to  the  fact  that  somebody  violated  the 
pooling  agreement? 

A.  That  is  very  true. 

Q.  You  stated  that  the  pooling  agreement  was  reputed  to 
exist  during  the  year  1903,  especially,  as  I  understood  you? 

A.  1903  or  1904;  I  really  don't  remember. 

Q.  You  bought  from  Germany  in  1903? 
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A.  Yes. 

Q.  I  presume  you  bought  from  Germany  at  a  less  price 
than  you  could  have  bought  for  in  this  country? 

A.  Yes. 

Q.  And  you  bought  at  the  highest  price  that  you  paid  at 
any  time  for  the  entire  period? 

A.  Yes,  sir. 

Q.  And  that  was  one  of  the  two  years  in  which  the  pool 
was  especially  reputed  to  exist  in  the  trade? 

A.  As  well  as  I  remember. 

Q.  The  total  purchases  of  the  Atlanta  Company  only 
amounted  to  about  45,000  tons  for  all  these  years? 

A.  Yes. 

Q.  In  billets? 

A.  Yes. 

Q.  Now,  what  was  its  output  in  finished  products? 

A.  About  the  same. 

Q.  It  would  be  a  little  less,  would  it  not? 

A.  A  little  less.  Of  course  the  loss — there  is  a  certain 
conversion  loss — furnace  and  scrap. 

Q.  You  do  not  have  any  first-hand  information  as  to  the 
Atlanta  Company  since  you  left  it,  as  to  its  production? 

A.  Since  1908 ;  since  the  first  part  of  1908. 

Q.  In  1906  the  Atlanta  Company  made  how  many  billets? 

A.  30,000  tons. 

Q.  And  in  1907  how  many? 

A.  Both  of  them,  approximately  36,000  tons. 

Q.  And  in  finished  products  in  each  of  those  years  it  made 
somewhat  less? 

A.  Somewhat  less,  yes. 

■Q.  Where  did  it  procure  its  pig  iron  for  those  billets  ? 

A.  From  the  Birmingham  district. 

Q.  Prom  what  companies  in  the  Birmingham  district? 

A.  I  think  most  of  it  came  from  the  Tennessee. 

Q.  Could  you  give  me  about  the  percentage  that  came 
from  the  Tennessee? 

A.  I  could  not,  offhand. 

Q.  The  largest  portion,  however? 

A.  The  largest  part  of  it,  yes. 
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Q.  Did  you  purchase  in  billets  on  the  outside,  in  1906  and 
1907? 

A.  No. 

Q.  During  the  period  that  you  were  purchasing  billets, 
among  the  competitors  for  your  business  were  the  Illinois 
Steel  Company,  the  Carnegie  Steel  Company  and  the  Tennes- 
see Coal,  Iron  &  Railroad  Company;  is  that  correct? 

A.  Yes.  The  Youngstown  Sheet  &  Tube  Company  was 
another. 

Q.  You  can  name  thei  others  if  you  like,  but  I  was  just 
asking  whether  that  is  correct. 

A.  That  is  correct;  but  there  were  some  others. 

Q.  Jones  &  Laughlin? 

A.  Yes. 

Q.  What  was  your  tonnage  in  cotton  ties  the  first  year  you 
began  to  make  cotton  ties  in  this  district? 

A.  In  bundles,  you  want  it,  or  in  tons? 

Q.  I  would  prefer  to  have  it  in  tons. 

A.  The  first  year  I  would  say  approximately  2,000  tons. 

Q.  That  would  be  1908? 

A.  Yes. 

Q.  How  many  bundles  would  that  be? 

A.  About  100,000. 

Q.  You  did  not  mean  to  say  at  any  time  that  you  manu- 
factured one-third  of  the  cotton  ties  that  were  manufactured 
in  the  country,  did  you? 

A.  I  certainly  did  not  that  year;  and  I  did  not  manufac- 
ture one-third  of  the  cotton  ties  in  any  year.  I  rank  third  in 
the  production  of  cotton  ties. 

Q.  That  is  what  I  understood  you  to  say. 

A.  That  is,  I  rank  third  this  year. 

Q.  In  1909  what  tonnage  did  you  manufacture  in  cotton 
ties? 

A.  I  don't  remember  offhand. 

Q.  Would  it  be  about  two-fifths,  or  something  like  that? 

A.  No.  In  1909  it  was  probably  less  than  in  1908. 
Everything  was  sliced,  and  we  shut  the  mill  down  a  good  por- 
tion of  the  time. 
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Q.  And  there  was  a  good  deal  of  cutting  of  prices  in  1909, 
was  there  not? 

A.  Yes ;  quite  a  bit. 

Q.  The  prices  were  severely  cut  in  cotton  ties  as  well  as 
in  other  steel  products  in  1909?    Is  that  correct? 

A.  Yes,  sir. 

Q.  Do  you  have  any  idea  what  tonnage  the  Carnegie  Com- 
pany sold  in  1909  in  cotton  ties? 

A.  I  don't  remember. 

Q.  But  whatever  the  cause  was,  you  diminished  your  busi- 
ness in  cotton  ties  very  much  in  1909? 

A.  Yes. 

Q.  Did  it  affect  your  hoop  business  too? 

A.  It  affected  that  somewhat. 

Q.  The  cutting  of  prices  affected  you  in  both,  and  caused 
you  more  or  less  to  withdraw  from  the  business  entirely? 

A.  For  the  time  being,  yes. 

Q'.  In  1910  prices  were  a  good  deal  better,  were  they  not? 

A.  A  little  better;  yes,  sir. 

Q.  I  neglected  to  ask  you  about  what  your  total  tonnage 
was  in  1908,  if  you  can  give  that — ^that  is,  in  hoops,  cotton 
ties  and  everything  that  you  manufactured. 

A.  Somewhere  about  3,000  tons. 

Q.  And  in  1909  you  cannot  estimate  it? 

A.  No;  it  is  less  than  that  I  know.  I  don't  remember  off- 
hand. 

Q.  In  1910  what  was  it? 

A.  About  3,500  tons  total. 

Q.  In  1911  what  was  your  total? 

A.  About  5,000  tons. 

Q.  How  much  of  that  was  cotton  ties? 

A.  The  greater  portion;  I  don't  remember  just  what  pro- 
portion. 

Q.  Over  half? 

A.  Yes. 

Q.  In  1912  what  tonnage  did  you  get  out? 

A.  About  the  same;  5,000  tons. 
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Q.  Would  the  same  thing  hold  true,  about  more  than  half 
being  cotton  ties? 

A.  Yes,  sir, 

Qi.  In  1913? 

A.  About  the  same. 

Q.  Do  you  buy  bars  or  billets? 

A.  Billets. 

Q.  From  what  company  have  you  bought  your  billets? 

A.  From  Jones  &  Laughlin  Steel  Company.  I  answered 
that  some  time  ago. 

Q.  All  of  your  billets  since  you  have  been 

A.  No ;  the  Jones  &  Laughlin  Steel  Company  at  first  and 
then  the  Southern  Iron  &  Steel  Company. 

Q.  Those  two  companies  are  the  only  ones  you  bought 
from? 

A.  They  are  the  only  ones  I  bought  from.  I  got  prices 
from  all  of  them,  but  I  bought  from  those  two,  because  the 
prices  were  a  little  more  advantageous  to  me. 

Q.  What  company  did  you  buy  from  in  1908? 

A.  Jones  &  Laughlia. 

Q.  In  1909? 

A.  The  same — Jones  &  Laughlin. 

Q.  And  in  1910? 

A.  Jones  &  Laughlin. 

Q.  And  in  1911? 

A.  The  Southern  Iron  &  Steel  Company. 

Q.  And  in  1912? 

A.  The  Southern  Iron  &  Steel  Company. 

Q.  And  in  1913? 

A.  The  same. 

Q.  As  I  understand  it,  for  the  first  three  years  you  bought 
exclusively  from  Jones  &  Laughlin,  and  for  the  last  three 
years  of  the  Soutbem  Iron  &  Steel  Company  or  some  one 
of  those  different  companies,  from  time  to  time,  of  the  same 
general .  management  ? 

Me.  Eeed  :  That  is  not  what  he  said. 

Me.  Colton  :  I  asked  him.    I  think  that  is  correct :  that  it 
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is  either  the  Standard  Steel  or  the  Southern  Steel  or  the 
Gulf  States  Steel? 

The  Witness  :  Yes ;  the  Southern  Iron  &  Steel,  we  will  call 
it — ^now  the  Grulf  States. 

By  Mr.  Colton  : 

Q.  Those  two  products  are  the  only  ones  you  manufacture 
and  sell — cotton  ties  and  hoops? 

A.  Those  are  my  principal  products. 

Q.  What  other  products  do  you  manufacture  and  sell? 

A.  I  have  made  a  few  light  rails,  just  a  little  bit  over 
here,  as  well  as  a  few  bars,  but  not  enough  to  amount  to  any- 
thing. 

Q.  I  would  like  to  have  you  give  me  for  the  Atlanta  Com- 
pany its  tonnage  in  its  different  finished  products,  if  you 
can  do  that  approximately,  beginning  with  1901.  What  were 
its  principal  finished  products? 

A.  That  has  been  so  long  ago  that  it  would  be  almost 
guesswork  for  me  to  say  much  about  their  tonnage  in  finished 
products. 

Q.  They  did  not  amount  to  much  of  anything  in  merchant 
bars,  I  understood  you  to  say? 

A.  Not  much. 

Q.  Was  their  principal  tonnage  in  wire  nails? 

A.  No. 

Q.  What  was  their  principal  tonnage  in? 

A.  In  which  year  are  you  speaking  of? 

Q.  Say  in  the  year  1901. 

A.  They  did  not  make  wire  nails  in  1901. 

Q'.  When  did  they  first  make  wire  nails? 

A.  I  think  it  was  about  1906  that  they  commenced  making 
wire  nails. 

Q.  What  was  their  principal  product  during  the  period 
from  1901  to  1906? 

A.  Cotton  ties  and  steel  hoops. 

Q.  And  their  principal  tonnage  then  was  in  steel  hoops, 
was  it  not? 

A.  No;  some  years  they  would  make  more  hoops   than 
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ties,  and  other  years  they  would  make  more  ties  them  hoops ; 
it  would  vary. 

Me.  Colton:  That  is  all. 
Mr.  Ebed:  That  is  all. 

(Whereupon  an  adjournment  was  taken  until  to-morrow, 
Tuesday,  January  13,  1914,  at  2  o'clock  p.  m.,  in  room  1041, 
Maison  Blanche,  New  Orleans,  La.) 


JAMES  W.  POBCH.  10619 

ONE  HUNDEED  AND  FOETIETH  DAT. 

Maison  Blanche, 
New  Orleans,  Louisiana. 

Tuesday,  January  13,  1914. 

Before  Special  Examiner  John  Arthur  Brown. 

Present  on  behalf  of  the  United  States,  Mr.  Colton. 
Present  on  behalf  of  the  Defendants,  Mr.  Eeed. 


JAMES  W.  POECH 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIEECT  EXAMINATION 

By  Me.  Eeed  : 

Q.  Where  do  you  live,  Mr.  Porch? 

A.  New  Orleans. 

Q.  How  long  have  you  lived  here  ? 

A.  About  16  years. 

Q.  What  is  your  present  occupation? 

A.  Manager  of  the  New  Orleans  branch  of  the  Lukens  Iron 
&  Steel  Company,  of  Coatesville,  Pennsylvania, 

Q.  How  long  has  the  Lukens  Company  had  a  warehouse 
in  New  Orleans  ? 

A.  Between  17  and  18  years. 

Q.  Have  you  been  manager  of  it  during  all  of  its  existence 
here? 

A.  No ;  sixteen  years. 

Q.  All  but  the  first  year  or  two  ? 

A.  Yes,  sir. 

Q.  What  stocks  does  the  Lukens  Iron  &  Steel  Company 
carry  in  that  warehouse  ? 

A.  Do  you  mean  what  kinds  ? 

Q.  Yes;  what  varieties  of  steel? 

A.  We  carry  structural  steel,  iron  and  steel  bars,  boiler 
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tubes,  rivets,  plates,  flange,  marine  and  tank  steel.    Those 
three  are  included  ia  plates.    Also  thin  sheets  and  tool  steel. 

Q.  You  carry  no  rails  ? 

A.  No,  sir. 

Q.  And  no  pipes? 

A.  No,  sir. 

Q.  No  galvanized  sheets  or  wire? 

A.  Nothing  galvanized. 

Q.  From  what  makers  do  you  secure  your  plates  for  this 
warehouse? 

A.  As  a  rule,  from  our  own  mill. 
■  Q.  Do  you  ever  buy  from  other  people? 

A.  Yes,  sir. 

Q.  Under  what  circumstances  would  you  buy  from  other 
makers  than  the  Lukens  Iron  &  Steel  Company? 

A.  When  the  price  is  better  and  the  delivery  is  quicker. 

Q.  Do  you  mean  to  say  that  you  buy  from  your  competi- 
tors when  their  price  is  better  than  that  of  the  Lukens  Steel 
Company? 

A.  I  have  frequently  done  it ;  yes,  sir. 

Q.  Then  the  Lukens  Company  must  treat  you  in  a  some- 
what independent  way? 

A.  It  is  all  their  business,  but  it  is  regarded  as  an  inde- 
pendent effort. 

Q.  So  that  you  buy,  in  a  sense,  in  competition? 

A.  I  buy  in  the  cheapest  market ;  yes,  sir. 

Q.  And  in  that  sense  your  warehouse  stands  on  its  own 
bottom,  so  to  speak? 

A.  Yes.  Whenever  conditions  are  equal,  I  buy  plates 
from  our  own  mill,  of  course.  When  they  are  not  equal,  and 
conditions  are  otherwise,  I  get  them  elsewhere. 

Q.  About  how  many  tons  of  steel  do  you  buy  and  sell  in 
the  course  of  a  year? 

A.  From  5,000  to  7,000  tons. 

Q.  Then  is  all  of  that  handled  directly  through  your  ware- 
house? 

A.  Not  all  of  it.  Maybe  2,000  tons  of  it  is  handled  other- 
wise, direct  to  customers. 

Q,  And  the  balance  is  handled  through  the  warehouse  ? 
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A.  Yes. 

Q.  Have  you  any  competition  in  the  sale  of  plates  ? 

A.  Yes,  sir. 

Q.  Is  that  competition  keen  or  otherwise? 

A.  It  is  owing  to  how  hungry  they  are  for  business.  Some- 
times it  is  keener  than  at  other  times.  It  is  generally  keen 
enough. 

Q.  When  business  is  fairly  dull,  as  at  present,  do  you  find 
any  keen  competition? 

A.  Very. 

Q.  Have  .you  observed  any  indication  of  a  combination 
among  the  makers  to  fix  the  prices  on  plates  since  1904? 

A.  It  is  not  my  experience ;  no,  sir. 

Q.  In  structural  shapes :  does  the  Lukens  Company  make 
any  structural  shapes? 

A.  No ;  nothing  but  plates. 

Q.  From  what  companies  do  you  buy  your  structural 
shapes? 

A.  I  buy  from  various  companies.  I  buy  from  the  Eastern 
Steel  Company,  the  Phoenix,  from  Jones  &  Laughlin,  and 
from  Carnegie. 

Q.  Do  you  buy  on  a  competitive  basis  ? 

A.  Yes,  sir. 

Q.  Do  you  ask  quotations  from  the  different  makers  be- 
fore you  buy? 

A.  In  all  cases  where  I  have  not  a  contract,  yes,  sir. 

Q.  Before  you  place  a  contract  do  you  ask  quotations? 

A.  Then  I  am  keen  about  prices,  so  that  I  get  a  contract 
on  a  proper  basis,  yes,  sir. 

Q.  When  you  are  not  buying  on  a  standing  contract,  Mr. 
Porch,  but  are  asking  for  quotations  and  buying  in  lots  from 
time  to  time,  how  do  you  find  quotations  of  these  different 
makers — are  they  alike  or  do  they  vary? 

A.  They  frequently  vary. 

Q.  Is  any  one  company  always  low  or  always  high? 

A.  No,  sir. 

Q.  How  long  has  that  been  so,  that  you  have  found  that 
variation  of  prices  on  structural  material  ? 
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A.  Ever  since  we  quit  as  a  direct  representative  of  Jones 
&  Laughlin. 

Q.  "When  was  that! 

A.  Five  years  ago. 

Q.  About  what  percentage  of  your  structural  shapes  do 
you  buy  from  the  United  States  Steel  Corporation  or  its 
subsidiaries  ? 

A.  Well,  not  to  exceed  20  per  cent. 

Q.  I  neglected  to  ask  you  the  names  of  your  principal  com- 
petitors in  plates  in  this  district. 

A.  You  mean  mills  ? 

Q.  Yes. 

A.  The  Portsmouth  Steel  Company,  the  Tennessee  Coal, 
Iron  &  Railroad  Company,  and  in  sheets,  the  Portsmouth  and 
the  La  Belle. 

Q.  The  Carnegie  is  a  competitor  of  yours  in  plates  too? 

A.  The  Tennessee  Coal,  Iron  &  Railroad  Company. 

Q.  Do  you  buy  galvanized  sheets  at  all? 

A.  No,  we  don't  handle  those. 

Q.  How  about  the  plain  sheets,  down  to  18  gauge? 

A.  Nothing  thinner  than  18. 

Q.  Do  you  buy  those  on  a  competitive  basis  ? 

A.  Always. 

Q.  Is  there  keen  competition  for  your  sheet  business? 

A.  Very. 

Q.  Tell  us  the  names  of  some  of  the  manufacturers  who 
solicit  your  business  and  who  submit  quotations. 

A.  The  Tennessee  Coal,  Iron  &  Railroad  Company,  the 
La  Belle  and  the  Portsmouth,  and  Alan  Wood. 

Q.  Do  any  of  the  Ohio  or  western  Pennsylvania  mills  quote 
to  you? 

A.  No ;  we  never  buy  from  anybody  but  the  names  I  have 
given  you. 

Q.  Do  you  find  varying  quotations  there  ? 

A.  Yes. 

Q.  How  long  has  that  been  so? 

A.  Always. 

Q.  On  your  boiler  tubes  what  sources  of  supply  have  you? 

A.  The  Monongahela  Tube  Company. 
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Q.  Do  you  buy  principally  from  them? 

A.  Yes. 

Q.  Are  your  boiler  tubes  sold  in  competition  with  those  of 
the  National  Tube  Company? 

A.  Yes. 

Q.  Is  that  competition  keen  or  otherwise? 

A.  Always  keen. 

Q.  How  long  has  it  continued  to  be  keen? 

A.  During  the  extent  of  my  experience. 

Q.  You  buy  both  iron  and  steel  bars1 

A.  Both  iron  and  steel ;  yes. 

Q.  What  kind  of  boiler  tubes  do  you  buy? 

A.  Steel. 

Q.  Don't  you  deal  in  any  iron  tubes? 

A.  Except  miU  direct  shipment. 

Q.  When  you  speak  of  competition  in  boiler  tubes  you 
mean  competition  in  steel  boiler  tubes  of  the  kind  that  the 
National  Tube  Company  makes? 

A.  Yes.  They  are  not  the  same;  we  do  not  handle  them 
in  stock. 

Q.  How  are  the  conditions  in  steel  bars ;  is  there  competi- 
tion there? 

A.  Yes. 

Q.  What  are  some  of  the  companies  that  solicit  your  busi- 
ness and  submit  quotations  to  you  ? 

A.  We  buy  steel  bars  from  Lebanon  Valley;  Tennessee 
Coal,  Iron  &  Railroad  Company,  and  the  Knoxville  Iron  Com- 
pany ;  we  buy  from  all  those  three,  depending  on  which  gives 
the  most  satisfactory  terms  of  shipment  and  price. 

Q.  Do  you  import  any  bars? 

A.  Well,  we  are  doing  it;  we  have  orders  pending;  they 
have  not  arrived. 

Q,  You  have  orders  pending  abroad  now? 

A.  They  are  at  sea ;  yes. 

Q.  From  what  country  are  they  coming? 

A.  Germany. 

Q.  Why  do  you  buy  there  instead  of  this  country? 

A.  We  are  forced  to,  on  account  of  price. 


10624  JAMES  W.  POECH. 

Q.  That  is,  you  found  you  could  buy  cheaper  there  than 
here? 

A.  Yes. 

Q.  How  long  since  those  orders  were  placed? 

A.  About  six  weeks. 

Q.  Six  weeks  ago  the  market  in  steel  bars  in  this  country 
was  not  exactly  flourishing,  was  it? 

A.  Very  dull;  and  the  mills  were  running  on  very  few 
orders. 

Q.  And  the  prices  were  pretty  low? 

A.  Yes ;  and  have  come  down  considerably  lately. 

Q.  You  beat  those  prices  in  Germany? 

A.  We  beat  those  prices  very  materially,  yes. 

Q.  Taking  each  of  these  products,  is  there  keen  and  active 
competition? 

Mk.  Colton  :  Just  a  moment.  I  object  to  the  witness  mak- 
ing any  statement  except  in  so  far  as  it  relates  to  his  own 
business ;  I  do  not  know  that  he  intends  to. 

Mb.  Reed  :  Just  answer  the  question. 

The  Witness:  My  experience  is  keen  competition  in  aU 
the  lines,  including  that  which  we  make  at  our  own  mill. 

By  Me.  Reed  : 

Q.  How  have  you  found  the  competition  of  the  United 
States  Steel  Corporation?    Has  it  been  fair  or  otherwise? 

A.  I  have  always  found  it  exceedingly  fair,  from  my  ex- 
perience. 

Q.  Have  you  found  them  at  any  time  resorting  to  under- 
hand methods  or  unfair  means  ? 

A.    I  never  have ;  no,  sir. 

Me.  Reed  :  You  may  cross  examine,  Mr.  Colton. 

CROSS  EXAMINATION 

By  Mb.  Colton  : 

Q.  You  have  been  in  a  certain  line  of  the  steel  business 
for  how  many  years  ? 

A.  Sixteen. 

Q.  In  what  capacity  did  you  come  to  New  Orleans? 
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A.  Manager. 

Q.  Manager  of  what? 

A.  The  New  Orleans  branch  of  the  Lukens  Iron  &  Steel 
Company. 

Q.  What  year  was  that? 

A.  1898. 

Q.  What  products  did  you  handle  in  1898? 

A.  Everything  that  I  have  enumerated  except  structural. 

Q.  What  were  they? 

A.  Plates,  thin  sheets,  rivets,  boiler  tubes,  bar  iron  and 
bar  steel,  and  tool  steel. 

Q.  Was  the  Carnegie  Company  selling  plates  in  this  mar- 
ket at  that,  time  ? 

A.  No,  not  extensively ;  not  at  all,  to  my  knowledge,  be- 
cause we  were  not  buying  from  them.  I  was  not  asking  prices 
on  plates  at  that  time  of  any  other  mill  than  our  own.  We 
started  with  our  own  stock  there. 

Q.  You  were  simply  an  agent  for  that  company? 

A.  Well,  I  am  a  little  more  than  an  agent,  if  you  want  an 
explan.ation. 

Q.  You  see,  I  want  what  you  were  at  that  time. 

A.  I  was  more  than  an  agent  at  that  time,  since  I  have 
always  done  the  buying. 

Q.  What  tonnage  of  plates  did  you  sell  in  this  market  at 
that  time? 

A.  I  do  not  know  exactly,  but  more  or  less  3,000  to  4,000 
tons ;  that  is  an  approximation. 

Q.  That  was  in  New  Orleans? 

A.  In  this  vicinity,  yes. 

Q.  Of  thin  sheets,  what  were  you  selling  in  1898? 

A.  Oh,  I  don't  know.    A  thousand  tons,  maybe. 

Qi  And  rivets? 

A.  We  were  handling  rivets  at  that  time.  It  is  altogether 
guesswork  how  much  we  were  handling  that  long  ago;  I 
could  look  up  the  record  and  give  it  to  you  exact;  I  have  not  it 
in  mind. 

Q.  Could  you  give  it  approximately? 

A.  Fifty  tons,  maybe. 
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Q.  Boiler  tubes? 

A.  I  have  no  idea. 

Q.  Was  it  over  50  tons? 

A.  Approximately.  I  have  no  idea  of  that  time  in  point 
of  separate  articles.  I  haven't  it  in  mind;  have  had  no  occa- 
sion to  keep  it  in  mind. 

Q.  Do  you  know  from  whom  you  got  your  boiler  tubes? 

A.  Yes.    We  bought  them  from  the  National  at  that  time. 

Q.  You  bought  them  from  the  National  Tube  Works,  did 
you  not? 

A.  Yes. 

Q.  Not  the  National  Tube  Company,  in  the  early  part  of 
1898? 

A.  No. 

Q.  Was  the  Tennessee  Company  selling  plates  here  then? 

A.  No,  sir;  not  at  that  time. 

Q.  Was  the  Illinois  Company  selling  plates  in  New  Or- 
leans at  that  time? 

A.  I  don't  think  they  were.  I  think  the  only  aggressive 
competitor  we  had  at  that  time  was  Portsmouth. 

Q.  Do  you  recall  who  your  competitors  were  at  that  time 
in  plates? 

A.  Well,  the  plant  at  Bessemer  was  shipping  in  something 
at  that  time,  narrow  sheets. 

Q.  You  mean  by  the  plant  at  Bessemer  the  Tennessee 
Company's  plant? 

A.  No ;  the  old  Birmingham  Boiling  Mill  Company  at  that 
time. 

Q.  Was  that  taken  over  by  the  Tennessee? 

A.  No,  sir;  it  was  not  then.  It  was  owned  by  Louisville 
people ;  I  believe  Mr.  Caldwell  was  president  of  it. 

Q.  You  were  then  buying  your  boiler  tubes  from  the  Na- 
tional Tube  Company.  How  long  did  you  continue  to  buy 
your  boiler  tubes  from  the  National  Tube  Company? 

A.  I  think  we  bought  boiler  tubes  from  the  National  Tube 
Company  up  to  about  five  or  six  years  ago. 

Q.  That  would  be  up  to  about  what  date? 
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A.  "Well,  say  1907  and  1908,  somewliere  along  there — ^no, 
sir;  1909;  about  five  or  six  years  ago. 

Q.  About  1909? 

A.  Yes. 

Q.  In  1909  what  company  did  you  buy  your  boiler  tubes 
from? 

A.  We  have  only  bought  from  two  people.  Then  we  began 
to  buy  from  the  Monongahela. 

Q.  Did  you  buy  steel  boiler  tubes? 

A.  Steel  altogether.    That  has  been  our  stock,  always. 

Q.  Did  you  quit  the  National  Tube  Company  entirely  in 
1909? 

A.  Approximately ;  somewhere  between  1907  and  1909. 

Q.  You  have  only  purchased  from  those  two  companies, 
as  I  imderstand? 

A.  That  is  all. 

Q.  Take  plates.  You  were  purchasing  in  1898  from  the 
Lukens  Iron  Company.  You  were  their  agents,  practically? 

A.  Yes.  They  put  in  a  stock  prior  to  my  coming.  It  was 
there  then. 

Q.  Do  the  profits  of  this  business  go  to  the  Lukens  Iron 
Company? 

A.  Yes;  they  own  the  business. 

Q.  And  they  have  a  warehouse  down  here  to  handle  their 
own  products,  and  to  handle,  in  addition  to  that,  products 
on  the  side? 

A.  That  is  right. 

Q.  What  was  the  first  year  you  purchased  any  plates  on 
the  outside? 

Me.  Ebed:  You  mean  outside  of  the  Lukens  Company? 

Me.  Colton:  Outside  of  the  Lukens  Company. 

The  Witness:  I  don't  remember,  but  it  has  not  been  more 
than  five  or  six  years  ago  when  I  began  to  place  orders  for 
plates  outside,  when  conditions  required  it. 

By  Mr.  Colton  : 

Q.  And  the  profits  go  to  the  Lukens  Iron  Company,  if  any? 
A.  Always,  yes. 
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Q.  Four  or  five  years  ago?    What  year  was  that? 

A.  1908  or  1909,  maybe,  I  began  to  buy  elsewhere  some. 
I  may  have  started  earlier  or  later.    It  is  approidmate. 

Q.  About  1910,  then,  what  percentage  of  your  plates  were 
you  getting  from  outside  sources? 

A.  A  very  small  percentage. 

Q.  It  has  always  been  small,  rather  insignificant? 

A.  It  has  been  larger  in  some  qualities  than  others.  To 
make  that  clear,  I  never  bought  anything  but  flange  and 
marine  and  fire  box  steel  from  our  own  mill.  The  steel  I 
bought  on  the  outside  was  always  tank  steel.  I  always  bought 
the  high  grades  of  steel  from  our  own  mill. 

Q.  You  bought  tank  steel  on  the  outside? 

A.  That  is  all. 

Q.  You  cannot  give  me  any  idea  of  the  tonnage  of  what 
you  bought  in  1910  of  tank  steel? 

A.  No,  sir. 

Q.  Nor  for  any  year? 

A.  No,  sir. 

Q.  Other  than  to  say  that  it  is  comparatively  small,  as 
compared  with  the  other  purchases  in  plates? 

A.  Comparatively  small. 

Q.  Of  that  you  purchased  from  the  outside  iu  1910,  from 
what  company  did  you  get  it? 

A.  I  got  it  from  Portsmouth. 

Q.  Is  that  the  only  other  company  you  have  gotten  it  from? 

A.  Yes ;  I  have  been  buyiag  from  Portsmouth  ever  since — 
well,  during  the  time  Levi  York  had  it,  the  old  plant;  ever 
since  then,  at  times ;  also,  at  times,  from  the  Tennessee. 

Q.  What  tonnage  did  you  get  from  the  Tennessee  in  1913  ? 

A.  Not  the  Tennessee,  no ;  the  old  mill,  the  other  mill.  It 
was  not  the  Tennessee.  It  was  the  Birmingham  Boiling  Mill 
Company;  and  after  that,  when  Mr.  Mohns  was  the  sales  agent 
at  Bessemer.    I  don't  think  the  Tennessee  owned  it  then. 

Q.  When  did  you  quit  buying  from  that  company  you 
referred  to  a  minute  ago  as  the  Tennessee? 

A.  I  kept  buying  from  them  until  they  faUed. 

Q.  When  was  that? 
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A.  I  expect  that  was  about  1906  or  1907,  or  somewhere 
along  there;  it  may  have  been  earlier. 

Q.  1906  or  1907? 

A.  Something  like  that.  It  may  have  been  earlier.  That 
was  the  old  Birmingham  EoUing  Mill. 

Q.  You  don't  know  whether  that  was  acquired  by  the  Ten- 
nessee Company  or  not,  nor  when  it  was  acquired,  if  at  all? 

A.  That  mill  has  been  dismantled.  I  don't  know  who 
acquired  it  or  what  became  of  it,  really. 

Q.  Did  you  take  the  quotations  on  plates  in  1901? 

A.  Outside? 

Q.  Yes. 

A.  I  probably  got  quotations.  I  always  did  that.  Whether 
I  bought  any  in  1901,  I  don't  know. 

Q.  From  whom  did  you  get  quotations  in  1900  ? 

A.  I  got  them  from  Portsmouth. 

Q.  That  is  the  only  company  outside  of  the  Lukens  Iron 
&  Steel  Company  that  you  recall  having  gotten  quotations 
from  in  1900? 

A.  I  may  have  gotten  quotations  from  Youngstown. 

Q.  I  am  just  asking  whether  you  recall  anybody  else  or 
not? 

A.  Not  now. 

Q.  You  don't  know  whether  Youngstown  was  making  any 
pipe  at  that  time,  do  you? 

A.  No. 

Q.  By  "Youngstown"  you  mean  the  Youngstown  Sheet  & 
Tube  Company? 

A.  Yes. 

Q.  Why  did  you  not  get  quotations  from  Carnegie  and 
Illinois,  the  largest  manufacturers  of  plates  in  the  United 
States  at  that  time? 

A.  On  account  of  the  difference  in  freight  rates.  I  had 
general  information  of  their  prices  at  the  time.  I  got  it 
through  the  current  iron  and  steel  journals. 

I  want  to  explain.  Frequently  when  I  would  get  tank 
steel  from  Portsmouth  it  would  be  in  connection  with  thin 
sheets  in  order  to  make  up  carload  quantities.     That  would 


10630  JAMBS  W.  POECH. 

frequently  be  the  inducement  for  buying  tank  steel  on  the 
outside. 

Q.  The  character  of  the  plates  that  the  Lukens  Company 
toade,  of  course,  you  got  chiefly  from  them,  because  it  was 
their  business? 

A.  Naturally,  it  is  their  business,  yes;  they  own  it. 

Q.  Who  did  you  get  quotations  from  in  1902  in  plates,  if 
you  did  get  quotations? 

A.  I  always  made  it  a  point  to  keep  informed  about  these 
prices. 

Q.  You  did  that  through  the  trade  papers,  did  you  not? 

A.  No,  sir.  I  wrote  the  various  mills,  people  who  were 
competitors  in  this  market,  but  naming  the  exact  year  or  the 
exact  mill  for  that  year  is  rather  a  difficult  thing  to  do.  I 
am  only  guessing  when  I  state  it,  except  as  to  Portsmouth 
and  La  Belle,  people  who  were  standard  in  this  market  at 
that  time.  When  I  got  prices  and  was  reajly  ready  to  place 
the  tonnage,  or  to  know  the  condition  of  the  market,  I  gen- 
erally secured  quotations  from  wherever  I  could,  from  peo- 
ple who  were  actually  doing  busiaess  in  this  territory. 

Q.  Prior  to  1906  can  you  now  state,  as  a  matter  of  recol- 
lection, any  other  company  than  the  Portsmouth  and  La  Belle, 
and  that  Birmingham  Company  that  you  got  quotations  from 
in  plates? 

A.  That  is  all  that  I  can  recall. 

Q.  Between  1906  and  1910  what  companies  do  you  now 
recall  that  you  got  quotations  from  in  plates? 

A.  The  Portsmouth  always ;  La  Belle ;  Jones  &  Laughlin ; 
Soho  mill  and  the  Tennessee. 

Q.  That  was  the  period— did  I  say  1906  to  1910? 

A.  Between  1906  and  1910, 1  understood  you. 

Q.  If  you  will  bring  that  down  to  1913,  from  1910  to  1913? 

A.  It  would  be  very  much  the  same. 

Q.  You  did  not  get  quotations  from  the  Carnegie  Com- 
pany? 

A.  No. 

Q.  The  Carnegie  is  not  much  farther  from  here  than  Jones 
&  Laughlin,  is  it? 
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A.  No;  the  same  thing.  At  that  time  they  were  not  a 
factor  in  this  market  in  plates. 

Q.  At  what  time? 

A.  1906  to  1910,  or  prior  to  opening  up  their  office  here. 

Q.  When  did  they  open  up  their  office  here? 

A.  I  don't  recall;  about  four  years  ago,  maybe. 

Q.  They  are  a  factor  here  nowf 

A.  They  are  a  factor,  naturally. 

Q.  In  bar  steel — ^when  did  you  begin  to  handle  bar  steel? 

A.  Well,  almost  the  same  time  that  we  handled  bar  iron; 
maybe  a  little  later.  I  recall  when  I  came  here  we  had  only 
iron  bars.  Afterwards  we  took  on  yteel,  and  stocked  up  with 
steel  bars  from  the  Jones  &  Laughlin  Steel  Company. 

Q.  You  were  for  a  while  a  representative  of  the  Jones  & 
Laughlin  Steel  Company,  were  you  not  ? 

A.  Yes,  we  represented  them  here  for  a  period. 

Q.  What  was  that  period? 

A.  About  from  1904  to  1908. 

Q.  And  in  what  products  did  you  represent  Jones  &  Laugh- 
lin?      ' 

A.  In  their  structurals,  and  steel  bars  as  well;  and  shaft- 
ing. 

Q.  During  that  period  did  you  get  your  structural  steel 
and  steel  bars  from  any  other  source  than  Jones  &  Laughlin? 

A.  No. 

Q.  Prior  to  1904  from  what  source  did  you  get  your  steel 
bars  ? 

A.  If  we  handled  them  we  got  them  from  Jones  &  Laugh- 
lin ;  started  with  them. 

Q.  Up  to  1908  whatever  you  had  to  do  with  the  steel  bar 
business  or  the  structural  business  was  as  representative  of 
Jones  &  Laughlin,  as  I  understand  it. 

A.  We  were  representing  them;  and  we  were  direct  cash 
buyers  of  the  stock  we  bought  from  them,  exclusively  on  steel 
bars  during  that  period  that  I  have  named,  which  was  more 
or  less  correct. 

Q.  Beginning  about  1908,  when  you  ceased  to  be  repre- 
sentatives of  them,  the  first  year,  from  what  companies  did 
you  buy  your  steel  bars? 
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A.  The  Lackawanna. 

Q.  And  the  second  year? 

A.  It  does  not  go  by  years ;  it  goes  by  periods,  the  length 
of  which  I  do  not  now  recall,  and  after  we  quit  buying  from 
Jones  &  Laughlin  we  bought  from  the  Lackawanna  and  then 
gradually  became  a  free  lance  and  bought  where  conditions 
would  suit  us  best. 

Q.  How  many  years  did  you  continue  to  buy  from  the 
Lackawanna,  about,  approximately? 

A.  Approximately  a  year  or  a  year  and  a  half ;  something 
like  that.  Until  it  got  so  we  could  not  get  service ;  after  their 
order  books  got  full  we  were  forced  to  go  to  the  mills  that 
would  give  us  service. 

Q.  That  was  m  1910,  wasn't  it? 

A.  Approximately. 

Q.  Then  you  did  not  begin  to  buy  bar  steel  generally  until 
1910? 

A.  More  or  less. 

Q.  In  1910  what  different  mills  did  you  purchase  your  bar 
steel  from? 

A.  Well,  we  bought  from  Jones  &  Laughlin,  and  bought 
from  Carnegie,  and  bought  from  Knoxville,  and  bought  from 
the  Tennessee. 

Q.  Did  you  buy  any  steel  bars  from  Knoxville  in  1910? 

A.  No,  I  don't  think  we  did;  I  think  they  began  to  make 
steel  bars  since  then.  I  have  bought  from  them,  but  the  exact 
date  is  an  element  of  uncertainty  with  me  in  this  testimony, 
because  I  don't  recall. 

Q.  Last  year  was  the  first  year  you  bought  from  Knox- 
ville? 

A.  It  is  more  recently  than  the  date  I  fixed,  because  they 
were  not  making  them. 

Q.  Then,  when  you  were  stating  the  companies  you  pur- 
chased from  in  1910,  of  steel  bars,  you  just  stated  your  gen- 
eral impression;  you  haven't  a  very  definite  recollection? 

A.  No ;  I  have  not  a  definite  recollection  now  of  just  when 
it  happened,  because  time  flies.  I  have  dealt  with  those  mills, 
but  just  when  the  dealing  commenced  or  when  it  was  severed 
and  when  we  quit  buying  and  bought  elsewhere,  I  do  not  re- 


JAMES  "W.  PORCH. 


10633 


call,  but  I  do  buy  occasionally  from  all  the  mills  I  have  named 
now. 

Q.  In  1910  do  you  recall  at  what  price  you  purchased  from 
Jones  &  Laughlin? 

A.  No,  I  dori't  remember. 

Q.  Or  at  what  price  you  purchased  from  the  Carnegie 
Company  1 

A.  I  do  not  recall  the  purchase  price  in  1910. 

Q.  Do  you  recall  getting  quotations  at  the  same  time  from 
Jones  &  Laughlin  an.d  Carnegie  in  1910?  ' 

A.  Invariably  I  got  quotations  from  every  source  and 
made  a  contract  when  it  was  advisable  to  make  a  contract.    ■ 

Q.  I  know,  but  do  you  have  any  recollection  about  1910?  '■ 

A.  Yes,  I  had  contracts  in  1910. 

Q.  With  Jones  &  Laughlin  and  the  Carnegie  Company?    '  ■' 

A.  No;  I  had  contracts  in  1910^ — well,  probably  with  two 
mills  then. 

Q.  Who  were  they? 

A.  I  may  have  had  a  contract  with  the  Lackawanna  aild 
J.  &  L.  1 

Q.  Did  you  purchase  from  the  Carnegie  Company  in  1910? 

A.  Purchased  from  the  Carnegie  at  different  times;  yes^ 
I  guess  I  did  in  1910. 

Q.  Have  you  any  recollection  as  to  whether  you  did  o'r 
did  not? 

A.  I  can  not  separate  those  years  and  tell  you  definitely. 

Q.  What  tonnage  did  you  purchase,  approximately,  ia 
1910  in  steel  bars?  ; 

A.  I  haven't  any  idea. 

Q.  Was  it  50  tons? 

A.  Oh,  yes,  but  I  can  not  give  it  to  you  anything  like 
correctly;  I  can  get  you  the  real  figures  if  you  want  themv 
but  I  would  not  guess  at  it. 

Q.  Was  it  over  200  tons?  i 

A.  Yes. 

Q.  500  tons? 

A.  No ;  it  'might  have  been  250  of  steel  bars.     Steel  bars 
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have  been  slow  of  introduction  down  here ;  iron  bars  are  more 
consumed. 

Q.  A  comparatively  small  portion  of  your  business  ? 

Mb.  Ebed:  Let  him  finish  the  answer. 

The  Witness:  The  introduction  of  steel  bars  has  been  a 
matter  of  slow  process ;  iron  bars  have  been  in  demand,  and 
steel  bars  have  not  supplanted  them  as  they  have  in  other 
sections  of  the  country. 

By  Mk.  Colton  : 

Q.  As  I  understand  it,  in  1910  your  use  of  steel  bars  was 
still  insignificant,  and  had  been  insignificant  for  the  entire 
period  up  to  and  including  1910;  is  that  correct? 

A.  Yes ;  gradually  increasing,  but  slowly.  Well,  gradually 
increasing. 

Q.  In  1911  about  what  was  the  quantity  of  steel  bars  you 
got? 

A.  About  the  same,  I  suppose,  more  or  less ;  whatever  the 
increase  called  for.  It  was  not  very  material ;  it  was  not  very 
heavy. 

Q.  It  has  not  been  very  material  up  to  the  present  time, 
has  it? 

A.  No,  not  compared  with  iron  bars,  even  at  the  present 
day. 

Qi.  And  it  is  a  very  small  tonnage  as  compared  with  the 
other  products  that  you  handle,  is  it  not? 

A.  It  was  one  of  the  items  of  the  aggregate  of  tonnage; 
I  do  not  know  the  proportion,  but  it  would  be  more  or  less 
in  proportion  to  structural. 

Q.  And  in  proportion  to  plates? 

A.  In  plates  the  consumption  is  not  as  great  as  it  used  to 
be,  because  there  is  not  the  boiler  manufacturing  in  the  South 
that  there  was  when  I  first  came;  there  are  more  made  in 
boiler  factories  north,  and  a  good  many  of  the  boiler  factories 
that  were  in  existence  then  are  out  of  business. 

Q.  Suppose  you  give  me  an  estimate,  if  you  have  any 
knowledge  on  the  subject,  of  about  what  your  bar  purchases 
were  in  1911. 
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A.  Well,  it  is  more  or  less  the  same. 

Q.  About  200  tons? 

A.  No  marked  increase  in  the  tonnage  from  the  basis  we 
started  in  on ;  it  is  guesswork. 

Q.  And  about  1912  it  is  about  the  same — still  guesswork? 

A.  You  ask  me  for  something  that  I  am  not  prepared  to 
answer;  I  am  telling  you. 

Q.  I  am  not  criticising  you. 

A.  Oh,  if  you  are  not,  I  say  that  it  is  guesswork,  because 
1  haven't  looked  at  the  figures;  they  have  gone  into  the  past; 
and  I  do  not  recall  them  by  cycles  of  twelve  months. 

Q.  Can  you  give  them  by  periods  from  1911  to  1912  or 
1913,  inclusive;  the  entire  period? 

A.  I  can  give  it  to  you,  but  I  can  not  recall  figures ;  I  have 
not  charged  my  mind  with  that  tonnage,  and  it  is  all  an  ap- 
proximation. 

Q.  As  I  understand  it,  it  is,  of  course,  an  approximation, 
but  it  runs  about  200  or  250  tons ;  that  would  be  your  approxi- 
mation? 

A.  Yes,  along  there. 

Q.  Did  you  have  sufficient  information  about  the  move- 
ment of  prices  in  the  steel  business  to  notice  a  marked  cnt 
in  price  that  occurred  in  1911? 

A.  Well,  I  have  made  it  a  point  to  endeavor  to  be  informed 
about  prices,  and  frequently,  when  I  thought  it  was  right,  I 
made  contracts,  and  when  I  found  that  my  contracts  were 
ranging  below  the  quotations  from  day  to  day  I  was  not  par- 
ticular to  ask  people  for  prices,  when  I  knew  I  could  not  give 
them  tonnage,  so  that  there  were  periods  when  I  was  covered 
by  contracts,  so  that  I  did  not  keep  in  touch  with  the  market 
as  I  did  when  I  was  a  real  buyer. 

(At  the  request  of  counsel  the  question  was  repeated  by 
the  stenographer.) 

The  Witness  :  T  certainly  would  have  been  aware  of  it  if 
there  had  been  a  cut. 

By  Me.  Cot.ton: 

Q.  Do  you  now  recall  that  there  was  a  cut  in  the  price  of 
steel  bars  in  1911? 
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A.  I  think  there  was. 

Q.  A  cut  that  amounted  to  five  or  six  dollars  a  ton,  to  the 
best  of  your  recollection? 

A.  I  believe  it  did. 

Q.  You  can  not  give  me  any  of  the  quotations  that  you 
received  from  any  of  the  companies  for  the  year  1910  in  steel 
bars,  can  you,  base  price? 

A.  No. 

Q.  Did  those  two  contracts  cover  practically  your  entire 
requirements  in  steel  bars  in  1910? 

A.  Practically. 

Q.  You  don't  know  at  what  price  you  contracted? 

A.  No;  I  made  many  of  them. 

Q.  You  made  more  than  two  contracts  in  1910  for  steel 
bars? 

A.  Yes;  because  I  made  these  contracts  for  periods  of 
ninety  days,  an.d  I  would  renew,  and  keep  on ;  probably  I  made 
four  contracts  in  the  year,  if  I  used  u])  all  the  tonnage.  If  I 
did  not  use  up  all  the  tonnage,  it  would  be  sometimes  extended 
into  the  other  quarter,  but  I  generally  kept  under  a  contract. 

Q.  You  had  two  contracts  running  through  that  year,  one 
with  Jones  &  Laughlin  and  the  other  with  Lackawanna? 

A.  Just  to  get  the  record  right,  sometimes  I  had  it  with 
both  and  sometimes  only  one. 

\      Q.  When  you  had  it  with  both,  do  you  now  recall  whether 
they  were  at  the  same  price  or  different  prices? 

A.  They  probably  were  at  different  prices. 

Q.  Do  you  recall? 
^  A.  I  never  made  a  contract  at  the  same  date.  When  I 
'found  one  lapsing  I  would  look  about  to  see,  and  before  that 
ijontract  expired  I  would  have  another  one;  and  the  condition 
of  the  market  at  the  time  the  other  contract  was  made  might 
have  been  very  different. 

Q.  The  contracts  not  having  been  made  at  the  same  time? 
Is  that  the  point? 

A.  The  contracts  were  not  made  at  the  same  time.  Some- 
times they  were. 

,      Q.  Do  you  recall  any  contract  that  was  made  at  the  same 
time  between  Jones  &  Laughlin  and  the  Lackawanna? 
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A.  No,  I  do  not  recall. 

Q.  Coining  down  to  1911 :  Do  you  recall  anything  definite 
about  what  was  the  base  price  on  any  one  of  your  contracts 
during  the  year  1911  ? 

A.  They  differed. 

Q.  They  were  made  at  different  times? 

A.  Probably  they  were. 

Q.  In  1912  do  you  recall  anything  about  the  base  price  on 
any  one  of  your  different  contracts  in  steel  bars  ? 

A.  I  had  contracts  during  that  time. 

Q.  Do  you  recall  anything  about  the  base  price  on  any  one 
of  them? 

A.  No ;  but  it  was  at  the  lowest  state  of  the  market  that 
year.    I  made  contracts  when  nobody  seemed  to  like  steel. 

Q.  You  do  not  mean  to  say  that  you  were  sufficiently  suc- 
cessful to  get  all  your  contracts  made  at  the  lowest  price  for 
1912? 

A.  Fortunately,  for  the  period  you  speak  of,  yes. 

Q.  When  did  you  make  your  contracts  for  1912? 

A.  When  it  was  at  the  lowest  stage. 

Q.  When  was  that? 

A.  That  was  somewhere  about  this  time  of  the  year. 

Q.  In  1913  with  what  companies  have  you  had  contracts 
in  steel  bars? 

A.  Knoxville  and  T.  C.  &  I.    That's  all. 

Q.  What  tonnage  have  you  gotten  from  the  Tennessee? 

A.  I  had  no  contracts  for  that  period  with  Jones  &  Laugh- 
lin,  but  I  drew  some  from  them. 

Q.  What  tonnage  have  you  gotten  from  the  Tennessee  dur- 
ing 1913?^ 

A.  Oh,  maybe  four  or  five  hundred  tons,  approximately. 

Q.  Did  you  buy  that  on  contract? 

A.  Most  of  it,  yes,  sir. 

Q.  What  tonnage  did  you  get  from  Knoxville? 

A.  That  is  iron.  I  drew  very  few  steel  bars  from  Knox- 
ville. 

Q.  Then  your  steel  bar  purchases  for  the  year  1913  have 
practically  been  made  from  the  Tennessee  Company? 

A.  And  Jones  &  Laughlin. 
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Q.  What  tonnage  did  you  get  from  Jones  &  LaugMin? 
A.  I  don't  remember. 

Q.  That  was  only  some  lap-over  contract  from  1912  that 
you  had  from  them,  was  it  not? 

A.  No.    That  was  where  I  had  to  get  the  stuff.    The  mills 
were  all  far  behind,  and  I  bought  wherever  I  could  get  it. 

Q.  You  cannot  give  me  any  idea  how  much  tonnage  you 
got  from  Jones  &  Laughlin? 

A.  No ;  because  it  was  frequently  with  structurals.    I  could 
not  separate  it  and  tell  you  now.    It  would  be  a  pure  guess. 

Q.  You  don't  know  what  your  total  bar  purchases  were 
for  the  year  1913? 

A.  I  should  say  about  500  tons  to  700  tons. 
Q.  500  to  700  tons? 
A.  About  that. 

Q.  That  would  make  the  Tennessee  Company's  percentage 
in  the  neighborhood  of  about  80  per  cent.? 

A.  For  that  year,  because  I  had  a  contract  with  them. 
Q.  Take  the  year  1913. 

A.  That  is  the  year  you  are  speaking  about! 
Q.  Yes.     I  want  to  get  to  a  different  product.      Take 
structural  steel :  where  have  you  gotten  yoxir  structural  steel 
for  1913? 

A.  From  the  Eastern  Steel  Company  and  the  Phoenix  and 
Carnegie. 

Q.  What  tonnage  have  you  gotten  from  the  Eastern  Steel 
Company  in  structural? 
A.  Maybe  400  tons. 

Q.  That  is  as  nearly  as  you  can  guess  at  it? 
A.  I  haven't  got  the  tonnage  separated  by  mills.     It  is 
useless  to  put  me  to  the  test,  because  T  don't  know. 
Q.  That  is  as  near  as  you  can  come  to  it? 
A.  That  is  an  approximation,  pure  and  simple. 
Q.  Now,  the  Phoenix? 
A.  I  bought  less  from  the  Phoenix. 
Q.  Can't  you  approximate  it  at  all? 
A.  A  couple  of  hundred  tons,  maybe. 
Q.  The  Carnegie? 
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A.  About  300  tons,  approximately. 

Q.  Do  you  know  whether  it  is  more  or  less  than  you 
got  from  the  Eastern  ? 

A.  No.  Some  of  those  were  very  much  delayed  in  ship- 
ment. I  don't  know  whether  they  ran  in  for  the  specifica- 
tions for  1912,  and  got  in  in  1933  or  not,  but  some  of  them 
were  six  and  eight  months  behind  in  shipments. 

Q.  Carnegie's  shipments  were  very  much  delayed? 

A.  Yes.    They  were  congested. 

Q.  What  were  your  total  purchases  in  structural  material 
in  1912? 

A.  I  don't  know. 

Q.  Can  you  give  me  any  approximation  of  it? 

A.  I  would  rather  give  you  the  figures,  because  I  hate  to 
go  on  record  with  a  guess  at  this  tonnage. 

Q.  You  have  already  testified  on  this? 

A.  I  testified  as  an  approximation  purely. 

Q.  That  is  all  I  asked  for. 

A.  I  don't  know. 

Q.  Can  3^ou  not  give  me  an  approximation? 

A.  No.  I  got  it  in  from  so  many  mills  at  different  times 
that  I  cannot  separate  it  and  say  how  much  I  got  in  1913. 

Q.  ^^Tiat  different  mills  did  you  get  it  from  in  1912? 

A.  I  just  told  you.    The  same  mills  for  1912  and  1913. 

Q.  The  Eastern,  Phoenix  and  Carnegie? 

A.  And  occasionally  from  Jones  &  Laughlin. 

Q.  You  do  not  now  recall  whether  you  got  anything  from 
Jones  &  Laughlin  or  not  in  1912,  do  you? 

A.  Oh,  yes.  I  have  gotten  something  from  them  every 
year. 

Q.  This  is  in  structural  steel? 

A.  Yes. 

Q.  Can  you  give  me  any  idea  what  you  got  from  the 
Eastern  in  1912? 

A.  No ;  but  I  did  not  get  as  much  as  I  did  in  1913. 

Q.  How  about  the  Phoenix? 

A.  I  think  I  got  more. 

Q.  How  about  the  Carnegie? 
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A.  Well,  not  as  much  as  from  the  others. 

Q.  Not  as  much  as  from  which  others! 

A.  The  two  I  just  named. 

Q.  The  two  combined? 

A.  Yes ;  the  two  combined. 

Q.  How  much  from  Jones  &  Laughlin? 

A.  I  don't  know. 

Q.  You  don't  know  whether  you  got  500  tons  all  told  or 
600  tons  all  told,  or  700  tons  all  told? 

A.  Not  without  looking  at  the  books. 

Q.  Could  you  tell  me,  within  300  tons  how  much  you  got 
for  1912,  without  looking  at  the  books? 

A.  I  might ;  but  you  see  there  is  a  great  deal  of  that  mixed 
with  sundry  orders,  and  I  cannot  separate  them  and  tell  you 
ia  this  way.  If  you  had  told  me  about  it,  I  would  have  had 
the  figures.    I  will  furnish  them  now,  if  you  want  them. 

Q.  I  want  your  best  recollection.  It  is  taking  a  great  deal 
of  time  as  it  is.  You  said  you  thought  you  could  give  it  within 
300  tons.  Suppose  you  give  your  total  purchases  within  300 
tons. 

A.  Of  structurals? 

Q.  Yes;  for  1912. 

Me.  Eeed:  If  Mr.  Porch  says  he  is  willing  to  bring  the 
actual  figures  here,  Mr.  Colton,  is  not  that  the  best  way  to  get 
the  information? 

Mr.  Colton  :  You  have  examined  him  generally  in  regard 
to  this  subject,  and  I  have  a  right  to  test  his  memory  on  this. 

Me.  Eeed  :  And  you  have  a  right  to  be  discourteous  to  me, 
but  I  hope  you  will  wait  until  I  finish  my  suggestion.  If  you 
want  this  accurately,  the  best  way  to  get  it  is  from  the  figures 
which  he  says  he  can  furnish.  If  you  want  to  test  his  memory, 
he  has  already  admitted,  about  50  times,  that  he  does  not 
■remember  these  details.  What  is  the  possible  use  of  going 
over  it  any  further? 

Mr.  Colton  :  I  want  both  his  best  recollection  and  also  to 
test  his  memory,  which  is  proper  on  cross  examination. 

Mr.  Reed  :  It  seems  to  me  to  be  a  great  waste  of  time. 

The  Witness  :  I  had  these  shipments  come  in  from  these 
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different  mills  during  this  long  range  of  time  wHcli  you  have 
named,  and  after  the  transaction  was  completed 

By  Me.  Colton: 

Q.  This  is  not  a  great  range  of  time;  it  is  just  for  1912 
that  I  am  asking  now. 

A.  More  or  less  like  1913. 

Q.  Your  total  tonnage  would  be  more  or  less  like  19131 

A.  Yes. 

Q.  Now,  for  1911  what  was  your  tonnage! 

A.  I  don't  remember. 

Q.  For  1910? 

A.  The  same  answer. 

Q.  In  1910  were  you  purchasing  from  one  particular  com- 
pany in  structural  material,  or  do  you  recall? 

A.  I  was  purchasing  wherever  I  could  get  it. 

Q.  In  1909  what  was  your  tonnage? 

A.  I  don't  remember. 

Q.  What  companies  did  you  purchase  from  in  1909? 

A.  That  is  about  the  time,  somewhere  about  the  time,  that 
we  were  purchasing  structurals  almost  entirely  from  Jones 
&  Laughlin. 

Q.  Then  I  won't  go  back  of  1909.  You  do  not  recall  the 
tonnage  back  of  1909,  either,  do  you,  or  for  any  of  the  years  ? 

A.  I  do  not. 

Q.  Or  for  the  period  as  a  whole? 

A.  No,  sir. 

Q.  Take  sheets :  What  was  your  tonnage  in  191.-J  ? 

A.  I  don't  remember. 

Q.  Can  you  not  give  me  any  idea? 

A.  I  offer  my  books,  and  will  give  you  the  tonnage  exactly. 
I  cannot  separate  those  things  and  tell  you  accurately,  and  I 
hate  to  go  on  record  with  a  statement  that  is  not  more  or  less 
correct.    I  do  not  recall  those  tonnages. 

Q.  You  cannot  give  the  tonnages  in  anythiag  for  1913,  of 
any  one  of  your  different  products,  with  any  accuracy;  is  that 
correct? 

A.  I  bought  all  the  tonnage  that  was  received  by  our  dif- 
ferent departments  in  five  different  warehouses.     There  are 
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other  people  who  can  testify  to  that  more  accurately  than  I 
can,  because  it  came  directly  and  immediately  under  their 
supervision.  The  aggregate  of  that  tonnage  it  was  not  re- 
quired of  me  to  carry  in  my  mind,  and  I  cannot  give  it  to 
you. 

Q.  You  say  it  has  come  more  directly  under  the  super- 
vision of  other  people,  as  to  the  different  quantities  of  steel 
that  you  purchased? 

A.  The  receiving  of  it.  They  did  not  purchase  it.  I  bought 
it.  As  a  rule  I  completed  our  contracts.  Some  of  the  con- 
tracts may  have  held  over  a  bit,  but  as  a  rule  I  completed  the 
tonnage. 

Q.  Take  the  tonnage  you  bought  in  1913.  Can  you  give 
me  what  tonnage  you  bought  in  sheets  in  1913? 

A.  I  cannot,  without  looking  up  the  records. 

Q.  What  mills  did  you  purchase  sheets  from  in  1913? 

A.  The  Portsmouth  mostly,  because  they  were  in  a  position 
to  give  us  better  shipments,  and  therefore  I  think  most  of  our 
tonnage  came  from  Portsmouth. 

Q.  In  1912  what  mills  did  you  purchase  from? 

A.  "We  were  always  a  heavy  buyer  from  Portsmouth,  on 
account  of  prompt  deliveries. 

Q.  Could  you  not  give  me  any  estimate  at  all  as  to  the  ton- 
nage of  sheets  purchased 

A.  I  offer  to  furnish  it.  I  will  take  that  stand.  I  will 
give  you  the  tonnage,  and  give  it  to  you  right,  but  I  will  not 
guess  at  it. 

Q.  You  do  not  carry  it  in  your  mind  at  all? 

A.  I  have  no  occasion  to  carry  it  in  my  mind.  I  keep  the 
books  down  there  that  carry  that  tonnage,  that  will  show  just 
what  the  tonnage  was. 

Q.  Any  percentage  I  might  ask  you  would  be  a  guess, 
would  it? 

A.  It  would.  I  said  that  I  thought  more  or  less  twenty  per 
cent. 

Q.  But  you  don't  want  to  guess  for  me  now  in  regard  to 
how  that  was  divided  up? 

A.  No ;  I  would  rather  not. 
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Q.  As  it  would  be  a  guess? 

A.  It  would  be  a  guess.  ■ 

Mr.  Colton:   That  is  all. 

EEDIEECT  EXAMINATION 

By  Mk.  Eeed: 

Q.  When  you  were  acting  as  the  exclusive  representative 
of  Jones  &  Laughlin  or  the  Lackawanna,  or  such  concerns,  in 
the  sale  of  bars  or  structural  shapes,  did  you,  as  the  salesman 
of  their  products,  find  competition? 

A.  Yes,  sir. 

Q.  With  other  people  selling  similar  products  of  other 
mills? 

A.  Yes. 

Q.  And  you  can  remember  that,  I  suppose,  without  remem- 
bering the  particular  details? 

A.  I  remember  it  well  enough,  and  it  was  one  of  the  rea- 
sons why  we  severed  the  connection. 

Q.  And  I  daresay  that  you  cannot  remember  the  particu- 
lar tonnages  and  dates  and  prices? 

A.  I  do  not  remember  the  tonnages  or  the  dates,  and  I 
do  not  remember  the  exact  time  that  we  severed  the  arrange- 
ment, because  it  was  not  at  a  fixed  time.  It  gradually  severed 
itself.    Market  conditions  forced  it. 

Q.  I  daresay  you  can  remember  eating  lunch  without  re- 
membering each  particular  bite  that  you  took? 

A.  I  could  not  tell  you  when  I  ate  lunch  last  Thursday,  to 
save  my  life. 

Me.  Colton  :  You  see,  Mr.  Reed,  he  can  not  tell  when  he  ate 
limch,  even. 

Mk.  Eeed:     That  is  all. 
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WENDELL  P.  SIMPSON 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  be- 
ing first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Mr.  Eeed: 

Q.  Where  do  you  live? 

A.  New  Orleans. 

Q.  What  is  your  occupation? 

A.  Secretary  of  the  C.  T.  Patterson  Company,  Limited. 

Q.  How  long  have  you  been  secretary  and  treasurer  of 
that  company  ? 

A.  Since  the  organization  of  the  company,  December  1, 
1898. 

Q.  Who  does  the  buying,  the  important  buying,  for  that 
company? 

A.  Myself. 

Q.  Does  it  deal  in  steel  materials? 

A.  Yes;  our  business  is  principally  mill  supplies  and  ma- 
chinery; we  handle  iron  and  steel  products. 

Q.  You  are  jobbers  in  steel  products,  among  other  things? 

A.  With  other  things,  in  connection  with  other  lines. 

Q.  Do  you  buy  any  steel  bars  ? 

A.  Yes. 

Q.  About  how  many  tons  in  a  year? 

A.  We  would  buy  about  400  tons  of  steel  bars. 

Q.  During  the  past  five  or  six  years  what  percentage  of 
your  steel  bars  have  you  bought  from  the  Steel  Corporation? 

A.  In  steel  bars,  I  should  say  we  had  bought  about  ten  to 
fifteen  per  cent. ;  about  ten  per  cent. 

Q.  Then  you  buy  some  iron  bars  also? 

A.  We  buy  iron  bars  also. 

Q.  Taking  those  into  consideration,  the  percentage  would 
be  smaller? 

A.  The  percentage  would  be  very  small,  yes. 

Q.  Are  the  iron  bars  competitive  with  steel  bars? 

A.  Very  largely  so. 

Q.  And  used  for  the  same  purpose? 
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A.  Very  largely  so.  We  will  alternate  our  buying  of  iron 
and  steel  bars,  according  to  the  condition  of  the  market.  At 
times,  wben  steel  is  selling  under  iron  bars,  we  will  buy  more 
steel,  and  wben  iron  is  selling  under  steel,  we  buy  more  iron, 
because  the  relative  uses  of  the  two  products,  especially  in 
flats,  can  be  changed. 

Q.  Then,  taking  all  of  your  principal  purchases  together, 
both  iron  and  steel,  what  percentage  do  you  buy  from  the  Steel 
Corporation? 

A.  In  bar  purchases,  taking,  iron  and  steel  together,  I 
should  not  think  it  would  average  over  five  to  seven  per  cent. 

Q.  The  United  States  Steel  Corporation  makes  no  iron 
bars,  so  far  as  you  know? 

A.  So  far  as  I  know,  it  doesn't  make  iron  bars. 

Q.  Do  you  buy  wire  products  too  ? 

A.  Yes;  we  buy  wire  nails  and  wire  fencing,  and  we  buy 
barbed  wire  and  plain  wire. 

Q.  About  how  many  tons  in  the  course  of  a  year,  of  wire 
products  ? 

A.  We  would  average  about  750  to  1,000  tons. 

Q.  And  what  part  of  that  do  you  buy  from  the  Steel  Cor- 
poration? 

A.  We  buy  a  larger  portion  of  our  wire  nails  from  the 
Corporation  than  we  do  in  bars ;  our  wire  nail  purchases  from 
the  Corporation  would  ran  about  50  per  cent. 

Q.  You  buy  some  corrugated  sheets,  I  believe? 

A.  We  buy  corrugated  sheets. 

Q.  How  many  tons? 

A.  About  400  to  500  tons,  T  should  judge ;  maybe  as  high  as 
600  tons. 

Q.  WTiat  percentage  of  your  sheets  do  you  get  from  the 
Steel  Corporation? 

A.  I  should  not  think  we  would  average  over  20  to  25  per 
cent. 

Q.  You  buy  some  pipe  too? 

A.  Oh,  yes. 

Q.  How  many  tons? 

A.  About  800  to  1,000  tons. 

Q.  What  percentage  of  that  do  you  get  from  the  National 
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Tube  Company;  that  is,  the  United  States  Steel  Corporation? 

A.  About  one-third. 

Q.  Are  all  of  these  purchases  made  on  a  competitive  basis  ? 

A.  Strictly  so. 

Q.  Tell  us  the  names  of  some  of  the  competitors  in  steel 
bars  that  the  United  States  Steel  Corporation  has. 

A.  The  Standard  Steel  Company;  the  Birmingham,  now 
the  Gulf  States  Steel  Company,  formerly  the  Southern  Iron 
&  Steel  Company;  and  the  Eepublic  Iron  &  Steel  Company; 
Jones  &  Laughlin,  and  the  Cambria  Steel  Company. 

Q.  Does  the  Atlanta  Steel  Company  come  over  this  far? 

A.  I  have  not  been  buying  anything  from  Atlanta,  although 
we  have  had  prices  at  different  times. 

Q.  Do  they  solicit  your  business? 

A.  Oh,  yes. 

Q.  The  Knoxville  Steel  Company  too? 

A.  The  Knoxville  Iron  Works ;  we  at  times  get  steel  from 
them  in  connection  with  iron  bars,  to  complete  carloads. 

Q.  What  competitors  has  the  Steel  corporation  in  wire 
products?    Speaking  now  of  your  business. 

A.  Well,  there  is  the  Norton  Iron  Works. 

Q.  What  do  they  make? 

A.  They  make  wire  nails;  and  the  Standard  Steel  Com- 
pany, now  the  Grulf  States  Steel  Company,  of  Birmingham, 
making  plain  wire,  barbed  wire  and  nails,  and  fencing;  and 
the  Pittsburgh  Steel  Company  and  one  or  two  others. 

Q.  And  the  Atlanta  Steel  Company? 

A.  They  have  quoted  me  on  nails,  but  I  have  not  placed 
any  nail  orders  with  them ;  the  Jones  &  Laughlin  Steel  Com- 
pany, from  their  Aliquippa  plant ;  they  quote  very  frequently 
on  nails  through  their  former  manager,  Mr.  Daniels,  and  now 
through  their  St.  Louis  office  since  they  changed. 

Q.  Have  the  Cambria  Steel  Company  been  after  your 
business  too? 

A.  Yes,  that  is,  their  Atlanta  office,  F.  I.  Stone  &  Com- 
pany, I  think,  is  the  proper  name. 

Q.  Will  you  name  some  of  the  competitors  in  corrugated 
sheets  that  solicit  your  business? 
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A.  Yes;  there  is  the  La  Belle  Iron  Works,  the  Portsmouth 
Steel  Company,  and  the  Thomas  Steel  Company. 

Q.  Where  are  they? 

A.  They  are  at  Yoimgstown. 

Q.  Now  the  Brier  Hill  Steel  Company? 

A.  Now  the  Brier  Hill  Steel  Company,  and  we  have  bought 
sheets  in  the  past  from  the  Sheet  Metal  Manufacturing  Com- 
pany at  Niles,  and  several  others  up  through  the  Niles  and 
Youngstown  districts,  and  the  Wheeling  district,  the  Wheeling 
Corrugating  Company. 

Q.  Does  the  Andrews  Steel  Company  solicit  your  business 
here? 

A.  No,  sir. 

Q.  Tell  us  the  names,  now,  of  some  competitors  on  pipe 
that  solicit  your  business. 

A.  There  is  the  La  Belle  Iron  Works,  and  Spang,  Chal- 
fant  &  Company. 

Q.  And  the  Youngstown  Sheet  &  Tube  Company? 

A.  I  do  not  deal  with  them  very  largely. 

Q.  Have  they  solicited  your  business? 

A.  In  the  past,  yes;  not  in  the  last  few  months. 

Q.  The  Mark  Manufacturing  Company? 

A.  The  Mark  Manufacturing  Company,  yes ;  I  had  forgot- 
ten them.  Yes,  the  Mark  Manufacturing  Company,  very 
strongly. 

Q.  Do  you  get  quotations  from  these  different  competitors 
in  these  products  before  you  place  your  orders  ? 

A.  Oh,  yes;  and  I  forgot  a  very  important  one — the  Re- 
public Iron  &  Steel  Company. 

Q.  On  pipe? 

A.  On  pipe,  yes. 

Q.  How  do  you  find  the  quotations  that  are  made  to  you 
by  these  different  mills?  Do  those  quotations  come  in  aU 
a]j.ke,  or  do  they  vary? 

A.  They  very  often  vary ;  they  vary  more  in  times  like  the 
present,  when  the  mill  conditions  are  a  little  slack.  When 
deliveries  are  from  four  to  six  months  back,  why,  the  prices 
are  firmer  and  more  on  a  level,  but  as  a  general  thing  the 
prices  vary. 
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Q.  When  business  is  scarce  they  are  keener  to  get  it  than 
when  it  is  not  scarce? 

A.  Very  much  keener. 

Q.  And  they  show  that  keenness  by  cutting  prices,  do  they? 

A.  By  cutting  prices,  yes. 

Q.  How  long  has  that  been  the  case  ? 

A.  That  has  always  been  the  case  since  we  have  been  pur- 
chasing goods  of  that  kind. 

Q.  Has  competition  for  your  business  in  these  products 
been  active  or  otherwise? 

A.  Extremely  active. 

Q.  Has  that  been  so  throughout  the  past  ten  years  also  ? 

A.  Yes. 

Q.  I  notice  that  you  do  not  give  a  very  large  proportion 
of  your  business  in  bars  or  sheets  or  pipe  to  the  United  States 
Steel  Corporation;  is  that  because  of  any  personal  feeling 
against  the  company? 

A.  No;  to  the  contrary,  it  has  embarrassed  me  a  little  at 
times  because  both  Mr.  Weidman  and  Mr.  Mills  are  both  close 
personal  friends  of  mine,  and  I  have  not  been  able  to  give 
fhem  the  share  of  the  business  that  I  would  like  to,  from  a 
personal  standpoint. 

Q.  Who  is  Mr.  Weidman? 

A.  Manager  of  the  National  Tube  Company. 

Q.  Who  is  Mr.  Mills? 

A.  Mr.  Mills  is  manager  of  the  Carnegie  Steel  Company, 
the  Illinois  Steel  and  the  American  Sheet  &  Tin  Plate. 

Q.  You  mean  New  Orleans  managers  for  those  companies  ? 

A.  Yes. 

Q.  And  they  are  the  sales  representatives  with  whom  you 
come  in  contact? 

A.  With  whom  I  come  in  contact,  yes. 

Q.  Why,  because  of  your  personal  friendship  for  these 
gentlemen,  have  you  not  been  able  to  give  them  a  larger  pro- 
portion of  your  business  ? 

A.  Their  prices  have  not  been  in  line  at  all  times. 

Q.  You  mean  to  say  that  they  have  competition  which 
dares  to  cut  the  price? 

A.  Their  prices  have  usually  been  higher,  and  when  the 
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prices  have  been,  lower,  they  have  been  favored  with  the  busi- 
ness, and  very  often  on  an  equal  basis;  we  have  endeavored 
to  place  the  business,  but  ordinarily  their  prices  on  the  pro- 
duets  I  have  mentioned  have  been  higher  than  I  was  able  to 
buy  them  for  in  the  open  market. 

Q.  How  do  you  find  the  Steel  Corporation,  as  to  living  up 
to  their  promises  of  delivery? 

A.  I  have  found  it  very  satisfactory ;  I  have  no  complaint 
to  oifer. 

Q.  How  have  you  found  them  as  to  quality  ? 

A.  Very  satisfactory. 

Q.  Do  they  comply  with  specifications,  from  your  experi- 
ence with  them? 

A.  Strictly  so. 

Mb.  Reed  :  You  may  cross  examine. 

CEOSS  EXAMINATION 

By  Mb.  Colton  : 

Q.  When  did  you  begin  to  purchase  pipe? 

A.  We  started  to  purchase  material  along  that  line  about 
1903 ;  about  1902  or  1903. 

Q.  And  by  "pipe"  you  include  tubes  in  that  general  head- 
ing? 

A.  Yes. 

Q.  From  what  companies  did  you  purchase  your  pipe  in 
1902  or  1903,  whatever  year  you  began  to  purchase? 

A.  At  that  time  we  purchased  pipe  through  the  National 
Tube  Company.  We  may  not  have  gone  into  pipe  as  early  as 
that.  We  did  not ;  you  will  have  to  advance  that  year  a  little 
in  pipe ;  it  was  at  least  1905  on  pipe.  On  the  other  commodi- 
ties it  was  earlier. 

Q.  Now,  we  have  got  as  far  as  the  National  Tube  Com- 
pany. Is  that  the  only  company  you  now  recall  that  you  got 
from  in  1905  ?  I  would  rather,  first,  that  you  give  your  recol- 
lection. 

A.  Yes ;  I  was  just  getting  a  little  memorandum  here. 

Q.  I  would  rather  have  you  give  your  recollection  at 
present,  and  then  you  can  refer  to  your  memorandum  later. 
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Q.  When  business  is  scarce  they  are  keener  to  get  it  than 
when  it  is  not  scarce? 

A.  Very  much  keener. 

Q.  And  they  show  that  keenness  by  cutting  prices,  do  they? 

A.  By  cutting  prices,  yes. 

Q.  How  long  has  that  been  the  case? 

A.  That  has  always  been  the  case  since  we  have  been  pur- 
chasing goods  of  that  kind. 

Q.  Has  competition  for  your  business  in  these  products 
been  active  or  otherwise? 

A.  Extremely  active. 

Q.  Has  that  been  so  throughout  the  past  ten  years  also? 

A.  Yes. 

Q.  I  notice  that  you  do  not  give  a  very  large  proportion 
of  your  business  in  bars  or  sheets  or  pipe  to  the  United  States 
Steel  Corporation;  is  that  because  of  any  personal  feeling 
against  the  company? 

A.  No;  to  the  contrary,  it  has  embarrassed  me  a  little  at 
times  because  both  Mr.  Weidman  and  Mr.  Mills  are  both  close 
personal  friends  of  mine,  and  I  have  not  been  able  to  give 
fhem  the  share  of  the  business  that  I  would  Hke  to,  from  a 
personal  standpoint. 

Q.  Who  is  Mr.  Weidman? 

A.  Manager  of  the  National  Tube  Company. 

Q.  Who  is  Mr.  MiUs? 

A.  Mr.  Mills  is  manager  of  the  Carnegie  Steel  Company, 
the  Illinois  Steel  and  the  American  Sheet  &  Tin  Plate. 

Q.  You  mean  New  Orleans  managers  for  those  companies  1 

A.  Yes. 

Q.  And  they  are  the  sales  representatives  -with  whom  you 
come  in  contact? 

A.  With  whom  I  come  in  contact,  yes. 

Q.  Why,  because  of  your  personal  friendship  for  these 
gentlemen,  have  you  not  been  able  to  give  them  a  larger  pro- 
portion of  your  business  ? 

A.  Their  prices  have  not  been  in  line  at  all  times. 

Q.  You  mean  to  say  that  they  have  competition  which 
dares  to  cut  the  price? 

A.  Their  prices  have  usually  been  higher,  and  when  the 
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prices  have  been  lower,  they  have  been  favored  with  the  busi- 
ness, and  very  often  on  an  equal  basis;  we  have  endeavored 
to  place  the  business,  but  ordinarily  their  prices  on  the  pro- 
ducts I  have  mentioned  have  been  higher  than  I  was  able  to 
buy  them  for  in  the  open  market. 

Q.  How  do  you  find  the  Steel  Corporation,  as  to  living  up 
to  their  promises  of  delivery? 

A.  I  have  found  it  very  satisfactory ;  I  have  no  complaint 
to  offer. 

Q.  How  have  you  found  them  as  to  quality  ? 

A.  Very  satisfactory. 

Q.  Do  they  comply  with  specifications,  from  your  experi- 
ence with  them? 

A.  Strictly  so. 

Me.  Reed  :  You  may  cross  examine. 

CROSS   EXAMINATION 

By  Mb.  Colton  : 

Q.  When  did  you  begin  to  purchase  pipe? 

A.  We  started  to  purchase  material  along  that  line  about 
1903 ;  about  1902  or  1903. 

Q.  And  by  "pipe"  you  include  tubes  in  that  general  head- 
ing? 

A.  Yes. 

Q.  From  what  companies  did  you  purchase  your  pipe  in 
1902  or  1903,  whatever  year  you  began  to  purchase  ? 

A.  At  that  time  we  purchased  pipe  through  the  National 
Tube  Company.  We  may  not  have  gone  into  pipe  as  early  as 
that.  We  did  not ;  you  will  have  to  advance  that  year  a  little 
in  pipe ;  it  was  at  least  1905  on  pipe.  On  the  other  commodi- 
ties it  was  earlier. 

Q.  Now,  we  have  got  as  far  as  the  National  Tube  Com- 
pany. Is  that  the  only  company  you  now  recall  that  you  got 
from  in  1905  ?  I  would  rather,  first,  that  you  give  your  recol- 
lection. 

A.  Yes ;  I  was  just  getting  a  little  memorandum  here. 

Q.  I  would  rather  have  you  give  your  recollection  at 
present,  and  then  you  can  refer  to  your  memorandum  later. 
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A.  Yes ;  the  National  Tube  Company,  our  first  pipe  pur- 
chases were  from  the  National  Tube  Company. 

Q.  How  long  did  that  continue? 

A.  Oh,  our  pipe  purchases  at  first  were  not  very  heavy, 
but  that  may  have  continued  during  the  course  of  a  year. 

Q.  Substantially  all  of  it  would  come  from  the*  National 
Tube  Company  those  years;  that  is  your  recollection? 

A.  Yes. 

Q.  What  is  the  first  year  you  bought  any  substantial 
quantity  on  the  outside? 

A.  From  about  1906  up. 

Q.  In  1906  what  other  company  did  you  buy  from  out- 
side of  the  National  Tube  Company? 

A.  Well,  Spang,  Chalfant  &  Company. 

Q.  Any  other? 

A.  I  don't  recall  any  other  right  now  on  pipe,  but  later 
we  bought  from  the  National  Tube  Company;  Spang,  Chal- 
fant, and  the  Eepublic  Iron  &  Steel,  in  the  last  few  years. 

Q.  Do  you  recall  the  proportion  that  you  gave  Spang, 
Chalfant  and  the  National  Tube  Company  in  1906? 

A.  In  the  year  1906?    No,  sir. 

Q.  Could  you  give  it  approximately  for  the  National  Tube 
Company? 

A.  On  pipe  specifically  for  that  one  year,  I  would  not  care 
to  mention  it  without  reference  to  a  memorandum. 

Q.  Suppose  we  take  1906,  1907  and  1908.  Could  you  give 
me  the  percentage  for  the  National  Tube  Company  for  those 
three  years? 

A.  I  can  give  you  the  percentage  of  our  entire  purchases 
from  independent  companies  for  the  period,  say,  from  1903 
to  1906  and  1907;  also  1908  to  1913,  our  purchases,  takiag 
pipe  and  everything. 

Q.  I  am  asking  about  pipe  now. 

A.  Yes;  all  right. 

Q.  Can  you  give  me  that  for  pipe? 

A.  Not  specifically  on  that  year;  no,  sir. 

Q.  Can  you  give  it  approximately  for  those  three  years? 

A.  No. 
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Q.  You  can  not  give  any  approximation? 

A.  No,  siir;  I  would  not  care  to  do  it,  as  long  as  I  can  give 
it  to  yon  accurately.  My  position  on  that  is  this — just  excuse 
me  a  minute — my  position  on  that  is  this :  I  do  not  think  you 
should  ask  me  to  give  you  a  guess  when  I  can  give  you  some- 
thing definite.    I  may  be  wrong  about  that. 

Q.  Well,  have  you  prepared  any  figures  of  the  amount  of 
pipe  that  you  purchased  in  the  years  1905  to  1908,  inclusive, 
from  the  National  Tube  Company? 

A.  Approximately  I  have;  not  with  the  attempt  to  get  it 
down  to  the  last  dollar  or  the  last  cent. 

Q.  Just  a  moment.  I  have  not  asked  you  to  look  at  any- 
thing. I  asked  you  whether  you  had  prepared  anything.  Did 
you  prepare  these  figures  yourself  for  pipe? 

A.  I  had  our  bookkeeper  make  them  up,  and  I  looked 
over  them. 

Q.  And  that  is  the  only  preparation  you  made  on  the 
subject? 

A.  Yes. 

Q.  I  am  taking  your  memory  on  that,  and  you  haven't  any 
memory  on  that  subject,  have  you? 

A.  You  put  questions,  sir,  in  a  way  that  I  do  not  regard 
as  strictly  proper. 

Q.  Well,  have  you  any  memory  as  to  the  approximate 
amount  of  pipe  that  you  purchased  from  the  National  Tube 
Company  from  1905  to  1908,  inclusive? 

A.  No,  I  would  not  say  that  T  could  give  you  that;  I  can. 
get  it  for  you  accurately. 

Q.  You  have  not  made  any  memorandum  other  than 
through  a  bookkeeper,  have  you? 

A.  Sir? 

Q.  You  have  not  personally  made  any  memorandum  on  the 
subject? 

A.  No. 

Q.  And  you  are  now  unwilling  to  give  me  any  estimate 
of  the  percentage  you  got  in  pipe  from  the  National  Tube 
Company  for  the  years  1905  to  1908,  inclusive? 

A.  Yes. 
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Q.  And  you  are  unwilling  to  give  me  any  estimate  for 
1909? 

A.  For  1909,  I  should  think  it  would  be  about  one-third. 
'      Q.  And  1910? 

A.  About  the  same. 

Q.  Have  you  any  recollection,  independent  of  this  memo- 
randum, that  was  made  by  the  bookkeeper,  as  to  the  tonnages 
for  1908  and  1909? 

A.  Yes,  I  have  that;  I  judge  the  tonnage  on  pipe  at  that 
time  was  about  500  tons.  We  did  not  really  go  into  the  pipe 
business  very  heavily ;  we  have  never  attempted  to  go  into 
the  heavy  pipe  business.  We  simply  carry  pipe  as  an  ac- 
'eommodation. 

Q.  The  small  sizes  of  pipe? 

AJ  No,  up  to  eight  inches,  simply  for  jobbing  stocks.  We 
are  not  classed  as  steam-fitting  jobbers,  like  some  of  the  other 
houses. 

Q.  As  I  imderstand  it,  it  is  a  sort  of  incident  of  your 
business  ? 

A.  Exactly  so;  that  is  recent.  In  those  years,  when  you 
are  putting  it  specifically  on  certain  years,  1906  and  1907, 
'that  was  when  we  started  to  put  in  pipe,  those  years,  and  I 
do  not  recall  the  specific  tonnages  on  those  things;  the  way 
you  want  to  take  this  testimony,  I  do  not  know,  but  I  do  not 
think  you  should  ask  me  to  give  you  a  guess  on  it  when  I  can 
get  you  something  else. 

Q.  In  1913,  about  what  was  your  tonnage  in  pipe  ? 

A.  1913? 

Q.  Y(3S. 

A.  1913,  about  1,000  tons. 

Q.  What  contracts  did  you  make  with  the  National  Tube 
Company  in  1913? 

A.  We  made  contracts  for  pipe  with  them. 

Q.  What  was  the  first  one  you  made? 
'     A.  For  the  first  quarter,  from  January  to  March  31st. 
'    Q.  What  tonnage  was  there  in  that? 

A.  I  don't  recall  specifically.  We  usually  made  those  con- 
tacts for  about  100  tons. 
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Q.  Did  you  make  that  contract  yourself? 

A.  Yes. 

Q.  You  don't  recall  the  tonnage? 

A.  Not  specifically;  we  make  those  with  a  minimum  and 
a  maximum  tonnage.  If  we  put  100  tons  minimum,  we  usu- 
ally specify  125  tons  maximum,  or  from  100  to  150, 

Q.  Do  you  recall  the  price  that  you  paid  them  on  that 
purchase  ? 

A.  I  think  the  base  at  that  time  was  81  at  Pittsburgh ;  81 
and  5.  I  stated  the  base  81;  of  course  the  5  differential  is 
always  understood. 

Q.  Eighty-one  per  cent,  off  the  list  price? 

A.  Eighty-one  per  cent,  off  the  list  price,  yes. 

Q.  And  the  5  differential? 

A.  Thai  was  5  per  cent,  from  the  net.  For  instance,  if 
you  had  81  from  a  dollar,  that  would  leave  19  on;  then  it 
would  be  5  on  19,  or  95  per  cent.,  making  net  $18.05  on  the 
$100  list. 

Q.  Did  you  make  another  contract  for  that  same  period? 

A.  Yes.  We  usually  carry  a  contract  on  pipe  with  the 
Republic  Iron  &  Steel  Company  and  the  Spang,  Chalfant  Com- 
pany of  Pittsburgh. 

Q.  From  January  to  March  31st  you  had  one  with  the 
Republic? 

A.  Yes. 

Q.  What  was  your  base  with  the  Republic? 

A.  The  contract  base  on  those  three  contracts  was  the 
same  at  that  time. 

Q.  What  was  the  differential? 

A.  The  same  differential.  I  will  say  this,  that  at  times 
we  have  had  a  confidential  price  beyond  our  contract  price. 

Q.  At  times? 

A.  Yes. 

Q.  Now,  take  your  steel  bars;  what  is  the  first  year  you 
purchased  any  substantia]  quantity  of  steel  bars,  Mr.  Simp- 
son? 

A.  Well,  we  bought  steel  bars  more  or  less  since  1903. 
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Q.  Since  1903  or  1905?  T  mean,  was  it  about  the  same  time 
you  began  to  buy  pipe? 

A.  No,  we  had  handled  bars  much  before  pip©;  we  did  not 
handle  pipe  until  we  were  forced  into  it.  I  am  sorry  we  are 
handling  it  now. 

Q.  Steel  bars;  you  began  handling  them  in  1903?  Could 
you  give  me  any  approximation  of  the  tonnage  you  handled 
the  first  year? 

A.  I  should  think  about  along  toward  that  time  we  were 
handling  about  200  tons. 

Q.  What  company  did  you  purchase  your  steel  bars  from? 

A.  At  that  time  we  were  dealing  with  the  Jones  &  Laughlin 
Steel  Company,  the  Carnegie  Steel  Company,  and  we  were 
dealing  with  the  Birmingham  mills ;  I  think  it  was  the  Birm- 
ingham Boiling  Mill  Company. 

Q.  Do  you  know  whether  they  had  gone  into  the  Tennessee 
at  that  time  or  not? 

A.  No,  sir ;  that  is,  I  do  not  know  what  year  it  went  into 
the  Tennessee ;  I  do  not  know  definitely  that  it  did  go  into  the 
Tennessee,  but  I  know  early  we  had  bought  a  little  stuff  from 
the  Birmingham  mill  there,  and  of  course  that  must  have  been 
before  it  went  into  the  T.  C.  I. 

Q.  I  was  just  trying  to  get  your  personal  knowledge.  You 
do  not  remember,  from  personal  knowledge,  either  that  it  was 
in  or  out?  That  is,  you  have  not  any  personal  knowledge;  it 
was  a  matter  of  trade  reputation  either  way? 

A.  Yes,  that  is  so. 

Q.  And  from  the  point  of  view  of  trade  reputation,  you 
think  it  was  out  of  the  Tennessee  at  that  time? 

A.  Yes. 

Q.  And  from  the  point  of  view  of  trade  reputation,  it  went 
into  the  Tennessee  at  a  later  date? 

A.  I  could  not  give  you  that  information  because  I  do  not 
know ;  I  do  not  know  whether  it  combined  with  the  T.  C.  I.  or 
not. 

Q.  Do  you  have  any  idea  what  tonnage  you  bought  from 
Jones  &  Laughlin  the  first  year,  or  the  percentage  you  got 
from  Jones  &  Laughlin  the  first  year  you  got  bars  ? 
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A.  No,  sir ;  but  I  do  know  this :  I  know  that  our  average 
purchases  from  1903  to  1906,  taking  these  different  lines  that 
we  have  handled,  it  would  average  50  per  cent,  at  that  time. 

Q.  50  per  cent,  from  what? 

A.  50  per  cent,  of  bar  steel  and  pipe,  track  spikes,  track 
bolts,  and  the  steel  material  that  is  made  by  the  United  States 
Steel  Corporation  and  its  allied  interests. 

Q.  50  per  cent,  from  what  company?  I  have  not  quite 
caught  that. 

A.  I  say,  taking  the  four  companies  that  we  have  dealt 
with  within  the  Corporation,  that  is,  the  American  Sheet  & 
Tin  Plate  Company,  the  American  Steel  &  Wire  Company, 
the  Carnegie  Company  and  the  National  Tube  Company  at 
that  time^taking  the  products  that  we  bought  from  those 
mills  and  the  products  that  we  bought  from  the  independents, 
say  about  50  per  cent. 

Q.  You  are  basing  that,  however,  on  the  memorandum  pre- 
pared by  your  bookkeeper  and  not  on  recollection  of  your 
own?    Is  that  correct? 

A.  When  I  refreshed  my  memory  on  the  percentage  of 
the  purchases,  I  looked  over  my  ledger  records  enough  to 
know  that  they  were  right. 

Q.  You  do  not  mean  to  say  that  you  have,  now,  a  recol- 
lection of  the  different  particular  items  that  go  to  make  up 
that  total? 

A.  What  is  that? 

Q.  I  say,  you  do  not  have  any  recollection  of  the  different 
items  that  go  to  make  up  that  total,  do  you? 

A.  Explain  yourself  more  fully. 

Q.  I  will  ask  you  questions.  Can  you  give  me  your  bar 
purchases  from  the  Carnegie  Company  for  any  year  from 
1903  to  1906? 

A.  From  Carnegie? 

Q.  Yes. 

A.  That  is,  bars  and  light  shapes.  I  cannot  distinguish 
from  memory  what  was  bars  and  what  may  have  been  shapes 
in  those  years.  We  never  carried  shapes  in  stock,  but  we  have 
drawn  on  the  warehouse  stocks  of  the  mills,  like  those  of  the 
Carnegie  Steel  Company  in  the  warehouse  at  Chicago,  at  dif- 
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ferent  times,  for  quick  shipments;  but  at  that  time  I  should 
judge  that  nearly  all  of  our  business  with  the  Carnegie  was 
on  bars. 

Q.  You  cannot  give  me,  offhand,  what  you  got  from  Car- 
negie in  bars,  approximately  in  tonnage? 

A.  No;  I  cannot  do  that.  That  runs  back  eight  or  ten 
years,  you  know. 

Q.  Are  your  books  kept  annually!  Do  you  have  annual 
books  showing  the  tonnage  gotten  from  different  companies 
annually? 

A.  The  memoranda  I  looked  over,  my  dear  sir,  are  from 
the  record  of  what  we  have  paid  in  dollars  and  cents.  We 
run  our  records  on  so  much  money.  Of  course,  you  are  speak- 
ing of  tonnage,  and  when  I  speak  of  tonnage,  I  am  simply 
reducing,  by  an  approximate  amount,  what  the  money 
amounted  to  in  tonnage.  We  carry  our  books  on  a  dollars 
and  cents  basis,  and  when  I  make  the  record,  I  make  it  that 
we  have  paid  $10,000  or  $20,000,  or  $50,000  or  $100,000.  Is 
that  clear? 

Q.  Yes.  And  as  I  understand  it,  you  have  made  no  esti- 
mate in  tonnage  at  all? 

Me.  Eeed  :  He  has  just  said  that  he  had. 

By  Me.  Colton: 

Q.  Either  yourself  or  through  your  bookkeeper. 

Mb.  Eeed  :  He  has  just  said  that  he  did. 
The  Witness  :  My  dear  sir,  it  is  this  way :  If  steel  sells  at 
$1.70  base.  New  Orleans 

By  Me.  Colton  : 

Q.  What  sort  of  steel  f 

A.  Machined  steel,  soft  Bessemer  steel ;  we  would  pay  the 
company  so  much  money,  it  is  very  readily  seen  how  much 
tonange  that  money  represents. 

Q.  It  is  selling  at  that  at  what  time  in  the  year? 

A.  I  merely  used  a  valuation  that  might  be,  as  an  illustra- 
tion. Steel  here,  as  I  recall  it,  the  early  part  of  1912,  sold 
around  $1.65  to  $1.70  at  New  Orleans.  That  represented  $1.40 
to  $1.35  Pittsburgh.     So  that  is  simply  a  question  of  your 
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having  your  information  in  dollars  and  cents — ^just  simply  a 
question  of  multiplication. 

Q.  How  much  money  did  you  pay  Carnegie  iu  steel  bars, 
if  you  recall,  for  any  one  of  those  different  years,  if  you  have 
any  independent  recollection  of  what  you  paid?  Take  steel 
bars  and  light  strueturals  combined,  and  give  it  for  any  year, 
if  you  have  any  recollection  on  the  subject. 

A.  I  should  judge  about  that  time  we  had  paid  Carnegie 
$12,000  to  $15,000. 

Q.  In  1903? 

A.  Oh,  no,  not  in  1903.    You  said  during  that  period. 

Q.  1  said  for  any  year. 

A.  I  beg  your  pardon,  then.    T  misimderstood  you. 

Q.  Could  you  give  the  amount  you  paid  Carnegie  for  any 
year? 

A.  Not  right  offhand. 

Q.  Then  you  have  no  independent  recollection  of  the 
amount  you  paid  Carnegie  for  the  different  years?  Is  that 
correct? 

A.  Back  in  those  years;  yes,  sir.  My  memory  probably 
would  serve  me  a  little  better  in  the  later  years.  You  are 
going  back  say,  12  years;  and  to  remember  the  specific 
figures  is  a  little  difficult.  I  can  give  you  the  accurate  figures 
on  that,  and  I  offer  anything  you  want  in  that  line,  sir;  but 
I  cannot  tell  you,  as  a  whole,  although  I  know  that  in  those 
lines  we  had  averaged  50  per  cent. 

Q.  In  1903  did  you  get  quotations  from  any  other  com- 
panies than  these  three  you  have  named? 

A.  We  have  never  bought  any  material,  have  never  made 
a  contract  that  we  did  not  get  the  market  from  all  available 
sources. 

Q.  If  you  have  any  recollection  about  what  companies 
you  did  get  quotations  from  in  1903,  will  you  give  it  to  me,  on 
steel  bars? 

A.  I  cannot  remember  a  specific  concern  that  we  have  writ- 
ten to  on  bars  in  1903.  The  situation  is  this :  With  a  buj'^er 
nearly  all  the  time,  constantly,  there  are  factory  and  mill 
representatives  calling  upon  you,  and  a  great  many  of  those 
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prices  are  quoted  verbally.  You  are  quoted  prices  by  offices 
located  here,  and  veiy  often  by  long  distance  telephone,  when 
there  are  changes  in  the  market.  I  am  very  often  quoted 
prices  from  Birmingham  and  from  Atlanta  and  from  St. 
I.ouis  by  long  distance  telephone. 

Q.  When  there  is  a  change  in  the  market  price? 

A.  When  there  is  a  change  in  the  market  price,  or  about 
to  be  a  change  in  the  price;  yes,  sir. 

Q.  The  market  price  continuing  the  same  frequently  for 
several  months  at  a  time,  in  a  given  product? 

A.  Oh,  yes;  that  is  true. 

Q.  Did  you  buy  any  bars  from  the  Tennessee  Company 
before  1907? 

A.  No,  sir. 

Q.  Not  unless  the  Birmingham  Company  became  a  part  of 
it  during  that  period,  I  suppose  you  mean? 

A.  Yes,  sir.  We  did  not  have  the  T.  C.  &  I.  on  our  books 
before  1906  or  1907. 

Q.  Before  1906  or  1907? 

A.  Yes. 

Q.  You  do  not  recall  which  year  you  got  them  on  your 
books? 

A.  No,  sir;  not  specifically.    I  can  get  you  that,  however. 

Q.  Well,  you  see  we  already  have  a  record  19,000  pages 
long. 

Me.  Eeed  :  And  rapidly  getting  longer. 
Mb.  Colton  :  And  rapidly  getting  longer. 

By  Mb.  Colton: 

Q.  Wire  nails :  when  did  you  begin  to  purchase  those  ? 

A.  Wire  nails?    Just  about  the  same  period. 

Q.  Just  about  the  same  period  as  which? 

A.  Along  towards  1903  or  1904. 

Q.  From  what  company  did  you  purchase  wire  nails  in 
1903? 

A.  The  Norton  Iron  Works. 

Q.  Any  other  company? 
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A.  I  presume  we  purcliased  nails  at  that  time  through 
the  American  Steel  &  Wire  Company  also. 

Q.  What  companies  did  you  get  quotations  from  in  wire 
nails  in  1903? 

A.  I  don't  recall  in  1903. 

Q.  Take  1904. 

A.  The  same  thing  would  apply  there. 

Q.  You  could  not  give  me  the  percentage  in  1904  that  you 
got  from  the  American  Steel  &  Wire  Company  and  the  per- 
centage that  you  got  from  Norton  &  Company? 

A.  The  percentage  at  that  time  ran  about  half  and  half. 
We  probably  bought  more  from  the  Norton  Company  at  that 
time. 

Q.  In  1905  what  different  companies  did  you  get  quota- 
tions from  on  wire  nails? 

A.  That  would  average  about  the  same,  xmtil  later,  when 
the  Birmingham  nail  plant  started  up  there.  In  the  last  few 
years  we  have  been  buying  very  largely  from  the  Standard 
Steel  Company.  Here  we  keep  posted,  in  one  way  through 
the  purchasing  agencies,  both  in  the  Pittsburgh  District  and 
through  New  York,  we  keep  posted  on  the  quick  changes  of 
the  market,  through  the  direct  representatives  in  the  Pitts- 
burgh and  the  New  York  markets. 

Q.  I  don't  think  you  caught  my  question,  and  I  will  ask 
the  stenographer  to  repeat  it. 

(The  stenographer  repeated  the  question  referred  to  as 
follows:) 

"Q.  In  1905  what  different  companies  did  you  get  quota- 
tions from  on  wire  nails?" 

The  Witness:  As  I  recall  it  now  it  would  be  the  Norton 
Iron  Works. 

By  Me.  Colton  : 

Q.  Is  that  the  only  one  you  recall? 

A.  That  is  the  only  one  I  recall.  Possibly  the  Pittsburgh 
Steel  Company. 

Q.  Do  you  mean  to  include  the  American  Steel  &  Wire 
Company  in  1905  with  the  Norton  Iron  Works  ? 

A.  Oh,  yes;  yes. 
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Q.  You  are  taking  that  as  a  matter  of  course,  and  thought 
I  was  asking  about  the  things  outside  of  the  Corporation? 

A.  That  is  right;  simply  because  you  are  working  on  that 
line. 

Q.  Could  you  give  me  the  percentage,  the  way  it  was  di- 
vided, between  the  American  Steel  &  "Wire  Company  and  the 
Norton  Iron  Works  in  1905? 

A.  I  should  think  it  would  run  about  half  and  half. 

Q.  In  1906,  would  your  answer  be  the  same? 

A.  Yes,  sir. 

Q.  As  to  1907  would  your  answer  be  the  same? 

A.  Well,  yes ;  that  would  be  the  same. 

Q.  In  1908  would  it  be  the  same? 

A.  Yes. 

Q.  In  1909? 

A.  Well,  along  about  that  time,  1909  or  1910,  the  old 
Southern  Iron  &  Steel  Company,  later  succeeded  by  the 
Standard  Steel,  became  quite  a  factor  in  the  business.  That 
was  probably  in  1910. 

Q.  And  in  1910  the  Southern  came  in  there  also? 

A.  Yes,  sir. 

Q.  Can  you  give  me  how  it  was  divided  in  1910  between 
the  Southern  and  the  American  Steel  &  Wire? 

A.  We  dropped  out  buying  Norton  nails,  and  bought  be- 
tween the  Southern  and  the  American  Steel  &  Wire  Com- 
pany. 

Q.  Was  the  percentage  about  the  same? 

A.  The  percentage  would  be  just  about  the  same,  yes; 
our  percentage  of  nail  and  wire  purchased  between  the  inde- 
pendent mills  and  the  Corporation  is  larger  than  in  other 
commodities  that  we  buy.  I  would  say  this :  Taking  the  per- 
centage of  purchases  between  the  four  Corporation  plants 
and  the  independent  plants  from  1908  to  1914,  it  was  25  per 
cent. 

Mb.  Colton:  I  object  to  that  as  volunteered.  I  do  not 
know  what  it  means. 

By  Mr.  Colton  : 

Q.  Take  wire  fencing:  What  year  did  you  begin  to  buy 
wire  fencing? 
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A.  Just  about  three  years  ago. 

Q.  One  other  question :  What  was  the  first  year  you  ever 
got  quotations  from  the  Cambria  on  wire  nails,  if  ever? 

A.  I  don't  recall  the  first  year  from  Cambria,  but  the  quo- 
tations from  Jones  &  Laughlin  on  nails  were  when  the  Ali- 
quippa  plant  was  started  up.  I  think  that  Aliquippa  plant 
was  started  two  or  three  years  ago. 

Q.  Wire  fencing  you  started  buying  three  years  ago  1 

A.  About  three  years  ago.  We  have  bought  all  our  Wire 
fencing  from  the  Standard  Steel  Company,  now  the  Gulf 
States  Steel  Company,  of  Birmingham. 

Q.  Do  they  have  a  special  brand  of  fencing? 

A.  All  mills  have  their  own  special  brands.  They  all 
manufacture  under  a  different  brand. 

Q.  I  asked  you  whether  this  was  a  special  brand  of  theirs. 
Is  it? 

A.  They  brand  their  fencing  "The  Southern  fencing." 

Q.  Is  it  a  plain  wire  fencing  ? 

A.  It  is  a  plain  wire  fencing. 

Q.  Have  you  bought  any  barbed  wire? 

A.  Yes,  sir. 

Q.  When  did  you  begin  to  buy  barbed  wire? 

A.  About  four  or  five  years  ago ;  that  is,  for  regular  stock 
wire. 

Q.  Where  do  you  get  your  barbed  wire? 

A.  We  get  our  barbed  wire  between  the  Standard  Steel 
Company  and  the  American  Steel  &  Wire  Company. 

Q.  What  was  the  first  year  you  bought  barbed  wire  ? 

A.  I  should  say  it  was  about  four  to  five  years  ago. 

Q.  What  year  was  that? 

A.  Five  years  from  1914  would  be  1909. 

Q.  In  1909?    That  is  your  best  recollection? 

A.  Yes. 

Q.  What  percentage  did  you  get  from  the  American  Steel 
&  Wire  Company  in  1909? 

A.  Our  percentage  right  straight  along  there  has  aver- 
aged about  50  and  50.  We  occasionally  will  get  a  carload 
from  some  other  mill. 
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Q.  Do  you  recall  what  price  you  paid  the  American  Steel 
&  Wire  Company  for  its  barbed  wire — base  price  ? 

A.  At  what  period? 

Q.  Say  in  1909? 

A.  No,  I  do  not  recall  the  exact  price  in  1909. 

Q.  Suppose  we  take  1913 :  Did  you  run  your  contract  for 
90  days? 

A.  We  ran  our  contracts  on  90  days.  In  the  steel  and  wire 
contracts,  if  you  have  not  specified  the  portion,  they  usually 
run  it  over  a  little. 

Q.  Suppose  you  give  me  your  first  contract  with  the 
American  Steel  &  Wire  Company  in  barbed  wire  for  1913; 
that  would  be  from  January  to  when? 

A.  That  would  be  from  January  to  March  31. 

Q.  Very  well;  from  January  to  March  31  what  was  your 
base  price? 

A.  Let  us  see.  The  base  price  on  nails,  now,  is  $1.74  to 
$1.79.  They  were  higher  then.  The  price  at  that  time,  I 
should  think,  was  either  $1.99,  or  possibly  $2.04. 

Q.  One  or  the  other  of  those  two  figures? 

A.  I  think  so,  accordiug  to  the  best  of  my  recollection. 

Q.  And  you  figure  from  nails  to  barbed  wire  for  base? 

A.  From  the  nail  base,  yes. 

Q.  Practically  all  wire  products  are  figured  from  the  nail 
base? 

A.  Yes.  The  barbed  wire  and  the  plain  wire  will  take  so 
much — I  think  it  is  20  cents  under  the  base  for  plain  wire. 

Q.  And  that  is  the  American  Steel  &  Wire  Company 

A.  When  I  speak  of  those  figures  I  mean  f.  o.  b.  New 
Orleans. 

Q.  What  was  your  base  price  with  the  Southern  Company 
— ^was  that  the  other  one? 

A.  The  Standard  Steel. 

Q.  The  Standard  Steel  Company;  what  was  your  base 
price  with  that  company? 

A.  Our  price  on  the  Standard  Steel  was  five  cents  a  pack- 
age under  the  American  Steel  &  Wire  price. 

Q.  Five  cents  a  package? 
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A.  Five  cents  a  keg,  a  Imndred  pounds.  Nails  are  put 
up  in  100-pound  kegs. 

Q.  Did  you  have  a  discount  from  the  American  Steel  & 
Wire  Company  for  cash.? 

A.  Two  per  cent.,  applying  to  both. 

Me.  Eeed:  AppMng  to  both  what? 

The  Witness:  To  both  the  contracts  with  the  American 
Steel  &  Wire  Company  and  the  Standard  Steel,  the  independ- 
ent plant. 

Mr.  Eeed:  Both  allowed  the  same  cash  discount? 

The  Witness  :  Yes ;  both  allowed  the  same  cash  discount. 
The  terms  are  60  days  net,  or  two  per  cent,  ten  days. 

By  Mb.  Colton  : 

Q.  In  1912  can  you  give  me  your  first  contract  for  that 
year,  the  prices? 

A.  Our  contracts  always  run  from  January  1  to  March  31, 
and  then  each  subsequent  quarter;  then  from  April  1  to  June 
30,  and  so  forth,  each  quarter.  Nails,  as  I  recall  it,  were 
higher  the  early  part  of  1913  than  they  were  in  1912.  I 
should  think  in  1912  the  price  was  $1.89  or  $1.94.  Nails 
change  so  very  frequently  in  price  that  to  remember  back  for 
two  or  three  years  what  it  was  at  a  specified  quarter  is  a 
very  difficult  matter.  The  average  on  nails,  however,  has 
been  between  what  the  price  is  now,  $1.74,  up  to  the  high 
mark  of  $2.04,  which,  it  is  my  impression,  was  the  early  part 
of  1913.  I  do  not  recall  their  having  been  higher  than  $2.04 ; 
that  is,  New  Orleans. 

Q.  You  do  not  recall,  then,  what  you  paid  the  American 
Steel  &  Wire  Company  for  the  first  contract  in  1912  ? 

A.  No  more  than  I  have  told  you  there.  I  think  that  price 
was  from  $1.89  to  $1.94. 

Q.  Do  you  recall  what  you  paid  the  Southern  Company 
for  the  first  contract? 

A.  We  always  had  an  arrangement  with  the  Southern 
Company  of  five  cents  per  hundred  pounds  under  our  con- 
tract. 

Q.  Under  the  American's  price? 
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A .  I  would  not  put  it  that  way.  We  make  a  contract  at  a 
specified  amount.  Then  we  get  five  per  cent. — I  mean  we 
deduct  five  cents — ^not  five  per  cent.,  but  five  cents  per  him- 
dred  pounds,  I  should  say. 

Q.  Your  contract  price,  as  I  understand  it,  with  the  Ameri- 
can Wire  Company  and  the  Southern  Company  was  the  same, 
except  that  by  an  arrangement  which  you  had  you  deduct 
that  as  a  sort  of  rebate? 

A.  Let  me  say  this:  In  nails  and  wire,  while  you  may 
make  a  specific  contract  from  January  1  to  March  31,  it  is  my 
experience  that  we  have  carried  those  contracts  over,  when 
we  have  not  specified  the  full  amount  of  the  tonnage,  some- 
times for  30  days  or  60  days.  In  that  way,  in  purchasing 
beyond  the  period  of  your  contract,  the  market  might  be  up 
ten  cents ;  so  we  are  protected  at  the  contract  price  until  that 
tonnage  has  expired,  though  you  do  not  always  run  the  same. 
As  nearly  as  I  can  recall  that  period  which  you  have  men- 
tioned, they  were  the  same,  and  we  received  five  cents  per 
hundred  pounds  beyond  the  contract  price.  In  other  words, 
we  purchased  that  much  less. 

Q.  As  I  understand,  according  to  the  best  of  your  recol- 
lection, the  contract  price  of  the  American  Steel  &  Wire  Com- 
pany and  the  Southern  Company  were  at  that  time  the  same, 
although  they  are  not  at  all  times  the  same.  Is  that  what 
you  mean? 

A.  That  is  the  idea;  yes,  sir. 

Mb.  Colton  :  That  is  all. 
Mb.  Reed  :  That  is  all. 

(Whereupon  an  adjournment  was  taken  until  to-morrow, 
Wednesday,  Januarj'  14,  1914,  at  10:30  o'clock  a.  m.) 
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ONE  HUNDRED  AND  FORTY-FIEST  DAY. 

Maison  Blanche, 
New  Orleans,  Louisiana, 

Wednesday,  January  14,  1914. 

Before  Special  Examiner  John  Arthur  Brown. 

Present  on  behalf  of  the  United  States,  Mr.  Colton. 
Present  on  behalf  of  the  Defendants,  Mb.  Eeed. 


ROSS  G.  WILDER 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being- 
first  duly  sworn,  testified  as  follows: 

DIRECT    EXAMINATION 

By  Mr.  Reed  : 

Q.  Where  do  you  live,  Mr.  Wilder? 

A.  Beaumont,  Texas. 

Q.  How  long  have  you  lived  in  Beaumont? 

A.  Seventeen  years. 

Q.  What  is  your  present  occupation  there? 

A.  I  am  in  the  hardware  and  supply  business. 

Q.  Can  you  give  us  the  names  of  the  companies  with 
which  you  have  been  connected  during  your  seventeen  years, 
and  the  offices  that  you  have  held  in  each  of  the  companies? 

Mr.  Colton  :  May  I  suggest  that  he  give  us  the  dates  at 
the  same  time? 

Me.  Reed:  Yes. 

The  Witness:  For  thirteen  years  I  was  with  the  E.  L. 
Wilson  Hardware  Company.  The  first  three  years  in  the 
capacity  of  shipping  clerk  and  traveling  salesman;  the  last 
ten  years  in  the  capacity  of  buyer  and  manager  of  sales. 
Then  for  twelve  months  at  San  Antonio,  Texas.  This  was  in 
the  same  line  of  business.     For  three  years  and  a  half  as 
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vice-president  in  charge  of  purchases  of  the  Norvall- Wilder 
Hardware  Company. 

By  Mb.  Reed  : 

Q.  What  position  have  you  occupied  with  that  company? 

A.  Vice-president  in  charge  of  the  buying  and  selliDg  end. 

Q.  The  E.  L.  Wilson  Hardware  Company  and  the  Nor- 
vall- Wilder  Hardware  Company  are  both  located  at  Beau- 
mont, are  they  not? 

A.  Yes,  sir. 

Q.  Then  your  residence  at  Beaumont  has  been  continuous 
except  for  one  year  which  you  spent  in  San  Antonio? 

A:  That  is  correct. 

Q.  You  have  been  familiar  with  steel  buying  throughout 
the  past  fifteen  years? 

A.  Yes,  sir. 

Q.  What  kind  of  steel  materials  does  the  Norvall- Wilder 
Hardware  Company  buy? 

A.  Bars,  plates,  structural,  sheets,  pipes,  tubes,  nails, 
wire  and  fence. 

Q.  Do  your  purchases  of  structural  steel  amount  to  any 
considerable  portion? 

A.  No,  sir ;  that  is  a  small  portion. 

Q.  Plates,  bars,  tubular  products  and  wire  products  are 
the  big  purchases? 

A.  Yes,  sir. 

Q.  Let  us  take  plates  first;  and  by  plates  do  you  mean 
tank  plates? 

A.  Yes ;  I  mean  entirely  tank  plates. 

Q.  Do  you  buy  sheet  steel  too? 

A.  Yes,  sir. 

Q.  Taking  plates  and  sheets  together,  what  tonnage  do 
you  buy  annually? 

A.  Between  800  and  1,000  tons. 

Q.  What  part  of  that  is  sheets  of  13  gauge  or  thinner? 

A.  About  50  per  cent. 

Q.  Do  you  buy  on  a  competitive  basis,  Mr.  Wilder? 

A.  Always. 

Q.  Will  you  tell  us  the  names  of  some  competitors  for 
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your  business  in  the  heavier  sizes  of  plates ;  that  is,  12  gauge 
and  thicker? 

A.  The  La  Belle  Iron  Works,  Lackawanna,  Jones  & 
Laughlin,  Cambria,  Carnegie  Steel  and  Tennessee  Coal,  Iron 
&  Eailroad  Company. 

Q.  Do  "Worth  Brothers  quote  to  you  on  plates'? 

A.  Yes;  Worth  Brothers. 

Q.  Portsmouth? 

A.  W-^  get  quotations  from  Portsmouth. 

Q.  Inland? 

A.  Only  on  light  sheets. 

Q.  From  which  company  or  companies  do  you  buy  the 
greater  part  of  your  heavier  sizes  of  plates? 

A.  Our  greatest  tonnage  comes  from  Cambria. 

Q.  Do  you  buy  much  from  Jones  &  Laughlin? 

A.  They  are  the  next  largest. 

Q.  Next  to  Cambria? 

A.  Yes. 

Q.  What  percentage  of  all  of  your  heaviest  plates  have 
you  been  buying  from  the  United  States  Steel  Corporation 
or  its  subsidiaries ;  that  is,  from  Carnegie,  Illinois  Steel  and 
T.  C.  &L? 

Mr.  Colton:  May  I  ask  you  to  specify  the  time,  there  1 
You  are  speaking  just  of  the  present? 

Mr.  Ebed:  I  am  speaking  of  the  present  now. 

The  Witness:  You  have  reference  to  the  Norvall- Wilder 
Hardware  Company?  That  is  three  years  and  a  half.  Is 
that  the  way  you  want  it? 

By  Mr.  Reed: 

Q.  Yes.  I  will  ask  you  as  to  the  purchases  of  the  com- 
pany with  which  you  are  now  connected? 

A.  Approximately  15  to  20  per  cent. 

Q.  From  the  Steel  Corporation? 

A.  Yes. 

Q.  Do  the  quotations  that  you  get  from  the  competing 
companies  on  plates  vary,  or  are  they  all  alike? 

A.  They  always  vary.  I  have  known  them,  though,  to  be 
practically  all  alike. 
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Q.  Is  that  usual  or  unusual? 

A.  Eather  unusual. 
•      Q.  How  long  has  that  been  so,  Mr.  Wilder,  that  quotations 
have  varied  in  that  fashion? 

A.  Ever  since  we  have  been  buying  plates — or  since  I 
have  been  buying  plates,  rather. 

Q.  Ever  since  your  personal  connection  with  buying  be- 


A.  Yes.  Now,  don't  get  that  wrong;  in  my  early  experi- 
ence with  the  Wilson  Company  we  did  not  carry  plates. 

Q.  How  far  back  does  your  experience  in  buying  plates 
extend? 

A.  Eight  years  ago  was  my  first  experience  in  plates. 

Q.  Now,  coming  to  light  sheets;  that  is,  13  gauge  and 
thinner;  do  you  buy  both  plain  and  corrugated  sheets? 

A.  Yes,  and  galvanized. 

Q.  Both  black  and  galvanized? 

A.  Yes. 

■Q.  Is  there  competition  for  your  business  in  sheets  too? 

A.  Probably  more  so  than  any  other  line. 

Q.  Tell  us  the  names  of  some  of  the  competing  bidders 
on  sheets. 

A.  The  Youngstown  Sheet  &  Tube  Company ;  Inland  Steel 
Company;  American  Sheet  &  Tin  Plate  Company;  Trumbull 
Steel  Company,  at  the  present  time,  and  the  Reeves  Iron 
Company;  that  is  about  all. 

Q.  How  about  La  Belle? 

A.  Yes,  we  get  from  La  Belle  too. 

Q.  Jones  &  Laughlin  and  Cambria  on  the  light  sheets? 

A.  No. 

Q.  Portsmouth? 

A.  Only  occasionally. 

Q.  From  which  company  do  you  get  the  larger  part  of 
your  sheets? 

A.  The  Youngstown  Sheet  &  Tube  Company. 

Q.  About  what  percentage  of  your  buying  is  from  them  in 
sheets? 

A.  Light  sheets,  I  should  say  perhaps  60  per  cent. 
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Mr.  Colton  :  May  I  interrupt  long  enough  to  ask  if  you 
are  asking  about  the  same  three  and  a  half  years? 
Mr.  Eeed  :  Yes,  the  last  three  and  a  half  years. 
The  Witness:  Yes. 

By  Mr.  Eeed: 

Q.  What  percentage  of  your  sheets  of  this  same  character 
do  you  get  from  the  Steel  Corporation  or  any  of  its  subsidi- 
aries? 

A.  Probably  15  per  cent. 

Q.  Now,  as  to  the  quotations  that  you  get  on  sheets  from 
these  different  competitors ;  do  you  find  that  these  quotations 
vary  or  that  they  are  uniform? 

A.  There  is  considerable  variation  in  sheet  quotations; 
always  has  been. 

Q.  How  long  have  you  been  personally  familiar  with  buy- 
ing sheets? 

A.  Sheets  longer  than  plates;  probably  ten — ^yes,  twelve 
years. 

Q.  And  that  condition  has  obtained  throughout  that 
period  of  twelve  years,  has  it? 

A.  Yes,  always. 

Q.  You  stated  that  at  some  few  times,  some  unusual 
times 

Mr.  Colton  :  I  don't  think  he  put  it  that  way. 

Mr.  Eeed:  We  will  leave  that  to  the  record  to  decide. 

By  Mr.  Eeed: 

Q.  ( Contiriuing)  You  found  the  quotations  in  plates  pretty 
much  the  same?  Were  those  times  of  prosperity  or  depres- 
sion in  business? 

A.  Usually  in  times  of  prosperity,  and  I  am  under  the 
impression  that  the  mills  were  not  anxious  for  business. 

Q.  Now,  in  times  of  more  or  less  depression,  when  the 
mills,  like  everybody  else  in  the  country,  need  business,  do 
you  find  that  they  compete  to  get  it  by  cutting  prices  ? 

A.  I  do,  yes. 

Q.  Has  there,  in  either  plates  or  sheets,  been  any  indica- 
tion to  you  of  any  combination  to  fix  prices  among  the 
makers? 
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A.  There  has  not. 

Q.  Coming  down  to  your  bar  purchases ;  do  you  buy  them 
on  a  competitive  basis? 

A.  Yes,  iuvariably. 

Q.  About  how  many  tons  of  bars  do  you  buy  in  the  course 
of  a  year?  ' 

A.  This  is  still  in  that  period  of  three  and  a  half  years? 

Q.  Yes;  speaking  in  tonnages,  I  am  asking  you  for  ton- 
nages of  the  present  company. 

Mb.  Colton  :  On  steel  bars  ? 

The  Witness  :  This  is  steel  bars  only. 

By  Mb.  Eeed: 

Q.  Steel  bars  only? 

A.  Between  800  and  900  tons. 

Q.  Annually? 

A.  Annually. 

Q.  What  companies  quote  you  on  steel  bars? 

A.  The  Lackawanna  and  Jones  &  Laughlin,  the  Cambria 
Steel  Company  and  the  Carnegie  Steel  Company. 

Q.  And  the  T.  C.  &I.? 

A.  No;  there  is  a  difference  in  freight  rates  between 
plates  and  bars  in  our  territory,  and  they  cannot  get  in  on 
bars ;  it  will  not  go. 

Q.  And  the  Republic? 

A.  Yes. 

Q.  And  the  Gulf  States  Steel  Company? 

A.  The  same  applies  as  to  the  Tennessee  Coal,  Iron  & 
Railroad  Company;  they  cannot  get  in  on  bars. 

Q.  The  KnoxviUe  Iron  Company? 

A.  No ;  the  freight  rates  are  against  them. 

Q.  Do  you  find  competition  in  bars  too? 

A.  Invariably,  yes. 

Q.  Do  the  quotations  that  are  made  you  by  competing 
companies  vary  or  are  they  uniform? 

A.  They  vary. 

Q.  How  long  has  that  been  so? 

A.  During  my  experience  in  buying,  with  the  exception 
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that  at  times  of  extreme  prosperity  they  may  be  the  same, 
but  in  the  majority  of  cases  they  vary. 

Q.  Over  how  manj'-  years  does  yonr  experience  in  buying 
bars  extend? 

A.  Steel  bars,  about  twelve  years. 

Q.  And  iron  bars,  how  long? 

A.  It  has  been  a  case — we  formerly  had  a  stock  entirely  of 
iron  bars ;  now  we  only  stock  steel  bars,  and  that  has  gradually 
changed  over. 

Q.  About  what  percentage  of  your  bar  purchases  are  from 
the  United  States  Steel  Corporation  and  have  been  from  the 
United  States  Steel  Corporation  during  the  past  three  years 
and  a  half? 

A.  About  between  30  and  40  per  cent. 

Q.  The  Steel  Corporation  does  not  make  iron  bars,  does 
it,  so  far  as  you  know? 

A.  It  does  not,  so  far  as  I  know. 

Q.  Is  there  competition  for  vour  business  in  iron  bars  too? 

A.  Yes. 

Q.  A  number  of  different  makers  submit  bids? 

A.  Yes. 

Q.  Do  you  find  the  same  variation  in  quotations? 

A.  Yes,  a  variation  in  quotations. 

Q.  Do  you  find  the  same  uniformity  in  times  of  prosper- 
ity, the  same  comparative  uniformity? 

A.  Yes,  at  times. 

Q.  Do  the  quotations  in  iron  bars  behave  any  differently 
from  the  quotations  on  steel  bars? 

A.  In  the  last  three  years  I  have  paid  very  little  attention 
to  iron  bars ;  the  number  of  makers  are  few  that  we  come  in 
contact  with,  and  we  get  very  few  quotations  on  iron  bars. 

Q.  When  you  were  buying  iron  bars  did  the  quotations 
act  the  same  as  the  quotations  on  steel  bars? 

Mb.  Colton  :  Just  a  moment ;  I  object  to  that  on  the  ground 
that  it  calls  for  the  witness  to  compare  a  complicated  state 
of  facts ;  that  he  can  scarcely  carry  in  his  mind  such  a  com- 
plicated state  of  facts,  and  that  the  exact  conditions  of  varia- 
tion in  the  two  products  are  not  disclosed  to  the  court,  and 
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that  the  answer  is  immaterial  and  irrelevant  and  calling  for  a 
mere  conclusion  upon  facts  not  disclosed  to  the  court. 
(The  question  was  repeated  by  the  stenographer.) 

The  Examinee:  You  may  answer,  sir. 
The  Witness:  Yes. 

By  Me.  Eeed: 

Q.  Now,  as  to  pipe,  and  by  "pipe"  I  mean  all  tubular 
products ;  about  how  many  tons  do  you  buy  in  the  course  of 
a  year? 

A.  Upwards  of  800  tons. 

Q.  How  long  have  you  been  personally  familiar  with  the 
buying  of  pipe? 

A.  Fourteen  years. 

Q,  What  competitors  are  there  for  your  business? 

A.  The  Youngstown  Sheet  &  Tube  Company,  the  La  Belle 
Iron  Works,  Spang-Chalfant,  the  Mark  Manufacturing  Com- 
pany, the  National  Tube  Company  and  A.  M.  Byers. 

Q.  Does  the  Republic  Iron  &  Steel  Company  compete  too? 

A.  Yes,  they  quote. 

Q.  The  Wheeling  Iron  &  Steel  Company? 

A.  Yes,  they  quote,  and  I  have  purchased  a  little  from 
them. 

Q.  Of  course,  I  am  not  asking  for  the  companies  from 
which  you  buj',  but  the  companies  which  submit  quotations. 

A.  Yes,  sir. 

Q.  Does  the  Central  Tube  Company  quote  to  you  f 

A.  Yes ;  since  they  have  been  in  business  they  quote. 

Q.  To  which  company  do  you  give  the  larger  part  of  your 
business? 

A.  The  National  Tube  Company,  I  believe,  gets  the  larg- 
est proportion  of  it. 

Q.  About  what  percentage  of  your  buying  during  the  last 
three  and  a  half  years  has  been  from  the  National  Tube  Com- 
pany? 

A.  I  should  say  between  45  and  50  per  cent. 

Q.  And  the  balance  scattered  among  its  competitors? 

A.  Yes. 
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Q.  Quotations  on  tubular  products  are  made  by  discounts 
from  a  fixed  list,  are  tbey? 

A.  They  are. 

Q.  Do  you  find  that  those  discounts  vary? 

A.  Yes. 

Q.  I  mean  the  quotations  of  discounts  offered  by  the  dif- 
ferent competitors;  there  is  a  variation  there,  is  there? 

A.  There  is. 

Q.  How  long  has  that  been  so? 

A.  With  a  few  exceptions,  since  my  experience  in  buying. 

Q.  Have  those  exceptions  occurred  iu  times  of  prosperity, 
like  the  other  products? 

A.  Yes,  that  is  always  the  case ;  has  always  been  the  case. 

Q.  Now,  as  to  the  wire  products;  about  how  many  tons 
of  wire  products  of  all  kinds  do  you  buy  annually,  still  speak- 
ing of  the  purchases  during  the  past  three  and  a  half  years, 
and  including  in  the  question  plain  and  barbed  wire,  wire 
nails,  poultry  netting,  woven  wire  fence  or  welded  fence,  and 
all  wire  products? 

A.  Between  700  and  900  tons. 

Q.  Is  there  competition  in  that  business  too? 

A.  There  is. 

Q.  Tell  us  the  names  of  some  of  the  competitors  ? 

A.  The  Pittsburgh  Steel  Company,  the  Youngstown  Sheet 
&  Tube  Company,  Jones  &  Laughlin,  Cambria,  the  Gulf  States 
Steel  Company  at  the  present  time — it  is  the  fourth  genera- 
tion, I  believe. 

Me.  Colton:  What  is  that?    It  is  the  fourth  generation? 
The  Witness  :  Of  the  Birmingham  Nail  &  Wire  Company. 

By  Mr.  Eeed: 

Q.  You  do  not  know  whether  the  sins  of  the  fathers  have 
descended  this  far,  do  you? 

A.  No. 

Q.  Eoebling's? 

A.  Yes.    We  buy  some  special  wires  from  Eoebling. 

Q.  The  American  Steel  &  Wire  Company? 

A.  The  American  Steel  &  Wire  Companv. 

Q.  The  Colorado  Fuel  &  Iron  Company? 
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A.  Not  for  the  last  few  years. 

Q.  Did  they  quote  to  you  until  a  few  years  ago? 

A.  Yes. 

Q.  Did  you  buy  from  them? 

A.  We  did. 

Q.  Up  until  how  long  ago  ? 

A.  Five  years  ago. 

Q.  Did  you  buy  any  substantial  quantities  from  them? 

A.  A  good  tonnage. 

Q.  For  how  many  years  were  you  buying  large  quantities 
from  them? 

A.  About  four  to  five  years;  four  years,  probably  is 
nearer  right. 

Q.  What  percentage  of  your  wire  products  purchases  dur- 
ing the  last  three  and  a  half  years  have  you  made  from  the 
American  Steel  &  Wire  Company? 

A.  Fifty  per  cent. 

Q.  Has  the  balance  been  scattered  among  its  competitors, 
or  has  any  one  competitor  stood  out  among  them? 

A.  The  next  would  be  the  Youngstown  Sheet  &  Tube  Com- 
pany. 

Q.  Is  there  any  stock  of  American  Steel  &  Wire  Company 
goods  in  your  vicinity  which  is  of  any  advantage  to  you,  Mr. 
Wilder? 

A.  At  Texas  City. 

Q.  How  far  is  Texas  City  from  Beaumont? 

A.  80  miles. 

Q.  Is  there  at  Texas  City  any  warehouse  stock  of  goods 
manufactured  by  the  American  Steel  &  Wire  Company? 

A.  There  is,  yes,  sir. 

Q.  Is  that  a  large  or  small  stock? 

A.  A  very  large  stock. 

Q.  Is  that  the  Tufts  &  Osborne  Warehouse  of  which  you 
are  speaking? 

A.  Yes. 

Q.  Is  that  warehouse  of  any  assistance  to  you? 

A.  Decidedly  so. 

Q.  In  what  way? 

A.  Because  it  gives  us  quick  shipments. 
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Q.  Does  the  fact  that  you  can  get  quick  shipments  from 
that  nearhy  warehouse  influence  the  percentage  of  your  pur- 
chases of  wire  products  from  the  American  Steel  &  Wire 
Company? 

A.  Decidedly  so. 

Q.  When  you  buy  from  Tufts  &  Osborne  you  count  that 
as  an  American  Steel  &  Wire  Company  purchase,  do  you? 

A.  Yes. 

Q.  Your  purchases  from  Tufts  &  Osborne  are  included  in 
that  50  per  cent.  ? 

A.  They  are. 

Q.  How  far  is  Beaumont  from  Galveston? 

A.  Seventy-five  miles. 

Q.  In  wire  products  is  this  competition  keen  or  otherwise  ? 

A.  Always  keen. 

Q.  Do  the  quotations  that  the  competitors  submit  to  you 
vary  as  in  these  other  products? 

A.  They  have,  yes. 

Q.  How  long  has  that  been  so? 

Mu.  Colton:  Just  a  moment.  I  would  like  to  insert  an 
objection  to  that.  I  object  to  calling  on  the  witness  to  make 
a  comparison  between  a  dozen  different  products,  and  I  ob- 
ject to  the  question  as  calling  for  a  conclusion  of  the  witness 
based  on  a  state  of  facts  not  disclosed  to  the  court. 

The  Witness  :  During  my  experience  with  the  buying. 

By  Me.  Eeed: 

Q.  How  long  have  you  had  personal  experience  with  the 
buying  of  wire  products? 

A.  Fourteen  years. 

Q.  Has  any  other  large  producer  of  wire  products  a  ware- 
house in  your  neighborhood? 

A.  Two:  The  Pittsburgh  Steel  Company,  at  Galveston, 
and  the  Gulf  States  Steel  Company  at  Port  Arthur. 

Q.  Are  you  buying  from  the  warehouse  of  the  Pittsburgh 
Steel  Company  at  Galveston? 

A.  Very  little. 

Q.  What  is  the  reason  you  do  not  buy  largely  from  them, 
if  they  have  a  nearby  warehouse  too  ? 
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A.  They  have  exclusive  agencies  on  fence,  and  we  cannot 
get  their  fence. 

Q.  Do  they  refuse  to  sell  any  welded  fence  to  more  than 
one  dealer  in  any  one  town? 

A.  At  the  time  of  my  last  conversation  with  their  sales- 
man they  did.    They  have  an  agent  in  Beaumont. 

Q.  How  about  the  American  Steel  &  Wire  Company! 
Will  it  sell  fence  to  anybody? 

A.  It  does,  yes,  sir. 

Q.  So  you  buy  their  fence,  do  you? 

A.  We  buy  some  of  their  fence. 

Q.  You  buy  fence  from  other  makers  too? 

A.  I  do. 

Q.  During  the  period  of  your  familiarity  with  the  buying 
of  these  different  products,  Mr.  Wilder,  have  you  or  have  you 
not  found  competition  in  each  of  them? 

A.  Yes ;  we  have  always  found  competition. 

Q.  Has  there  been  any  time  that  you  have  been  acquainted 
with  the  buying  of  these  products  that  the  Steel  Corporation 
has  had  a  monopoly  of  the  business? 

Me.  Golton  :  I  object  on  the  ground  that  it  calls  upon  the 
witness  to  express  an  opinion  concerning  a  matter  involving 
a  question  of  fact  and  law,  and  upon  the  further  ground 
that  it  calls  for  an  opinion  and  a  conclusion  of  the  witness 
upon  a  state  of  facts  not  disclosed  to  the  court. 

The  Exa.minee  :  You  may  answer,  Mr.  Wilder. 

The  Witness  :  I  do  not  know  of  any  time  tha.t  I  could  get 
that  impression. 

By  Mn.  Eeed: 

Q.  How  has  their  service  been  to  you?  Have  their  deliv- 
eries been  as  promised? 

A.  This  is  to  cover  the  entire  range  of  products  ? 

Q.  Yes. 

A.  Well,  at  times.  At  times  we  have  very  slow  delivery. 
Last  year  was  one  of  them. 

Q.  How  has  the  quality  been? 

A.  The  quality  has  been  good. 
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CEOSS  EXAMINATION 

By  Mb.  Colton: 

Q.  Were  you  buying  wire  nails  in  1901  ? 

A.  Yes ;  I  was  buying  wire  nails  in  1901. 

Q.  From  what  companies  did  you  purchase  wire  nails  in 
1901? 

A.  The  American  Steel  &  Wire  Company,  the  Union  Steel 
Company,  I  believe  that  is  one  that  has  passed  out  of  exist- 
ence some  time — I  do  not  know — in  a  suburb  of  Pittsburgh. 

Q.  Any  other  companies? 

A.  Whether  the  Alabama  Steel  &  Wire  Company  was  in 
existence  I  am  not  sure,  but  at  that  time,  or  about  that  time, 
I  commenced  buying  from  the  Alabama  Steel  &  Wire. 

Q.  You  are  not  sure  about  that? 

A.  I  am  not  sure  about  that.  They  came  into  the  market, 
though,  about  that  time.  The  Kokomo  Steel  &  Wire  Comr 
pany,  at  Kokomo,  Indiana. 

Q.  Of  what  date  are  you  speaking?    1901? 

A.  This  is  for  1901,  yes. 

Q.  Could  you  give  me  about  the  percentage  you  bought 
from  the  American  Steel  &  Wire  Company  in  1901?  I  ex- 
pect it  only  approximately,  of  course. 

A.  I  should  say  70  per  cent,  at  that  time. 

Q.  And  about  what  proportion  from  the  Union  Steel  Com- 
pany in  1901 ? 

A.  I  am  not  sure  about  this  Union  Steel. 

Q.  An  approximation  is  all  I  want. 

A.  I  should  say  20  per  cent. 

Q.  And  the  Kokomo  Steel.  That  would  be  about  10  per 
cent? 

A.  Yes. 

Q.  All  of  them  are  approximate,  I  understand? 

A.  Yes. 

Q.  Would  it  be  about  the  same  in  1902? 

A.  I  don't  know  about  that.  The  largest  percentage  was 
the  American  Steel  &  Wire  Company. 

Q.  The  Union  Steel  Company  and  the  American  Steel  & 
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Wire  Company  were  competitors  for  your  business  at  tliat 
time,  were  they  not? 

A.  Yes. 

Q.  And  together  they  controlled,  to  the  best  of  your  recol- 
IfVetion,  about  90  per  cent,  of  your  business? 

Mb.  Eeed  :  I  object  to  that.    There  is  no  such  evidence. 

Mb.  Colton  :  It  is  20  per  cent,  for  the  Union  Steel  Com- 
pany and  70  per  cent,  for  the  American  Steel  &  Wire,  accord- 
ing to  his  testimony. 

Me.  Eeed  r  He  is  talking  about  the  percentage  of  his  busi- 
ness, not  the  percentage  of  the  business 

Mb.  Colton  :  Of  his  business,  I  said. 

Me.  Eeed  :  I  beg  your  pardon,  then.  I  did  not  hear  you 
right. 

The  Witness  :  70  per  cent,  for  the  American  Steel  &  Wire 
Company  and  20  per  cent,  for  the  Union  Steel. 

By  Mb,  Colton: 

Q.  Were  you  aware  of  the  fact  that  the  Union  Steel  Com- 
pany and  the  American  Steel  &  Wire  Company  combined? 

A.  Yes ;  I  thinli  I  knew  that. 

'Mr.  Eeed:  That  is  not  literally  true,  is  it,  Mr.  Colton? 
Mb.  Colton  :  Well,  they  were  both  absorbed  by  the  United 
States  Steel  Corporation. 

By  Mr.  Colton: 

Q.  Do  you  know  whether,  after  the  Union  Steel  Company 
was  absorbed  by  the  United  States  Steel  Corporation,  it 
maintained  agencies  for  the  sale  of  wire  products  separate 
from  the  American  Steel  &  Wire  Company? 

A.  I  do  not. 

Q.  You  did  not  notice  them  in  business  after  they  were 
absorbed,  I  suppose,  one  way  or  the  other? 

A.  No,  sir;  I  did  not. 

Q.  How  long  did  you  continue  to  purchase  about  the  same 
proportion  from  the  American  Steel  &  Wire  Company  and 
the  Union  Steel  Company  that  you  did  in  1901  ? 

Ai  I  think  in  1903  the  Colorado  Fuel  &  Iron  Company 
came  into  our  market  on  these  products. 
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Q.  I  do  not  think  you  understood  the  question.  I  will  ask 
the  stenographer  to  read  it. 

(The  stenographer  repeated  the  preceding  question.) 

A.  I  think  they  were  practically  the  same  in  1902.  I  am 
not  sure  about  this  Union  Steel  Company,  however. 

Q.  About  the  percentage? 

A.  I  still  know  that  the  American  Steel  &  Wire  Company 
had  probably  70  per  cent,  of  the  business  in  1901  and  1902. 

Q.  You  do  not  recall  just  when  the  Union  Steel  went  into 
the  Corporation? 

A.  No,  sir:  I  do  not.    I  do  not  know. 

Q.  And  in  1903  the  Colorado  Fuel  &  Iron  Company,  you 
think,  came  in? 

A.  Yes ;  it  was  in  1903,  I  think. 

Q.  Would  other  wire  products  range  about  the  same  as 
nails  for  those  years? 

A.  It  was  my  impression  that  we  were  putting  all  of  those 
together,  nails,  wire,  fence,  barbed  wire  and  all  that  into  one 
classification.    Were  we  not? 

Q.  You  understood  the  question  to  apply  to  all  those  pro- 
ducts? 

A.  I  did,  yes. 

Q.  Very  well. 

Take  1903 :  How  were  your  wire  products  divided  up,  to 
the  best  of  your  recollection? 

A.  I  think  that  the  American  Steel  &  Wire  Company  had 
dwindled  down  to  about  60  per  cent.,  and  the  Colorado  Fuel 
&  Iron  Company  was  probably  25  per  cent.  We  were  still 
doing  business  with  Kokomo,  a  very  small  portion.  Their 
line  was  limited. 

Q.  Now,  can  you  recall  any  other  manufacturers  of  wire 
products  that  quoted  you  during  the  period  1901  and  1902, 
other  than  those  you  have  named?    On  wire  nails,  say,  first, 

A.  I  am  not  sure  but  that  we  used  to  have  the  Kelly  Iron 
&  Steel  Company,  at  Ironton,  Ohio ;  they  were  in  the  market 
either  before  or  about  that  time,  and  I  think  we  bought  some 
goods  from  them,  but  I  don't  know  about  that. 

Q.  Any  others? 
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A.  A  little  farther  back  was  the  Washburn  &  Moen  Com- 
pany. 

Q.  They  went  into  the  American  Steel  &  Wire  Company? 

A.  Yes;  I  think  that  was  prior. 

Q.  And  the  Salem  Wire  Nail  Company? 

A.  I  know  of  them  being  in  business,  but  I  don't  remem- 
ber doing  any  business  with  them. 

Q.  And  the  American  Steel  &  Wire  Company? 

A.  No,  I  don't  remember  doing  any  business  with  them. 

Q.  The  American  Steel  &  Wire  Company  of  Illinois? 

A.  I  believe  that  was  before  my  time ;  I  am  not  certain. 

Q.  You  have  named  all  that  you  can  now  recall  during 
that  period  that  quoted  you? 

A.  Yes. 

Q.  How  long  did  this  percentage  continue  relatively  about 
the  same  between  these  companies  that  you  have  given  for 
i903? 

A.  Well,  their  percentage  has  gone  down,  and  I  believe 
we  are  buying  from  45  to  50  per  cent.,  possibly  50,  from  the 
American  Steel  &  Wire  Company,  and  during  the  period 
from  1903  to  1908,  the  Colorado  Fuel  &  Iron  Company  prob- 
ably got  25  per  cent. 

Q.  And  the  American  Steel  &  Wire  Company  about  60? 

A.  Yes,  but  that  percentage  gradually  dwindled  down  to 
where  it  stands. 

Q.  About  50? 

A.  Yes;  there  are  other  companies  coming  into  competi- 
tion— the  Birmingham  mUl. 

Q.  In  1903;  can  you  name  any  other  companies  that 
quoted  you  in  that  year,  other  than  the  American  Steel  & 
Wire  Company,  the  Colorado  Fuel  &  Iron  Company  and  the 
Kokomo  Company,  on  wire  nails? 

A.  Wire  nails  only? 

Q.  Yes. 

A.  No ;  except  possibly  this  Alabama  Steel  &  Wire  Com- 
pany. I  am  not  sure  that  they  came  into  the  market  at  that 
time — about  that  time. 

Q.  You  do  not  know — ^you  had  no  reason  to  know  whether 
the  American  Steel  &  Wire  Company  took  over,  at  its  for- 
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mation,  in  the  neighborhood  of  90  to  98  per  cent,  of  the  wire 
rod  business  of  the  country? 

A.  No,  I  do  not  know. 

Q.  And  you  do  not  know  whether  it  took  over  between 
80  and  95  per  cent,  of  the  wire  nail  business  of  the  country, 
do  you? 

A.  No,  I  don't  know  that  percentage. 

Q.  And  you  do  not  know  the  size  of  this  little  Kokomo 
Company,  do  you? 

A.  No,  I  don't  know  much  about  that;  I  never  had  very 
much  business  with  them. 

Q.  You  were  never  informed  as  to  the  extent  to  which 
the  American  Steel  &  Wire  Company  controlled  the  capacity 
of  the  cotmtry  in  1901  in  wire  nails,  were  you? 

A.  No,  I  never  was. 

Q.  Now,  take  1908.  What  companies  quoted  you  in  1908 
on  wire  products? 

A.  The  American  Steel  &  Wire  Company,  the  Pittsburgh 
Steel  Company,  and  the  Colorado  Fuel  &  Iron— well,  I  think 
their  rates  went  off  about  that  time,  and  they  quit  quoting 
about  that  time. 

Q.  They  quit  quoting  about  that  time? 

A.  Yes.  Then  just  what  company  operated  Birmingham 
at  that  time— I  presume  the  Southern  Steel  Company. 

Q.  One  of  those  generations  that  you  were  speaking 
about? 

A.  One  of  the  generations. 

Q.  You  do  not  know  whether  it  was  in  the  hands  of  a 
receiver  at  that  time  or  not? 

A.  I  guess  it  was. 

Q.  Your  guess  would  be  that  it  was  in  the  hands  of  a  re- 
ceiver at  that  time? 

A.  Yes. 

Me.  Reed:  Do  you  want  that  to  go  into  the  record? 

Mk.  Colton  :  He  says  that  was  his  guess.  I  suppose  that 
is  what  he  heard  in  the  trade. 

Mb.  Reed:  I  heard  what  he  said,  but  I  wanted  to  know 
whether  you  want  that  to  go  into  the  record  or  not. 
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Me.  Colton:  Of  course;  I  want  all  of  Ms  answers  to  go 
into  the  record. 

MJB.  Reed:  Then  I  object  to  any  testimony  on  a  witness' 
guess  about  that  receivership,  it  being  a  matter  of  record 
and  capable  of  exact  proof. 

By  Me.  Colton  : 

Q.  About  1908,  to  the  best  of  your  recollection,  you  were 
giving  about  60  per  cent,  to  the  American  Steel  &  Wire  Com- 
pany? 

A.  Yes,  I  think  they  were  getting  from  55  to  60  per  cent. 
.     Q.  And  to  the  Pittsburgh  Steel  Company  how  much? 

A.  I  should  say  ten  to  fifteen  per  cent. ;  they  were  getting 
some,  not  much. 

Q.  And  the  Southern  Company? 

A.  They  were  getting  possibly  more  at  that  time  than  the 
Pittsburgh  Company. 

Q.  Those  are  the  only  companies  that  you  recall  quoting 
you  in  1908? 

A.  In  1908  the  Youngstown  people  came  into  the  market, 
I  think;  I  am  not  sure  about  this,  though — 1908  or  1909,  but 
I  am  not  sure  about  that. 

Q.  Do  you  recall  what  you  paid  the  American  Steel  & 
Wire  Company  in  1908,  base  price  on  wire  nails? 

A.  No,  I  could  not  give  it  to  you  exactly. 

Q.  Do  you  recall  what  you  paid  to  the  Pittsburgh  Com- 
pany? 

A.  No. 

Q.  Or  to  the  Southern  Company? 

A.  No,  I  don't  remember  the  ruling  price  on  nails  at  that 
time. 

Q.  There  was  a  ruling  price  at  that  time,  was  there  not? 

A.  Certainly  there  was  a  price  at  that  time;  I  don't  know 
what  it  was,  though. 

Q.  And  by  "ruling  price"  you  mean  the  price  generally 
quoted,  I  suppose? 

A.  Yes,  so  far  as  we  were  able  to  obtain. 

Q.  In  1910  would  your  testimony  in  regard  to  wire  nails 
be  approximately  the  same  as  it  was  for  1908? 


ROSS  G.  WILDER.  10683 

A.  Now,  there  is  an  intermission  in  wMch  I  was  in  busi- 
ness LQ  San  Antonio;  in  the  first  half  of  1910  and  the  last 
half  of  1909  I  was  in  San  Antonio,  and  my  purchases  were 
strictly  wire  nails  and  fence  at  that  time. 

Q.  Wire  nails  and  fence? 

A.  Yes ;  we  did  not  carry  plates. 

Q.  What  company  did  you  purchase  from  during  the  first 
half  of  1910? 

A.  Well,  almost  exclusively  from  the  American  Steel  & 
Wire  Company. 

Q.  And  during  the  last  half  of  1909  you  purchased  almost 
exclusively  from  them? 

A.  Yes. 

Q.  And  for  what  company  were  you  purchasing? 

A.  The  San  Antonio  Hardware  Company. 

Q.  Then  of  course  you  did  not  intend  to  testify  about  the 
San  Antonio  Hardware  Company? 

Mr.  Reed:    He  has  just  finished  testifying  about  it. 

The  Witness:  Yes,  the  purchases  were  for  the  San  An- 
tonio Hardware  Company  the  last  half  of  1909  and  the  first 
half  of  1910. 

By  Mr.  Colton: 

Q.  In  the  first  half  of  1910  did  you  go  back  to  the  company 
that  you  had  formerly  been  connected  with,  the  Norvall  Com- 
pany? 

A.  The  Norvall-Wilder  Hardware  Company. 

Q.  What  business  was  done  by  that  San  Antonio  Hard- 
ware Company,  which  purchases  you  got  exclusively  from  the 
American  Steel  &  Wire  Company? 

A.  That  was  practically  operated  as  a  receivership ;  there 
was  a  receiver  there,  and  there  was  a  preference  shown  on 
account  of  the  very  large  account  that  they  owed  the  American 
Steel  &  Wire  Company. 

Q.  I  asked  you  what  tonnage. 

A.  I  was  not  receiver ;  I  was  managing  it,  and  reporting  to 
a  creditors'  committee. 

Q.  You  were  not  receiver,  then? 
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A.  No — with  instructions  to  give  preference  to  the  ac- 
counts which  were  carrying  the  business  on. 

Q.  They  were  some  preferential  creditors  under  some 
friendly  arrangement? 

A.  Yes. 

Q.  Between  themselves  and  the  American  Steel  &  Wire 
Company,  as  the  largest  creditor? 

A.  They  were. 

Q.  They  were  carrying  book  accounts  for  the  American 
Steel  &  Wire  Company  for  a  number  of  years? 

A.  Yes ;  and  I  was  put  there  as  manager,  and  my  instruc- 
tions were  to  give  the  preference  to  certain  accounts. 

Q.  Can  you  tell  me  about  the  tonnage  you  purchased  from 
the  American  Steel  &  Wire  Company? 

A.  Their  tonnage  is  not  large ;  I  do  not  suppose  we  bought 
in  twelve  months  that  I  was  there  more  than  250  tons. 

Q.  Of  what? 

A.  Wire,  fencing  and  nails. 

Q.  Do  you  recall  what  the  ruling  price  was  at  that  time  ? 

A.  No,  I  do  not  know  the  price  that  was  being  quoted  at 
that  time. 

Q.  In  the  latter  part  of  1910  you  began  business  with  the 
Norvall  Company? 

A.  The  Norvall- Wilder  Hardware  Company. 

Q.  What  was  the  ruling  price  at  that  time,  the  base  price 
on  wire  products  ? 

A.  Our  first  purchase  came  along  in  July,  August  or  Sep- 
tember, 1910;  I  don't  remember  just  what  it  was. 

Q.  What  different  companies  quoted  you  in  the  latter  part 
of  1910? 

A.  The  Pittsburgh  Steel  Company,  the  American  Steel  & 
Wire  Company,  the  Youngstown  Sheet  &  Tube  Company,  and 
I  think  possibly  Jones  &  Laughlin,  but  I  am  not  sure  about 
them. 

Q.  Could  you  divide  up  that  tonnage  for  the  latter  part 
of  1910,  your  percentage  for  the  latter  part  of  1910,  for  these 
different  companies? 

A.  Oh,  I  should  say  it  was  80  per  cent,  to  the  American 
Steel  &  Wire  Company. 
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Q.  What  was  the  last  contract  that  you  made  with  the 
American  Steel  &  Wire  Company  ? 

A.  The  last  contract  ? 

Q.  Yes. 

A.  In  July  or  August  of  1913. 

Q.  And  for  what  tonnage? 

A.  I  don't  remember  the  exact  tonnage;  those  contracts, 
we  usually  make  them  100  tons  minimum  and  125  maximum. 

Q.  What  was  the  preceding  contract  that  you  made  to 
that  with  the  American  Steel  &  Wire  Company,  next  preced- 
ing? 

A.  Probably  about  in  April,  it  would  be. 

Q.  In  April,  1913? 

A.  Yes. 

Q.  Can  you  give  me  the  base  price  in  April,  1913,  that  you 
paid  the  American  Steel  &  Wire  Company  on  that  contract? 

A.  $2.06  delivered,  I  think  was  the  price  a  year  ago  in 
April. 

Q.  That  was  the  general  ruling  price  at  that  time? 

A.  We  were  able  to  get  a  better  price  from  Youngstown, 
but  on  account  of  the  advantage  of  service,  we  bought  largely 
shipments  from  Texas  City. 

Q.  Are  those  the  only  two  companies  from  which  you  got 
quotations  at  that  time? 

A.  No,  we  get  quotations  regularly  from  the  Pittsburgh 
Steel  Company. 

Q.  And  at  that  time  you  could  have  gotten  a  better  price 
from  the  Youngstown  Company,  but  on  account  of  service  you 
preferred  the  American  Steel  &  Wire  Company? 

A.  Yes.  In  fact,  I  did  get  it;  made  a  contract  with  them 
and  bought  some  goods. 

Q.  What  price  did  you  pay  them  ? 

A.  It  was  five  cents  less. 

Q.  Five  cents  a  keg? 

A.  Yes ;  in  our  town. 

Q.  Could  you  give  me  the  tonnage  that  you  bought  from 
the  American  Steel  &  Wire  Company  during  the  last  three 
years  ? 
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A.  Annual  tonnage?  Well,  I  should  say  between  350  to 
400  tons. 

Q.  As  I  understand  it,  that  is  a  mere  approximation;  you 
have  not  worked  out  any  figures  on  it? 

A.  No,  I  have  not  any  figures  on  this. 

Q.  Could  you  give  me  the  price  that  you  paid  on  that  first 
contract,  or  any  one  of  your  contracts  in  1912  to  the  American 
Steel  &  Wire  Company? 

A.  No,  I  don't  remember;  I  don't  remember  the  price  in 
1912. 

Q.  Could  you  give  me,  if  you  now  recall,  any  instance  back 
of  1913  in  which  the  variation  between  the  American  Steel  & 
Wire  Company's  price  and  that  of  some  other  company  with 
which  you  made  a  contract  was  greater  than  five  cents  a  keg? 

A.  What  was  that  question — prior  to? 

Q.  Prior  to  January  1,  1913;  a  contract  at  the  same  time. 

(At  the  request  of  Mr.  Keed,  the  complete  question  was 
repeated  by  the  stenographer.) 

The  Witness  :  I  can  not  give  you  the  date. 

By  Me.  Colton: 

Q.  AH  right;  give  the  date. 

A.  I  cannot  give  the  date. 

Q.  Grive  about  the  time. 

A.  The  Alabama  Steel  &  Wire  nearly  always  had  a  better 
price  than  we  had  from  the  American,  and  we  did  business 
with  them,  I  should  say,  during  the  years  1906,  1907  and  1908. 

Q.  What  was  the  difference  that  you  got  with  that  com- 
pany? 

A.  We  got  a  dollar  a  ton. 

Q.  Can  you  give  any  instance  in  which  it  was  in  excess 
of  a  dollar  a  ton?  Five  cents  a  hundred  would  be  a  dollar  a 
ton.    I  asked  for  any  instance  in  excess  of  that,  if  you  knew  ? 

A.  No ;  I  do  not  know  of  any  better  price  than  a  dollar  a 
ton  difference. 

Q.  Under  the  American  Steel  &  Wire  Company's  price? 

A.  Under  the  American  Steel  &  Wire  Company's  price.  I 
do  not  know  of  any  better  than  that. 
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Q.  That  is  the  best  concession  that  you  recall? 

A.  Yes. 

Q.  Would  you  give  me  the  different  generations  of  the 
Gulf  States  Company  as  far  as  you  know  them? 

A.  The  Alabama  Steel  &  Wire,  the  Southern  Steel  Com- 
pany, the  Standard  Steel  Company  and  the  Grulf  States  Steel 
Company. 

Q.  When  you  spoke  of  the  American  Steel  &  Wire  Com- 
pany's willingness  to  sell  its  fence,  you  were  only  speaking 
just  so  far  as  you  knew  personally  in  regard  to  yourself? 

A.  That  is  all. 

Q.  So  far  as  you  had  personal  contact  with  them  your- 
self? 

A.  Yes. 

Q.  You  had  no  general  knowledge  on  the  subject? 

A.  No ;  that  is  all  I  know  about  it. 

Q.  And  that  is  true  of  these  other  producers?  You  have 
no  general  knowledge  as  to  how  they  conducted  their  business 
in  other  parts  of  the  country? 

A.  No.    I  would  not  undertake  to  say. 

Q.  What  was  the  first  contract  you  made  in  pipe  in  1913  ? 

A.  It  would  probably  be  early  in  January. 

Q.  That  would  be  along  about  January  to  March  31st? 

A.  Yes ;  it  would  be  for  the  first  quarter,  and  would  begin 
in  January. 

Q.  Did  you  make  one  with  the  National  Tube  then? 

A.  Yes,  sir. 

Q.  At  what  discount  from  the  list  price? 

A.  On  the  base  size,  81  off  and  an  additional  5. 

Q.  Did  you  make  any  contract  with  any  other  producer  at 
that  time? 

A.  Yes,  sir. 

Q.  What  one? 

A.  The  Youngstown  Sheet  &  Tube  Company. 

Q.  What  were  the  discounts? 

A.  The  same,  and  we  were  allowed  an  additional  2%  per 
cent. 

Q.  That  was  81  and  5  and  then  they  gave  a  concession  of 
21/2? 
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A.  Yes. 

Q.  What  other  company  did  you  buy  from  at  that  time? 

A.  That  is  the  only  one  I  carried  contracts  with. 

Q.  Did  the  National  Tube  give  any  discount  for  cash? 

A.  Yes. 

Q.  What  was  it,  two  per  cent.  ? 

A.  Two  per  cent. 

Q.  Did  the  Youngstown  give  the  same? 

A.  The  same. 

Q.  What  was  the  preceding  contract  that  you  recall  that 
you  made? 

A.  1912? 

Q.  Yes. 

A.  I  don't  know.  I  presimie  that  we  practically  covered 
those  by  quarterly  contracts. 

Q.  You  do  not  recall  the  discounts  ? 

A.  No,  sir ;  I  do  not.  The  price  was  a  little  lower  the  last 
quarter  of  1912. 

Q.  But  you  do  not  know  what  they  were,  then? 

A.  No.     I  think  one  point,  but  that  is  only  a  guess. 

Q.  You  think  the  prices  were  a  point  lower? 

A.  Yes. 

Q.  A  point  lower  for  both  companies? 

A.  Yes,  sir. 

Q.  Do  you  now  recall  whether  the  Youngstown  gave  an 
additional  2%  per  cent,  then? 

A.  They  did. 

Q.  Do  you  recall  the  tonnage  you  got  from  each  of  those 
companies  at  that  time,  or  at  either  of  those  times? 

A.  You  mean  for  1913? 

Q.  Yes. 

A.  Well,  we  got  about  45  per  cent,  from  the  National  and 
1  should  say  25  per  cent,  from  the  Youngstown  and  15  per 
cent,  from  La  Belle;  the  balance  from  the  Wheeling  Iron  & 
Steel  Company. 

Q.  When  did  you  begin  to  buy  pipe  ? 

A.  1901. 

Q.  From  what  companies  did  you  purchase  pipe  in  1901? 
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A.  The  National  Tube,  A.  M.  Byers  Company,  I  think — I 
am  not  sure  about  this  A.  M.  Byers;  that  is  getting  away 
back ;  and  then  a  company  which  is  now  succeeded  by  the  Mark 
Manufacturing  Company.    I  cannot  supply  the  name. 

Q.  The  predecessor  of  the  Mark  Manufacturing  Company, 
anyway? 

A.  Yes. 

Q.  Do  you  remember  what  percentage  you  gave  the.  Na- 
tional Tube  Company  in  1901,  approximately! 

A.  The  tonnage  was  light  along  there.  I  should  say  they 
got  60  or  65  per  cent,  of  it. 

Q.  How  long  did  they  continue  to  get  about  that  percent- 
age of  your  business? 

A.  Well,  they  got  at  least  that  percentage  up  to  1907  or 
1908. 

Q.  And  in  1908  what  percentage  of  the  business  did  they 
get? 

A.  Well,  they  fell  off  some. 

Q.  Has  it  continued  in  the  neighborhood  of  50  per  cent 
since  that  time  ? 

A.  Yes. 

Q.  That  is  close  enough. 

Take  plates :  When  did  you  begin  to  buy  plates ;  in  what 
year? 

A.  In  1909,  I  think. 

Q.  From  what  companies  did  you  first  purchase  plates? 

A.  The  La  Belle  Iron  Works,  I  believe. 

Q.  Do  you  recall  about  the  time  you  began  to  purchase 
plates  in  1909?    The  first  part  of  the  year? 

A.  It  was  in  the  first  part  of  the  year,  because  I  was  only 
buying  plates  in  the  first  part.  I  was  in  the  light  hardware 
the  latter  part. 

Q.  Do  you  recall  about  what  you  paid  for  plates  in  1909? 

A.  No,  I  do  not. 

Q.  Did  you  get  quotations  from  any  other  company  in  1909 
in  plates  than  the  La  Belle? 

A.  We  got  quotations  from  the  Crucible  Steel  Company. 

Q.  I  want  to  call  your  attention  to  the  fact  that  I  am  just 
asking  about  1909,  if  you  have  any  recollection  about  that? 
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A.  I  think  we  got  quotations  from  the  Crucible  Steel  Com- 
pany of  America. 

Q.  Those  are  the  only  two  you  recall? 

A.  And  Carnegie. 

Q.  Since  1910  what  companies  did  you  get  quotations 
from? 

A.  The  La  Belle  Iron  Works.  That  is  the  last  half  of 
1910? 

Q.  Yes;  the  last  half  of  1910? 

A.  The  La  Belle  Iron  Works,  Jones  &  Laughlin,  Tennessee 
Coal,  Iron  &  Eailroad  Company  and  Cambria.  I  think  that 
is  all.  We  were  not  very  strong  in  the  plate  business  the  last 
half  of  1910.    We  were  just  getting  started. 

Q.  Up  through  1910  you  were  scarcely  engaged  in  the  plate 
business  ? 

A.  A  very  small  movement  on  plates  in  1910. 

Q.  Then  your  testimony  on  plates  really  begins  about  the 
year  1911? 

A.  Yes;  that  is  about  it. 

Q.  Taking  1911,  do  you  recall  a  marked  cut  in  price  that 
occurred  in  1911? 

A.  Yes. 

Q.  That  price  cut  occurred  about  the  time  that  Stanley 
began  his  investigation  of  the  Steel  Companies  in  this  coun- 
try? 

A.  I  do  not  know  as  to  the  date  of  the  Stanley  investiga- 
tion. 

Q.  Do  you  recall  it  as  connected  with  the  time  Topping 
announced  that  he  would  withdraw  from  the  co-operative 
movement  of  the  different  steel  makers? 

A.  Yes;  I  remember  some  announcement  of  Topping,  but 
I  do  not  connect  the  date  of  the  Stanley  investigation.  I  do 
not  know  that. 

Me.  Reed:  Soon  after  the  San  Francisco  earthquake,  was 
it  not? 

By  Mb.  Colton: 

Q.  The  cut  occurred  about  the  time  of  this  announcement 
of  Topping? 
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A.  Yes;  I  remember  that  was  at  the  height  of  it. 

Q.  When  did  you  begin  your  purchases  of  steel  bars? 

A.  I  bought  steel  bars  since  1901 — no;  I  take  that  back; 
the  first  two  years  they  were  practically  all  iron  bars.  Steel 
bars  were  scarcely  introduced  in  our  section  at  that  time. 
Make  it  1904. 

Q.  In  1901,  1902  and  1903  you  were  such  small  purchasers 
of  steel  bars  that  you  do  not  care  to  testify  about  that  period! 

A.  Yes;  we  just  commenced  to  work  in  on  them. 

Q.  In  1904? 

A.  It  was  getting  stronger. 

Q.  What  company  did  you  get  steel  bars  from  in  1904? 

A.  The  Crucible  Steel  Company  of  America.  I  omitted 
that  in  my  former  testimony.  The  Illinois  Steel  and  Car- 
negie^ — this  is  1904  you  are  speaking  of,  is  it  not? 

Q.  Yes. 

A.  I  do  not  think  of  any  more  right  now  in  1904. 

Q.  Do  you  recall  what  proportion  of  your  steel  bar  pur- 
chases you  got  from  the  Illinois  and  Carnegie  Steel  Company 
that  year? 

A.  I  presume  they  were  50  per  cent. 

Q.  Did  you  pay  the  Illinois  Company  and  the  Carnegie 
Company  the  same  price  that  year? 

A.  I  don't  remember  that. 

Q.  Do  you  know  whether  you  paid  the  same  price  to  them 
that  you  paid  to  the  Crucible  that  year? 

A.  No;  I  expect  the  Crucible  was  the  highest  that  year, 
and  yet  I  bought  something  from  them. 

Q.  You  are  not  sure  whether  it  was  the  same  or  higher? 

A.  I  think  they  were  higher.  There  is  a  reason  for  that. 
We  put  tool  steel  in  the  same  cars,  and  we  would  make  a 
saving  in  the  freight  rate.  Yet  we  bought  considerable  ton- 
nage from  the  Crucible  Company,  although  they  were  higher. 
I  remember  that. 

Q.  In  1905  from  what  different  companies  did  you  buy 
steel  bars? 

A.  They  would  be  practically  the  same. 

Q.  Do  you  recall  the  relative  prices  in  steel  bars  and 
iron  bars  during  that  period? 
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A.  No,  I  don't  remember  that, 

Q.  You  could  not  compare  those? 

A.  No ;  I  do  not  know, 

Q.  What  is  the  first  year  that  you  do  recall  the  relative 
prices  in  steel  bars  and  iron  bars? 

A.  I  think  the  early  part  of  1909  would  be  as  far  back  as 
I  can  remember  prices.  I  only  remember  that  because  there 
was  an  extreme  low  price  in  the  early  part  of  1909. 

■Q.  There  was  a  great  cut  of  prices  that  occurred  in  1909? 

A.  Yes. 

Q.  Somewhat  similar  to  the  great  cut  in  1911? 

A.  Yes;  very  similar. 

Q.  Do  you  recall  that  cut  following  the  announcement  by 
Judge  Grary  that  he  would  withdraw  from  the  co-operative 
movement,  and  that  he  would  compete  for  a  time  without 
having  his  hands  tied? 

A,  No, 

Q.  You  did  not  see  that  account? 

A.  No.    I  did  not  know  that  that  was  connected. 

Q.  But  you  do  recall  that  there  was  a  great  cut  in  that 
period? 

A.  I  recall  that  there  was  a  period  of  low  prices  there. 

Q.  And  you  cannot,  as  I  understand  you,  compare  the 
prices  in  iron  bars  with  steel  bars  for  any  year? 

A.  What  do  you  mean — ^whether  iron  bars  were  higher 
than  steel  bars? 

Q.  Yes;  the  relation  between  the  prices,  if  any? 

A.  Yes ;  I  know  there  has  been  some  difference.  For  in- 
stance, when  I  first  started  in  business  in  the  present  com- 
pany in  1910  our  opening  stock  was  practically  all  iron  bars. 

Q.  In  1910? 

A.  Yes. 

Q.  It  was  practically  all  iron  bars? 

A.  Yes ;  because  we  bought  them  cheaper  than  steel  bars, 
I  could  not  get  delivery  on  steel  bars  too.  I  remember  that 
also  was  a  factor. 

Q.  That  was  during  1910  that  you  were  buying  practically 
all  iron  bars? 

A.  Yes ;  practically  all  iron  bars,  although  our  purchases 
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were  very  small,  because  we  were  waiting  for  a  moye  favor- 
able market. 

Q.  In  1911  wbat  did  you  get? 

A.  We  commenced  to  buy  steel  bars  exclusively. 

Q.  Then  came  that  great  cut  in  steel  bars  in  1911,  and 
you  took  advantage  of  it  and  bought  a  considerable  ^onnage 
of  steel  bars? 

A.  Yes,  sir. 

Q.  In  1912  you  were  practically  out  of  the  iron  bar  busi- 
ness? 

A.  Yes ;  we  dropped  iron  in  1910  entirely. 

Q.  The  only  period  during  which  you  bought,  in  any  sub- 
stantial quantity,  both  iron  bars  and  steel  bars,  was  from 
what  year  to  what  year? 

A.  I  should  say  in  1903  and  1904  they  were  practically 
50  per  cent,  steel  and  50  per  cent.  iron. 

Q.  A  moment  ago — I  would  call  your  attention  to  the  fact 
to  see  whether  you  want  to  change  your  testimony  on  this 
subject — a  moment  a^o  you  testified  that  in  1901,  1902  and 
1903  you  bought  such  a  small  quantity  of  steel  bars  that  you 
did  not  care  to  testify  about  that  period.  Do  you  not  think 
you  had  better  begin  in  1904? 

A.  Yes;  I  would  like  that  better— 1904. 

Q.  From  about  1904,  then,  up  to  what  year  were  you  pur- 
chasing both  steel  and  iron  bars? 

A.  It  was  from  1904  to  1906.  It  would  range  50,  60  and 
70  per  cent. 

Q.  Which? 

A.  With  the  steel  on  the  increase. 

Q.  Then  in  1907  what  happened? 

A.  I  expect  it  was  practically  all  steel  bars. 

Q.  There  was  only  a  very  short  period  during  which  you 
were  purchasing  in  any  substantial  quantity  of  both  steel 
and  iron  bars? 

A.  Yes ;  a  very  few  years. 

Q.  As  I  understood  your  testimony,  there  is  a  greatet 
variation  in  sheets  than  in  any  other  steel  product? 
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A.  There  is  a  greater  variation  in  sheet  prices  than  in 
any  other  in  the  iron  and  steel  market. 

Q.  And  there  are  a  great  many  manufaoturersi  of  sheets 
La  this  country,  are  there  not? 

A.  Yes;  there  are  a  good  many  of  them. 

Q.  There  are  a  great  many  more  manufacturers  of  sheets 
in  this  country  than  there  are  of  plates,  for  example? 

A.  Yes;  that  is  true. 

Mr.  Colton  :  That  is  all. 

REDIRECT  EXAMINATION 

By  Mr.  Reed: 

Q.  Did  you  buy  cut  nails  in  any  quantity  in  1901  or  1903? 
A.  No;  we  have  never  bought  cut  nails. 

Mr.  Reed  :  That  is  all. 
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wras  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  f  oUows : 

DIRECT  EXAMINATION 

By  Mr.  Reed: 

Qi.  Where  do  you  live? 

A.  At  New  Orleans. 

Q.  What  is  your  occupation? 

A.  I  am  a  manufacturer. 

Q.  Under  what  name  do  you  do  business? 

A.  The  New  Orleans  Roofing  &  Metal  Works. 

Q.  That  is  not  a  corporation,  is  it? 

A.  No,  sir. 

Q.  It  is  the  trade  name  under  which  you  do  business,  I 
believe? 

A.  Yes. 

Q.  How  long  have  you  been  in  that  business,  Mr.  White? 

A.  Since  1897. 
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Q.  About  seventeen  years? 

A.  Yes. 

Q.  Do  yon  personally  do  most  of  the  buying! 

A.  Yes. 

Q.  I  presume  you  buy  a  large  quantity  of  sheets? 

A.  Principally,  yes. 

Q.  Do  you  buy  both  plain  and  corrugated  sheets  ? 

A.  Yes. 

Q.  And  both  galvanized  and  black  sheets? 

A.  Yes. 

Q.  About  how  many  tons  do  you  buy  in  the  course  of  a 
year? 

A.  Around  about  3,000  tons. 

Q.  And  you  buy  on  a  competitive  basis  ? 

A.  We  do. 

Q.  What  percentage  of  that  3,000  tons  do  you  buy  from 
the  United  States  Steel  Corporation  or  its  subsidiaries? 

A.  Around  about  15  per  cent.,  I  should  say. 

Q.  Is  that  15  per  cent,  of  the  ordinary  stock  grades  of  cor- 
rugated sheets  or  plain  sheets,  or  is  it  specialties? 

A.  Principally  specialties. 

Q.  What  kind  of  specialties? 

A.  Keystone  metal,  that  is  made  by  but  very  few  con- 
cerns, and  also  specially  coated  material  for  shingle  purposes. 

Q.  What  is  Keystone  metal? 

A.  It  is  a  special  metal  with  a  certain  quantity  of  copper 
in  it,  made  for  culverts;  we  use  it  principally  for  culverts, 
corrugated  iron  culverts. 

Q.  That  is  a  metal  that  is  used  to  compete  with  the  iron 
called  ingot  iron,  is  it? 

A.  Yes. 

Q.  Who  makes  ingot  iron? 

A.  The  American  Eolling  Mill  Company. 

Q.  Is  there  competition  for  your  business  in  sheets? 

A.  There  is,  yes. 

Q.  Tell  us  some  of  the  companies  that  compete  for  it? 

A.  Well,  the  Stark  Eolling  Mill  Company;  La  Belle  Iron 
Works ;  Youngstown  Sheet  &  Tube ;  Seneca  Iron  &  Steel  Com- 
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pany;  Trumbull  Iron  &  Steel  Company,  and  the  Apollo  Steel 
Company. 

Q.  That  is  a  new  concern,  is  it? 

A.  Yes,  and  the  Portsmouth  Steel  Company,  the  De  For- 
est Sheet  &  Tin  Plate  Company,  Fannin-McCullough,  and 
the  Parkersburg  Iron  &  Steel  Company. 

Q.  And  the  Inlaud? 

A.  The  Inland  Steel  Company. 

Q.  And  the  American  EoUing  Mill  Company  I 

A.  American  Rolling  Mill  Company. 

Q.  American  Sheet  &  Tin  Plate  Company? 

A.  American  Sheet  &  Tin  Plate  Company. 

Q.  Canton  Steel  Company? 

A.  The  Canton  Steel  Company. 

Q.  How  about  this  McCuUough  Iron  &  Steel  Company  at 
Wilmington,  Delaware? 

A.  Yes,  we  get  quotations  from  them  also. 

Q.  I  suppose  there  are  others  besides  this  list  you  have 
given? 

A.  Yes;  that  I  could  not  give  at  the  present  time. 

Q.  You  must  be  one  of  the  largest  purchasers  of  sheet 
steel  in  the  South,  are  you  not? 

Me.  Colton  :  I  object  to  the  witness  answering  a  question 
as  to  which  he  has  no  knowledge,  obviously. 

(The  question  was  repeated  by  the  stenographer.) 
The  Examinee:  Answer,  sir. 
The  Witness:  I  think  I  am. 

By  Me.  Eeed: 

Q.  Take  the  quotations  that  are  made  by  these  different 
competitors;  do  they  vary,  or  are  they  alike? 

A.  They  vary. 

Q.  How  long  has  that  bieen  so? 

A.  Well,  I  think  since  around  1905. 

Q.  Is  the  competition  keen  or  otherwise? 

A.  Very  keen. 

Q.  Do  you  get  the  benefit  of  genuine,  aggressive  competi- 
tion in  your  purchases? 

A.  We  do. 
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Q.  Do  the  salesmen  of  these  different  concerns  solicit 
your  business? 

A.  Yes. 

Q.  Has  your  business  grown  or  decreased  in  the  past  ten 
years  ? 

A.  It  has  grown. 

Q.  I  mean  your  personal  business. 

A.  Yes. 

Q.  And  the  district  in  which  you  sell  your  products  I  sup- 
pose is  the  New  Orleans  district  generally? 

A.  Yes;  the  Southern  territory. 

Q.  How  far  away  from  New  Orleans  do  you  go  in  your 
business  ? 

A.  We  sell  as  far  as  Florida  to  the  east,  and  Texas  to  the 
west,  and  Arkansas. 

Q.  Did  the  panic  of  1907  reach  as  far  as  New  Orleans,  Mr. 
White? 

A.  I  am  sorry  to  say  that  it  did. 

Q.  Did  you  at  that  time  know  anything  about  an  effort 
that  was  made  by  some  of  the  larger  steel  companies  to  avoid 
demoralization  at  the  time  of  the  panic? 

A.  Yes. 

Q.  That  has  been  called,  I  believe,  the  Gary  dinner  move- 
ment; have  you  heard  that  name  used? 

A.  Yes. 

Q.  What  was  the  effect  of  that  movement  on  men  in  your 
business  and  your  class  of  business  in  this  country? 

A.  It  was  very  beneficial. 

Mr.  Colton  :  Just  a  moment.  I  object  to  the  witness  tes- 
tifying in  regard  to  the  effect  of  the  Gary  dinner  movement ; 
he  has  not  been  shown  to  have  any  knowledge  on  it. 

By  Mr.  Reed: 

Q.  Just  explain,  if  you  will,  where  that  benefit  lay. 

A.  It  prevented  the  demoralization  of  prices ;  most  of  the 
jobbers  had  very  large  stocks  on  hand,  and  if  the  mills  had 
gone  to  cutting  prices  there  would  have  been  a  great  loss  to 
the  manufacturers  and  jobbers  carrying  large  stocks. 
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Q.  Upon  whom  would  the  greatest  loss  have  fallen? 

A.  It  would  have  fallen  on  the  merchants,  the  jobbers, 

Q.  As  distinguished  from  the  manufacturers? 

A.  Yes. 

Q.  Did  the  jobbers  have  large  stocks  on  hand  at  the  time 
the  panic  came? 

A.  Yes,  they  did. 

Q.  Did  you  personally  have  a  very  large  stock? 

A.  I  had  a  very  large  stock. 

Q.  What  would  have  been  the  effect  on  you  and  your 
business  at  the  time  of  that  panic  if  there  had  been  a  general 
price  war  among  the  competing  manufacturers? 

A.  Well,  we  would  have  been  very  heavy  losers. 

"Q.  Did  the  demand  for  sheets,  so  far  as  you  know,  fall  off 
at  the  time  of  the  panic? 

A.  Yes. 

Q.  Was  there  much  new  business  going  to  the  mills  then? 

A.  No;  very  little  business. 

Q.  Do  you  buy  other  metals  besides  steel? 

A.  Yes. 

Q.  Such  as  what? 

A.  Well,  we  buy  sheet  copper  and  sheet  zinc,  solder,  and 
some  pig  tin. 

Q.  Pig  tin? 

A.  A  little  pig  tin,  yes. 

Q.  How  have  the  prices  of  those  metals  ranged  in  the 
past  ten  years?  Have  they  continued  to  increase  or  to  de- 
crease? 

A.  Tended  to  increase? 

Q.  How  have  the  prices  on  steel  materials  ranged  during 
the  same  period?    Have  they  tended  to  increase  or  decrease? 

A.  They  have  tended  to  decrease. 

Mk.  Colton  :  May  I  ask  if  he  is  testifying  about  anything 
but  sheets! 

Mk.  Eeed:  That  is  all  I  am  asking  Mr.  White  about,  the 
sheet  steel  that  he  buys. 
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By  Mr.  Eeed: 

Q.  Then  the  movement  in  steel  prices  has  been  the  oppo- 
site of  the  movement  of  other  metal  prices  generally? 

Mr.  CoLTOur:  You  mean  sheet  prices? 
Mr.  Eeed:  I  am  speaking  now  of  sheet  steel,  as  to  which 
Mr.  White  has  knowledge. 
The  Witness:  Yes. 

By  Mr.  Eeed: 

Q.  Have  you,  in  the  course  of  your  business,  noticed 
any  unfair  tactics  or  discreditable  methods  of  competition 
adopted  by  the  Steel  Corporation  toward  its  competitors? 

A.  I  have  not ;  no,  sir. 

Q.  Nor  any  unfair  methods  used  toward  its  customers? 

A.  No,  sir. 

Q.  Has  its  competition  been  generally  clean? 

A.  Always,  so  far  as  I  know ;  and  I  have  heard  other  com- 
petitors express  the  same  opinion. 

Mr.  Colton  :  I  object  to  any  hearsay. 
Mr.  Eeed  :  You  may  cross  examine. 

CEOSS   EXAMINATION 

By  Mr.  Colton: 

Q.  I  understand  from  what  you  said  that  the  G-ary  dinner 
movement  tended,  to  a  very  large  extent,  to  prevent  cutting 
in  prices. 

A.  Yes. 

Q.  But  you  do  not  know  anything  about  the  way  in  which 
those  manufacturers  got  together  and  announced  prices  until 
they  reached  a  common  price?  You  don't  know  anything 
about  that? 

A.  Nothing  except  what  I  have  read  in  the  newspapers  and 
heard  from  various  steel  people  whom  I  know. 

Q.  As  to  their  getting  together,  and  so  forth? 

A.  Yes. 

Q.  What  stock  of  sheets  did  you  have  on  hand  November, 
1906? 

A.  In  1906? 
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Q.  Yes. 

A.  It  would  be  pretty  hard  for  me  to  tell  you  offhand. 

Q.  You  haven't  any  recollection  of  that  offhand? 

A.  No. 

Q.  Well,  November,  1905;  have  you  any  recollection  of 
that?    The  stock  you  had  on  hand? 

A.  I  know  we  carry  pretty  large  stocks;  we  have  to,  we 
are  a  long  way  from  the  mills. 

Q.  But  you  haven't  any  special  recollection  about  whether 
it  was  large  or  small  at  that  time,  as  compared  with  the  usual 
times  ? 

Mr.  Eeed:  About  what  time? 

By  Mb.  Colton  : 

Q.  In  1905. 

A.  In  1905,  I  should  say  an  average  stock. 

Q.  And  in  1910  what  sort  of  stock  did  you  have  on  hand ; 
in  November,  1910? 

A.  In  November,  1910,  I  don't  remember,  either. 

Q.  What  was  your  average  stock,  say  in  November,  1905 
and  1906,  and  so  on? 

A.  Well,  I  should  say  about  150  to  200  tons. 

Q.  From  150  to  200  tons?  And  your  annual  sales  at  that 
time  were  about  what? 

A.  In  the  neighborhood  of  around  $600,000  or  $700,000. 

Q.  About  how  many  tons  a  year? 

A.  Anywhere  from — ^you  mean  just  in  sheets  ? 

Q.  Yes;  that  is  the  only  thing  you  have  testified  about, 
isn't  it? 

A.  Yes.    I  should  say  from  2,000  to  2,500  tons. 

Q.  Then  you  would  dispose  of  that  150  to  200  tons  in  the 
course  of  a  month,  wouldn't  you? 

A.  Of  sheets? 

Q.  Yes. 

A.  How  many  do  you  say? 

Q.  From  150  to  200  tons  within  a  month  or  so  ? 

A.  A  month?  That  depends  a  good  deal  on  trade  condi- 
tions. 
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Q.  If  you  cut  the  price ;  you  intend  to  get  rid  of  that,  do 
you  not? 

A.  Not  always ;  cutting  prices  does  not  always  bring  busi- 
ness. 

Q.  Do  you  recall  a  very  large  cut  in  price  that  occurred 
in  1909? 

A.  There  was  a  cut,  a  reduction  in  the  price  of  sheets. 

Q.  That  occurred  about  1909? 

A.  Yes.  Sheets  have  been  going  down  for  some  time;  I 
don't  remember  just  about  that. 

Q.  Do  you  recall  a  cut  that  occurred  in  1911  in  sheets? 

A.  There  have  been  cuts  in  sheets  pretty  nearly  every 
year  since  1906.  They  have  been  going  down,  in  fact,  since 
1902;  they  would  go  down  and  then  go  up  again;  it  all  de- 
pends on  the  demand  and  supply. 

Q.  There  was  much  greater  uniformity  during  1901  to 
1905  than  there  has  been  since,  as  I  understand  your  testi- 
mony; is  that  correct? 

A.  Yes,  I  think  there  was. 

Q.  Now,  you  went  into  the  sheet  business  in  1897? 

A.  Yes. 

Q.  Do  you  recall  what  you  were  paying  for  sheets  in 
1897,  1898,  1899  and  1900? 

A.  In  1897  the  prices  were  very  high,  when  we  first  went 
into  business ;  we  paid  something  like  four  dollars,  I  remem- 
ber, per  hundred  for  galvanized  sheets  in  1897. 

Q.  What  did  you  pay  for  black? 

A.  About  three  dollars. 

Q.  How  about  1898?    How  were  the  prices? 

A.  Well,  they  fluctuated;  they  may  have  been  a  little 
higher.    I  think  they  were  higher  in  1898. 

Q.  In  1899  how  were  they? 

A.  I  think  they  went  down  in  1899. 

Q.  Then  in  1900  they  went  away  down? 

A.  Black  sheets  to  about  $1.80;  yes,  everything  went 
down,  things  were  pretty  slack  in  business  just  at  that  time. 

Q.  That  was  just  before  the  formation  of  the  American 
Sheet  Steel  Company? 

A.  Yes. 
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Q.  After  the  formation  of  the  American  Sheet  Steel  Com- 
pany the  price  of  sheets  went  up? 

A.  Only  temporarily;  I  think  they  went  up  when  it  was 
first  formed,  in  1901;  I  think  the  prices  in  1902  went  down 
again. 

Q.  And  in  1900,  when  it  was  first  formed,  the  prices  went 
up,  as  I  understand  it,  and  before  that  they  had  been  selling 
in  the  neighborhood  of  $1.80,  base  price? 

A.  You  mean  for  black  sheets  ? 

Q.  Yes. 

A.  Around  there ;  something  like  that. 

Q.  Can  you  give  any  period  between  1901  and  1910,  in- 
elusive,  in  which  black  sheets  sold  as  low,  base  price,  as  $1.80? 

A.  Between  1901  and  1910? 

Q.  1901  to  1910,  inclusive. 

A.  I  do  not  remember.  I  know  they  went  down,  though, 
in  1903. 

Q.  And  in  1904? 

A.  1904  and  1905 ;  then  they  started  to  go  up,  about  1905 
or  1906.  In  the  latter  part  of  1902  and  the  first  of  1903  sheets 
got  down  very  low;  I  think  they  got  down  to  about  $2.35  for 
galvanized  and  two  dollars  and  something  for  black.  For 
three  years  there  they  were  down  pretty  low. 

Q.  Still  about  one  dollar  higher  than  before  the  American 
Sheet  Steel  Company  was  formed? 

Mb.  Eeed:  How  long  before?  Will  you  not  specify  in 
your  question? 

Me.  Colton  :  I  will  let  the  witness  specify.  I  am  examin- 
ing the  witness ;  I  am  not  testifying. 

The  Witness:  I  don't  remember. 

By  Mb.  Colton  : 

Q.  Take  the  year  1901 ;  what  was  the  base  price  for  sheets, 
if  you  know? 

A.  In  1901?  Well,  they  fluctuated  around  from:  four  cents 
up. 

Q.  That  would  be  four  dollars,  speaking  of  the  usual 
base?    That  would  be  four  dollars  per  hundred  pounds? 

A.  Yes,  for  galvanized  sheets. 
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Q.  In  1902  what  were  the  prices? 

A.  About  $3.75,  I  think. 

Q.  Ton  are  just  more  or  less  approximating;  you  miight 
miss  these  by  25  or  30  cents,  I  suppose? 

A.  No;  those  prices,  I  think,  would  be  about  average 
prices.  Of  course  there  were  fluctuations  in  the  market,  but 
I  think  it  was  about  the  average  price;  four  cents  in  1901, 
and  iu  1902  they  went  down  about  25  cents  a  hundred. 

Q.  What  would  the  price  be  for  1902? 

A.  $3.75. 

Q.  In  1903  what  price? 

A.  They  went  down  again  to  about  $3.35  average,  I  think. 

Q.  And  in  1904? 

A.  About  the  same. 

Q.  1905? 

A.  About  the  same. 

Q.  And  in  1906? 

A.  In  1906  they  started  to  advance,  and  went  up  to  around 
$3.75. 

Q.  In  1907? 

A.  They  advanced  the  early  part  of  1907  to  even  higher; 
I  think  around  $3.85  or  $3.90. 

Q.  In  1908? 

A.  In  1908  they  started  to  go  down. 

Q.  What  was  the  average  price  that  you  have  any  recol- 
lection of? 

A.  Around  about,  I  think,  $3.50. 

Q.  And  in  1909? 

A.  They  went  away  down;  I  think  around  $3.25,  I  think 
it  was. 

Q.  Didn't  it  get  lower  than  $3.25  in  1909? 

A.  It  may  have  gone  a  little  lower;  that  is  the  average 
price.  Of  course  I  am  not  giving  you  the  extremes  either 
way,  but  taking  the  year,  the  average  would  run  around  $3.25. 

Mr.  Eeed:   You  are  speaking  of  black  or  galvanized? 
The  Witness:   Galvanized. 

By  Me.  Colton  : 

Q.  Take  the  black  sheets  for  each  of  those  years. 
A.  About  a  dollar  less. 
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Q.  You  mean  to  say  that  black  plate  in  1902  was  only  $2.75? 

A.  About  a  dollar  less  than  galvanized;  sometimes  they 
did  not  always  vary  the  same ;  they  may  have  been  ten  cents 
a  hundred  higher,  but  it  would  be  about  $1.10  advance  on  the 
price  of  galvanized. 

Q.  In  1904  what  was  plain  black? 

A.  You  can  take  this — I  mean  that  I  am  not  as  familiar 
with  black ;  I  am  more  familiar  with  galvanized,  I  have  bought 
more  galvanized  than  I  have  black,  and  I  know  more  about  it 
than  galvanized.  I  know  it  varies  about  a  dollar  a  ton  less 
than  galvanized. 

Q.  That  is  a  mere  opinion  on  your  part? 

A.  No ;  I  know  it  to  be  a  fact. 

Q.  If  you  know  the  price  of  black  sheets  in  1904,  will  you 
give  it  to  me? 

Mb.  Ebed:   He  said  about  a  dollar  less  than  galvanized. 

Me.  Colton  :  I  have  a  right  to  ask  the  particular  price  of 
the  product  I  am  speaking  about. 

Mr.  Eeed:  But  you  have  no  right  to  keep  reiterating  the 
same  question  over  and  over  again  after  he  has  answered  it 
once. 

(The  question  was  repeated  by  the  stenographer.) 

The  Witness:  As  I  stated,  galvanized  averaged  about 
$3.35,  and  black  would  be  worth  about  $2.35. 

By  Mr.  Colton: 

Q.  You  have  no  independent  recollection  as  to  the  price 
of  black  plates  in  1904,  have  you? 

A.  Except  that  it  was  a  dollar  a  hundred  less  than  gal- 
vanized sheets. 

Q.  Did  all  makers  maintain  that  imiform  difference? 

A.  No,  sir — ^you  mean  on  black  sheets? 

Q.  Yes. 

A.  Practically;  just  about  the  same. 

Q.  In  1907  what  was  the  price  of  black  sheets,  plain  black! 

A.  The  same  difference;  about  a  dollar  a  hundred  less 
than  galvanized. 

Q.  What  was  it? 

A.  In   1907  the  price  on  galvanized  was  around — ^well, 
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prices  went  up  in  1907,  fluctuating  anywhere  from  $3.50  up  to 
$3.85.    Black  sheets  would  be  about  $2.50  to  $2.85. 

Q.  Where  do  you  get  these  average  prices  that  you  are 
now  speaking  of? 

A.  On  sheets? 

Q.  Yes. 

A.  Well,  I  got  them  from  the  place  we  buy  the  stuff  at. 

Q.  Have  you  made  any  average  of  your  prices  for  any  of 
those  years? 

A.  We  always  keep  the  average  prices;  we  keep  a  regular 
stock  book,  which  shows  what  the  stuff  costs  us,  and  at  the 
end  of  the  year  we  take  stock. 

Q.  When  did  you  last  look  up  your  average  price  on  gal- 
vanized sheets? 

A.  What  do  you  mean? 

Q.  On  galvanized  sheets  for  1903. 

A.  I  looked  it  up  about  a  week  ago,  I  think  it  was. 

Q.  Did  you  learn  it  by  heart  then? 

A.  I  didn't  learn  it  by  heart;  no,  sir. 

Q.  Did  you  make  these  average  prices  yourself? 

A.  Oh,  no ;  as  I  say,  we  keep  the  prices,  and  also  get  the 
trade  papers  that  show  those  prices  for  every  year  that  sheets 
have  been  in  existence,  almost;  the  tabulated  prices. 

Q.  You  have  in  mind  the  prices  that  you  derived  from  the 
trade  papers  and  from  this  system? 

A.  I  do  not  catch  the  question. 

Q.  You  have  in  mind  the  trade  paper  prices  and  these  sys- 
tem prices  that  you  have  given  here? 

A.  No ;  those  were  the  prices  I  bought  the  stuff  at ;  those 
were  the  prices  at  which  we  made  our  purchases. 

Q.  You  say  you  have  in  mind  the  average  prices  in  the 
trade  papers? 

A.  No,  I  say  we  compared  those  with  the  trade  papers  to 
see  how  they  averaged,  along  with  our  prices. 

Q.  Take  the  year  1901.  What  percentage  of  your  product 
did  you  get  from  the  American  Sheet  Steel  Company? 

A.  In  1901  we  practically  got  all  our  sheets  from  them. 

Q.  In  1902? 

A.  About  the  same. 
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Q.  In  1903? 

A.  About  the  same. 

Q.  1904? 

A.  About  the  same. 

Q.  In  1905? 

A.  I  think  in  1905  we  started  purchasing  from  some  of 
the  outside  mills. 

Q.  About  what  percentage  from  the  American  Sheet  Steel 
Company? 

A.  In  1905  probably  85  per  cent. 

Q.  1906? 

A.  In  1906  a  little  less. 

Q.  A  little  less  than  85? 

A.  Yes,  I  think  so.  ' 

Q.  And  in  1907? 

A.  Less  still. 

Q.  About  what? 

A.  In  1907 ;  well,  I  should  say  about  65  per  cent.,  probably, 
from  the  American  Sheet  &  Tin  Plate  Company.  At  that  time 
I  think  it  was  the  American  Sheet  &  Tin  Plate  Company. 

Q.  In  1908? 

A.  In  1908  it  got  down  pretty  low.  I  think  we  bought  most 
of  our  stuff  from  independent  mills. 

Q.  In  1909? 

A.  The  same. 

Q.  And  in  1910? 

A.  We  gradually  got  more  mills,  and  we  divided  the  busi- 
ness up  among  them, 

Q.  Up  to  1907  and  1908  you  had  been  giving  your  business 
substantially  to  the  American  Sheet  Steel  Company? 

A.  No;  I  think  up  to  1906. 

Q.  Through  1906? 

A.  Yes;  up  to  1907. 

Q.  You  had  been  giving  your  business  either  to  the  Amer- 
ican Sheet  Steel  Company  or  the  American  Sheet  &  Tin 
Plate  Company? 

A.  Yes. 

Q.  Is  there  any  one  company  to  which  you  have  given  as 
much  as  50  per  cent,  of  your  business  since  you  quit  giving 
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about  85  per  cent,  of  your  business  to  the  American  Sheet 
Steel  Company,  or  the  United  States  Steel  Corporation's 
subsidiaries  ? 

A.  In  some  years  I  think  we  have. 

Q.  Fifty  per  cent,  to  what  company? 

A.  I  think  to  the  La  Belle  Iron  &  Steel  we  gave  about  50 
per  cent,  of  our  business  in  those  years;  I  have  forgotten 
exactly  which  one ;  1910  or  1911,  something  like  that. 

Q.  What  purchasers  of  sheet  steel  are  there  in  the  South? 

A.  There  are  a  great  number  of  them. 

Q.  You  don't  know  them  all  personally,  do  you? 

A.  Not  all,  no. 

Q.  What  do  you  call  the  South? 

A.  I  mean  just  in  this  particular  territory — Texas,  Louis- 
iana, Alabama,  Georgia,  Florida  and  the  Carolinas. 

Q.  What  purchasers  of  sheets  are  there  in  Georgia  ? 

A.  In  Atlanta  the  ConMin — I  have  forgotten  the  exact 
title. 

Mb.  Eeed:  The  Conklin  Sheet  &  Tin  Plate  Company? 
The  Witness  :  Yes ;  the  Conklin  Sheet  &  Tin  Plate  Com- 
pany.   That  is  it. 

By  Me.  Colton  : 

•Q.  Can  you  give  me  any  others? 

A.  In  Georgia? 

Q.  Yes. 

A.  All  the  hardware  companies  purchase  sheets. 

Q.  I  suppose  you  have  no  special  knowledge  as  to  all  the 
different  hardware  companies  in  Georgia,  have  you? 

A.  No,  sir. 

Mr.  Colton:  That  is  all. 

EEDIRECT    EXAMINATION 

By  Mb.  Eeed: 

Q.  Mr.  White,  how  do  you  find  these  trade  paper  prices 
compare  with  the  prices  that  you  actually  pay?  Do  they 
always  agree? 

A.  No,  sir;  they  do  not. 
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Q.  Do  you  sometimes  have  to  pay  more  than  the  trade 
papers  are  quoting? 

A.  Barely  ever.  We  usually  buy  at  less  than  the  trade 
papers  quote. 

Q.  You  usually  buy  for  less  than  they  quote? 

A.  Yes. 

Q.  I  suppose  it  is  a  part  of  your  business  to  keep  in- 
formed as  to  commercial  conditions  in  the  Southern  States, 
is  it  not? 

A.  Yes,  sir. 

Q.  Have  you  any  idea  how  many  tons  of  sheet  steel  you 
had  on  hand  at  the  time  the  panic  of  1907  came  upon  us? 

A.  I  know  we  had  a  very  large  stock,  because  business 
had  been  very  good  at  that  time,  and  we  were  carrying  very 
large  stocks. 

Q.  Can  you  give  us  an  approximation  of  the  number  of 
tons  you  had  in  stock? 

A.  Well,  I  could  not  tell  you  offhand,  but  we  were  carry- 
ing large  stocks  and  having  lots  of  it  shipped  all  the  time 
from  the  mills.  Stuff  was  coming  in  all  the  time.  Shipments 
were  arriving  all  the  time. 

Q.  Did  you  have  more  in  stock  than  usual  ? 

A.  Yes,  sir. 

Q.  Did  you  have  more  than  you  would  have  at  the  same 
time  of  the  years  1905  and  1906? 

A.  Yes,  sir. 

Q.  I  suppose  this  particular  period  in  1907  is  pretty  well 
i5xed  in  your  memory? 

A.  Yes,  sir. 

Q.  As  it  is  in  the  minds  of  a  number  of  us. 

That  is  all. 

EECEOSS  EXAMINATION 

By  Me.  Colton  : 

Q.  That  period  is  pretty  well  fixed  in  your  memory! 
Then  give  me  within  200  tons  of  how  many  sheets  you  had  in 
your  own  stock  in  November  of  1907,  if  you  have  any  memory 
about  it. 

A.  Within  200  tons? 
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Q.  Yes. 

A.  I  should  say  we  had  probably  400  tons  on  hand  and 
stuff  coming  in  every  day  or  so ;  several  cars  a  week. 

Q.  Do  you  have  the  slightest  recollection  as  to  the  num- 
ber of  tons  you  hand  on  hand  in  November  of  19071 

A.  In  November,  1907? 

Mr.  Eeed:  He  has  just  answered. 

Mr.  Colton:  I  wish  to  have  the  witness  at  the  present 
time,  Mr.  Eeed. 

The  Witness:  Yes,  sir.  I  should  say  we  had,  as  I  say, 
about  400  tons. 

By  Mr.  Colton  : 

Q.  What  company  did  you  have  that  from? 

A.  In  1907? 

Q.  Yes. 

A.  We  had  that  from  La  Belle  Iron  Works,  American 
Sheet  &  Tin  Plate  Company  and  the  Seneca  Iron  &  Steel 
Company. 

Q.  How  many  tons  did  you  have  on  hand  January  1,  1908? 

A.  We  had  a  pretty  good  stock. 

Q.  Do  you  remember  what  it  was? 

A.  I  should  say  anywhere  from  350  to  400  tons. 

Q.  Do  you  buy  on  90  day  contracts  ? 

A.  Sometimes  longer  than  that. 

Q.  What  contracts  did  you  have  on  hand  in  November, 
1907? 

A.  We  had  contracts  all  the  time.  We  always  have  con- 
tracts. 

Q.  What  contract  did  you  have  on  hand  then? 

A.  I  don't  remember  what  contracts  we  had. 

Q.  You  don't  remember  anything  about  the  contracts  you 
had  at  that  time? 

A.  Yes;  I  remember  we  had  contracts. 

Q.  With  what  companies? 

A.  As  I  say,  we  had  them  with  the  La  Belle  and  the  Ameri- 
can Sheet  &  Tin  Plate  Company. 

Q.  Over  what  period  were  those  contracts? 

A.  Usually  90  days. 
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Q.  Usually  90  days? 

A.  Yes. 

Q.  Then  the  shipments  coming  in  would  continue  during 
those  90  days,  and  after  that  you  need  not  take  any  more  im- 
less  you  wanted  to  renew  your  contract  when  your  90  days 
were  up? 

A.  Not  unless  we  renewed  the  contracts. 

Q.  What  was  your  tonnage  in  November,  1908? 

A.  On  hand,  you  mean? 

Q.  Yes. 

A.  We  let  our  stocks  run  down  after  the  panic  of  1907. 
We  were  carrying  as  light  stocks  as  possible. 

Q.  About  what  was  it? 

A.  I  suppose  it  ran  down  probably  to  200  tons  or  less. 

Q.  What  was  it  on  January  1,  1909? 

A.  I  cannot  state.  I  don't  remember  offhand.  Anywhere 
around  200.  It  ran  probably  about  the  same  thing — 200  tons, 
I  suppose. 

Q.  Do  you  have  any  definite  knowledge  as  to  any  pur- 
chaser of  sheets  in  the  South,  as  to  how  many  tons  he  had  on 
hand  January  1,1909? 

A.  You  mean  any  other  purchaser  beside  ourselves? 

Q.  Yes.    If  so,  give  it. 

A.  I  cannot  remember  just  at  this  time. 

Q.  If  you  have  in  mind  any  other  purchaser  than  your- 
self as  to  the  amount  he  had  on  hand  in  November,  1907,  give 
the  purchaser  of  sheets,  and  the  tonnage,  as  nearly  as  you 
can? 

A.  I  caimot  say.  I  know  they  all  had  a  pretty  good  stock 
of  stuff. 

Q.  Do  you  remember  how  the  prices  were  in  November, 
1907?    Pretty  high? 

A.  In  November,  1907,  no,  sir.  The  market  was  beginning 
to  decline  at  that  time. 

Q.  When  did  it  begin  to  decline? 

A.  I  think  around  September,  if  I  remember  rightly. 

Q.  Do  you  recall  the  price  of  sheets  in  September? 

A.  I  cannot  remember  exactly ;  I  know  it  began  to  decline 
around  September;  in  the  fall  of  1907. 
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Q.  Your  large  purchases  enable  you  to  get  a  concession', 
do  they  not,  in  sheets  ? 

A.  I  don't  think  so. 

Q.  As  a  large  purchaser  of  sheets  you  cannot  get  any  bene- 
fit from  being  a  large  purchaser? 

A.  Not  very  much. 

Q.  You  do  not  get  much  under  the  general  going  price, 
then,  by  reason  of  the  fact  that  you  are  a  large  purchaser? 

A.  Sometimes  we  get  a  little  bit,  but  the  prices  are  usually 
about  the  same  to  all  jobbers. 

Q.  Do  you  know  what  the  prices  are  to  any  person  except 
yourself?  If  so,  what  person,  and  if  you  know  the  price  for 
any,  give  it? 

A.  I  could  not  say  offhand.  I  know  we  usually  keep  track 
of  what  our  competitors  are  doing,  and  usually  know  what 
the  prices  are.    We  know  they  buy  at  the  same  price  we  do. 

Q.  Do  you  all  buy  at  about  the  same  price? 

A.  Yes. 

Q.  And  at  a  given  time  there  is  a  going  price  at  which 
you  all  buy?  You  all  buy  at  about  the  same  price,  as  I  un- 
derstand? 

A.  We  may  buy  from  one  mill,  probably,  at  a  little  lower 
price  than  our  competitors  are  buying  from  another  mill. 
The  mills  would  make  a  difference  in  the  prices.  One  mill 
would  sell  lower  than  another  mill. 

Q.  That  happens  occasionally? 

A.  Yes. 

By  Mb.  Ebbd: 

Q.  How  do  you  learn  what  your  competitors  are  paying! 

A.  From  the  representatives  of  the  mills.  We  find  out 
who  they  are  selling,  and  what  prices  they  are  buying  at. 

Q.  There  is  a  pretty  free  exchange  of  information? 

A.  Yes. 

Q.  Do  you  find  that  that  exchange  of  information  in  that 
way  has  a  tendency  to  make  things  more  stable  than  if  everyj- 
body  was  going  in  the  dark? 

A.  Yes. 

Q.   (Continuing)  And  did  not  dare  talk  to  his  competitor? 

A.  Yes. 
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By  Mb.  Colton  : 

Q.  During  the  year  1913,  say  the  last  three  months,  what 
competitor  has  informed  you  as  to  his  price? 

A.  As  to  his  price? 

Q.  As  to  the  price  that  he  was  paying  for  sheets  ? 

A.  I  did  not  say  that  I  got  that  always  from  my  com- 
petitors. I  say  we  get  it  very  often  from  the  mills  that  we 
buy  from.    We  know  what  they  are  selling  other  people  at. 

Q.  Then  it  is  not  an  interchange  of  price  among  the  com- 
petitors of  which  you  are  speaking? 

A.  Sometimes  it  is.  I  know  what  the  other  people  are 
paying. 

Q.  In  1913,  then,  name  any  competitor  that  informed  you 
as  to  the  price  he  paid  for  sheets? 

A.  In  1913,  I  think  Mr.  B.  V.  Eedmond  of  this  city. 

Q.  What  price  did  he  say  that  he  paid  for  sheets? 

A.  I  would  meet  him.  occasionally,  and  he  would  mention 
about  the  market,  what  the  prices  were  and  what  prices  he 
was  paying. 

Q.  Did  he  say  what  he  paid  on  any  particular  contract? 

A.  He  mentioned  what  the  price  was  at  the  time,  the 
market.  If  I  would  meet  him,  he  would  say,  for  instance, 
"Prices  on  sheets  are  so-and-so  to-day." 

Q.  He  mentioned  the  market  price? 

A.  Yes. 

Q.  He  did  not  say  that  that  was  the  price  he  was  paying  ? 
He  did  not  tell  you  that,  did  he? 

A.  He  may  not  have  said,  but  from  the  way  he  spoke  I 
would  know  that  that  was  the  price  he  was  paying.  The  same 
way  with  Mr.  Laroussini. 

Q.  He  mentioned  the  market  price  also  ? 

A.  He  mentioned  exactly  the  price  that  he  was  paying, 
at  times  when  we  would  meet.  He  would  discuss  these  things 
with  me. 

Q.  How  many  times  did  he  mention  the  exact  price  that 
he  was  paying,  during  1913? 

A.  I  could  not  tell  you  offhand,  but  several  times  during 
the  year. 
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Q.  Do  you  remember  one  single  price  that  he  told  you  he 
was  paying? 

A.  I  remember  he  said  he  was  buyuig  stuff  as  low  as 
$2.80,  for  instance,  for  galvanized  sheets.  He  had  contracts 
at  $2.85,  $2.90. 

Q.  Those  are  the  only  two  competitors? 

A.  I  think  Mr.  Jones  told  me  the  same  thing. 

Q.  Of  what  company? 

A.  J.  W.  Jones.    He  handles  sheets  here  in  the  city. 

Q.  What  benefit  did  you  get  from  those  price  statements 
that  they  made  to  you  ? 

A.  I  knew  that  they  were  not  buying  sheets  any  lower 
than  we  were. 

Q.  That  was  the  only  benefit  you  got? 

A.  I  guess  that  is  a  considerable  benefit;  if  we  know  what 
our  competitors  are  paying  for  their  stuff  we  know  how  to 
figure. 

Q.  Those  are  the  only  prices  you  remember?  Tou  cannot 
give  the  prices  that  Mr.  Jones  said  he  was  paying? 

A.  The  same  thing.  They  were  all  paying  around  $2.80, 
$2.85,  up  to  $2.90  or  $3.00,  and  so  on. 

Q.  Did  anyone  else  mention  to  you  that  he  was  paying 
$2.85  for  a  given  tonnage  or  contract  at  any  given  time? 

A.  Yes.    He  had  contracts  for  that. 

Q.  For  any  specific  tonnage? 

A.  No.  He  would  say  he  had  a  contract  on  a  basis  of 
$2.85.  We  mentioned  different  prices  that  we  all  had  on 
stuff. 

Q.  Those  are  the  only  competitors  you  got  prices  from 
in  1913? 

A.  No ;  I  think  I  also  spoke  to  Stauffer,  Eshleman  &  Com- 
pany.   I  spoke  to  their  representatives. 

Q.  Do  you  remember  speaking  to  them? 

A.  I  don't  remember  whether  we  discussed  the  exact  price 
that  they  were  buying  at,  but  we  discussed  prices. 

■Q.  Market  prices? 

A.  Market  prices.  We  just  discussed  the  general  condi- 
tions. 
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Q.  Back  of  1913— in  1912— what  prices  did  you  get? 

A.  I  do  not  remember. 

Q.  Do  you  recall  any  prices  at  all  that  yon  got,  a  definite 
price  on  a  definite  tonnage,  in  1912?    - 

A.  No,  sir;  I  do  not  remember  at  the  present  time. 

Q.  You  cannot  recall  anyone  back  of  1913  from  whom  you 
got  a  definite  price? 

A.  Not  offhand,  no,  sir.  I  may  have  spoken  to  these  same 
gentlemen,  but  I  do  not  remember. 

Q.  You  do  not  remember  having  spoken  to  them? 

A.  No,  sir. 

Q.  You  mean  you  do  not  remember? 

A.  No,  sir;  I  do  not  remember.  I  may  have  spoken  to 
them. 

(Whereupon  a  recess  was  taken  until  2  o'clock.) 


AFTEE   EECESS. 

EDWAED   A.    PEDEN 

was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  Where  do  you  live  ? 

A.  Houston,  Texas. 

Q.  What  is  your  occupation? 

A.  Merchant. 

Q.  What  is  the  name  of  your  company? 

A.  The  Peden  Iron  &  Steel  Company. 

Q.  That  succeeded  a  partnership  which  was  known  as 
Peden  &  Company? 

A.  Yes. 

Q.  How  long  have  you  been  in  the  iron  and  steel  busi- 
ness? 
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A.  Since  1890. 

Q.  You  have  had  an  executive  office  in  the  Corporation,  I 
believe,  since  it  was  formed? 

A.  Yes. 

Q.  And  you  are  president  of  it  at  this  time? 

A.  Yes. 

Q.  Did  you  have  anything  to  do  with  buying  steel  ma- 
terials for  your  partnership  and  for  your  corporation? 

A.  Yes;  I  did  all  the  buying  until  about  five  years  ago, 
and  since  that  time  have  kept  in  right  close  touch  with  the 
gentleman  who  handles  the  detail  of  it. 

Q.  It  has  been  done  under  your  supervision,  and  is  being 
done  under  your  supervision  still,  is  it  not? 

A.  Yes. 

Q.  What  kind  of  steel  materials  does  your  company  use? 

A.  What  is  that? 

Q.  What  kind  of  steel  materials  do  you  buy? 

A.  Black  and  galvanized  flat  sheets,  corrugated,  tin  plate, 
temes,  bars,  nails  and  wire;  tubular  goods  and  steam  plant 
supplies  and  builders'  hardware. 

Q.  Bars? 

A.  Yes. 

Q.  Angles? 

A.  Yes. 

Q.  And  hoops? 

A.  Yes. 

Q.  Cotton  ties? 

A.  No;  we  don't  handle  cotton  ties;  we  handle  hay  bale 
ties. 

Q.  Structural  of  any  kind? 

A.  No  structural. 

Q.  Rails? 

A.  No  rails. 

Q.  About  how  many  tons  of  sheet  and  tin  plate  do  yon 
buy  annually? 

A.  Approximately  8,000  or  9,000  tons. 

Q.  What  percentage  of  that  is  tin  plate? 

A.  I  have  never  had  those  figures  made  up,  but  I  pre- 
sume 15  per  cent.,  possibly  20  per  cent. 
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Q.  How  much  of  that  8,000  or  9,000  tons  do  you  buy  from 
the  Steel  Corporation'? 

A.  Seventy-five  to  85  per  cent. 

Q.  Is  that  because  the  Steel  Corporation  has  no  competi- 
tion? 

A.  No;  there  is  plenty  of  competition. 

Q.  If  it  has  competition,  will  you  tell  us  the  names  of 
some  of  its  competitors  in  those  products? 

A.  In  sheets  and  tin  plate? 

Q.  Yes;  some  of  the  competitors  that  solicit  your  busi- 
ness, you  understand. 

A.  The  Wheeling  Corrugating  Company;  N.  &  G.  Taylor 
Company,  of  Philadelphia;  the  Youngstown  Sheet  &  Tube 
Company;  the  La  Belle  Iron  Works,  and  formerly  the  Em- 
pire Iron  &  Steel  Company,  at  Niles,  Ohio. 

Q.  That  is  the  Brier  Hill  Company,  now,  I  believe? 

A.  Yes,  I  think  so.  There  are  a  good  many  others  that 
I  don't  recall  at  the  moment. 

Q.  Let  me  suggest  some:  Jones  &  Laughlin? 

A.  Yes. 

Q.  Cambria? 

A.  Cambria,  yes. 

Q.  Portsmouth? 

A.  Yes. 

Q.  And  the  Newport? 

A.  Yes. 

Q.  And  the  Stark? 

A.  Yes. 

Q.  And  the  American  Rolling  Mills? 

A.  The  American  EoUing  Mills. 

Q.  And  there  are  some  others  besides  that' 

A.  Yes. 

Q.  That  is  enough  for  our  present  purposes. 

A.  Yes,  sir. 

Mb.  Colton:  This  is  in  sheets,  I  understand? 
The  Witness  :  Sheets  and  plates,  and  tin  plate. 
By  Mr.  Eeed: 

Q.  Do  the  Phillips  Sheet  &  Tin  Plate  Company  quote  to 
you  on  tin  plate? 
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A.  They  have. 

Q.  Does  the  McKeesport  Company  get  down  here  at  all? 

A.  I  don't  recall  the  McKeesport. 

Q.  The  De  Forest  Tin  Plate  Company? 

A.  I  don't  recall  them. 

Q.  Jones  &  Laughlin  and  the  Youngstown  hoth  quote  to 
you  on  tin  plate  as  well  as  sheets,  do  they  not? 

A.  Yes. 

Q.  About  how  many  tons  of  tubes  do  you  buy  in  a  year, 
tubular  products  of  all  kinds? 

A.  Between  6,000  and  7,000  tons. 

Q.  What  percentage  of  that  do  you  get  from  the  Steel 
Corporation? 

A.  Nearly  90  per  cent.,  I  should  say. 

Q.  Is  there  any  competition  in  pipe  and  tubes? 

A.  Yes,  lots  of  it. 

Q.  Tell  us  the  names  of  some  of  the  competitors  that  solicit 
your  business. 

A.  Well,  there  is  the  Youngstown,  the  La  Belle,  the 
Wheeling  Iron  &  Steel  Company,  and  the  Mark  Manufactur- 
ing Company. 

Q.  Spang,  Chalf ant? 

A.  Spang,  Chalf  ant;  and  some  years  back,  the  Harris- 
burg  Pipe  &  Pipe  Bending  Company  we  bought  from. 

Q.  A.  M.  Byers  &  Company? 

A.  A.  M.  Byers ;  at  one  time  we  bought  quite  a  little  from 
the  Crane  Company  in  the  smaller  sizes. 

Q.  That  was  National  Tube  Company  pipe,  wasn't  it,  or 
did  they  make  it  themselves  ? 

A.  No ;  this  was  when  they  made  it  themselves. 

Q.  In  recent  years  they  have  been  carrying  National  Tube 
stock,  I  believe? 

A.  I  understand  so. 

Q.  How  many  tons  of  wire  products  do  you  get  in  a  year? 

A.  Eoughly,  3,000  tons. 

Q.  Do  you  get  nearly  all  of  that  from  the  United  States 
Steel  Corporation? 

A.  Seventy-five  to  85  per  cent.,  approximately. 

Q.  Is  there  competition  in  that? 
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A.  Yes. 

Q.  Tell  us  the  names  of  some  of  the  competitors  on  wire 
products  that  solicit  your  business. 

A.  The  Pittsburgh  Steel  Company ;  the  Youngstown  Sheet 
&  Tube,  formerly  the  Kokomo ;  at  one  time  the  Colorado  Com- 
pany, the  Colorado  Fuel  &  Iron,  I  think  it  was,  and  the  Ala- 
bama Steel  &  Wire  Company. 

Q.  That  is  the  Grulf  States  Company  now,  isn't  it? 

A.  I  don't  know. 

Q.  The  Alabama  Steel  &  Wire,  when  it  was  soliciting  your 
business  ? 

A.  Yes. 

Q.  And  the  Southern  Steel  Company — that  is  the  same 
company,  is  it  not? 

A.  I  don't  recall  the  Southern  Steel. 

Q.  The  Atlanta  Steel  Company? 

A.  I  don't  think  so. 

Q.  Jones  &  Laughlin? 

A.  Jones  &  Laughlin,  yes. 

Q.  And  the  Cambria? 

A.  The  Cambria,  yes. 

Q.  On  bars,  angles,  hoops  and  bar  mill  products  gener- 
ally, about  what  tonnage  do  you  get  annually? 

A.  Something  between  3,000  and  4,000  tons. 

Q.  About  what  percentage  of  those  products  do  you  get 
from  the  Steel  Corporation? 

A.  Well,  including  reinforcing  bars,  I  don't  believe  it 
runs  very  much  over  50  per  cent. 

Q.  What  companies  compete  for  your  business  besides 
the  Steel  Corporation  on  bar  mill  products  ? 

A.  Why,  the  Corrugated  Bar  Company,  handling  largely 
their  tonnage  through  the  Lackawanna,  as  I  understand  it. 
We  buy  more  from  them  than  any  one  concern  outside  of  the 
Carnegie  Company;  the  American  Iron  &  Steel  Manufactui-- 
ing  Company,  of  Lebanon,  Youngstown,  and  the  Cambria. 

Q.  And  the  Republic? 

A.  The  Republic,  yes. 

Q.  Jones  &  Laughlin? 

A.  Jones  &  Laughlin,  yes. 
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Q.  You  did  not  name  tlie  Eepublic  as  one  of  the  competi- 
tors on  pipe  and  tubes'? 

A.  Well,  I  should  have  done  so. 

Q.  They  also  quote  on  that,  do  they? 

A.  Yes. 

Q.  Now,  Mr.  Peden,  I  notice  that  you  buy  a  very  large 
part  of  your  steel  from  the  Steel  Corporation  and  its  sub- 
sidiaries, and  I  infer  from  the  list  of  competitors  that  you 
have  given  us  that  your  reason  for  buying  from  them  is  not 
want  of  competition? 

Mr.  Colton  :  I  object  to  that  inference. 
Mr.  Ebbd  :  And  I  object  to  objections  stuck  in  the  middle 
of  my  questions,  Mr.  Colton. 

By  Mr.  Eeed: 

Q.  I  wish  you  would  tell  us  the  reasons  you  have  for  buy- 
ing so  largely  from  the  Steel  Corporation. 

A.  Well,  one  of  the  leading  reasons  is  because  we  are  so 
far  from  the  source  of  supply,  it  takes  us  so  long  to  get  our 
goods,  that  we  determined  long  ago  to  concentrate  our  pur- 
chases very  largely  with  those  manufacturers  who  could  give 
us  the  widest  range  and  the  greatest  diversity  of  sizes,  and 
our  relations  have  been  entirely  pleasant  and  agreeable,  and 
the  service  has  been  satisfactory,  and  the  quality  particularly 
uniform  and  dependable. 

Q.  How  have  you  found  the  Steel  Corporation  in  regard 
to  fulfilling  its  promises  of  delivery  to  you? 

A.  Very  good,  as  a  rule,  although  at  times  they  have 
fallen  down  and  disappointed  us  considerably. 

Q.  They  are  still  human? 

A.  Yes. 

Q.  And  how  has  their  treatment  and  service  been? 

A.  Very  satisfactory. 

Q.  How  have  you  found  the  prices  that  have  been  quoted 
you  by  the  Steel  Corporation? 

A.  I  do  not  imderstand  you. 

Q.  How  have  you  found  the  quotations  of  prices  that  are 
made  to  you  by  the  Steel  Corporation,  contrasted  with  the 
prices  that  are  made  to  you  by  their  competitors? 
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A.  Well,  as  a  general  proposition  during  fairly  easy  and 
nomaal  conditions  prices  range  approximately  the  same  on 
the  same  class  of  goods ;  during  times  of  depression  and  dull 
business  outside  manufacturers  almost  invariably  made  lower 
figures,  and  during  unusually  prosperous  or  boom  times  the 
Corporation's  prices  were  usually  a  little  lower,  or  they  were 
slower  in  making  the  advances. 

Q.  Taking  the  last  ten  years  all  in  all,  has  that  compara- 
tive steadiness  in  price  of  the  Steel  Corporation  been  as 
advantageous  to  you  as  the  more  fluctuating  prices  of  its 
competitors  ?  That  is  to  say,  does  the  saving  which  you  make 
by  being  able  to  buy  cheaper  from  the  Steel  Corporation  in 
boom  times  make  up  for  the  slightly  larger  price  which  you 
pay  them  in  times  of  depression? 

A.  We  feel  that  it  compensates  us ;  yes,  sir. 

Q.  Do  you  find  the  quotations  of  the  different  manufac- 
turers varying  as  a  general  rule? 

A.  Excepting  as  I  explained  a  while  a^o,  that  during 
fairly  easy  normal  conditions  there  is  less  variation  than 
there  is  during  periods  of  depression  or  during  boom  times. 

Q.  When  business  slackens  up,  times  are  much  as  they  are 
at  present,  do  you  find  that  the  competitors  of  the  Steel  Cor- 
poration are  loath  to  cut  the  price? 

A.  They  are  much  more  active  and  much  more  ready  to 
cut  prices  and  to  offer  other  inducements  as  to  terms. 

Q.  How  long  has  that  condition  of  competition  continued, 
Mr.  Peden? 

A.  Ever  since  I  started  in  business  in  1890. 

Q.  Has  there  been  any  time  since  the  Steel  Corporation 
was  organized  in  1901,  that  it  did  not  have  competition  in  all 
these  lines? 

A.  If  there  ever  was  such  a  time,  it  did  not  come  to  my 
knowledge.  We  have  always  been  able  to  buy  anything  that 
we  were  accustomed  to  buying  from  the  Steel  Corporation 
from  various  other  sources. 

Q.  How  would  you  characterize  the  competition  that  you 
find  for  your  business  among  the  steel  makers?  Is  it  active 
and  keen  or  otherwise? 

A.  Very  active  and  very  keen. 
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Q.  Has  tliere  been  among  the  manufacturers  of  these  pro- 
ducts any  combination  to  fix  prices  on  the  products  that  you 
buy,  so  far  as  you  have  been  able  to  discover! 

Me.  Colton:  I  object  to  the  witness  being  called  on  for 
an  opinion  on  this  subject,  not  being  competent  to  answer  it, 
he  not  knowing  anything  about  the  various  agreements  that 
have  existed  from  time  to  time  between  these  manufacturers. 
I  object  further  on  the  ground  that  the  witness  is  asked  to 
express  an  opinion  upon  a  state  of  facts  not  disclosed  to  the 
court. 

(By  request  the  stenographer  repeated  the  pending  ques- 
tion.) 

The  Witness  :  Not  to  my  knowledge. 

By  Me.  Eeed: 

Q.  Mr.  Peden,  has  the  Steel  Corporation,  so  far  as  you 
know,  used  any  unfair  means  to  hold  its  customers  or  to  get 
customers  away  from  its  competitors? 

Mr.  Colton:  I  object  on  the  ground  that  the  witness  ia 
not  shown  to  have  any  knowledge  on  the  subject  with  respect 
to  what  the  Steel  Corporation  has  done,  and  I  object  to  his 
opinion  as  irrelevant  and  incompetent. 

The  Witness  :  No ;  not  so  far  as  I  know. 

By  Me.  Eeed: 

Q.  Does  the  Steel  Corporation,  or  do  its  agents,  some- 
times learn  of  purchases  that  you  make  from  competitors  of 
the  Steel  Corporation? 

A.  Yes. 

Q.  What  has  been  their  attitude  when  they  learned  of 
such  occurrences?    Have  they  shown  resentment  in  any  way? 

A.  No  resentinent;  they  have  shown  disappointment 
sometimes. 

Q.  They  have  shown  disappointment,  I  suppose,  but  have 
they  made  any  threats  to  you  ? 

A.  Never.  Absolutely  none.  There  has  never  been  a  time 
when  we  did  not  feel  perfectly  free  to  buy  from  whomsoever 
we  saw  fit.    We  have  always  exercised  that  right. 

Q.  You  are  not  tied  up  to  the  Coi^oration  by  any  con- 
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tracts  calling  for  your  giving  them  your  exclusive  purchases, 
are  you? 

A.  None  whatever;  no  contracts  except  the  ordinary  90- 
day  contracts  made  from  time  to  time. 

Q.  The  ordinary  purchasing  contracts? 

A.  The  ordinary  purchasing  contracts,  specifying  some 
certain  tonnage  at  some  certain  price. 

Q.  In  your  opinion,  Mr.  Peden,  has  this  policy  of  the  Steel 
Corporation  not  to  slice  its  prices  to  the  point  to  which  its 
competitors  will  go,  and  not  to  advance  its  prices  to  the 
heights  at  which  its  competitors  advance  theirs,  had  any  in- 
fluence for  either  good  or  evil  on  the  trade  of  the  country 
generally? 

Mb.  Colton  :  Just  a  moment.  I  object  to  the  witness  ex- 
pressing any  opinion  upon  the  trade  of  the  country  gener- 
ally, he  not  being  shown  to  have  any  knowledge  on  that  sub- 
ject. I  object  to  any  opinion  on  his  part  except  as  to  his  own 
business,  and  I  object  to  any  expression  of  opinion  in  regard 
to  his  own  business  on  the  ground  that  it  calls  for  a  conclu- 
sion upon  a  state  of  facts  not  disclosed  to  the  Court. 

(By  request  the  stenographer  repeated  the  pending  ques- 
tion.) 

The  Witness:  My  individual  idea  is  that  it  has  had  a 
beneficial  effect. 

By  Mr.  Eeed: 

Q.  What  is  the  reason  for  that? 

A.  It  has  made  conditions  somewhat  more  stable  and 
more  reliable  to  a  jobber  like  myself,  distantly  removed  from 
sources  of  supply.  We  feel  a  little  safer  in  carrying  a  suffi- 
ciently large  stock  to  accommodate  our  trade. 

Q.  Has  it  or  has  it  not  worked  any  injury  to  consumers 
generally  through  the  country? 

Mb.  Colton  :  I  object  to  his  expressing  any  opinion  in  re- 
gard to  consumers  in  the  country  generaUy.  It  is  obvious 
that  the  witness  does  not  know  about  consumers  in  the  coun- 
try generally.    I  object  further  to  his  expressing  any  opinion 
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in  regard  to  any  customers  on  the  ground  that  it  calls  for  a 
conclusion  upon  a  state  of  facts  not  disclosed  to  the  court. 

The  Witness:  I  have  no  very  definite  opinion  on  that 
proposition.  I  do  not  think  it  has  worked  any  injury,  how- 
ever, to  the  consuming  trade. 

By  Mr.  Eeed  : 

Q.  How  does  your  company  rank  in  size  among  the  job- 
bers of  iron  and  steel  in  the  South,  Mr.  Peden? 

A.  We  are  one  of  the  largest  ia  our  line  in  the  South. 

Q.  Your  principal  offices  are  in  Houston,  I  believe  ? 

A.  Houston.  We  have  a  branch  office  and  a  warehouse  at 
San  Antonio. 

CEOSS   EXAMINATION 

By  Mr.  Colton  : 

Q.  I  notice  from  the  tonnage  you  have  given,  leaving  out 
the  witnesses  that  have  been  called  in  New  Orleans  as  agents, 
that  your  tonnage  exceeds  that  of  all  the  other  witnesses  com- 
bined up  to  the  present  time. 

Me.  Reed  :  Objected  to  as  not  cross  examination. 

By  Mr.  Colton  : 

Q.  (Continuing)  From  which  I  assume  that  you  are  prob- 
ably the  largest  purchaser,  at  least  of  sheet  steel  in  the 
South.  Do  you  know  anyone  else  that  compares  with  you  in 
the  tonnage  of  sheet  steel  that  he  purchases  ? 

A.  I  do  not  know  whether  we  are  the  largest  or  not.  I 
think  Mr.  White,  in  New  Orleans  here,  buys  very  close  to  the 
same  tonnage,  but  that  is  merely  superficial  knowledge.  I  do 
not  know. 

Q.  You  buy  about  6,000  to  7,000  tons  of  sheets,  do  you 

not? 

A.  Yes,  sir;  in  that  neighborhood.  That  includes,  Mr. 
Colton,  plates  and  tin  plate. 

Q.  I  was  cutting  out  your  20  cent,  for  tin  plate. 

A.  Oh,  yes. 

Q.  So  you  buy  about  6,000  to  7,000? 

A.  Yes ;  roughly ;  that  is  taking  the  20  per  cent.  off. 
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Q.  Would  that  be  about  right? 

A.  Yes;  I  should  say  so. 

Q.  Taking  it  generally,  with  all  this  great  tonnage  that 
you  purchase,  it  has  run  in  the  neighborhood  of  about  75  per 
cent,  from  the  United  States  Steel  Corporation? 

A.  Yes;  all  the  way  through  in  that  neighborhood,  from 
the  various  constituent  companies. 

Q.  I  believe  you  said  you  had  been  in  business  since  1890? 

A.  We  established  the  business  in  1890,  yes,  sir. 

Q.  From  what  companies  were  you  buying  your  sheets 
before  the  formation  of  the  American  Sheet  Steel  Company? 

A.  From  the  Cincinnati  Corrugating  Company,  of  Piqua, 
Ohio;  the  Apollo  Iron  &  Steel  Company,  of  Pittsburgh;  the 
AVheeling  Corrugating  Company,  of  Wheeling,  West  Vir- 
ginia, and  two  different  companies  at  Niles,  Ohio. 

Q.  You  do  not  recall  the  names  of  those  two  companies? 

A.  I  cannot  recall  the  names,  no,  sir. 

Q.  Do  you  recall  any  other  companies? 

A.  There  were  others,  but  I  do  not  recall  them  at  the 
moment. 

Q.  You  do  not  recall  how  many  of  those  different  com- 
panies went  into  the  American  Sheet  Steel  Company  and  how 
many  did  not  go  in,  that  you  purchased  from? 

A.  No,  sir;  I  do  not  remember. 

Q.  Take  the  tin  plate:  From  what  different  companies 
were  you  purchasing  your  tin  plate  before  the  formation  of 
the  American  Tin  Plate  Company? 

A.  From  N.  &  G.  Taylor  Company,  of  Philadelphia,  the 
old  firm  of  Bruce  &  Cook,  importers,  of  New  York;  from 
Charles  S.  Trench  &  Company,  of  New  York. 

Q.  He  was  an  importer,  was  he  not? 

A.  He  was  a  broker.  He  also  sold  domestic  plates.  But 
we  got  most  of  our  tin  plate  from  abroad  until  they  began 
making  it  in  Ohio,  not  so  very  long  before— I  think  it  was 
in  the  80's— no,  in  the  90 's.  I  knew  nothing  about  it  back 
in  the  80 's. 

Q.  Who  were  you  buying  from  in  1897,  if  you  recall. 

A.  In  1897  I  think  I  was  buying  from  these  companies  I 
mentioned. 
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Q.  And  other  producers  of  tin  plate  ? 

A.  There  may  have  been  others.    I  do  not  recall. 

Q.  What  sort  of  tin  plate  were  you  buying  from  N.  &  G. 
Taylor? 

A.  Principally  their  old  advertised  brand,  the  N.  &  G. 
Taylor,  Old  Style. 

Q.  That  old  specialty  of  theirs? 

A.  Yes.  That  was  the  main  commodity  we  bought  from 
them.    We  also  bought  some  of  the  lighter  cheaper  plates. 

Q.  Do  you  recall  what  price  you  were  paying  for  tin  plate 
in  1897  and  1898? 

A.  No,  sir;  I  do  not  recall. 

Q.  What  tonnage  were  you  buying  of  tin  plate  at  that 
time?    Have  you  any  idea? 

A.  No ;  we  were  small  in  those  days. 

Q.  After  the  American  Tin  Plate  Company  was  formed, 
leaving  out  specialties,  you  bought  almost  exclusively  from 
them,  did  you  not? 

A.  Omittiug  special  brands,  like  the  Taylor  Old  Style,  we 
bought  almost  exclusively  from  the  American  Sheet  Steel 
Company,  and  later 

Q.  It  was  the  American  Sheet  &  Tia  Plate  Company  that 
made  and  sold  tin  plates,  was  it  not?     ■ 

Mb.  Eeed  :  The  American  Tin  Plate  Company. 
The  Witness:  Yes. 

By  Me.  Colton: 

Q.  And  the  American  Sheet  Steel  Company  that  origin-: 
ally  made  and  sold  sheet  steel? 

A.  Yes. 

Q.  Taking  the  tin  plate  that  you  have  purchased  recently, 
leaving  out  the  special  brands,  you  have  bought  that  almost 
exclusively  from  the  American  Tin  Plate  Company,  have  you 
not? 

A.  We  have,  yes. 

Q.  In  1901  what  companies  were  you  buying  your  wire 
products  from? 

A,  That  was  just  prior  to  the  consolidations,  you  meant 

Q.  Well,  the  American  Steel  &  Wire  Company — do  you 
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recall  about  when  that  was  formed?     I  do  not  know  which 
consolidations  you  are  speaking  of. 

A.  No;  I  do  not  remember  the  year  it  was  formed,  I 
think  it  was  about  1901,  but  I  am  not  positive. 

Q.  Say  you  take  the  year  that  the  Steel  Corporation  was 
foi-med,  which  was  1901;  where  were  you  buying  your  wire 
products  in  that  year? 

A.  Principally  from  the  old  St.  Louis  Mill ;  I  think  it  was 
known  as  the  Consolidated  Steel  &  Wire  Company :,  and  prior 
to  that  the  Salem  Wire  Nail  Company  of  Salem,  Ohio. 

Q.  Those  companies  had  competed  for  your  business  for 
a  great  many  years  ? 

A.  Yes. 

Q.  Before  they  went  into  the  American  Steel  &  Wire 
Company? 

A.  Yes,  sir.  And  just  such  conditions  as  that,  if  you  will 
pardon  me,  are  what  largely  led  to  our  continuing  to  buy 
from  the  Corporation.  Our  old  friends  that  we  knew  per- 
sonally, and  had  corresponded  with  for  years,  went  into  the 
consolidation. 

Q.  The  old  companies  that  had  competed  with  each  other, 
had  gone  into  the  consolidation,  and  you  continued  to  pur- 
chase from  them? 

A.  Our  relations  were  close  and  cordial,  and  we  were  glad 
to  continue  with  them. 

Q.  You  bought  your  wire  products  almost  exclusively 
from  the  American  Steel  &  Wire  Company  during  those 
years? 

A.  Yes,  sir. 

Q.  How  long  did  that  continue  to  be  the  case? 

A.  It  still  is  the  case.  I  hope  it  will  continue  to  be  for 
some  time. 

Q.  You  have  not  seen  fit,  then,  to  take  up  with  any  of  their 
so-called  competitors  in  the  wire  products? 

A.  Yes.  We  buy,  as  I  stated,  a  small  percentage  from 
the  other  mills.  Our  location,  however,  is  so  far  away,  and 
deliveries  are  so  slow,  that  we  felt  that  it  was  bad  policy  to 
scatter. 
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Q.  And  a  great  big  company  making  everything  in  enor- 
mous quantities,  you  want  to  deal  with,  that  kind  of  company? 

A.  I  knew  they  could  serve  us  better  than  the  smaller  con- 
cerns, with  a  smaller  range  of  sizes  and  varieties. 

Q.  What  tonnage  do  you  buy  in  wire  nails  ? 

A.  Wire  nails,  poultry  netting  and  hay  bale  ties? 

Q.  You  can.  not  give  the  list? 

A.  No. 

Q.  You  have  just  a  general  idea  on  those? 

A.  I  just  look  at  the  totals  at  the  end  of  each  year,  have 
them  surmned  up;  in  the  neighborhood  of  3,000  tons  per  an- 
num, the  last  four  or  five  years. 

Q.  The  last  four  or  five  years,  what  percentage  of  your 
wire  nails  have  you  gotten  from  the  American  Steel  &  Wire 
Company? 

A.  Wire  nails?  , 

Q.  Wire  nails. 

A.  Why,  wire  nails  alone;  probably  90  per  cent. 

Q.  Now,  of  plain  wire  and  barbed  wire  and  fencing,  about 
what  percentage  from  the  American  Steel  &  Wire  Company? 

A.  Well,  a  smaller  percentage  of  those  goods,  perhaps  75 
to  80  per  cent.,  because  we  buy  a  great  deal  of  fencing  and 
netting  and  spring  wire  cloth  from  outside  manufacturers. 

Q.  I  was  just  going  to  ask  you  next  about  netting,  which 
I  was  going  to  take  up  separately.  You  buy  more  of  your 
netting  outside? 

A.  Yes. 

Q.  Taking  wire  products  as  a  whole,  it  would  be  about 
80  per  cent.,  according  to  your  best  estimate? 

A.  Seventy-five  to  80  per  cent. 

Q.  You  have  not  made  any  specific  figures  on  those! 

A.  No,  sir;  I  have  simply  kept  rough  track  of  it,  as  the 
years  went  by. 

Q.  Now,  can  you  name  any  other  company  in  1902  that 
you  purchased  from,  other  than  the  American  Steel  &  Wire 
Company? 
.     A.  1902? 

Q.  In  wire  products ;  yes. 

A.  No,  I  could  not  identify  the  manufacturer  by  years;  1 
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knew  it  was  scattering  along.  At  different  periods  we  bought 
from  the  Colorado  Fuel  &  Iron  and  the  Kokomo  and  the 
Alabama,  but  just  what  years  those  purchases  were  mostly 
made,  I  do  not  recall. 

Q.  The  Colorado  has  sort  of  dropped  out  of  the  Texas 
market  recently,  has  it  not? 

A.  Yes,  in  the  last  several  years  we  haven't  heard  much 
about  them. 

Q.  And  that  other  company  you  named  as  the  one  that 
keeps  going  under  different  names  ? 

A.  I  judge  so,  from  the  testimony  I  overheard  this  morn- 
ing. 

Q.  You  only  knew  it  as  the  Alabama  Wire  Nail  Company? 

A.  I  think  it  is  the  Alabama  Steel  &  Wire. 

Q.  And  as  far  as  you  are  concerned,  it  has  dropped  out 
recently? 

A.  Yes ;  they  do  not  solicit  our  business  of  late. 

Q.  Now,  what  was  the  first  year  that  the  Cambria  ever 
solicited  your  business,  if  at  all? 

A.  I  am  unable  to  tell  you  the  first  year;  it  has  been  doing 
so,  though,  for  a  long  period. 

Q.  Are  you  pretty  sure  of  that,  the  Cambria  Company? 

A.  Well,  just  what  year  they  began  I  do  not  recall,  but 
my  recollection  is  that  it  stretches  back  over  a  considerable 
period. 

Q.  What  would  you  call  a  considerable  period,  seven  or 
eight  years? 

A.  Yes,  perhaps  seven  or  eight  years. 

Q.  That  would  bring  us  back  to  what  time,  seven  or  eight 
years  ? 

A.  Well,  seven  from  fourteen  would  be  1907. 

Q.  Would  it  surprise  you  to  know  that  they  did  not  begin 
the  manufacture  of  wire  until  three  years  later  than  that? 

Me.  Reed  :   Objected  to  as  not  cross  examination. 
Me.  Colton:   I  have  asked  the  witness. 
Me.  Eeed  :  Well,  I  am  objecting,  as  I  have  a  right  to  do. 
The  Witness  :  I  did  not  understand  your  question  to  apply 
to  wire  alone. 
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By  Me.  Colton  : 

Q.  I  see ;  I  was  speaking  of  wire.  Of  course  they  have  been 
manufacturers  of  steel.  I  may  have  misled  you,  but  I  was 
speaking  of  wire. 

A.  I  had  in  mind  their  other  products.  We  have  had  cor- 
respondence with  them  about  various  items,  and  have  been 
buying  goods  from  them,  it  seems  to  me,  for  ten  years. 

Q.  They  have  been  steel  manufacturers  for  that  time? 

A.  But  their  product  was  rather  heavier  some  years  back 
than  we  bought;  in  fact,  as  I  stated  at  the  beginning,  we  do 
not  handle  structurals,  nor  heavy  rails. 

Q.  Coming  to  wire,  what  was  the  first  year  they  solicited 
your  business  in  wire  or  wire  products  1 

A.  Well,  that  I  don't  recall. 

Q.  And  you  do  not  pretend  to  say  that  that  was  seven  or 
eight  years  ago? 

A.  I  do  not  think  we  ever  bought  any  wire  from  them. 

Q.  And  you  do  not  recall  now  when,  if  at  all,  they  solicited 
your  business  on  wire? 

A.  No,  sir. 

Q.  Take  Jones  &  Laughlin;  when  did  they  first  solicit 
your  business  in  tin  plate? 

A.  Well,  I  don't  recall. 

Q.  Take  the  Youngstown  Sheet  &  Tube  Company;  when 
did  they  first  solicit  your  business  in  wire,  if  at  all? 

A.  I  think  only  within  the  last  four  or  five  years,  possibly 
six  years. 

Q.  When  did  you  first  get  quotations,  if  at  all,  from  the 
Pittsburgh  Steel  Company  in  wire? 

A.  I  cannot  fix  the  year,  Mr.  Colton,  but  they  have  been 
a  factor  in  our  market  for  a  good  while,  and  had  a  branch 
house  at  Galveston  for  quite  a  while. 

Q.  They  have  been  selling  longer  than  most  of  these  other 
companies  outside  of  the  American  Steel  &  Wire  Company? 

A.  Yes;  I  think  so. 

Q.  Now,  you  spoke  of  having  continued  your  customer 
relation  in  respect  to  wire  goods;  was  that  true  in  respect 
of  your  sheets,  that  you  kept  on  with  your  common  sheets 
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with  the  old  competitors  that  were  taken  over  by  the  American 
Sheet  &  Tin  Plate  Company? 

A.  Yes. 

Q.  And  the  American  Sheet  Steel  Company? 

A.  Yes;  Eugene  Pargney,  president  at  present  of  the 
American  Sheet  &  Tin  Plate  Company,  acted  as  guide  and 
showed  me  through  the  old  Apollo  mill  before  the  consolida- 
tion. I  still  have  a  warm  spot  in  my  heart  for  him,  and  am 
glad  to  give  him  preference  at  equal  figures. 

Q.  Now,  you  buy  pipe?  I  think  you  testified  about  pipe; 
you  get  about  90  per  cent,  now  from  the  National  Tube  Com- 
pany? 

A.  About  90  per  cent. 

Q.  Before  the  National  Tube  Company  was  formed,  what 
different  companies  were  you  buying  your  pipe  from? 

A.  I  think  we  started  in  originally  with  the  Crane  Com- 
pany, buying  the  range  of  sizes  that  they  made. 

Q.  The  Crane  Company?  Do  you  know  when  they  first 
connected  with  the  National  Tube  Company  in  the  sale  of 
pipe  ? 

A.  I  do  not. 

Q.  Do  you  know  when,  if  at  all,  they  were  connected  with 
the  Standard  Oil  Company? 

A.  I  do  not  know  that  they  ever  were. 

Mr.  Eeed:  Nor  anybody  else. 

Mb.  Colton  :  Maybe  they  were ;  I  do  not  know.  I  am  just 
asking  the  witness. 

By  Me.  Colton: 

Q.  Do  you  know  whether  they  handle  Standard  Oil  pipe 
now  or  not? 

A.  Standard  Oil  pipe? 

Q.  Yes. 

A.  No,  sir;  I  don't  know. 

Q.  You  mentioned  the  Crane  Company  as  one  of  the  com- 
panies from  which  you  were  purchasing  pipe.  What  other 
companies  did  you  purchase  pipe  from  before  the  National 
Tube  Company  was  formed? 

A.  The  Western  Tube  Company  at  Kewanee. 
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Q.  That  was  taken  over  by  the  National  Tube  Company, 
wasn't  it? 

A.  I  have  understood  so,  yes. 

Q.  Did  you  purchase  from  the  National  Tube  Works 
Company  too,  before  the  National  Tube  Company  was 
formed? 

A.  I  don't  remember  as  to  that  name;  I, knew  it  was  the 
National  Tube.  I  never  noticed  particularly  or  recalled  par- 
ticularly whether  the  word  "works"  was  in  the  name. 

Q.  Were  you  purchasing  at  the  same  time  from  the  Na- 
tional Tube  Company  or  the  Western  Tube  Company,  or  do 
you  now  recall? 

A.  I  think  so ;  when  we  first  began  to  handle  pipe. 

Q.  About  when  was  that? 

A.  That  was  about  1898  or  1899. 

Q.  Did  you  purchase  from  the  Pennsylvania  Tube  Com- 
pany? That  may  not  be  the  exact  title,  the  Pennsylvania 
part  of  it. 

A.  I  don't  recall. 

Q.  And  you  have  been  purchasing  in  the  neighborhood 
of  90  per  cent,  from  the  National  Tube  Company  since  the 
formation  of  that  company? 

A.  Yes. 

Q.  I  understood  you  to  say  that  it  had  a  good  effect — I 
may  not  quote  you  exactly,  and  you  may  modify  it  in  your 
answer — the  disposition  of  the  Corporation  not  to  cut  prices 
in  ordinary  easy  times  had  a  good  effect  on  trade;  is  that 
correct? 

A.  The  idea  I  meant  to  convey  was  that  it  created  a  more 
stable  and  dependable  condition  in  the  mercantile  world,  so 
far  as  we  knew  it. 

Q.  It  created  a  more  uniform  and  stable  price? 

A.  Yes. 

Q.  And  during  those  normal  periods  that  you  spoke  of 
the  price  remained  substantially  uniform  at  times  for  a 
period  of  two  or  three  months,  I  suppose? 

A.  Yes. 

Q.  And  that  is  true  of  each  of  those  different  products 
about  which  you  are  testifying? 
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A.  Largely  so;  yes. 

Q.  Now,  leaving  out  your  corrugated  bars — ^that  is  a  spe- 
cial brand  of  bars,  is  it  not,  reinforcing  bars? 

A.  Yes ;  the  corrugated  bar  made  by  the  Corrugated  Bar 
Company. 

Q.  That  is  a  sort  of  patent? 

A.  Yes. 

Q.  Leaving  those  out,  what  percentage  of  your  bars  and 
hoop  products  do  you  get  from  the  United  States  Steel  Cor- 
poration? 

A.  Leaving  those  out,  I  suppose — ^weU,  with  those  in  we 
buy  about  half  and  half,  and  with  those  out,  I  should  say — 
this  is  rather  an  approximate  guess,  because  I  have  no  posi- 
tive statistics  on  it — ^but  perhaps  85  per  cent. 

Q.  By  "approximate  guess"  you  mean  your  best  estimate 
that  you  can  give  offhand? 

A.  My  best  recollection  as  to  that,  yes. 

Me.  Colton  :  That  is  all. 

REDIRECT  EXAMINATION 

By  Me.  Reed: 

Q.  You  have  just  testified  that  the  bars  you  get  from  this 
Corrugated  Bar  Company  are  a  special  patent  bar? 

A.  Well,  I  am  not  positive  as  to  special  patent. 

Q.  It  is  a  deformed  bar,  is  it  not? 

A.  It  is  a  deformed  bar,  handled  only  by  the  Corrugated 
Bar  Company ;  I  do  not  know  whether  it  is  covered  by  a  patent 
or  not. 

Q.  And  that  deformed  bar  is  made  and  sold  in  compe- 
tition with  the  deformed  bar  made  and  sold  by  the  Steel  Cor- 
poration, isn't  it? 

A.  Yes;  with  all  other  deformed  bars  and  with  twisted 
bars. 

Q.  Add  they  get  patents  on  the  design? 

A.  Yes. 

Q.  And  they  are  only  specialties  in  the  sense  that  the  de- 
signs are  different;  is  that  correct? 
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Me.  Colton  :  I  object  to  that  as  leading. 

The  Witness:   That  is  correct,  a  correct  statement. 

By  Mr.  Eebd: 

Q.  You  would  seem  to  adopt  in  your  answer  a  term  used 
by  the  counsel  for  the  Government  in  reference  to  the  tin 
plate  made  by  the  N.  &  Gr.  Taylor  Company  of  Philadelphia. 
The  term  was  "an  old  specialty."  What  is  there  either  old 
or  special  about  the  tin  plate  made  by  the  N.  &  G.  Taylor 
Company? 

A.  They  have  been  making  this  brand  for  a  long  number  of 
years,  and  have  it  on  a  great  many  buildings,  notably  the 
United  States  Government  buildings,  and  have  advertised  it 
under  that  name,  until  recently  they  have  changed  it  to  the 
Target  and  Arrow  brand. 

Q.  It  is  just  a  name,  of  tin  plate? 

A.  Yes ;  it  is  simply  an  advertising  proposition,  to  create 
demand. 

Q.  It  is  very  much  like  the  brand  "Apollo"  made  by  the 
American  Sheet  &  Tin  Plate  Company? 

A.  Yes. 

Q.  Is  it  special  in  any  other  sense  than  that,  so  far  as  you 
know? 

A.  Well,  it  is  special  as  compared  with  the  cheap  eight- 
pound  coating ;  it  carries,  as  I  recall,  about  40  pounds  of  coat- 
ing for  protection. 

Q.  Is  it  or  is  it  not  in  competition  with  the  better  grades 
made  by  the  American  Sheet  &  Tin  Plate  Company? 

A.  Yes.  For  instance,  we  handle  a  brand  known  as 
Peden's  old  method,  which  carries  also  40  pounds  of  coating 
and  is  stamped  and  resquared  in  the  same  manner  as  theirs, 
and  there  are  several  dozen  other  brands  of  about  the  same 
grade  and  quality. 

Q.  All  these  special  designs  are  in  competition,  one  with 
the  other? 

A.  Yes. 

Q.  And  that  is  the  sense  in  which  you  seemed  to  adopt  those 
words  "old  specialty"  used  by  counsel  for  the  Government? 

A.  Exactly. 

Q.  There  was  some  mention  of  the  Colorado  Fuel  &  Iron 
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Company  dropping  out  of  the  Texas  trade.  Can  you  tell  us 
the  reason  why  the  Colorado  Company  has  ceased  to  compete 
there? 

Mr.  Colton:  I  object  to  the  witness  testifying  about  that; 
it  is  obviously  not  within  the  range  of  his  knowledge. 

The  Witness  :  Why,  it  was,  as  explained  to  me,  on  account 
of  freight  rates  being  against  them. 

By  Mr.  Eeed: 

Q.  There  was  a  change  of  freight  rates? 

A.  Yes. 

Q.  That  tended  to  out  them  out  of  that  territory? 

A.  Yes ;  and  there  was  a  lowering  of  the  rates  by  water, 
which  enabled  us,  in  the  lower  part  of  the  State  to  get  nearly 
all  of  our  material  from  the  Pittsburgh  district. 

Q.  In  other  words,  there  were  two  changes  in  the  rates 
which  just  shifted  the  zone  to  which  you  belonged? 

A.  Yes. 

Mr.  Colton  :  I  object  to  that  on  the  ground  that  the  wit- 
ness has  already  testified  that  he  was  getting  most  of  his 
products  from  the  American  Steel  &  Wire  Company  before 
this  shifting. 

Mr.  Eeed  :  That  is  all. 

EECEOSS  EXAMINATION 

By  Mr.  Colton: 

Q.  You  did  not  mean  to  say  that  it  had  shifted  your 
zone 

A.  He  was  asking  as  to  why  they  had  ceased  to  solicit 
our  business  in  that  territory,  and  I  gave  that  as  the  reason 
as  I  considered,  for  their  change  of  attitude. 

Q.  Just  what  person  in  the  Colorado  company  gave  you 
as  a  reason  for  getting  out  of  that  territory  that  they  had 
the  freight  rate  against  them? 

A.  Ira  A.  Paddock,  their  Texas  salesman  at  that  time. 

Q.  When  did  Mr.  Paddock  give  you  that  information? 

A.  Oh,  I  cannot  recall  the  year,  but  he  continued  to  come 
to  see  us  for  two  or  three  years,  and  admitted  that  he  could 
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not  get  into  the  territory  close  to  the  Gulf,  that  the  freight 
rates  were  against  him. 

Q.  Just  what  did  he  say  to  you  about  that? 

A.  I  cannot  recall  his  exact  words,  Mr.  Colton,  but  that 
was  the  sum  and  substance  of  it. 

Q.  He  would  not  quote  you? 

A.  No,  I  think  he  quoted,  but  he  knew  in  advance  what 
his  competitors  were  doing,  and  realized  that  it  was  useless 
when  his  prices  were  too  high. 

Q.  What  was  the  largest  percentage  you  ever  bought  from 
the  Colorado  Fuel  &  Iron  Company  in  any  year  in  wire  pro- 
ducts? 

A.  Well,  for  a  short  time — I  do  not  recall  in  what  year — 
our  purchases  from  them  exceeded  those  from  the  Corpora- 
tion. 

Q.  How  long  did  that  continue? 

A.  Probably  for  six  months. 

Q.  Aside  fpom  that  period  your  testimony  as  to  the  gen- 
eral relation  of  purchases  from  the  American  Steel  &  Wire 
Company — ^your  general  percentage  from  the  American  Steel 
&  Wire  Company — applies  to  everything  except  that  period 
of  about  six  months? 

A.  Yes. 

■Q.  Before  that  six  months 's  period  occurred,  was  there 
any  change  in  freight  rates? 

A.  There  were  changes  going  on  all  the  time  more  or  less. 

Q.  Was  there  any  specific  change  that  you  now  recall? 

A.  No,  I  do  not  recall  any  specific  change. 

Q.  When  did  that  six  months'  period  occur? 

A.  I  said  a  while  ago  that  I  could  not  recall  the  year. 

Q.  You  could  not  give  it  approximately? 

A.  No.  I  wish  I  could.  I  do  not  even  recall  just  how  long 
since  they  have  been  soliciting  our  business  actively. 

Q.  Do  you  recall,  or  have  you  any  idea,  when  that  freight 
change  took  place? 

A.  No ;  I  do  not  know.  You  see,  Mr.  Colton,  these  heavy 
staples  probably  form  about  half  of  our  business,  and  the 
balance  of  it  is  made  up  of  a  great  many  light  smaller  arti- 
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cles,  and  as  the  years  have  rolled  by,  I  have  not  fixed  those 
things  in  my  mind ;  have  not  tried  to  do  so. 

Q.  I  understand  by  the  heavier  articles,  you  mean  such 
things  as  pipe  I 

A.  Yes ;  nails  and  bar  iron,  sheets,  tin  plate — ^very  largely 
such  articles  as  I  have  been  describing  as  manufactured  by 
the  Steel  Corporation. 

Q.  And  you  could  not  fix,  now,  the  period  approximately 
when  that  change  of  that  six  months  occurred,  and 
how  much  later  it  was  after  that  period  that  that  freight  rate 
change  came  about? 

A.  No,  sir;  I  could  not  fix  that. 

Mr.  Colton  :  That  is  all. 

By  Mr.  Eeed: 

Q.  Was  it  several  years  or  only  a  few  months? 

A.  I  don't  know  that  I  follow  you,  Mr.  Eeed.  Was  what 
several  years? 

Q.  I  mean,  you  have  been  examined  indiscriminately  about 
changes  in  freight  rates  and  buying  from  the  Colorado  Fuel 
&  Iron  Company,  as  if  one  had  caused  the  other.  Did  this 
change  in  the  freight  rates  which  kept  the  Colorado  Fuel  & 
Iron  Company  out  of  your  district  take  place  right  after  you 
had  started  to  buy  from  them  in  large  quantities? 

A.  Oh,  no.  This  must  have  been  several  years — this  was 
several  years.  In  other  words,  if  my  memory  serves  me 
right,  we  bought  in  large  quantities  from  them  early  in  their 
history  in  Texas.  It  was  not  so  very  long  after  they  began 
soliciting  our  business.  Then,  after  a  period  of  a  number 
of  years,  three  or  four  or  five  years,  perhaps,  they  dropped 
out. 

Q.  It  never  occurred  to  you,  untU  the  suggestion  was 
made  here,  that  your  buying  from  them  was  the  cause  of  any 
change  in  their  freight  rates? 

Mr.  Colton:  Do  you  understand  any  such  suggestion  to 
have  been  made  by  me? 

Mr.  Eeed:  No;  I  make  the  suggestion  because  you  had 
examined  in  a  way  to  indicate  that  you  had  it  in  your  mind. 
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I  thought  I  would  take  the  bull  by  the  horns  and  find  out  if 
there  was  any  sense  in  it. 

Mr.  Colton:  You  do  not  expect  him  to  answer  it,  do  you? 

Mr.  Ebbd  :  I  do ;  and  I  wish  he  would. 

Mr.  Colton  :  I  object  to  the  witness  as  incompetent,  not 
having  any  knowledge  in  relation  to  the  Steel  Corporation's 
relations  with  railroads,  in  respect  to  making  rates  or  other- 
wise. 

Mr.  Eeed  :  It  is  just  like  the  reference  to  the  Standard  Oil 
Company  a  little  while  ago. 

The  Examiner:  You  may  answer,  please. 

The  Witness  :  I  never  thought  of  or  heard  any  such  idea 
advanced. 

Mr.  Eeed  :  That  is  all,  Mr.  Peden. 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows: 

DIEECT  EXAMINATION 

By  Me.  Eeed: 

Q.  Where  do  you  live,  Mr.  Simmons? 

A.  My  home  is  Pass  Christian,  Mississippi. 

Q.  What  is  your  occupation? 

A.  President  of  Woodward,  Wight  &  Company. 

Q.  And  that  company  has  its  headquarters  where? 

A.  At  New  Orleans. 

Q.  Has  it  any  branch  houses  in  the  South? 

A.  No,  sir. 

Q.  It  does  all  its  business  from  this  city? 

A.  Yes,  sir. 

Q.  How  long  have  you  been  president  of  the  company? 

A.  I  have  been  president  since  1909. 

Q.  Prior  to  that  what  was  your  office  in  the  company? 

A.  You  mean  my  connection  with  the  company  from  the 
time  I  started? 

Q.  Yes. 
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A.  I  was  first  salesman,  then  I  was  assistant  secretary, 
and  then  secretary  and  then  vice-president. 

Q.  How  long  were  you  vice  president  before  1909? 

A.  About  two  years. 

Q.  How  long  were  you  secretary? 

A.  I  think  possibly  about  the  same  length  of  time. 

Q.  How  long  were  you  assistant  secretary? 

A.  About  a  year. 

Q.  How  long  have  you  been  familiar  with  the  buying  of 
steel  materials  that  that  company  has  done? 

A.  About  ten  years;  that  is,  I  have  never  bought,  but 
I  have  supervised  the  buying. 

Q.  It  has  been  done  under  your  direction,  has  it? 

A.  Yes,  sir. 

Q.  What  kind  of  steel  do  you  buy? 

A.  We  buy  tubular  goods,  plates,  sheets,  merchant  bars. 

Q.  And  wire  products  ? 

A.  And  wire  products,  yes,  sir. 

Q.  About  what  tonnage  of  tubular  goods  do  you  buy  an- 
nually? 

A.  About  3,500. 

Q.  About  what  tonnage  of  plates;  that  is,  of  12  gauge 
and  heavier. 

A.  We  handle  about  500  or  600  tonS;  I  guess,  12  gauge  and 
heavier. 

Q.  What  tonnage  of  aU  kinds  of  sheets  13  gauge  and  thin- 
ner? 

A.  About  2,200  or  2,300. 

Q.  What  tonnage  of  bars  do  you  handle  annually? 

A.  We  handle  steel  and  iron  bars,  about  4,500  tons  of  both. 

Q.  What  percentage  of  that  is  steel  and  what  percentage 
is  iron? 

A.  About  2,000  tons  steel.  We  handle  more  iron  than  we 
do»steel. 

Q.  In  wire  products  what  is  your  tonnage? 
A.  About  3,000  tons. 
Q.  Do  you  buy  on  a  competitive  basis  ? 
A.  Yes,  sir. 
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Q.  All  these  products  are  bought  on  a  competitive  basis'? 

A.  Yes,  sir. 

Q.  About  what  percentage  of  your  purchases  are  made 
from  the  Steel  Corporation? 

A.  Of  the  total  amount? 

Q.  Yes. 

A.  About  35  to  40. 

Q.  About  35  to  40  per  cent,  of  all  of  the  steel  that  you  buy 
comes  from  the  Steel  Corporation? 

A.  Yes,  sir. 

Q.  Taking  these  products  separately,  tubes ;  where  do  you 
get  your  tubes  ? 

A.  "We  buy  about  ten  per  cent,  of  our  tubes  from  the  Na- 
tional Tube  Company. 

Q.  And  90  per  cent,  from  its  competitiors  f 

A.  Yes,  sir. 

Q.  What  competitors  do  you  buy  from  chiefly? 

A.  We  buy  from  the  Central  Tube  Company,  the  Republic 
and  the  Youngstown. 

Q.  Do  you  buy  from  Spang-Chalfant? 

A.  We  have  not  bought  from  Spang-Chalfant  much,  no,  sir. 

Q.  Do  you  buy  from  the  Mark  Manufacturing  Company? 

A.  Very  little. 

Q.  Do  those  last  two  companies  compete  for  your  business  ? 

A.  Yes,  sir. 

Q.  They  make  quotations  to  you,  do  they? 

A.  Yes,  sir;  they  do. 

Q.  They  send  salesmen  to  visit  you? 

A.  Yes,  sir. 

Q.  In  plates,  where  do  you  buy  most  of  your  supplies? 

A.  We  have  bought  most  of  our  heavy  plates  from  the 
Portsmouth  Steel  Company. 

Q.  What  other  companies  quote  you  on  plates  ? 

A.  About  all  the  others — Carnegie — I  do  not  recall  the 
names,  but  they  all  quote  us. 

Q.  And  on  sheets  where  do  you  get  most  of  your  supply? 

A.  We  get  about  20  per  cent,  of  our  sheets  from  the  Ameri- 
can Sheet  &  Tin  Plate  Company.    The  balance  we  get  from 
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the  Inland  Steel  Company,  tlie  Youngstown— I  do  not  kaow, 
but  two  or  three  other  concerns.    I  don't  remember  the  names. 

Q.  There  are  a  number  of  companies  quoting  to  you  on 
sheets,  are  there? 

A.  Yes.    We  get  quite  largely  from  La  Belle  too. 

Q.  Where  do  you  get  your  bars,  Mr.  Simmons? 

A.  We  have  got  most  of  our  steel  bars — ^we  have  got- 
ten about  25  per  cent,  of  our  steel  bars  from  the  Tennessee 
Coal,  Iron  &  Eailroad  Company,  and  the  balance,  I  believe, 
from  the  Southern  Steel  Company,  the  larger  part  from  them. 

Q.  How  about  your  wire;  where  do  you  get  that? 

A.  We  get  principally  all  of  our  wire  and  nails  from  the 
American  Steel  &  Wire  Company. 

Q.  The  percentage  is  very  large  in  wire  products  from 
them? 

A.  Practically  altogether,  yes.  That  is  what  runs  our  gen- 
eral average  of  purchases  from  the  Corporation  up. 

Q.  What  is  the  reason  that  your  wire  purchases  from  the 
Corporation  run  so  much  larger  in  percentage  than  your 
purchases  of  these  other  materials? 

A.  They  carry  a  stock  here. 

Q.  Is  that  warehouse  that  they  keep  in  New  Orleans  any 
assistance  to  you? 

A.  Yes,  sir.  We  get  good  service  from  them,  and  we  do 
not  have  to  carry  the  investment  ourselves.  We  draw  on 
the  warehouse  for  stock  as  we  need  it. 

Q.  Is  it  an  assistance  to  them  in  their  competition?  Does 
it  give  them  an  advantage  over  their  competitors  to  have 
that  stock  here  and  to  be  able  to  make  quick  shipments? 

A.  Yes,  sir;  I  think  it  does. 

Q.  Is  there  competition  for  your  business  in  these  dif- 
ferent products  that  you  have  named  among  the  different 
mills? 

A.  Yes,  sir. 

Q.  Is  that  competition  keen  or  otherwise? 

A.  It  is  pretty  keen,  I  think. 

Q.  For  how  long  has  that  been  the  case? 

A.  It  has  been  the  case  ever  since  I  have  had  anything 
to  do  with  it;  ten  years  back. 
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Q.  How  much  is  the  annual  business  that  your  company 
does? 

A.  In  these  lines? 

Q.  Yes. 

A.  We  do  about  3l^ — not  in  that  line.  We  do  probably 
10  per  cent,  of  our  business  in  this  line;  ten  per  cent,  of  the 
volume  of  our  business. 

Q.  That  is  in  money  volume? 

A.  Yes,  sir;  sales. 

Q.  Have  you  any  objection  to  telling  us  about  how  much 
it  runs  in  money  in  the  course  of  a  year;  or  would  you  pre- 
fer not  to  do  it?  I  do  not  want  to  ask  you  if  you  would 
rather  not  do  it. 

A.  I  do  not  know ;  three  and  a  quarter  million 

Q.  In  steel  products? 

A.  No;  ten  per  cent,  of  that  would  be  $325,000;  that  is 
roughly;  probably  more  than  that. 

Q.  Do  you  have  competition  yourself  in  your  sales  here? 
Are  there  other  people  in  the  same  business  as  you  are? 

A.  Yes,  sir. 

Q.  As  a  result  of  that  are  you  compelled  to  buy  close? 

A.  Yes,  sir. 

Q.  Do  you  have  to  run  after  these  steel  companies,  or  do 
they  come  to  see  you? 

A.  They  usually  come  to  see  us. 

Q.  The  salesmen  come  in  pretty  often? 

A.  Yes;  pretty  nearly  every  day. 

Q.  You  never  have  to  beg  tonnage  from  them,  do  you? 

A.  No,  sir;  we  have  not  yet. 

Q.  How  have  the  service  and  treatment  of  the  Steel  Cor- 
poration been?    Pretty  fair? 

A.  Pretty  fair,  yes,  sir. 

Q.  Do  they  ever  hold  up  your  low  price  orders  when  the 
price  goes  up? 

A.  No.  My  observation  has  been  that  they  come  nearer 
filling  their  orders  in  rotation  than  anyone  else  we  have 
bought  from. 
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CEOSS  EXAMINATION 

By  Me.  Colton: 

Q.  During  the  past  four  or  five  years  you  have  not  been 
buying  these  products  personally,  have  you? 

A.  No,  sir. 

Q.  What  was  the  last  contract  you  made  for  wire? 

A.  I  don't  know.  I  think  we  made  a  contract  about  last 
September.  I  believe  our  contract  is  about  for  90  days.  I 
am  not  sure  about  that. 

Q.  Did  you  make  it? 

A.  I  approve  them,  yes,  sir. 

Q.  You  approve  the  contracts? 

A.  Yes,  sir. 

Q.  What  quotations  were  submitted  to  you  at  the  time 
that  contract  was  made? 

A.  We  had  the  prices  from  all  other  sources. 

Q.  What  quotations  were  submitted  to  you  personally  in 
reference  to  that  contract? 

A.  I  don't  know.  I  think  this  concern  over  here  in  Ala- 
bama  

Me.  Reed  :  The  Gulf  States  ? 
The  Witness:  No. 
Mr.  Eeed:  The  Atlanta  Steel? 
The  Witness:  No. 

By  Mr.  Colton: 
,    Q.  The  Standard,  the  Gulf,  the  Alabama  Steel  &  Wire? 

A.  Is  there  a  Southern  Steel  Company  over  there  that 
sells  nails?    The  Youngstown  also;  we  had  prices  from  them. 

Q.  I  asked  you:  Did  the  Southern  Company  submit  its 
price  to  you  personally? 

A.  No ;  they  submitted  it  to  our  buyer. 

Q.  Did  that  price  come  to  you  personally? 

A.  I  know  about  it,  yes,  sir. 

Q.  Did  you  see  that  price  yourself? 

A.  I  think  possibly  the  party  was  there — ^the  representa- 
tive was  there,  and  made  it  verbally. 

Q.  Do  you  recall  what  that  price  was  ?    If  so,  state  it. 
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A.  Let  me  see.  I  tliink  it  was  $1.89 ;  somewliere  close  to 
that. 

Q.  You  would  not  be  sure  whether  that  was  correct  or 
not? 

A.  I  may  be  five  cents  out  of  the  way.  I  think  that  is 
about  it:  $1.89.  , 

Q.  Is  that  f.  0.  b.  New  Orleans? 

A.  Yes,  sir. 

Q.  What  was  the  Youngstown  price? 

A.  I  don't  know. 

Q.  Do  you  recall  whether  the  Southern  Company  sub- 
mitted more  than  one  price  at  that  time? 

A.  No,  sir. 

Q.  You  don't  know  whether  they  did  or  not?  ; 

A.  I  don't  think  they  did.  • 

Q.  You  don't  know  whether  the  agent  first  got  one  price 
from  them  and  then  got  another  price  ? 

A.  Frequently  they  do  that.  We  try  to  bring  them  down-, 
of  course. 

Q.  The  first  quotations  do  not  always  come  to  you? 

A.  No,  sir;  they  usually  are  worked  out  before  they  are 
brought  to  me. 

Q.  Your  purchasing  agent  works  on  them  until  he  thiakis 
he  gets  them  in  shape  before  they  come  to  you? 

A.  Yes. 

Q.  And  that  has  been  the  system  in  which  you  have  pur- 
chased steel  products  during  the  last  five  or  six  years? 
"^     A.  Yes.    I  do  not  know  much  about  the  details. 

Q.  You  would  not  know  of  the  first  quotations,  as  to  how 
many  were  alike  and  how  many  were  different? 

A.  No,  sir. 

Q.  You  get  them  in  what  might  be  called  a  semi-finished 
form? 

A.  For  instance,  if  there  are  telegraphic  quotations,  or 
quotations  by  letter,  they  are  brought  to  me  with  the  con- 
tract, and  I  see  them  that  way. 

Q.  Do  the  oral  quotations  come  to  you?  They  are  made 
to  your  agent,  are  they  not,  and  you  do  not  necessarily  get 
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those?  You  do  not  get  them  until  they  have  been  worked  up, 
as  I  understand  it? 

A.  No,  sir. 

Q.  How  long  was  it  that  you  had  first-hand  information 
■as  to  the  first  quotations?  During  what  period  did  you  have 
first-hand  iaformation  as  regards  the  first  quotations  of  the 
different  wire  companies  and  other  companies  quoting  to 
you? 

A.  You  mean  since  I  have  been  with  this  Company? 

Q.  Yes. 

A.  About  ten  years. 

Q.  I  mean,  cutting  out  this  period  during  which  your  pur- 
diasing  agent  gets  the  quotations,  the  first  quotations,  and 
then  they  are  brought  to  your  attention  after  that:  I  want 
to  know  during  what  period  you  had  first-hand  information 
as  to  the  original  quotations  on  wire  or  whatever  they  were. 

A.  I  would  probably  at  times  get  them  before  the  buyer 
did,  because  they  would  come  over  my  desk  first. 

Q.  That  is  in  regard  to  written  quotations? 

A.  That  is  in  regard  to  written  quotations. 

Q.  Taking  these  oral  quotations,  which,  as  I  understand, 
you  sometimes  receive,  and  your  purchasing  agent  has 
worked  them  up  preliminarily;  I  want  to  go  back  to  the  time 
that  you  had  first-hand  information  as  to  the  original  quota- 
tions, oral  or  otherwise? 

A.  I  do  not  think  there  would  be  any  verbal  quotations 
other  than  from  one  source. 

Q.  What  source  is  that? 

A.  That  would  be  this  steel  company — Southern  Steel 
Company. 

Q.  Why  would  they  quote  orally  instead  of  otherwise? 

A.  Their  manager  just  laid  around. 

Q.  Don't  any  other  company  have  a  manager  down  here? 

A.  I  haven't  seen  any  quoting  nails,  no,  sir,  outside  of 
the  American  Steel  &  Wire  Company. 

Q.  The  American  Steel  &  Wire  Company  might  give  a 
verbal  quotation  first  and  the  Southern  Company  first;  what 
other  companies  quoted  you  on  wire  in  September,  1913? 

A.  We  got  prices  from  the  Youngstown. 
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Q.  The  Youngstown  is  the  only  other  one? 

A.  I  believe  that  is  all,  yes. 

Q.  What  was  the  quotation  of  the  American  Steel  &  Wire 
Company  on  that  contract? 

A.  Their  price  is  usually  a  little  higher  than  we  can  buy 
them  for  ia  the  open  market,  say  five  cents;  say  $1.94;  on 
that  $1.89  price,  their  price  would  be  usually  $1.94. 

Q.  Do  you  recall  that  that  was  the  price  of  the  American 
Steel  &  Wire  Company? 

A.  That  was  the  price,  yes. 

Q.  Do  you  recall  any  other  instance  in  which  you  pur- 
chased from  any  other  company  than  the  American  Steel  & 
Wire  Company,  in  which  you  got  more  than  five  cents  under 
the  American  Steel  &  Wire  Company's  price? 

A.  We  have  not  bought  any  from  any  other .  source. 

Q.  You  bought  of  them  exclusively? 

A.  Yes. 

Q.  Do  you  recall  any  instance  in  which  you  had  a  quota^ 
tion  from  any  other  company  that  was  more  than  five  cents 
under  the  base  price  of  the  American  Steel  &  Wire  Com- 
pany? If  so,  give  the  time  of  the  quotation  and  the  number 
of  instances. 

A.  We  were  able  to  buy  last  year,  I  think,  about  seven 
cents  under  the  price  of  the  American  Steel  &  Wire  Com- 
pany. 

Q.  Under  the  contract  price  ? 

A.  Yes,  under  the  net  price  that  we  paid. 

Q.  But  the  contract  was  let  at  a  different  time  from  the 
time  you  got  that  quotation  of  seven  cents  under  the  contract 
price  ? 

Me.  Eeed  :  He  has  not  said  there  was  any  contract. 
Mr.  Colton:  I  am  asking  whether  that  was  the  fact;  he 
said  contract  price,  I  think. 

The  Witness  :  You  brought  that  point  up. 

By  Mb.  Colton: 

Q.  You  said  under  the  contract  price. 

A.  What  I  meant  was  the  net  price;  if  I  said  "contract" 
I  meant  the  net  price  we  paid.    We  are  usually  covered  by 
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contract  with,  tlie  American  Steel  &  Wire  Company  on  the 
contract  they  had  with  us. 

Q.  Then  there  was  a  contract  in  existence  at  the  time? 

A.  I  think  so ;  we  are  usually  covered,  yes. 

Q.  How  many  months  had  that  been  made  before  this? 

A.  I  think  about  90  days. 

Q.  How  many  months  before,  or  how  many  weeks,  before 
the  time  you  made  that  contract  before  you  got  that  quota- 
tion of  seven  cents  under? 

A.  We  are  able  at  all  times  to  shade  the  price  of  the 
American  Steel  &  Wire  Company  five  cents  a  keg;  any  time 
in  the  last  several  years.  For  instance,  I  would  buy  5,000  or 
10,000  kegs  or  packages,  for  instance;  we  could  shade  the 
price  that  much  always. 

Q.  For  how  many  years? 

A.  Oh,  the  past  several  years. 

Q.  Do  you  remember  any  other  instance  in  which  you 
could  shade  it  more  than  five  cents? 

A.  No,  sir;  I  should  say  the  average  was  five  cents  in  the 
last  several  years. 

Q.  And  that  is  the  only  instance  in  which  you  recall  that 
you  could  do  it  more  than  five  cents  ? 

A.  I  think  so,  yes. 

Q.  There  has  never  been  a  time  in  which  the  others  put 
the  price  enough  under  the  American  Steel  &  Wire  Com- 
pany's price  to  lead  you  to  take  your  trade  away  from  the 
American  Steel  &  Wire  Company? 

,  A.  We  have  felt  very  much  tempted  to  do  it  quite  often. 

Q.  But  you  have  never  done  it? 

A.  No,  sir. 

Q.  What  tonnage  of  wire  were  you  buying  in  1901? 
^  A.  Why,  I  am  not  familiar  with  it  at  that  time. 
■  Q.  When  did  you  first  become  familiar  with  wire  pur- 
chases? 

A.  About  1903. 

Q.  About  what  was  your  tonnage  in  1903  ? 

A.  Oh,  I  judge  our  tonnage  was,  say,  1,000  tons;  that  is 
merely  a  guess. 
.     Q.  And  in  1904? 
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A.  It  would  range  from  1,000  to  2,000  tons  from  1903  up 
to  1907. 

Q.  And  in  1907  what  was  it? 

A.  In  1907  it  was  2,000  tons,  and  in  1908  it  dropped  down 
to  about  1,500. 

Q.  1909? 

A.  In  1909  it  went  up  to  about  2,000  again. 

Q.  1910? 

A.  About  the  same  in  1910. 

Q.  How  much  did  you  say,  about? 

A.  About  2,000  tons. 

Q.  In  1911? 

A.  Then  it  probably  increased  200  or  300  tons. 

Q.  In  1912?  ' 

A.  In  1912  about  the  same,  I  guess. 

Q.  1913? 

A.  I  just  gave  you  that.  ; 

Q.  You  mean  you  just  gave  me  that,  or  do  you  mean  you 
did  on  your  direct  examination? 

A.  About  3,000  tons,  yes. 

Q.  Did  you  get  a  discount  from  the  American  Steel  & 
Wire  Company? 

A.  Yes. 

Q.  What  was  it? 

A.  Two  per  cent. 

Q.  And  in  your  contracts  you  have  a  minimum  specified 
and  a  maximum  specified,  do  you? 

A.  Yes. 

Q.  I  was  speaking  of  wire  when  I  made  that  statement.  , 

A.  Yes.  ' 

Q.  What  size  tube  and  pipe  did  you  buy;  up  to  eight 
inches  ? 

A.  Yes. 

Q.  Didn't  you  buy  anything  beyond  eight  inches? 

A.  We  bought  up  to  twelve  inches. 

Q.  How  much  pipe  did  you  buy  between  eight  and  twelve 
inches;  that  is,  nine,  ten  and  eleven?  . 

A.  I  could  make  a  guess;  I  presume  500  or  600  tons;  I 
didn't  keep  that  separate. 
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Q,  Do  you  know  what  proportion  of  your  pipe  runs  be- 
tween eight  and  twelve  inches,  that  you  bought  from  the  Na- 
tional Tube  Company? 

A.  No,  sir. 

Q.  You  handle  what  is  known  as  small  pipe? 

A.  Yes;  we  have  all  sizes. 

Q.  All  sizes  below  twelve  inches? 

A.  Yes. 

Q.  When  did  you  first  begin  to  buy  pipe? 

A.  I  am  familiar  with  it  for  ten  years  back ;  we  have  been 
handling  it  that  long,  and  longer. 

Q.  About  ten  years  ago?    You  began  in  1904,  then? 

A.  Yes ;  or  1903.  That  is,  I  am  familiar  with  it  from  that 
time ;  we  were  handling  it,  of  course,  before  then. 

Q.  What  companies  did  you  buy  your  pipe  from  in  1903? 

A.  I  really  do  not  know;  I  don't  remember  that  far.  I 
think  we  bought  principally  from  Spang-Chalfant  at  that 
time,  and  we  bought  also  from  the  Western  Tube  Company. 

Q.  The  Western  Tube  Company  was  absorbed  by  the  Na- 
tional Tube  Company,  wasn't  it? 

A.  I  believe  so ;  I  understand  from  this  testimony ;  yes. 

Q.  Do  you  know  what  proportion  you  bought  from  Spang- 
Chalfant  and  what  proportion  you  bought  from  the  West- 
em  Tube  Company? 

A.  No,  sir. 

Q.  In  1905  from  what  companies  were  you  buying? 

A.  About  the  same. 

Q.  And  in  1906? 

A.  Then  we  bought  also  during  those  periods,  bought 
largely,  I  think,  from  1905 — if  I  remember^from  the  National 
Tube  Company,  and  we  bought  from  the  National  Tube  Com- 
pany very  largely  up  to  about  1910. 

Q.  Up  to  about  1910? 

A.  Yes ;  we  bought  75  per  cent,  of  our  requirements  from 
the  National  Tube  Company  up  to  about  1910. 

Q.  From  1903,  then,  about  the  date  that  you  began,  up 
to  1910 — do  you  mean  until  the  close  of  1910  that  you 
bought  75  per  cent,  from  the  National  Tube  Company? 

A.  I  think  we  did,  yes. 
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Q.  And  then  in  1910  you  quit  the  National  Tube  Company 
to  a  large  extent,  in  pipe? 

A.  No,  sir;  we  didn't  quit  them.  Well,  in  a  way,  yes.  We 
bought  from  outside  sources.  I  think  in  1910  we  bought  large- 
ly from  the  Tube  Company.  We  really  had  dropped  out,  I 
think,  in  1911.  Say  75  per  cent,  of  our  purchases  in  1910,  I 
should  say,  was  from  the  Tube  Company. 

Q.  Up  to  about  the  time  of  that  great  cut  that  followed 
Mr.  Topping's  announcement,  you  were  purchasing  about  75 
per  cent,  of  your  tube  products  from  the  Steel  Corporation? 

A.  Yes.  You  mean  the  Eepublic — the  cut  by  the  Repub- 
lic? 

Q.  Yes,  the  Eepublic  Iron  &  Steel. 

A.  Yes. 

Q.  Now,  take  your  bar  steel;  what  year  did  you  begin  to 
buy  bar  steel? 

A.  Why,  we  did  not  do  much  in  steel  bars  until  about — - 
we  began  to  stock  about  1904  or  1905 — 1905,  I  guess;  we 
handled  them  in  a  very  small  way. 

Q.  Would  you  give  your  tonnage  along  about  1904,  1905 
and  1906,  roughly? 

A.  I  should  say  500  tons  would  be  about  it. 

Q.  During  the  period  1904,  1905  and  1906  from  what  com- 
panies were  you  buying  your  steel  bars? 

A.  I  think  we  bought  from  the  Tennessee  Coal,  Iron  & 
Eailroad  Company  largely  until  last  year;  until  the  early 
part  of  1913  we  bought  principally  from  them,  I  think,  the 
T.   (1  I. — the  Steel  Corporation. 

Q.  Principally  from  the  Tennessee  Company  or  from  the 
whole  Steel  Corporation? 

A.  Yes,  the  whole  Steel  Corporation. 

Q.  During  the  period  from  1904  to  1907,  when  the  Tennes- 
see Company  was  taken  over  by  the  Steel  Corporation,  the 
Carnegie  and  the  Illinois  Company  and  the  Tennessee  from 
time  to  time  quoted  you  on  bars,  did  they? 

A.  I  think  so,  yes. 

Q.  And  they  were  in  competition  with  one  another  for 
your  business  during  that  period? 
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•  A.  I  could  not  tell;  I  could  not  remember  whether  they 
were  or  not. 

Q.  But  they  quoted  you? 

A.  They  quoted  us,  I  think,  yes. 

Q.  Do  you  remember  whether  you  bought  any  bars  from 
the  Carnegie  Company  during  the  period  from  1904  to  1907? 

A.  I  think  we  did. 

Q.  Do  you  recall  whether  you  bought  any  from  the  Illinois 
Steel  Company  during  that  period,  steel  bars  ? 

A.  I  do  not.    I  don't  recall  that. 

Q.  What  per  cent,  of  your  steel  bars  did  you  buy  from  the 
Corporation  up  to  and  including  1912,  as  near  as  you  can 
give  it? 

A.  Why,  up  to  1912,  I  think  we  must  have  bought  prob- 
ably 75  per  cent,  of  our  steel  bars ;  we  did  not  handle  them  very 
largely.  We  do  not  handle  concrete  bars  at  all;  we  handle 
only  merchant  bars.  Our  tonnage  is  much  smaller  on  that 
account. 

Q.  Now,  when  did  you  begin  to  buy  sheets? 

A.  We  have  handled  sheets  for  ten  years. 

Q.  You  began  then  in  1903  or  1904? 

A.  Yes. 

Q.  What  company  did  you  purchase  your  sheets  from  in 
1903  and  1904? 

A.  I  think  we  were  purchasing  then  principally  from  the 
Youngstown  and  the  Inland  Steel  and — ^weU,  I  don't  know, 
two  or  three  others. 

Q.  Could  you  give  me  the  percentage  during  1903,  1904 
and  1905  that  you  were  purchasing  from  Youngstown? 

A.  No,  sir. 

Q.  Or  from  the  American  Sheet  &  Tin  Plate  Company? 

A.  I  can  give  it  to  you  I  think  for  1907;  we  were  pur- 
chasing about  40  or  50  per  cent,  of  our  requirements  in  gal- 
vanized sheets  from  the  Youngstown. 

Q.  That  is  the  first  year  you  can  give  the  percentage  in 
sheets  ? 

A.  Yes;  I  do  not  remember  any  further  back. 

Q.  And  you  don't  remember  what  percentage  you  got  from 
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the  American  Sheet  &  Tin  Plate  Company  in  that  year  in 
sheets  ? 

A.  No. 

Q.  In  1908  what  was  it? 

A.  I  think  we  bonght  largely  about  the  same  proportion 
from  Yonngstown  then;  for  about  three  years  we  mostly 
bought  from  Youngstown. 

Q.  In  1907, 1908  and  1909  you  bought  mostly  from  Youngs- 
town? 

A.  Yes. 

Q.  In  1910  from  what  company  did  you  buy  chiefly? 

A.  I  think  we  bought  probably  half  of  our  requirements 
for  that  year  from  the  American  Sheet  &  Tin  Plate  Company ; 
in  1911  about  the  same. 

Q.  And  in  1912? 

A.  In  1912  I  think  about  the  same,  yes,  and  the  last  year 
about  25  per  cent. 

Q.  Well,  up  to  1913  the  percentage  of  these  different  pro- 
ducts that  you  got  from  the  Corporation  was  very  much 
greater  than  it  was  during  1913 ;  that  is  correct,  is  it  not  ? 

A.  I  think  so,  yes. 

Q.  And  the  figures  that  you  have  given  on  the  separate 
products  would  show  about  what  percentage  would  be  from 
the  Corporation,  taking  it  from  the  period  that  you  began  to 
buy? 

A.  Yes. 

Q.  I  neglected  to  ask  you  what  percentage  of  your  plates 
you  got  from  the  Corporation  in  1911  and  1912? 

A.  We  have  bought  very  few  plates,  if  any,  from  the 
Corporation. 

Q.  Your  plate  purchases  have  been  very  insignificant  as 
compared  with  your  other  tonnage? 

A.  Yes. 

EEDIEECT    EXAMINATION 

By  Me.  Eeed  : 

Q.  Do  you  know  competition  when  you  see  it? 
A.  I  think  so,  yes. 
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Q.  Has  the  Steel  Corporation  competition  f 
A.  Have  they  competition? 
Q.  Yes. 

Mk.  Colton  :  Just  a  moment.  I  object  to  a  general  state- 
ment on  the  part  of  the  witness  on  the  ground  that  it  calls 
for  a  conclusion  upon  a  state  of  facts  not  disclosed  to  the 
court. 

The  Examinee  :  You  may  answer. 

Me.  Colton  :  And  I  object  on  the  further  ground  that  the 
witness  has  not  been  shown  to  have  general  knowledge  con- 
cerning any  matter  except  in  regard  to  that  which  affects  his 
own  business. 

By  Me.  Ebed: 

Q.  Will  you  answer,  please? 

A.  They  have  competition,  yes,  very  keen. 

RECROSS  EXAMINATION 
By  Me.  Colxon  : 

Q.  Do  you  know  what  percentage  of  the  wire  rod  busiaess 
they  controlled  in  1910,  the  Corporation? 

A.  By  wire  rods  you  mean  nails  and  wire,  as  we  under- 
stand them? 

Q.  Take  nails  and  wire,  what  percentage  did  they  con- 
trol? 

A.  Here? 

Q.  No ;  in  the  United  States.  Oh,  you  were  only  speaking 
locally,  I  suppose? 

A.  Only  locally,  yes. 

Mb.  Colton:  All  right;  that  is  all. 

(Whereupon  an  adjournment  was  taken  until  to-morrow, 
Thursday,  January  15,  1914,  at  10:30  o'clock  a.  m.) 
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ONE  HUNDRED  AND  FORTY-SECOND  DAY. 

Maison  Blanche, 
New  Orleans,  Louisiana, 

Thursday,  January  15,  1914. 

Before  Special  Examiner  John  Akthtje  Beown. 

Present  on  behalf  of  the  United  States,  Me.  Colton. 
Present  on  behalf  of  the  Defendants,  Me.  Reed, 
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was  called  as  a  witness  on  behalf  of  the  defendants,  and  being 
first  duly  sworn,  testified  as  follows : 

DIRECT  EXAMINATION 

By  Me.  Reed: 

Q.  You  live  in  New  Orleans,  do  you  not? 

A.  I  do. 

Q.  How  long  have  you  lived  here? 

A.  I  was  bom  here.  I  have  lived  here  all  my  life  except 
when  I  was  away  at  college. 

Q.  What  is  your  occupation? 

A.  President  of  the  A.  J-  Nelson  Manufacturing  Com- 
pany. 

Q.  How  long  have  you  been  president  of  that  company? 

A.  Since  1908. 

Q.  Since  what  time  in  1908? 

A.  September,  I  think. 

Q.  What  business  is  that  company  engaged  in? 

A.  General  sheet  metal  business. 

Q.  You  buy  a  large  quantity,  then,  of  sheet  metal  of  vari- 
ous kinds? 

A.  Yes.  We  buy  steel  sheets,  sheet  copper  and  black 
sheets. 
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Q.  About  how  many  tons  of  steel  sheets  do  you  buy  an- 
nually? 

A.  I  should  judge  about  1,500. 

Q.  Do  you  buy  both  the  flat  and  the  corrugated  sheets? 

A.  Yes. 

Q.  And  both  black  and  galvanized? 

A.  Black  and  galvanized. 

Q.  Of  the  different  kinds  of  sheets,  what  kind  do  you  buy 
the  most  of? 

A.  I  think  we  buy  more  galvanized  than  the  other. 

Q.  And  more  corrugated  than  flat? 

A.  Yes,  sir;  more  corrugated  than  flat. 

Q.  That  galvanized  corrugated  sheet  is  used  very  largely 
for  building  purposes  here,  is  it  not? 

A.  Yes ;  very  largely. 

Q.  Have  you  been  active  in  the  buying  for  your  company? 

A.  I  have  been  active  since  that  time. 

Q.  That  is  since  September,  1908? 

A.  Yes. 

Q.  You  have  had  personal  charge  of  the  buying  of  sheet 
metal? 

A.  Yes. 

Q.  Do  you  buy  on  a  competitive  basis,  Mr.  Laroussini? 

A.  Always. 

Q.  About  what  percentage  of  your  steel  sheets  do  you  get 
from  the  United  States  Steel  Corporation  or  its  subsidiaries? 

A.  Well,  I  should  judge  in  the  neighborhood  of  30  per 
cent. 

Q.  And  is  there  real  competition  for  your  business? 

A.  I  have  always  found  it  so. 

Q.  Tell  us  the  names  of  some  of  the  companies  that  com- 
pete with  the  Steel  Corporation,  Mr.  Laroussini,  for  your 
business  ? 

A.  We  have  done  business  with  the  Stark  EoUing  Mill, 
the  Seneca.  Iron  &  Steel  Company,  the  Wheeling  Corrugating 
Company,  the  Newport  Eolling  Mills,  the  old  Ashland  Sheet 
Mill,  which  was  succeeded  by  the  Jobe  Iron  &  Steel  Company. 

Q.  Let  me  suggest  some:  the  Youngstown  Sheet  &  Tub© 
Company? 
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A.  No. 

Q.  Have  they  quoted  to  you? 

A.  We  seldom  get  quotations  from  them.  We  have  the 
quotations  right  along  from  the  Trumbull  people,  and  also 
the  Apollo  Steel  Company,  which  is  a  new  mill. 

Q.  From  the  La  Belle  Steel  Company? 

A.  Yes;  we  have  gotten  quotations  from  them,  but  we 
have  never  given  them  any  business. 

Q.  From  the  American  Eolling  Mill  Company  of  Middle- 
town,  Ohio? 

A.  We  get  quotations,  but  we  have  never  placed  any  busi- 
ness with  them. 

Q.  From  the  Brier  Hill  Steel  Company  or  its  predeces- 
sor, the  Niles  Corrugating  Company? 

A.  We  used  to  do  business  with  them  back  in  1906  and 
1907.  Although  I  was  not  actively  the  buyer  I  was  super- 
vising some  of  the  purchasing. 

Q.  Do  they  still  solicit  your  business? 

A.  Yes ;  they  do. 

Q.  Do  they  submit  quotations  to  you? 

A.  The  Brier  Hill,  you  refer  to  ? 

Q.  Yes. 

A.  Yes. 

Q.  How  about  Fannin  &  McCullough? 

A.  They  are  the  successors  to  the  Jobe  Iron  &  Steel  Com- 
pany, are  they  not? 

Q.  The  two  companies  are  connected  in  some  way? 

A.  Yes. 

Q.  Besides  that  the  American  Sheet  &  Tin  Plate  Com- 
pany, which  is  a  subsidiary  of  the  United  States  Steel  Cor- 
poration? 

A.  Yes;  we  purchase  from  them. 

Q.  Your  purchases  have  run  about  thirty  per  cent,  from 
the  Steel  Corporation? 

A.  In  that  neighborhood.  I  should  judge  about  that.  I 
have  never  figured  it  out. 

Q.  Take  the  quotations  that  are  received  from  these  dif- 
ferent competitors;  do  they  vary  or  are  they  all  alike? 

A.  I  have  found  them  to  vary. 


10756  PAUL  H.  lABOUSBINI. 

Q.  How  long  has  that  been  so  ? 

A.  As  long  as  my  experience  in  buying  bas  existed. 

Q.  Througbout  tbat  period  wben  you  bave  bad  direct  con- 
nection witb  tbe  buying,  bas  tbe  competition  for  your  busi- 
ness been  keen  or  otberwise? 

A.  It  bas  been  pretty  active.    Tbey  bave  all  been  after  it. 

Q.  You  bave  competition,  I  suppose,  in  tbe  work  tbat  your 
company  does? 

A.  Ob,  yes ;  more  than  we  want. 

Q.  And  you  bave  to  buy  close,  I  suppose? 

A.  As  close  as  we  possibly  can. 

Q.  And  in  tbat  way  you  bave  become  something  of  a  judge 
of  competition  yourself? 

A.  Of  course,  we  bave  to  take  quality  into  consideration 
also. 

Q.  Do  you  believe  tbat  there  is  a  genuine  competition  for 
your  business  in  sheets? 

A.  I  do. 

Q.  Have  you  seen  any  iadication  that  tbe  Steel  Corpora- 
tion bad  a  monopoly  of  tbe  manufacture  of  sheet  steel  in  the 
United  States? 

Mr.  Colton  :  I  object  on  the  ground  that  the  witness:  has 
not  been  shown  to  bave  any  knowledge  except  as  regards  his 
own  business;  that  the  question  is  too  general,  and  calls  for 
a  conclusion  upon  a  state  of  facts  not  disclosed  to  the  Court. 

The  Witness  :  No ;  it  bas  not  been  my  observation. 

By  Mb.  Eeed  : 

Q.  Have  you  observed  any  indication  of  any  restraint  of 
trade  in  sheets? 

Me.  Coi>TO]sr :  I  object  on  tbe  ground  tbat  the  question  calls 
for  a  conclusion  of  tbe  witness  upon  a  state  of  facts  not  dis- 
closed to  the  Court,  and  also  calls  for  a  conclusion  involving 
a  mixed  question  of  law  and  fact  as  to  which  the  witness  is 
incompetent;  and  I  also  object  to  the  witness  as  incompetent. 

The  Witness:  I  bave  always  found  tbat  there  was  com- 
petition. 
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CEOSS  EXAMINATION 

By  Mb.  Colton  : 

Q.  Of  all  your  steel  purchases  taken  as  a  whole,  you  buy 
about  40  per  cent,  from  the  Steel  Corporation? 

Me.  Eebd  :  He  said  30. 

The  Witness:  Thirty.  I  haven't  figured  this  out;  this  is 
approximate. 

By  Mr.  Colton  : 

Q.  I  ask  you  of  your  steel  purchases  as  a  whole,  do  you 
not  buy  about  40  per  cent,  from  the  Steel  Corporation? 

A.  No;  my  belief  is  in  the  neighborhood  of  30  per  cent.; 
I  may  be  off  on  a  certain  percentage ;  I  don't  know  exactly. 

Q.  What  tonnage  did  you  buy  iu  1908,  of  steel  products? 

A.  Well,  to  answer  that  question  would  be  mere  guess- 
work. 

Q.  In  1909  it  would  be  guesswork  also? 

A.  I  haven't  kept  a  record  of  the  tonnage  that  I  purchased. 

Q.  What  tonnage  did  you  buy  from  the  American  Sheet 
&  Tin  Plate  Company?  That  would  be  guesswork  for  each 
of  those  years? 

A.  I  should  .iudge,  as  I  said  before,  approximately  30 
per  cent. ;  in  that  neighborhood. 

Q.  Will  you  give  me  the  tonnage  that  you  bought  in  1908 
from  the  American  Sheet  &  Tin  Plate  Company? 

A.  No,  sir;  I  can  not. 

Q.  Can't  you  approximate  it? 

A.  No.  I  wUl  say  30  per  cent,  of  my  total  purchases,  I 
should  judge. 

Q.  You  can  not  approximate  the  tonnage  from  the  Ameri- 
can Sheet  &  Tin  Plate  Company,  however?  If  you  can,  give 
it  to  me  as  near  as  you  can. 

A.  No,  I  couldn't  give  any  estimate  on  that. 

Q.  You  can  not  give  the  total  for  any  of  those  years  ? 

A.  No,  sir. 

Q.  And  as  I  understood  your  answer,  your  estimate  of  the 
total  tonnage  would  be  guesswork,  and  your  approximate  ton- 
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nage  from  the  American  Sheet  &  Tin  Plate  Company  would 
be  guesswork? 
A.  Yes. 

("Whereupon  an  adjournment  was  taken  until  Monday, 
January  19,  1914,  at  10:30  o'clock  a.  m.,  at  St.  Louis,  Mo.) 
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